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It isn’t hard to understand why — after all, everybody 
loves a leader, and Webster’s is “supreme” in the quality 
field. Typists have learned they get extra value when 
they use Webster products. As a result, MultiKopy and 
Micrometric carbon papers and Star Brand typewriter 
ribbons are now standard equipment in thousands of 
business offices. 

@ Webster dealers who push these brands will benefit 
handsomely in building profits, repeat business, and 
customer good will. 


@ Webster will continue to help you through National 
advertising and merchandising assistance. 


@ In short, Webster is constantly working to make 
your Franchise more valuable and profitable to you. 
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{OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire 
industry of office equipment 
It covers the manufacture 
and distribution of office 
machinery, office devices, of- 
fice furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commer- 
cial stationery dealers and 
many of the largest corpora- 
tions in the United States. 
It also reaches some dealers 
in fifty-four other countries 
who deal in American office 
equipment. 


{No person, firm or corpo- 
ration either directly or in- 
directiv connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shap- 
ing its policy, which has in 
view at all times the best in- 
terests of the field it serves. 
It aims to discuss all sub- 
jects fairly, and to furnish 
its readers reliable informa- 
tion concerning the progress 
and development of the of- 
fice appliance industry. It 
will answer any questions 
germane to its field to the 
best of its ability, and it 
asks its readers in all parts 
of the world to aid it with 
inquiries and suggestions to 
which it will give prompt 
and earnest consideration. 
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National Office Furaiture Week 82 
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Ss the Flows 


“The Groceries of Business” . 100 
Gold Royal Typewriter Presented Miller on 10th Anni- 
versary Se eee so ae ee oP é. . 102 
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{SUBSCRIPTION RATES 
in the United States and its 
possessions and Mexico—one 
year, $2.00; two years, $3.00; 
three years, $4.00. Canada— 
one year, $2.50; two years, 
$4.00; three years, $5.50. 
Foreign — one year, $3.00; 
two years, $5.00. Remit- 
tances may be made by 
personal checks, drafts on 
New York or Chicago, Post- 
office or Express Money Or- 
ders, or in American Postage 
Stamps or currency, if sent 
by registered mail. Single 
copies, twenty-five cents. 
{CHANGE OF ADDRESS. 
Subscribers may have their 
mailing addresses changed as 
often as desired. Notice re- 
ceived before the fifteenth 
of the month will permit 
delivery of next issue at 
new address. Both old and 
new addresses must be given. 
{CONTRIBUTIONS are in- 
vited upon any topic of 
interest to this trade. All 
accepted manuscripts will be 
paid for at space rates. Un- 
accepted manuscripts will 
not be returned unless post- 
age is enclosed by the sender. 
Correspondents should give 
their names and addresses, 
which will be withheld from 
publication if requested. 
{ADVERTISING RATES 
upon application—only ar- 
ticles of office equipment 
or directly related products 
eligible. 

Entered as Second-Class 
Matter, July 8, 1905, at the 
Postoffice at Chicago, IIl., 
under Act of March 3, 1879. 
{Office Appliances” is regis- 
tered in the United States Pat- 
ent Office, Washington, D. C. 
{COPYRIGHT. Contents 
covered by Copyright, 1940, 
by the Office Appliance 
Company. 
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These advertisements present the products of the leading manufacturers in each division of the industry. Because of the ground 


for honest differences of opinion, the publishers obviously cannot undertake to guarantee transactions between advertisers and J 
offer their services in resolving any disagreements which result from relations established 


through the journal. 





customers. They do, however, 
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For the benefit of the subscribers the lines advertised are here classified. Many of the requirements of the modern business office 
are represented. Should subscribers be interested in any article of office equipment not listed here, they are cordially invited to 
communicate with the service bureau, through which the information will be promptly and cheerfully furnished by letter, without 
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Amer. Writing Machine Co 
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Addressing Machines, Used 
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Ball Bearings for Drawer Slides, 


Mfg 
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Underwood Elliott 
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Fisher Co 
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National Blank Book Co 
Shaw-Walker Co , 


Storage 
Mfg. Co 
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Adams, Henry T., 
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Shaw-Walker Co 


Binders, 


Binders, String 
tankers Box Co 


Blank Books 
Boorum & Pease Co 
National Blank Book Co 
Rockwell-Barnes Co 


Blotters 


Wrenn Paper Co 


Catalogue and Periodical 


Blue Print and Plan File — 
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Dolgorukov Mfg. Co 


Book Rings 
Adams, Henry T 


Bookkeeping Machines 
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Mfc. Co 
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Bookkeeping Systems 
Modern Bookkeeping 
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Rockwell-Barnes Co 
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Walker Co 14 


Systems Co 
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_Brief and Zipper Cases 
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Shaw-Walker Co 147 
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Shipman-Ward Mfg. Co 
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Taylor, R A.. & Co 
Carbon Papers 
(See Ribbons 


and Carbons) 


—- Index Boxes and Trays 
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Shaw-Walker Co 147, 160 
Shepherd Chair Co 253 
Sikes Co., Ine rhe . 159 
Sturgis Posture Chair Co.. 203 
Toledo Metal Furn. Co. 134 
Check Protectors & Writers 
Hall-Welter Co 168 
Cheeks, Stamped Metal 
Meyer & Wenthe 247 
Coin Bags, Trays and Wrappers 
Art Steel Co 143, 144 
Downey, C. L., Co 200 
Copyholders 
Acco Products, Inc ad 172 
Amer, Aut. Elec. Sales Co 230 
Dawn Mfg. Corp., The 168 
Shipman-Ward Mfg. Co 152 
Costumers 
Fair Furniture Co 235 
Globe-Wernicke Co., The 173 
Peerless Steel Equip. Co 23 
Royal Metal Mfg. Co. 169 
Shaw-Walker Co 147, 180 
Troy Sunshade Co 256 
Cushions and Pads, Chair 
Bickett, L io <a 251 
Perfect Rubber Seat Cushion Co,254 
Seatmaster Co 122 
Shipman-Ward Mfg. Co 152 
Dating Stamps 
Amer. Number Mach. Co 251 
tutes Mfg. Co 213 
Fulton Specialty Co 40 
Melind, Louis, Co 220 
Meyer & Wenthe 247 
Rivet-O Mfg. Co 255 
Desk Lamps 
Dawn Mfg. Corp 168 
Economical Lighting Co 255 
Faries Mfg. Co 182 
Midwest Naturlite Co 142 
Van Dyke Industries 194 
Desk Mechanism, Typewriters 
St. Louis Hardware Mfg. Co...178, 179 
Desk Pads 
Aigner, G. J., & Co 240 
Amer, Aut, Elee. Sales Co 230 
Finch & MeCullouch 228 
Desk Pending-Letters Holders 
Acco Products, In 172 
Desk Pen & Ink Sets 
Even-Flow Corp 224 
Gregory Fount-O-Ink Co 162 
Sheaffer, W. A Pen Co 132 
Zephyr American Corp 243 
Desk Trays 
Aigner, G. J., & Co 240 
Art Metal Construction Co 154, 155 
Art Steel Co 3, 144 
Automat. File & Index Co 230, 249 
Corry-Jamestown Mfg. Corp 201 
Dolgorukoyv Mfg. Co 227 
General Fireproofing Co. 116, 117 
Globe-Wernicke Cx 173 
Imperial Methods Co 153 
Peerless Steel Equip. Co 23 
Shaw-Walker ¢ 147, 160 
Weis Mfg. Co 123, 4, 6 
Yawman & Erbe Mfg. Co 19 
Desk Work Distributors 
Art Steel Co. 14 144 
Bristow, Stanley R 254 
Globe-Wernicke Co 173 
Lyon Metal Pr icts, Ir 252 
Victor Safe & Equip. ¢ 218 
Weis Mfg. Ce 2 i, t 
Desks 
Alma Desk Co 222 
Art Metal ¢ rt n Co 54, 155 
Art Steel ¢ 143, 144 
Automat. File & Index Co 230, 249 
tentson Mf Co 232 
trowne-Morse Co 255 
Columbia Steel Equip. Co 193 
Corry-Jamestown Mfg. Corp 201 
General Fireproofing Co 116, 117 
Globe-Wernicke Co 17 
Imperial Desk Co. 22 
Indiana Desk Co 246 
Invineible Metal Furr cc 205 
Jasper Office Furn. Co 238 
Leopold Co., The 23 
Macey Co The 214 
Metal Office Furr re Co 136 
Peerless Steel Equip. Co 237 
Royal Metal Mfg. C« 169 
Shaw-Walker ( 147, 160 
Sloane, W. & J 191 
Troy Sunshade Co 256 
Victor Safe & Equip. Co 218 
Yawman & Erbe Mfg. Co 197 
Dictating Machine (Stenotype) Supplies 
Stenotype Supplies Co 250 
Dictating Machines 
Dictaphone Cory 157 
Dietating Machines, Used 
forse Typewr. Co 252 
Shipman Wa ard Mfg Co. 152 


Duplicating Machines & Sueettes 
Amer. Writing M Co.. 
Barker, Earl M., & 
nar gps Ribbon neal Carbon 


Dick, A. B.. Co... 

















Harding. Milo, Co........... 
Heyer Corporation, The... , 
Hileo Corp. .... 245 
Ink Specialties “Co... 216 
Manifold Supplies Co... 112 
Mimeograph, The .................. 111 
Mittag & Volger, ta inetics 167 
Orthograph Co., LSS 
Red Feather Products, “Tad. 237 
Rex-O-Graph Co. al ; ..254 
Shipman-Ward Mfg. Co... ..153 
Smith, L. C.. & Corona. “Typewr.. 118 
Speed-O-Print Corp. ............... 241, 242 
Sprunk Printing Co. by ae | 
Technygraph, The raiginian 
Victor Safe & Equip. “Co. 218 
Duplicating Machines, Used 
Morse, J. 8. wr, Co... 252 
Shipman-Ward Mfg. Co. , 152 
Universal Office Equip. Co....... 257 
Envelope Openers 
(See Letter Openers) 
Envelope Sealers 
Multipost Co., Ine..... 208 
Envelope Sealer-Cancellers 
Multipost Co., The....... 208 
Envelopes 
Globe-Wernicke Co. . es sina e 
Quality Park Envelope Co....... 156 
Envelopes, —— 
Markilo Co. ......... 252 
Eradicators, Ink 
Carter’s Ink Co., The sain a 
Heyer Corp., The....... 259 
Erasers, Rubber 
Blaisdell Pencil Co. 206 
Exhibitions, Office 
Nat'l Business Show.......... 120 
Eyelets & Eyelet Fasteners 
Bates Mfg. Co... nee 213 
Rivet-O-Mfg. Co. .......... : 255 
Fanfold Continuous Forms 
Hano, Philip, Co., Ine 128 
File Boxes, Collapsible esa 
Bankers Box Co....... 236 
Boerbiers, ©. Bas Ciiasicnenni 244 
Globe-Wernicke Co. .... . 173 
Guide System & Supply Co 150 
Oxford Filing Supply | Co. 183 
Wels Mfg. Co............ 123, 4, 5, 6 
File Boxes, Metal 
Adams, Henry T., Mfg. Co. 250 
Art Metal Construction Co....154, 155 
Ast (inte ‘Giinesan 143, 144 
Corry-Jamestown Mfg. Corp ..201 
Globe-Wernicke Co ienensins 173 
Peerless Steel Equip. Co. 237 
Pronto File Corp re 210 
Rockwell-Barnes Co +1 85 
Shaw-Walker Co 147, 160 
Victor Safe & Equip. Co 218 


Filing Cabinet Ball and Roller 
Bearings 
Kilian Mfg. 


Filing Cabinets, 


Corp 2 
Insulated 


Mosler Safe Co., The 186 
Shaw-Walker Co. . 147, 160 
Victor Safe & Equip. Co 218 


Filing Cabinets, Metal 


General Fireproofing Co. 1 
Globe-Wernicke Co. 1 
Invincible Metal Furn. Co 
Macey (o.. The ¥ aa 


All-Steel-Equip Co. 138, 139 
Anderson-Hickey Co — 
Art Metal Construction Co. 154, 155 
Art Steel Co 143, 144 
Automatic File & Index Co 230, 249 
tentson Mfg. Co. 23 
Browne-Morse Co, . dainecisininet 25 
Columbia Steel Equip Co. 19 
Corry-Jamestown Mfg. Corp 20 
1 
7 
0 
1 


Metal Office Furn “Co... 136 
Peerless Steel Equip. Co. 237 
Pronto File Corp. 210 
Shaw-Walker Co. .. 147, 160 
Victor Safe & Fouip. Co 218 
Yawman & Erbe Mfg. Co. 197 
Filing Cabinets, Wood 
Globe-Wernicke Co. 173 
Imperial Methods Co 15! 
Weis Mfg. Co. 123, 4, 5, 6 
Yawman & Erbe Mfg. Co. 197 
Filing Supplies 
Acco Products, Ine 172 
Aigner, G. J., & Co 240 
Art Metal per ee Co....154, 155 
Barkley. C. L., & Co......... 244 


THE CLASSIFICATIONS 
(Continued on page 6) 











THE CLASSIFICATIONS 
(Continued from page 5) 


Browne-Morse Co. ... 255 
Cooke & Cobb Co........... 137 
Corry-Jamestown Mfg. Corp 201 
Daco Card and Index Co «$52 
General Fireproofing Co 116, 117 
Globe-Wernicke Co 173 
Guide System & Supply Co 150 
Imperial Methods Co 15% 
Macey Co., The 214 
Metal Office Furn. Co. 136 
Oxford Filing Supply Co 183 
Pronto File Corp 210 
Quality Park Envelope Co 156 
Rockwell-Barnes Co. 185 
Shaw-Walker Co ed 147, 160 
Victor Safe & Equip, Co. 218 
Warshaw Mfg. Co 216 
Weis Mfg. Co 123, 4, 5, 4 
Yawman & Erbe Mfg. Co 197 
Filing Tables 
Toledo Metal Furniture Co. 134 
Finger Pads 
Speed Products Co 161 
Folders (See Filing Supplies) 
Fountain Pens Re 
Carter's Ink Co., The 175 
Esterbrook Pen Co 211 
Kahn, David, Inc... 196 
Parker Pen Co. ..... 187 
Sheaffer, W. A., Pen Co 132 
Gummed Cloth Rings 
Graff, Geo. B., Co 158 
Warshaw Mfg. Co 16 
index Card Signals J 
Cook, : ~ 215 
Graff, Geo. B., 158 
Victor Safe & 7 Co 218 
index Tabs 
Aigner, G. J., & Co 240 
Barkley, C. L., & Co 244 
Globe Wernicke Co 173 
Guide System & Supply Co 150 
Markilo Co 252 
Shaw-Walker Co 147, 160 
Victor Safe & Equip. Co. 218 
inks, Adhesives, Ete. : 
Carter's Ink Co., The 175 
Continental Ink Co........ 253 
Harriman-Welts Prod. Co 176 
Higgins, Chas. M., & Co 233 
Ink Specialties Co. 216 
Melind, Louis, Co. 220 
Parker Pen Co. 187 
Rivet-O-Mfg. Co. 255 
Sheaffer, W. A.. Pen Co 132 
Union Rubber & Asbestos Co 257 
Inkstands hae 
Cushman & Denison Mfg. Co 257 
Intercommunication Equipment 
Webster-Chicago Corp 239 
Labels, Folder Strip, Ete. 
Oxford Filing Supply Co 183 
Warshaw Mfg. Co 216 
Ladders, Library, Store & Vault 


Cotterman, lL. D 252 
Leads for Mechanical Pencils 


Autopoint Co 171 
Kahn, David, Inc 196 
Rite-Rite Mfg. Co 257 
Sheaffer, W. A., Pen Co 132 
Leather Goods 
Doppelt, Chas., & Co 243 
Nat'l Brief Case Mfg. Co 200 
Varat, Murray, Co. 253 
Leather Upholstered Furniture 
Bright Chair Co... 212 
Khrlich Upholsfery Works 227 
Jasper Chair Co : 148, 149 
New Indiana Chair Co. 246 
Letter Openers 
Multipost Co., Ine 208 
Letter Trays (See Desk Trays) 
Letterheads 
Wiggins, John B., Co 253 
Library Equipment 
All-Steel-Equip Co. 138, 139 
Art Metal Construction Co 154, 155 
Art Steel Co. 148, 144 
Corry-Jamestown Mfg. Corp 201 
General Fireproofing Co 116, 117 
Globe-Wernicke Co j 173 
| Sa 214 
Peerless Steel Equip Co. 237 
Shaw-Walker Co. 147, 160 
Yawman & Erbe Mfg. Co 197 


Lithegraphed Continuous Forms 
Hano, Philip, Co., Ine 128 


Lockers and Storage Cabinets 
All-Steel-Equip Co 138 
Anderson-Hickey Co 
Art Metal Construction Co 
Art Steel Co. was 
Browne-Morse Co 
Corry-Jamestown Mfg. 
General Fireproofing Co 
Globe-Wernicke Co. 
Invincible Metal Furn. Co 


Corp 





Lyon Metal Products, Inc 2 
Macey Coa, The 214 
Metal Office Furn. Co. 136 


Shaw-Walker Co. 147, 160 


Yawman & Erbe Mfg. Co.. 197 
Loose Leaf Books & Systems 

Adams, Henry T., Mfg. Co 250 

Aigner, G. J., & Co 240 

Boorum & Pease Co 221 


Master-Craft Div. Shaw-Walker 160 
National Blank Book Co 17 

Sheppard, The C. E., Co 249 
Stationers Loose Leaf Co 202 





Loose Leaf Sheet pores, Celluloid 


Markilo Co. .......... 252 
Loose Leaf Metals and Devices 
Adams, Henry T., Mfg. Co 
Mail Distributors 
Bristow, Stanley R. 25 


Globe-Wernicke Co. 


Victor Safe & Equipment ( 218 
Map Tacks 
Graff, George B., Co. 158 
Moore Push-Pin Co 253 
Manifold Books & Business Forms 
Hano, Philip, Co., Ine 128 
Matched Office Suites 
Art Metal Construction Co 154, 155 
General Fireproofing Co. 116, 117 
Globe-Wernicke Co 173 
Leopold Co., The.. 234 
Macey (o., The 214 
Royal Metal Mfg. Co 169 
Shaw-Walker Co 147, 160 
Sloane, W. & J . 191 
Troy Sunshade Co 25 
Memorandum Books 
Boorum & Pease Co 221 
Master-Craft Div. Shaw-Walker 160 
National Blank Book Co 177 
Rockwell-Barnes Co. 185 


Prevue-Radsell Co. 2 


Memorandum Devices 
Autopoint Co. .... 
Bates Mfg. Co... 
Bristow, Stanley R 
Finch 
Wilson Mem. Index Co 
Zephyr American Corp 


Mending Tape 
Warshaw Mfg. Co. 


Moisteners 
Better Packages, Inc 2 
Kellogg, A. W., 
Rivet-O-Mfg. 


Numbering Machines 
Amer. Numbering Mach. Co 2 


& McCullouch xm 2: 


Sales Co 25 
Co. 255 





Bates Mfg. Co....... 213 


Melind, Louis, Co. 
Roberts Numbering 


Office Partitions and Railings 


Mach. Co 204 


Globe-Wernicke Co 173 


Pads, 
Boorum & 


Figuring 


Pease Co 22 


National Blank Book Co 177 
Rockwell-Barnes Co 1X 


Paper 
Brown, L. L., 
Katon Paper 
Rockwell-Barnes Co 


Paper Clamps 

Acco Products, Ine 
Cushman & Denison 
Esterbrook Pen, Inc 
Hunt, C. Howard, Pen Co 


Paper Clips 
Acco Products, Inc 
Cook, H. 
Cushman & 


Paper Co ? 


Mfg. Cc 


Denison 


Corp 21 
1s 


torone 


C., Co 215 
Mfg. Co 257 


Graff, Geo. B., Co. 158 
Vail Manufacturing Co 131 


Paper Fastening Machines 


Ace Fastener Corp. I 


Acme Staple Co. ..... 
Amer. Autme. Elec. Sales Co.........2 


Bates Mfg. Co.................- 213 
Hotchkiss Sales Co. 165 


Neva-Clog 
Speed 
Victor Safe 


Paste (See Inks, Adhesives, E 
Pencil Sharpeners 
Graff, 
Hunt, C. Howard, 


Pencils, Mechanical 


George B., Co 15 
Pen Co -=-. 248 


Produc ts, Inc 135 
Products Co..... 161 
& Equip. Co. 218 


Autopoint Co 171 


Kahn, David, Ine l 
Parker Pen Co 
Rite-Rite Mfg. Co 2 
Sheaffer, W. A., 
Pencils, Paper Wound 
Blaisdell 


Pencils, Wood Cased Lead 
Blaisdell Pencil Co 
General 


Pens, Steel 


Esterbrook Pen Co 21 


Hunt, C. Howard, Pen Co 2 


Spencerian 
Picture Hooks 

Moore Push-Pin Co 2 
Pins and Pin Containers 

Vail Mfg. Co 


Piatens, Typewriter 
Amer. Writing Machine Co 1 
Ames Supply Co. 1 
Shipman-Ward Mfg. Co 


Postal Seales 


Hanson Scale Co 25 


Pelouze Mfg. Co 
Shipman-Ward Mfg. Co 
Triner Scale & Mfg. Co 


Protection Cups & Strips, 
Siph-O Products Corp 


Public Address Systems 
Webster-Chicago Corp 


Publishers 
Atwell, Anthony 


British Stationery Exporter 2 


Pen Co 231 


& Assx 212 


Pen Co 132 


Pencil Co 20¢ 


Pencil Co 198 


Furniture 


Punches 
Acco Products, Ine....... 
Bates Mfg. Co 
Boorum & Pease Co 
(Cooperative Church Sup. Co 
Globe-Wernicke Co 
Mitchell Binder Co. 2 








National Blank Book Co. 

Push Pins 
Moore Push-Pin Co 253 

Representatives Wanted 
By—256 ...... 256 

Ribbons and Carbons 
Allen & Co 248 
Allied Carbon & Ribbon Co 252 
Amer. Writing Machine Co. 127 
Ames Supply Co 115 
Buckeye Kibbon & Carbon Co 244 
Carter's Ink Co., The Si 175 
(odo Mfg. Corp 239 
(olumbia R. & C. Mfg. Co 114 
Crown Ribbon & Caroon Mig. to.. 200 
Imperial Mfg Co 14 
Little, A. P., Ine 224 
Manifold Supplies Co liz 
Mittag & Volger, Inc 167 
Old Town Rib. & Carbon Co 119 
Pacific Car. & Rib. Mfg. Co 151 
Peerless Key-Imperial Mfg. (0 164 
Phillips Process Co 255 
Remington Rand Inc 217 
Royal Typewriter Co Im 121 
Shipman-Ward Mfg. Co 152 
Smith, L. C., & Corona Tws 113 


Storms, H. M., Co. 233 


Underwood Elliott Fisher Co 
tte Suck) =69Cover 
U. 8S. Typewr. Rib. Mfg. Co 247 
Webster, F. 8S Co 2 
Rubber Stamps 
Melind, Louis, Co 220 
Meyer & Wenthe 247 
Safes 
Art Metal Construction Co....154, 15 
Diebold Safe & Lock Co 163 
General Fireproofing Co ] 117 
Globe-Wernicke Co. 173 
Macey Co., The 214 
Meilink Steel Safe Co., The 22 
Mosler Safe Co., The Lf 
Schwab Safe Co., The 236 
Shaw-Walker Co 147, 160 
Victor Safe & Equip. Co 218 
Yawman & Erbe Mfg. Co 197 
Scrapbooks 
Globe-Wernicke Co 173 


Weis Mfg. Co 12 i 


Secretary Desks 
Art Metal Construction Co 154, 1 
General Fireproofing Co 116, 1 
Globe-Wernicke Co 1 
Peerless Steel Equip. Co 
Shaw-Walker Co 17 


Shelving 
All-Steel-Equip Co, 138, 139 
Art Metal Construction Co 154, 1 
Art Steel Co, ‘ 143, 144 
Browne-Morse Co 255 
(orry-Jamestown Mfg. Corp 201 
General Fireproofing Co 116, 117 
Globe-Wernicke Co 173 
Lyon Metal Products, Inc 252 
Macey Co., The 214 
Shaw-Walker Co 147, 160 
Smoking Stands, Office 
Royal Metal Mfg. Co 169 
Sorting Devices 
sristow, Stanley R 254 
Stamp Affixers, Postage 
rR 


Multipost Co., Inc 


Stamp Pads 
Bates Mfg. Co 





Fulton Specialty Co 

Melind, Louis, Co 

Meyer & Wenthe 

Phillips Process Co ) 
Rivet-O-Mfg. Co 255 
Rockwell-Barnes Co 185 
Victor Safe & Equip. Co 218 


Stands for Office Machines 


All-Steel-Equip Co 138, 1 
Ames Supply Co 115 
Anderson-Hickey Co 246 
Art Steel Co 14 144 
Corry- Jamestown. Mfg. Corp 20 
Gaylo Mfg. Co., Inc 219 
General Fireproofing Co Llé 17 
Globe-Wernicke Co. l 
Harter Corp <a 140 
Metalstand Co 251 
Peerless Steel Equip. Co 237 
Sherman-Manson Mfg. Co. 232 
Shipman-Ward Mfg. Co 152 
Sturgis Posture Chair Co 203 
Toledo Metal Furniture ¢ 14 
Staple Extractors 
Ace Fastener Corp ) 
Staples and Stapling Machines 
Ace Fastener Corp 195 
Acme Staple Co. 199 
Bates Mfg. Co.. 213 
Hotchkiss Sales Co 165 
Neva-Clog Products, In l 
Speed Products Co lf 
Vail Manufacturing Co 181 
Stationers, Wholesale 
Bainbridge, Kimpton & Haupt 
Inc 234 
Stenographer’s Note Books 
National Blank Book Co 77 
Rockwell-Barnes Co 185 
Storage and Transfer Cases 
Adams, Henry T.. Mfg. Co 250 


All-Steel-Equip Co 138, 1 
Art Metal Construction Co...154, 155 





Art Steel Co..... 

Bankers Box Co.. . 
Barkley, C. L., & Co........ 
Bentson Mfg. Co = 

Browne-Morse Co 
Columbia Steel Equip. Co. 19% 
Corry-Jamestown Mfg. Corp......... 201 
Efficiency Equipment Co 251 
General Fireproofing Co 





Globe-Wernicke Co.. 173 
Guide System & Supply Co 150 
Imperial Methods Co.. 153 
Invincible Metal Furn. Co 205 
J 214 
Metal Office Furn. Co 136 
Peerless Steel Equip. Co 237 
Pronto File Corp 210 
Rockwell-Barnes Co 185 
Shaw-Walker Co 147, 160 
Weis Mfg. Co 123, 4, 5, 6 
Yawman & Erbe Mfg. Co 197 
Strong Boxes, Fire Protected 
Meilink Steel Safe Co 226 
Tables 

Art Metal Construction Co....154, 155 
Browne-Morse Co < oo: 200 
Corry-Jamestown Mfg. Corp ol 
General Fireproofing Co. 116, 117 
Globe-Wernicke Co. . OPS ty | 
Lyon Metal Products, Inc 252 
Macey Co., The 214 
Mutschler Bros, Co ; 
Peerless Steel Equip. Co 
Shaw-Walker Co. 147, 





St. John's Table Co , 
Victor Safe & Equipment Co 218 


Telephone Accessories 


Bates Mfg. Co over 9 

Victor Safe & Equipment Co. 218 

Zephyr American Corp 243 
Telephone Stands 

Art Metal Construction Co 154, 155 

Art Steel Co. ae 143, 144 

General Fireproofing Co 116, 117 

Globe-Wernicke Co i ¢ 

Peerless Steel Equipment Co 237 

Shaw-Walker Co. . al 147, 160 

Yawman & Erbe Mfg. Co 197 
Thumb Tacks 

Graff, George B., Co 158 

Moore Push-Pin Co ee 25%} 
Ticket Holders 

Vail Manufacturing Co 181 
Trimming Boards 

Amer Photo Laboratories 245 
Type, Typewriter 

Amer. Writing Mach, Co 127 

Se i a 115 

Shipman-Ward Mfg. Co. ---.152 
Typewriter Card Holders 

Standard Visible File Co enee SOO 


Typewriter Cleaning Material 


Amer. Writing Mach. Co 1 
Ames Supply Co ] 
Clarotype Co. — 
Mittag & Volger, Inc 1 
Rivet-O-Mfg. Co 255 
Scat, Dr., Chemical Co 253 
Shipman Ww ard Mfg. Co. 152 
Webster, F. S., Co 2 


Typewriter Cushion Keys 


Amer. Writing Mach. Co 127 
Ames Supply Co A 15 
l’eerless Key-Imperial Mfg. Co. 164 
Shipman-Ward Mfg. Co 152 
Speed Key Mfg. Co 254 


Typewriter Cushion Knobs and Bases 


Amer. Writing Mach. Co me 
Ames Supply Co : anesthe ook 
Peerless Key-Impe rial Mfg Oe...nck 
Shipman-Ward Mfg. Co i 1 


Typewriter Parts and Tools 


Amer. Writing Mach. Co................127 
Ames Supply Co ~-- 115 
Shipman-Ward Mfg. Co 152 
Typewriters, Mfrs. of 

Corona Typewriter ebintanbiei . 113 
Remington Rand Inc ; 217 
Royal Typewriter Co. 121 
Smith, L. C., & Corona Tws 113 
Underwood Elliott Fisher Co. 


Back Co over 


Typewriters, Rebuilt and Used 
Amer, Writing Mach. Co... oe 
Morse, J. S., Typewr. Co... 252 


Regal Typewriter Co., 9 
Shipman-Ward Mfg. Co 152 
Wholesale Typewriter Co 238 


Visible Systems Equipment 


Acme Visible Records, Inc....130, 131 
Aigner, G. J., & Co..... . 240 
Art Metal Construction Co....154, 155 
Automatic File & Index Co.....230, 249 


Boorum & Pease Co nies ..221 
Comm. Visible Systems, Inc... 192 
Diebold Safe & Lock Co... 163 
Globe-Wernicke Co ciaieniaiaaaena 
National Blank Book Co. 177 
Shaw-Walker Co. 147, 160 
Sheppard, C. E., Co .... 249 
Stationers Loose Leaf Co 202 
Victor Safe & Equipment Co 218 
Visible Records Equipment Co 166 
Yawman & Erbe Mfg. Co. 197 
Waste Baskets 
American Can Co ...133 
Art Steel Co 143, 144 
Corry-Jamestown Mfg. Corp 201 
General Fireproofing Co 116, 117 
Globe-Wernicke Co 173 
Metal Office Furn. Co 136 
Peerless Steel Equipment Co 237 
Shaw-Walker Co. 147, 160 











WANSEREPAY 


The rate for classified advertisements is 


SITLATIONS WANTED 


SALESMAN operating own specialty business and selling 
to office supply dealers preters to make connection as 
sales representative for manufacturer. Five years ex- 
perience as sales manager for well known concern; eleven 
years in present business. On intimate terms with station- 
ers throughout the East, South and Middle West. Has 
occasionally covered Pacific Coast territory as well. Under 
40, vigorous, resourceful, a good sales producer. Will con- 
sider any proposition which will enable a good salesman 


to earn a fair income References. Address K-174, care 
Office Appliance, Chicago. 
SALESMAN WHO IS EXPERT on filing equipment, office 


systems and furniture, seeks connection as manager OI 
department for established dealer. Prefers Piedmont Belt 
but will consider any section. Has served as salesman, 
branch manager and dealer. Experience also includes book- 
keeping machine forms and equipment and _ practically 
everything to do with record keeping. In early forties. 
First-class references. Can do a good sales job for some 
dealer who needs a man to head up systems or furniture 
work or both. Address K-169, care Office Appliances, 
Chicago. 

STATIONERY SALESMAN now located in Miami desires to 
represent manufacturer of office equipment or supplies in 
the southern states. Fourteen years experience with one of 
country’s leading commercial stationery houses, Thoroughly 
acquainted with all products such as loose leaf, filing, visibie 
systems, furniture, mechanical devices, and the many other 
utilities sold in stationery stores gest of references. For 
further particulars write K-171, Office Appliances, 
Chicago. 


WEST COAST CONNECTION WANTED by experienced 
stationery salesman. Has had two years experience with 
leading retailer and has traveled California for a group of 
manufacturers. Particularly interested in giving full time 
to a line of stationery or office equipment in California alone 
or throughout the Pacific Coast area. Young man, active, 
alert and capable. Address K-170, care Office Appliances, 
Chicago. 

OFFICE MACHINE MECHANIC, Typewriters, 
Comptometers, Adding and Mailing machines Electric 
fans, Locks etc. Utility-Maintenance, Have shop tools, 
References. Active, Capable and Reliable. Not in the 
Draft. Seeks connection with a large user. Middle West 
preferred. Address K-166, care Office Appliances, Chicago. 


care 


Dictaphones, 


SALESMEN WANTED 

IF YOU ARE NOW selling to offices, we have a product 
that will prove to be a very profitable sideline. It quickly 
becomes a major line. Exclusive territories are available. 
Box Y-261 Office Appliances, Chicago. , 
EXPERIENCED SALESMAN—Wanted to represent well 
established firm in Southwest City of approximately 60,000 
population, have exclusive agency for Royal Typewriters, 
J B. Dick Mimeographs, R. C. Allen Adding Machines, and 
the Ediphone. Applicant must give full details regarding 
experience and submit references. Address Y-25%9, care 
Office Appliances, Chicago 

SALESMAN WANTED to call on furniture trade by manu- 
facturer doing national business Many choice territories 
available. Sales ability and industry more important than 
following in the trade. Must have car Liberal salary and 
bonus arrangement Apply by letter only. Fair Furniture 
Co., 215 Chestnut St., Newark, N. J 

NEW, PRACTICAL, LOW PRICED Telephone Table You 
sell opening order only and receive full credit on reorders 
The Walter S. Kraus Co., Woodside, New York. 
SALESMEN WANTED—Acquainted office 


with furniture 


and stationery trade to carry established line of desk pads, 
desk sets, linoleum tops, ete. State territory covered. 
Oftice Appliances, 100 East 42nd Street, New 


Box Y -257, 
York, BN. = 
EXCLUSIVE sales and service of 
Corona Portable Typewriters, 
Corona Adding Machines, Cash Drawer Combinations, in 
rich agricultural center, Bloomington, DTllinois and adjacent 
counties Make application in writing giving full parti- 
culars experience L. C. Smith & Corona Typewriters Inc., 
58 E. Washington Street, Chicago Illinois. 

EXPERIENCED SALESMAN—Wanted to represent well 
established firm in Texas City of approximately 60,000 as 
Furniture and Supplies, 


TERRITORY 
L. C. Smith Typewriters, 


covering 


City salesman, complete line Office 

Printing and Lithographing Applicant must give full 
details regarding experience and submit references Ad- 
dress Y-262, care Office Appliances, Chicago 


MECHANICS WANTED 


ELLIOTT-FISHER MECHANIC preferably experienced 


Sundstrand also This is good job for good man: best city 
in the country located Southwest \ 65, care Office Appli 
ances, Chicago 


SALESMAN and 
located in 


TYPEWRITER 
exchange 


CAPABLE 


mechanic 


COMBINATION 
wanted by well 


established 





desirable business section of Chicago Must have car 
Will pay £35 a week plus bonus Give references Type- 
writer Specialists, 208 N. Crawford Ave., Chicago, III. 
WANTED EXPERIENCED TYPEWRITER and _ office Ma- 
chine mechanic State Experience Address Y-260, -are 
Office Appliances, Chicag 


) TOR SALE 


eight cents a word, minimum charge, $1.60. 


HELP WANTED, FACTORY 





WANTED—AlIl around carbon paper factory help. Outline 
experience in detail, also salary expected. Address Y-258, 
care Office Appliances, Chicago. 





STATISTICAL INVENTIONS 





ACCOUNTING AND 





EXPERT having revolutionary and practical inventions for 
all aecounting, statistical and general office routine wishes 
to contact system or engineering firm for exploitation pur- 
poses. Low cost in establishing and operations. Box K-168, 
Office Appliances, 100 E. 42nd Street, New York City. 





WAREHOUSE AND DISPLAY SPACE 








DESK MANUFACTURER wanting warehouse, display space 
or distribution representation in New York and metropoli- 
tan area can have connection with large reliable manu- 
facturer of leather office furniture.—Exceedingly attractive 
proposition to right party. Address Y-264, care Office 
Appliances, Chicago, 











REPRESENTATIVES AVAILABLE 








SALES MANAGER OF MANUFACTURER, selling a station- 
ery product internationally, is taking over for this firm the 
territory of Pennsylvania, New Jersey, Maryland, Delaware, 
Washington, D. C. and Virginia and is open for one more 
line sold strictly to the stationery trade. Full information 
regarding this man’s ability and character will gladly be 
furnished by his present employer. Box K-167, care Office 
Appliances, 100 East 42nd Street, New York, N. Y. 


REPUTABLE OFFICE SUPPLY DEALER in Brazil with 
highly developed sales organization is prepared to represent 
first class manufacturers desiring to export to this market. 
Representative is now in New York. Address K-172, care 
Office Appliances, 100 E. 42nd St., New York, N. Y. 

SALES ORGANIZATION, excellent World wide Dealer Dis- 
tribution, seeks one additional meritorious specialty, office 
equipment line Address K-173, care Office Appliances, 
Chicago. 





REPRESENTATIVES WANTED 








REPRESENTATIVES WANTED—various open territories 
coast to coast by manufacturer unique line fast-moving 
office appliance that sells daily at big profits; thousands 
nationally known corporations and smaller firms already 
our customers. Prefer financially responsible established 
Specialty Men or Dealers now selling similar article direct 
to consumer. Write for full interesting details and please 
state present sales setup. Address Y-263, care Office Ap- 
pliances, Chicago. 
HARD WORKING REPRESENTATIVES to represent the 
leading manufacturer of fluorescent lamps and fixtures. 
Several excellent territories open for men with a following. 
Write only giving territory covered; experience and refer- 
ences Van Dyke Industries, 2857 South Halsted Street, 
Chicago 
OFFICE EQUIPMENT REPRESENTATIVES 
who are now established in the Office Equipment and 
Stationery field, selling direct to consumers are invited to 
correspond with a nationally known eastern manufacturer 
of Loose Leaf Equipment, including Visible Record Books, 
Machine Posting Supplies, and Advertising Catalog Covers. 
We are appointing representatives on an attractive commis- 
sion basis, Territories are available to responsible men or 
selling organizations. Write, giving details of lines now 
handled, territory covered, ete. Office Appliances, Box BY- 
256, Chicago 


REPRESENTATIVE WANTED—Established manufacturer 
of upholstered office furniture can use a good salesman in 
western territory. Only men who can earn real money will 
be interested. Please give full particulars when you write. 
Address Y-266, care Office Appliances, 100 E. 42nd St., New 
York, N. Y 





ADDING MACHINE PARTS, TYPE, ETC. 








NEW PRICE LIST of Marchant parts now available. New 
low prices on adding machine feed rolls by the dozen. 
Write for prices now. Dehn, Jr., 1643 101st Ave., 
Oakland, Calif. 





DICTATING MACHINE PARTS 





AND VARIED STOCK. No order too small. 
need parts, write Central Dictating Service, 
Western Ave Chicago, Management G. Koep. 


COMPLETE 
When you 
632 N 





DUPLICATING MACHINE PARTS 


LIST of parts for the Mimeograph machine 
now available Special attractive prices on all rubber parts 
for the Mimeograph Write for catalogue and price list. 
Mimeo Repair Co., 395 Broadway, New York City. 


NEW PRICE 


WANTS AND FOR SALE—Continued on page 8 





WANTS AND FOR SALE—Continued from page 7 


rERS 





LETTERS WILL BUILD SALES—For years I have built 
letters that pull sales. You need them more than ever now 
Send me your data for new letters, or unsuccessful letters 
for reshaping. Particulars on request. Address H. M 
Goldthwait, 1659 Broadway, Denver, Colo 


FOUNTAIN PEN REPAIRING 


Repaired 


ALL MAKES Pens, Pencils, Desk Sets, ete 
Welty Pen 


usually 12 to 24 hour service. Standard prices 
& Repair Co., 38 So. State St., Chicago. 








FOR SALE AND WANTED TO BUY 


FOR SALE—Plant of Bentley & Gerwig Desk Company 
located at Parkersburg, W. Va., fully equipped including 
dry kiln. 54,000 Square Feet Floor Space. Suitable for 
Office Desk or Case Goods Factory. Central location to 
largest markets. Address Box 431, Parkersburg, W. Va. 


ELLIOTT-FISHER MACHINES—Burroughs—Moon Hopkins 
Adding Machines—Calculating Machines—bought and sold 
Chicago Office Appliance Co., £29 S. Wells St., Chicago 


ELLIOTT-FISHER Machines, 
eters, Burroughs and Monroe 
and all office machines bought and sold. 
849 North 3rd Street, Milwaukee, Wis. 
BURROUGHS, MOON-HOPKINS, Elliott-Fisher, Remington 
Accounting Machines, and everything in the office machinery 


Adding Machines, Comptom 
Calculators, Typewriters 
Teeter-Warsh Co 


line. State model, serial number and we will quote highest 
cash prices International Office Appliances, Ine. 326 
Broadway, New York City. 

BURROUGHS—Duplexes, Moon Hopkins, Bookkeeping Ma 


chines, Kardex. All types office machines bought and sold 
Fort Pitt Typewriter Co., 644 Liberty Avenue, Pittsburgh 
Pa. 

BURROUGHS, MOON HOPKINS, Elliott-Fisher Bookkeeping 
Machines, Comptometers, all makes calculators Bought and 
Sold. Dorrell-Markel, 93 S. 11th, Minneapolis, Minn. 
ELLIOTT-FISHER machines, calculating machines, adding 
machines—all office equipment, bought and _ sold. W J 
Crowley Company, 434 Caswell Bldg., Milwaukee, Wis 





OFFICE APPLIANCES 


WANTED TO BUY FOR CASH, adding and calculating ma- 
chines, all makes and models—typewriters, wide carriages 
14” and larger—Burros 13-13-02—28-13-02—-Moon Hopkins 
7T2A-71A-78A-50M and higher—Remington Accounting Ma- 
121-123-125—Elliott Fishers Direct Subtrac- 
Hand Addressographs—“B” frames 
frames. _Shipman-Ward 


chines Models 
tions and cross footers 
long clip and late style, also “E” 
Mfg. Co., 325 N. Wells St., Chicago. 
DICTAPHONES, EDIPHONES, SUPPLIES—headquarters 

machines bought and sold—Wholesale, Retail—Write us. 
Chicago Dictating Machine Co., 28 S. Wells St., Chicago. 


DICTAPHONES—EDIPHONES—established 1923. Largest 
stock—all models. Write for prices of machines and our 
Cleartone Cylinders American Dictating Machine Co., 
235 Fifth Ave., New York, N. Y 

DICTA PHONES—EDIPHONES 


parts, and cylinders—rough 


or rebuilt. Also adding and calculating machines bought 
ind sold. Wholesale or retail. All Types Office Equipment 
Co., 2508 S. Michigan Ave., Chicago. 


ADDRESSOGRAPHS, Duplicators, Dictaphones, Multigraphs, 
Sealers, Folders, Typewriters, Adding Machines. Write 
for FREE Money Making Circular. Pruitt, 527 Pruitt Bldg., 
Chicago 

KARDEN, 


sands of 


makes used visible equipment. Thou- 
cabinets, panels, books, always on 
prices to dealers for purchase 
Chas. S. Nathan, Ine. 548 


ACME, all 
reconditioned 
hand. Special service and 
or sale. Get our quotations. 
sroadway, New York 

KARDEX, ACME, POSTINDEN, etce., visible filing equipment 
of all types bought and sold We specialize in this field and 
offer full cooperation to dealers. Commercial Card System, 


395 Broadway, New York City. 

KARDEX FLOOR MODELS for sale. 19 drawers 5x8 like 
new, black finish. Adding Machine Sales & Service Co., 
1190 Prospect Ave., Cleveland, Ohio. 


MULTIGRAPH RIBBONS remanufactured. Duplicator inks 
and typewriter ribbons Iestablished over ten years. Write 
us, save money. Lewis Co., 413 W. State St., Milwaukee 
Wis. 

HAYES DISPLAY typewriter shop 
Ideal for country 
will sacrifice for 


TRAILER, like new, a 
on wheels, built in shelving, work bench. 
territory. Electric brakes, Cost $675 
5, write Box 95 Wausau, Wis 
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Export Statistics by United States Department of Commerce 


The statistics here presented are preliminary and subject to revision in the annual published reports. 
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OFFICE APPLIANCES 








NEW TRADE LITERATURE 


(Catalogues, pamphlets, broadsides, folders and other publicity 
material recently rel d) 








Cooks’, Inc.—A new, thirty-page catalogue covering the firms’ lines of 
Ful-Vu systems for displays and other items has been issued to the 
trade in a novel form by Cooks’ Inc., Camden, N. J. Among the items 
covered are Ful-Vu commercial binders, ring book adaptors, multipl 
connectors, miniature albums, swing-o-ring albums, brief cases and zippet 
ring binders. The catalogue is contained in a transparent envelope. 
punched for loose leaf and, is one of the Mikafilm envelopes, the line of 
which is illustrated and described in the catalogue. 


Dawn Manufacturing Company, Inc.—An interesting broadside which is 
exceptional because of its unique make-up has recently been issued to the 
trade by the Dawn Manufacturing Company, Inc., Rochester, N. Y., and 
features the company’s line of Error-No copyholders and the Dawn office 
desk light. When opened to its fullest extent the broadside discloses a 
number of illustrations of these items, but before it is fully opened, 
various sections advise the reader in large type: “Look again.” “You've 
seen these ads before but” .. “Never have they represented such 
possibilities for sales.’ The broadside measures twenty-two by seventeen 
inches and is done in color. 


The General Lamps Corporation...A new catalogue, well illustrated and 
“asy to read, which features a number of new items as well as 
all of the stock numbers, has been published by The General Lamps Cor 
poration, Muncie, Ind., and will soon be ready for distribution to the 
trade. Included among the new numbers are several fluorescent desk 
lamps for office and business use and floor lamps for the home. In the 
latter group the catalogue features the No. 875/K241, using fluorescent 
tubes and equipped with a handsome silk shade. Copies of the catalogue 
will be sent to dealers on request to the company. 


Murphy Chair Company.—Characterized by a distinctive and attractive 
make-up and a wealth of pleasing illustrations, a new, forty-four page 
catalogue has been prepared for the trade by the Murphy Chair Com 
pany, Owensboro, Ky. Each of the extra large pages contains no more 
than four illustrations of the various types and styles of chairs man- 
ufactured by the sixty-eight year old company so that each picture is 
big enough to reveal every line and contour of the chairs and pattern 
of the many kinds of upholstery. Copies of the new book are available 
to dealers on request to the company home offices. 


The Parker Pen Company.—Replete with a large number of illustrations, 
some in black and white and others beautifully executed in color, a new, 
thirty-four page catalogue has recently been issued to the trade by The 
Parker Pen Company, Janesville, Wis. The general motif of the book is 
silver and green with a plastic binding to harmonize with the whole. The 
first page bears portraits of George S. Parker, founder of the company. 
and Kenneth Parker, its present president. Pictures of the plant and a 
brief history of the organization are also included. Large color plates 
show the company’s individual pens, pencils and combination sets as well 
as the Parker line of combination desk sets involving clocks, fluorescent 
lamps, ete. Copies of the catalogue, the cover of which is presented else 
where in this issue, are available to dealers on request. 


Royal Metal Manufacturing Company.— Illustrating a complete line of 
furniture for the office, reception room, etc., in a number of modern styles 
including the firm's well-known Royalchrome, a new, 1941 catalogue has 
been issued to the trade by the Roval Metal Manufacturing Company. 175 
North Michigan avenue, Chicago. The book contains eighty-four pages of 
equipment ranging from chairs and settees to tables. costumers and pro 
fessional furniture. A smart new line of massive vet compact reception 
room furniture is also described and illustrated and it includes a number 
of side and arm chairs. Another feature is the addition of a new color to 
the Royal line of Tuf-Tex leatherettes. The color is cinnamon and is a 
simulated rawhide. 


Wabash Cabinet Company. To help its dealers develop new and additional 
business in its line of Nubian Fibre guides and indexes. the Wabash 
Cabinet Company, Wabash, Ind., has prepared a new mailing ecard which 
will be furnished with the dealer's imprint without charge. The card 
measuring approximately six by nine inches, is of heavy board and bears 
a number of illustrations of indexes manufactured by the company 


———— 


Current Corporation Reports 


Net income of the W. A. Sheaffer Pen Company for the six months’ 
period ending August 31, after provision for depreciation and estimated 
taxes on income at rates now in effect, was $248,339.26, equivalent to $1.55 
plus per share of common stock. Net income for the same period last 
year was $248,297.82 or $1.52 plus per share of common stock. Proposed 
excess profit taxes and increases in normal taxes may affect these figures 
Tne company has, therefore. made provision for a reserve of $14,000.00 
to cover possible tax increases, which if they go through would reduce 
the net income figure to $234.389.26, and the earnings per share of common 
stock to $1.46 plus. This will make the estimated total Federal tax for 
the six months’ period $83.250.00. In releasing these figures, C. R 
Sheaffer, president, stated. “Our August shipments this year were th 
largest for any August in the history of our company, exceeding those of 
1929—the best previous August. We expect an excellent year end business.” 

In an annual report for the L. C. Smith & Corona Typewriters, Inc 
Hurlbut W. Smith, president. reported a small gain in the comnanvy’s 
earnings and said unfilled orders are the largest since 1918. Profit for 
the fiscal year ended June 380 was $366,219. equal to $1.04 a share, com 
pared with $344.698. or 96 cents a share, in the preceding year. Much 
of the net income was earned in the last half of the vear, when profit 
Mr. Smith 


was $304 392, against $164 259 in the corresponding 1989 period 
said. (Chicago Tribune. 


September 12, 1940) 


BUSINESS OPPORTUNITIES 


Wanted Here at Home 


New Retail Store Seeks Catalogues and Literature.—The Lewis Business 
Furniture Company, 1218-1220 Madison avenue, Toledo, Ohio, was opened 
for business last month by Russell N. Lewis, and will act as complete 
outfitter for office, school, bank, church and factory. Mr. Lewis, who 
is well-known in the office equipment industry and was formerly con- 
nected with The General Fireproofing Company, desires to receive manu- 
facturers’ catalogues, price lists and other material on all lines which the 
scope of his business makes it necessary to carry. 


Lines Wanted for Central West.—Paul L. Elliott, located at 3509 Dewey 
avenue, Omaha, represents the manufacturer of an office specialty sold 
principally in the spring and early summer. His customers include leading 
stationers in Nebraska, lowa, the Dakotas and Minnesota. He desires a 
second line which will get his major attention during most of the year. 
He is willing to give a list of dealers as references. 


Agency Wanted for California or Entire Coast Area.(. R. Worrell 
whose address is 510 47th avenue, San Francisco, Calif., states that he 
would like to have the agency for some office specialty to sell direct to 
users in the San Francisco area or all of California, or a dealer line to sell 
to the trade throughout the western states. Mr. Worrell has had many 
years selling experience, most of the time selling mechanical specialties 
direct. He will be interested in any line for office use that has merit and 
sufficient sales potential. 





eo 





Exports of Office Appliances Continue to Decline 


United States manufacturers of office appliances exported $1,323,855 
worth of their production in August 1940 as compared with $1,986,629 in 
August 1939, a decrease of thirty-three per cent. For the eight-month 
period of 1940, the export total was $14,864,680, a decline of twenty-three 
per cent from the performance in the corresponding period of 1939, accord- 
ing to H. B. MeCoy, chief of the Specialties Division of the Department 
of Commerce. 

August export shipments of office staplers and staples were valued at 
$55,032, an increase of fifty-seven per cent compared with August 1939. 
This group continued to be a bright spot in the office appliance export 
picture. An increase of fifty-one per cent from August 1939 in exports of 
duplicating machines and parts—to $68,688—put that group in the plus 
column. Each of the remaining groups declined from their August 1939 
performance. The value of foreign sales for August and ratio of decrease 
from August 1939 for each group were as follows: Typewriters and parts, 
$576.463, a decrease of twenty-nine per cent; accounting and calculating 
machines and parts, $442,123, down forty-four per cent; cash registers and 
parts, $95,391, down forty-seven per cent; addressing machines and parts, 
$18,866, down thirty-nine per cent. 


Office Managers Meeting at AMA Session in New York 


Office management executives coming from nearly every industry in the 
United States will meet in New York on October 24-25-26 for the annual 
meeting of the Office Management Division of the American Management 
Association, to be held at the Hotel Roosevelt. 

This meeting, which annually attracts more than 700 executives, is this 
year expected to have an unusually large attendance because of considera- 
tion at the sessions of topics pertaining to national preparedness. Many 
discussions will center around such topics as company policies on employees 
drafted under the Burke-Wadsworth Act and the handling of the new 
burden of office work created by the added industrial volume resulting 
from defense orders. 

Norman C. Firth, managing editor of Dun’s Review and vice-president 
in charge of the association’s Office Management Division, has announced 
that more than twenty-five speakers will address the conference. Subjects 
that are expected to get special attention are: What office jobs now 
performed by men may have to be performed by women? How can this 
shift be made satisfactorily in a reasonably short time? How will it 
affect wage scales? How can psychological tools be used in testing the 
aptitudes of applicants? How can salaries be fairly evaluated? 

Speakers will include executives from many of the country's leading 
companies, and the sessions will be opened with an address by R. E. 
Gillmor, president, Sperry Gyroscope Company, who will discuss, ‘“Co- 
ordination and Supervision in the Office." Some other speakers and topics 
are: “Special Problems Faced by the Office Manager in a National Defense 
Program’—J. L. Wood, general credit manager, Johns-Manville Corp. : 
“How to Improve Letter Writing’—Charles R. Wiers, vice-president. 
DeLong Hook & Eye Company; “Ability and Aptitude Tests Applied in 
the Office’’—Dr. Millicent Pond, employment supervisor, Scovill Manu- 
facturing Company; ‘Job Evaluation and Salary Standardization”; “Cen- 
tralized Transcribing by Telephone’—D. R. McCormick, central service 
manager, Bell Telephone Laboratories, Inc.; ‘‘A Schedule Board for 
Clerical Control’’—L. E. Isaacson, office methods department, Kodak Park 
Works, Eastman Kodak Company. 





MISSING MACHINES 


The following companies ask dealers everywhere to be on the lookou tfor 
office machines (described and numbered beside the firm’s name) which 
are reported lost, stolen or strayed. Information concerning the where- 
abouts of these machines should be forwarded to the company concerned 
at the earliest opportunity. 





Chicago Typewriter Dealers Association.__Underwood portable, 1215418; 
Underwood portable, 757339; Remington noiseless portable, N-13945; Corona, 
4K0-2527; Remington Model 1, 1P-107605; Royal portable, 739948: Under 
1948700; Underwood 5 —2469142; Underwood 5—5369640; Royal 10 


wood 5 
907734; L. C. Smith S—1200789; L. C. Smith S—1217750; L. C. Smith 8—1225105; 
Corona, D388—01917; Corona silent 28—74170; Remington 12-LC, 46912: 


1C-2751; Corona, V-4E-00574; L. C. Smith, 8—335211; Remington 
noiseless, 897054; Underwood, 5—3556128; L. C. Smith, 8—908290; L. C. 
Smith, 8—802787; L. C. Smith, S—1073956; Underwood noiseless 3988419: 
F. & E. checkwriter, 2757444; Corona silent, 1828709. Information on the 
above machines should be addressed to James Johnson, secretary of the 
Chicago association, C/o The Shipman-Ward Manufacturing Company, 325 
North Wells street, Chicago. 


Corona, 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, Washington, 

D. C., for ten cents each in postofiice 

money orders or certified check. , mony and 
personal checks not accepted. 


2,164,514. Filing Spindle. Charles Goldstein, Chi- 
cago, Il. Application a) 26, 1937, Serial No. 
176,420. Granted July 4, 1939. 

2,212,639. Tens Transfer Mechanism. Max Garbell, 
Chicago, I11., assignor to Vietor Adding Machine Com- 
pany, Chicago, Ill., a corporation of Iflinois. Original 
application March 24, 1934, Serial No. 4 156. Di- 
vided and this application November 1!7, 1934, Serial 
No. 753,449. Granted August 27, 1940. 

2,212,659. Duplicating Machine. Andrew Costello, 
Chicago, Ill., assignor to Ditto, Incorporated, Chicago, 
ill., a corporation of West Virginia. Application 





August 30, 1939, Serial No. 292,663. Granted August 
27, 1940. 
2,212,853. Manifolding Register. William G. Bor- 


chers, Hoboken, N. J., assignor to Autographic Register 
Company, Hoboken, N. J., a corporation of New prow. 
Application November 24, 1936, Serial No. {12,511 
Granted August 27, 1940. 

2,213,033. Writing Pen. Leon H. Ashmore, Col- 
a N. J. Application February 20, 1940, Se- 
rial No. 319,814. Granted August 27, 1940. 

2,213,115. Shelving. James E. Bales, Aurora, IIl., 
assignor to Lyon Metal Products, Incorporated, Aurora, 
ill., a corporation of Illinois. Application June (5, 
1937, Serial No. 148,258. Granted August 27, 1940. 

2,213,242. Adhesive Tape Dispenser. Richard Gur- 
ley Dres, St. Paul, Minn., assignor to Minnesota Min- 
ing & Manufacturing Company, St. Paul, Minn., a 
corporation of Delaware. Application February (8. 
1938, Serial No. 191,263. Granted September 3, 1940. 

2,213,465. Inkwell. Samuel M. Gay, Ann Arbor, 
Application December 29, 1939, Serial No. 


311,443. Granted September 3, 1940. 

2,213,562. Typewriting Machine. Ronald D. Dodge, 
Rochester, N. Y., assignor to * rw Business 
Machines Corporation, New York, N. Y., a corporation 
of New Yo Application October 38 1938, Serial 
No. 237,401. Granted September 3, 1940. 

2,213,931. Penholder. Raymond S. Huss, Bala- 


Cynwyd, Pa., assignor to The Turner & Harrison Steel 
Pen Manufacturing Company, Ine., Philadelphia, Pa., 
a corporation of Pennsylvania. Application April (1, 
1940, Serial No. 329,095. Granted September 3, 1940. 
2,214,029. Calculating Machine. Harold P. Mixer, 
Frankfort, . Y., assignor to Remington Rand Inc., 
Buffalo, N. Y., a corporation of Delaware. Ayplies- 
tion April 25, 1936, Serial No. 76,492. Granted Sep- 
tember 10, 1940. 

2,214,076. Typewriting Machine. William A. Dob- 
son, Wethersfield, Conn.. assignor to Underwood Elliott 
Fisher Company, New York, N. Y., a corporation of 


Delaware. Application March 3!, {939, Serial No. 
265,074. Granted September 10, 1940. 

2,214,090. Pencil. Martin E. Trollen, St. Paul, 
Minn., assignor to Brown & Bigelow, St. Paul, Minn., 


a corporation of Minnesota. Application May 4, 1940, 
Serial No. 333,386. Granted September 10, 1940. 

2,214,097. Paper Holding Means for Computing Ma- 
chines. Walter A. Anderson, Bridgeport, Conn., as- 
signor to Underwood Elliott Fisher Comoany. New 
York, N. Y., a corporation of Delaware. Original ap- 
plication December 30, 1{938, Serial No. 248,431. 
Granted September 10, 1940. 

2,214,169. Safety Envelope. 
ton. Ohio. Application March 9, 1939, 
260,823. Granted September 10, 1940. 

2,214,265. Envelope Feeding Mechanism Phillip 
H. Wuille, Charlotte, N. C. Application July 31, 
1939, Serial No. 287.471. Granted September 10, 1940. 
Typewriting Machine. John |. Kittel, St. 
., assignor to Royal Typewriter Company, 
ork, N. .» @ corporation of New York. 
Application April 25, 1938, Serial No. 204,235. 
Granted September 10, 1940. 

2,214,494. Pen Point. Cedarhurst, 
N. Y. Application April 7. 266,477. 
Granted September 10, 1940. 

2,214,526. Office Desk With Typewriter Attachment. 
Martin Fox, Chicago, Ill.. assignor to The Seng Com- 
pany, Chicago, Ill. Application August 17, 1939, Se- 
rial “ey 290,692. Granted September 10, 1940. 

2,214,692. Copyholder. Philip P. Glassey, Manlius. 
N. Y., assiqnor of one-third to Theodore E. Simonton. 
Cozenovia. N. Y. Application April 29, 1939, Serial 
No. 270,894. Granted September 10. 1940. 

2.214,890. Switch for Electric Pencil Sharpeners. 
William L. Rhodes, Jr., Aiken, S. C., assignror of one- 
half to Thomas P. Mitchell. Aiken, S. C. Anplication 
a 19, 1938, Serial No. 220,117. Granted September 


17, 
bate 897. Calculating Machine. Raymond G. Bower, 
Bloomfield Hills, Mich.. assignor to Burroughs Addina 


Joseph Kubinyi, Can- 
Serial No. 


Joseph Wallace, 
1939, Serial No. 


Machine Corporation Detroit, Mich., a corporation of 
Michigan Application April 26, 1937, Serlal No 
138,875. Granted September 17, 1940 


same Machine. Milo Harding and 
Weigel, Los Angeles,Calif.: said Weioel 
said Harding. Application August (8. 


assignor to 
159.649. Granted September (7, 1940. 


1937, Serial No. 


-215,920. Perpetual Calendar. Jung Jin Sow, Var- 
couver, British Columbia, Canada. Aopplication April 
204,571. Granted September 1!7, 


a, Z 1008. Serial No. 


2,215,084. Balanced Writing Implement. William E. 
Neal, Montelair, N. J., a corporation of New Jersey. 
Application December 7, 1938, Serial No. 244,329. 
Granted September 17, 1{940. 

2,215,433. Book or Binder Cover. Clarence D. Trus- 
sell, Poughkeepsie, N. Y., assiqnor to Trussell Manu- 
facturing Company, Poughkeepsie, a corpora- 
tion of New York. Application April 6. "1939, Serial 
No. 266,317. Granted September 17, 1940. 

2,215,481. Carbon Shifter. John Q. Sherman, Dayton, 
Ohio; Katherine M. Sherman, William 0. Sherman. and 
Wellmore B. Turner. executors of said John Q. Sher- 
man, deceased. Application November 15, 1935, Serial 


No. 49,977. Granted September 24, 1940. 

2,215,495. Duplicating Machine. Sam Berman, Chi- 
eago, Ill. Application February 10. 1938, Serial No. 
189,783. Granted September 24, 1940 


?.215,630. Reservoir Desk Stand. Howard § 
Wright and Lynn P. Martin, Fort Madison, flowa, 
assignors to W. A. Sheaffer Pen Company, Fort Madi- 
son, lowa, a corporation of Delaware Application 
February 20, 1939, Serial No. 257,419. Granted Sep- 
tember 24, 1940 
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215,9 12 26 
2,215,995 2,4 122,47) 
122,226 (22,712 
2,215,978. Typewriter Carrier. George W. Schad, Application May 1!7, 1940, Serial No. 92,430. Granted 
— —— Mich., olen to ow & Davis Fur- August 27, 
niture Company, Grand apids, ich., a corporation 
of Michigan. Application February 24, 1939, Serial 122,471. Design for a Combination Card Holder and 
No. 258,137. Granted September 24, 1940. 
2,215,995. Duplicating Device. Richard F. Bellack, 
Neenah, Wis., assignor to Fox River Paper Corpora- 


a corporation of Wisconsin. An- 


tion, Appleton, Wis.. 
282,403. Granted 


plication July 1, 1939, Serial No. 
September 24, 1940. 


DESIGN— 
122,226. Design for a Chair. George C. Brainard, 
Youngstown, Ohio, assignor to The General F ireproof- 


ing Company, Youngstown, Ohio, a corporation of Ohio. 


Memorandum Tray. Leo J. Seigenberg, Los Angeles, 


Calif. Application April 2, 1940, Serial No. 91,417. 
Granted September 10. 1940. 

122,426. Design for a Postal Seale. Carl Cook 
Veneman, Beverly Hills, Calif., assignor of one-half 
te Leon M. Glaser, Beverly Hills, Calif. Application 
April 6, 1940, Serial No. 91,518. Granted ptember 

, 1940. 

122,712. Design for a Calendar Stand. Carlyle N. 
Montanye, Baltimore, Md. Application June 25, 1940, 
Serial No. 93,243. Granted September 24, 1940. 
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CHICAGO MAINTAINS ITS N.S. A. 
CONVENTION TRADITIONS 


Shirty-Fifth ae Mecting of the Vialionilt 
oo _Avtiiblon Great rele — 
O) G. Bayless Ree-C tected Poresidbal 


HE thirty-fifth annual conven- 

tion of the National Stationers 
Association, held in Chicago Sep- 
tember 23 to 26, well maintained 
Chicago’s N.S.A. convention tradi- 
tions: approximating a record at- 
tendance, presenting a program 
outstanding for its dramatization 
of practical ideas, inspiriting the 
members with enthusiasm and 
cordiality, and setting new ex- 
position records for both attend- 
ance and number of exhibitors. 
The whole proved to be a great 
trade event. 

From all parts of the country 
came Stationers, manufacturers, 
and sales representatives to dis- 
cuss their common problems, 
gather ideas and suggestions out 
of the practical experience of 
others, view the great merchan- 
dise fair, and prepare for meeting 
the increasing requirements of 
American business in the year 
ahead. Thirty-one states were rep- 
resented by the visiting members 
and their ladies. 

“Convention registrations totaled 
over 1,100,” said General Manager 
Charles P. Garvin at the NS.A. 
Suite as this issue went to the 
press. The exact figure being un- 


Members of the Trade from 
Thirty-One States Present. 
Registration Goes Over 
1100. Business Sessions 
Attract Unusual Attention. 
Merchandise Display, Larg- 
est in History, Center of 
Interest. 1941 Convention 


at Chicago, October 6-9. 


known, he declared it probably 
would not exceed ten above the 
eleven hundred mark. The all- 
time record established in 1937 
amounted to 1,111 registrations. 
The percentage of dealers among 
those registered this year was re- 
ported larger than ever. 
Attendance was greater also at 
the business sessions. As _ sales 


management and selling methods 
were given unusual attention on 
the program, about 600 retail 
salesmen attended one or more 
sessions, according to headquar- 
ters estimates. 

N.S.A.’s fifth Five Centuries of 
Progress Exposition was the largest 
trade show in the association’s 
history. The 115 booths of 89 ex- 
hibitors filled the recently en- 
larged exhibition hall of the 
Palmer House, adjacent to the 
grand ball room, where the meet- 
ings were held. Amidst colorful ex- 
hibit settings were displayed many 
of the leading lines in a wide 
variety of utilities upon which 
modern business depends for effi- 
cient handling of its transac- 
tions. Numerous new and im- 
proved items of merchandise from 
all divisions of the industry were 
introduced to the trade at this 
time. Visitors and manufacturers 
alike agreed that the show had 
set a new mark. There were more 
exhibitors, more visitors, and more 
orders placed. The exposition at- 
tendance was swollen by the pres- 
ence of factory executives and em- 
ployes in this field and others, 
among whom 2,500 exhibit passes 
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Springfield Office Supply Co., 


Springfield, Mass. 
District No. 1 










E. R. KOCHHEISER 
The Charles Ritter Co., 
Mansfield, Ohio 
District No. 5 


J. L. WHITE 
The White Co., Columbus, Ga. 
District No. 4 











WwW. Cc. GUY WwW. E. LOWE 
Arkansas Prtg. & Litho. Co., E. L. White & Co., 

Little Rock, Ark. Ft. Worth, Tex. 

District No. 8 District No. 9 











CARL G. GRIMES 





G. PRESCOTT TUESLEY 

Yakima Bindery & Prtg. Co., Grimes-Stassforth Stat’y Co., 
Yakima, Wash. Los Angeles, Calif. 
District No, 11 District No. 12 











PETER MURRETT 
Ryan & Williams, Buffalo, N. Y. 
District No. 2 









a oo 

A. J. MARKELZ 

The Book Shop, Joliet, Ill. 
District No. 6 
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General Supply Co., Inc., 
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District No. 10 




















—— 


LOUIS CARACCI 
Nor-Wood Co., New York, N. Y. 
District No. 13 









A. W. GILL 
A. W. Gill & Co., Trenton, N. J. 
District No. 3 





J. S. PARROTT 
Matt Parrott & Sons Co., 
Waterloo, lowa 
District No. 7 


The commercial sta- 
tionery industry is for- 
tunate in the character 
of its personnel. In all 
parts of the country 
there are association 
minded men who are 
willing to participate 
in associated endeavor 
and outstandingly able 
to contribute to the ad- 
vance of the industry 
in general. The men 
pictured on this page 
are in the category of 
effective contributors. 
As N. S. A. executives 
in their respective ter- 
ritories, they direct ac- 
tivities through the 
year, culminating their 
work in annual region- 
al meetings. They give 
generously of their 
time and skill, to the 
betterment of all who 
earn a livelihood in the 

stationery field. 
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were distributed by the associa- 
tion. 

Each Chicago convention in re- 
cent years has been acclaimed 
better than its predecessors, and 
General Manager Garvin said at 
its conclusion that many station- 
ers had credited this one with be- 
ing the best of all. Which, com- 
bined with the city’s favorable 
geographic location, ideal hotel 
facilities, and hospitality of the 
members, influenced the Board of 
Control in session following the 
conclave to decide unanimously 
upon Chicago as the place for the 
1941 convention, on the dates of 
October 6, 7, 8, and 9. 

Owen G. Bayless, of Lowman & 
Hanford Company, Seattle, Wash., 
was re-elected president of the 
association. All other officials who 
served with Mr. Bayless the past 
year were likewise returned to 
office, with the exception of two 
vice-presidents. William C. Clegg, 
The Clegg Company, San Antonio, 
Texas, was chosen vice-president 
for the Manufacturing Stationers 
Division, and Harry Balch, Quality 
Park Envelope Company, Chicago, 
was named vice-president for the 
Field Division. Mr. Clegg, a past- 
president, succeeds G. A. Manning, 
of Joplin Printing Company, 
Joplin, Mo. Mr. Balch, chairman 
of the Chicago Convention Com- 
mittee, succeeds Harry L. Nichols, 
Weis Manufacturing Company, 
Columbus, Ohio. 

Mr. Bayless and his fellow offi- 
cers were elected unanimously by 
acclamation. Owen Bayless’ indus- 
try mindedness and splendid qual- 
ities of leadership have made him 
highly regarded throughout the 
industry. And the re-election of 
practically the entire group of ex- 
ecutives bears testimony of the in- 
dustry’s appreciation of their fine 
services the past year, as well as 
the codperation and effort ex- 
tended by the retiring two vice- 
presidents. The names and pic- 
tures of the association’s 1940- 
1941 officers are presented on the 
frontispiece of this number, page 
12. 

Thirteen new N.S.A. regional 
governors, previously named by 
their respective districts, and all 
able leaders in their sections of 
the country, were also elected by 
the convention. They are pre- 
sented on page 14. 

While the convention speakers 
were for the most part from with- 
in the industry and their talks 
were upon subjects directly related 
to some phase of the stationery 
business, two featured speakers 
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came from outside with addresses 
that held the audience absorbed 
in thought until their closing 
words. Both starred in the open- 
ing session, Monday afternoon. 

The first was Dr. Charles Cope- 
land Smith, radio commentator 
and noted speaker from the Na- 
tional Association of Manufac- 
turers. Addressing the stationers 
on the subject “The American 
Way,” Dr. Smith’s inspiring ora- 
tory deeply impressed his listeners 
with the value of freedom in its 
various forms enjoyed by the 
American people. 

The other featured speaker was 
Ross E. Coffin, Indianapolis busi- 
ness man whose searching study 
of the Consumer Cooperative 
Movement has made him an auth- 
ority on this revolutionary eco- 
nomic movement which is at- 
tempting to eliminate the profit 
system of business. 

Philip S. Gott, manager of the 
Trade Association Division of the 
United States Chamber of Com- 
merce, was a guest at the opening 
session. Many other guests from 
outside the industry who visited 
the convention came from the 
American Trade Association Ex- 
ecutives meeting which convened 
in another hotel during the week. 

Mr. J. A. Ruys, who operates an 
office equipment business under 
the name of Ruys’ Handelsve- 
reeniging in Batavia, Netherlands 
Indies, and who formerly con- 
ducted a similar business in the 
Netherlands, was introduced as 
the distinguished guest traveling 
the farthest distance to the con- 
vention. 

The convention’s most sig- 
nificant action on industry prob- 
lems was its declaration disap- 
proving the placement by federal 
Wage and Hour Law administra- 
tors of retail stationers under 
other business classifications, 
thereby making them subject to 
the provisions of this law “which 
specifically exempts retailers.” In 
part, the declaration stated, “it is 
believed that Congress never in- 
tended that the retail designation 
of the American business man 
should be altered by any employe 
of the government.” The declara- 
tion indicated that the~ dealer 
members of the association held 
as Strange and not understand- 
able the “present conception and 
the present prosecution of retail- 
ers in our business,” in view of 
the absence of a similar situation 
among other types of distribution 
outlets. 

The action revealed that a com- 
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AT RIGHT.—Registration desk 

with Cliff Cody, Dubuque. 

being registered by Kath- 

erine Chew of N.S.A., as E. Y. 

Horder looks on in fore- 
ground. 


mittee was to be formed to study 
the matter and endeavor to see 
that proper recognition be ac- 
corded to the retailers of the asso- 
ciation under the Wage and Hour 
Law. 

Another declaration by the deal- 
ers related to the manufacturers’ 
cash discount allowances, request- 
ing that any changes that may be 
introduced in their cash discount 
policies be made with full con- 
sideration of the interest of the 
dealer who pays his bills promptly. 

On accompanying pages are re- 
produced all the _ declarations 
adopted by the convention. 

Standing out in bold relief on 
every N.S. A. convention program 
in recent years have been certain 
dominating features that have 
been attuned to the prevailing in- 
dustry problems and contributing 
valuable ideas which the dealer 
could adapt and apply profitably 
in his own business. Last year 
these features were the N. S. A. 
Sales Institute and discussion of 
the Unfair Trade Practices Acts. 
In the two preceding annual as- 
semblies the spotlighted features 
were very instructive Sales Insti- 





tutes and management discussions, 
and emphasis upon consideration 
of the price maintenance provi- 
sions of the State Fair Trade Acts. 

This convention was outstand- 
ing for its depiction of ideas by 
the demonstration method. The 
program thus introduced an in- 
novation in subject presentation. 
It was a welcome departure from 
the conventional speech reading. 
The treatments of many subjects 
on dealer and sales management 
and selling commodities and sys- 
tems were dramatized in the nat- 
ural surroundings of an office, 
erected on the stage for this pur- 
pose and used throughout most of 
the sessions. This feature was 
launched under the appellation of 
“The Birth of an Office.” 

While the theme of the conven- 
tion, “What’s Right with the Sta- 
tioners” was little discussed, the 
approach to all subjects was def- 
initely positive — reflecting the 
slogan. Not only was this approach 
projected in the association’s con- 
Structive attitude, but emphasis 
was given to “what’s right” in the 
dealer’s technique and procedures, 
in the belief that what’s right for 





OFFICE APPLIANCES 


AT LEFT.— President Owen 

G. Bayless, General Manager 

Charles P. Garvin and Dr. 

Copeland Smith in confer- 
ence, 


one dealer can become right for 
another by adaptation. No enter- 
prising stationer could have at- 
tended the sessions without grow- 
ing a little “taller” in mental 
stature and raising to a higher 
plane his personal and business 
aspirations. 

A spirit of optimism prevailed 
in the meetings. There was less 
political and war talk than one 
might have expected. While pol- 
itics were barred from the plat- 
form, occasional thrusts were 
made at the bureaucratic system 
burdening business and at those 
who would undermine the Ameri- 
can economic structure and free- 
dom of enterprise. More than 
usual interest was shown in the 
business Sessions. 

The caliber of speakers, the pro- 
gram, and the exhibition were sig- 
ficant of the high standard at- 
tained by the association. Befit- 
ting the growing prestige of the 
commercial stationery and office 
equipment industry. 

The splendid condition of the 
association’s organization struc- 
ture was indicated by the reports 
revealing a gain of 50 members 
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during the past year and a sub- 
stantial balance in the treasury, 
with a slight increase over that 
of a year ago. 

That the conventionites and 
their ladies were pleased with the 
business and entertainment pro- 
grams, as well as Chicago’s hos- 
pitality, was apparent from the 
smiling faces seen everywhere and 





the liberal praises overheard from 
the informal chats in the lobby, 
business show, or across the lunch- 
eon table. The smooth running 
execution of the very complete ar- 
rangements were a credit to Con- 
vention Chairman Harry Balch, of 
Quality Park Envelope Company, 
and his committee, as well as to 
General Manager Garvin and all 


17 


others who so generously codper- 
ated in making the convention a 
success. 

Harry Tehan of Chas. M. Hig- 
gins & Co., Inc., again distin- 
guished himself as a remarkable 
exposition manager. His careful 
attention to all details and inter- 
est in the good will of both the 
visitor and the exhibitor, com- 





VISITORS OVER CHICAGO.—The background, depicting 
Chicago’s Michigan avenue, is a photograph by Kauf- 
mann & Fabry. 
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Harold Hampton, past president, N.S.A.; E. A. (Bill) Nichols, 
The Daniels Co., Muskegon, Mich. 

Fred Richmond, Richmond & Backus Co., Detroit; Joe 
Leroux, Franklin Printing & Engraving Co., Toledo; T. W. 
Bussing, Bussing’s Stationery, Detroit. 

Ted Caswell, F. S. Webster Co.; Stanley Griebel, Yawman 
and Erbe Mfg. Co. 


Lou Wolf, Acme Visible Records, Inc.; George R. Hayes, 


ey ae 


Thomas Groom & Co., Inc., Boston; Bob Pinney, Acme 
Visible Records, Inc, 


. Jack Harper, General Supply Co., Albuquerque, N. M.; 


Matt Dillon, Associated Stationers Supply Co, 


. William C. Clegg, The Clegg Co., San Antonio; C. H. 


Everly, Office Appliances. 


- Gus Lipp, W. H. Kistler Staty. Co., Denver; Herbert John- 


son, Kendrick-Bellamy Co., Denver; Charles E. Robinson, 
American Lead Pencil Co. 


. Bob Fleming, The Leopold Co.; Carl H. Schmitz, Stationers 


Loose Leaf Co. 














The Declarations 
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BE IT DECLARED that the National Stationers Association hereby attests its 
appreciation of the splendid work done by its National President, Mr. Owen G. Bay- 
less, his great contribution of time, ability and effort, his attendance at the Regional 
Meetings, and his constant and continuous cooperation. The National Stationers Asso- 
ciation points with pride to its President. 

* * % 

BE IT DECLARED by the National Association that the success of this great 
Convention is due in no small way to its members who made up the personnel of the 
various committees. The splendid work of the committees who labored long and hard 
and brought forth great and successful meetings is a contribution to this trade which 
cannot be taken lightly. This declaration is hereby made that the National Stationers 
Association attests its appreciation and grateful thanks to: 

Harry Balch, Chairman of the Chicago Convention Committee 
Charles Everly, Chairman of the National Publicity Committee 
Charlie Mueller, Chairman of the Chicago Entertainment Committee 
Ed Little, Chairman of the Banquet Seating Committee 

W. J. Boyd, Chairman of Chicago Committee for Ladies’ Entertainment 
R. P. Carpenter, Chairman of Chicago Golf Committee 

Harry Tehan, Chairman of Chicago Exposition Committee 

George Herrmann, Chairman of Chicago Manufacturers Committee 


and to Joe C. Strauss for his work on the Exposition Committee. 
2 * °K 


BE IT DECLARED by the Dealer Members of the National Stationers Asso- 
ciation, mindful of the long traditions of this craft of over 500 years of public recog- 
nition as dealers, that the present operations of the Wage and Hour Law are not 
only strange, but not understandable; that it is believed that Congress never intended 
that the retail designation of the American business man should be altered by any 
employe of the government; and that it has set up a committee to study this matter 
and to see that proper recognition be accorded to the retailers of this Association 
under the Wage and Hour Law which specifically exempts retailers. It further de- 
clares that the present conception and the present prosecution of retailers in our 
business is strange in view of the fact that no similar situation exists among depart- 


ment stores, chain stores and other types of distribution outlets. 
bs * * 


BE IT DECLARED by the dealers of N.S.A. that it is worthy of the considera- 
tion of every manufacturer that certain changes which have been made in the cash 
discount system impose a burden upon those who pay their bills while imposing no 
similar burden upon those who neglect to pay their bills. The dealers call to the 
attention of the manufacturers that cash discounts have become a custom in this 
business and that changes should not be made without first receiving the considera- 
tion of the dealers; that the dealer has the same burdens to assume and carry that 
the manufacturer has, and if any change is to be made, the dealer interest must 


be protected. 
cK ~ 

BE IT DECLARED that the National Stationers Association record its apprecia- 
tion of the fine courtesy of those manufacturers who loaned to the Association com- 
modities for use in the production, THE BIRTH OF AN OFFICE. The list is so 
long that it is dificult to name all of the manufacturers in this report, but we declare 
that the appreciation of this group goes to those manufacturers who so liberally and 
fully cooperated with the management in making a great success of the production. 

3k * ok 

BE IT DECLARED that the dealers wish to submit special appreciation to 
those manufacturers who participated in the great FIVE CENTURIES OF PROG- 
RESS EXPOSITION this year. It is freely admitted that this is the finest exhibit 
we have ever had, and the splendid trade spirit of the manufacturers who made this 
possible is highly appreciated by the dealers. 

* * * 

BE IT DECLARED that the Dealers’ Division, and we believe we also speak 
for all other Divisions, hereby records its appreciation of the splendid cooperation 
of the Palmer House, its administration, its officers and its workers, who have labored 
so hard and so continuously for the success of this Convention and who have co- 


operated with us 100 per cent. 
x > * 


BE IT DECLARED that the policy of this Association in developing the qual- 
ity of its membership is hereby afirmed; that we believe that the National Associa- 
tion should only have in its membership and admit to its membership firms which 
reflect glory and progress on the trade as a whole. It is our opinion that the National 
Association is growing in power and influence due to the quality of its membership. 

(Signed) DECLARATIONS COMMITTEE 
William C. Clegg 
W. G. Robbins 
E. B. Healy 
Jack Harper 
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bined with his amiable personal- 
ity, make him outstanding among 
exposition managers in all indus- 
tries. 

Saturday 

Counting the preliminaries, the 
convention got off to an early 
start, with a meeting of the Ex- 
ecutive Committee at 2:30 o’clock 
on Saturday afternoon; President 
Bayless presiding. 

Meanwhile, the registration desk 
opened for the early visitors, from 
2:00 to 5:00 p. m. Soon old friends 
were greeting each other and new 
acquaintances being formed. From 
then on, the Palmer House lobby 
and corridor of the fourth floor 
were scenes of fraternizing sta- 
tioners, manufacturers, and sales- 
men—joined at intervals by their 
ladies when not participating in 
their own entertainment activi- 
ties. The ladies’ program started 
on Monday, however. 


Sunday 


This year the annual golf tour- 
nament was held on Sunday, in- 
stead of later in the week as in 
past years. More time was thus 
provided for attendance at the 
meetings and exposition. The 
change met with approval and the 
largest golf meet in recent years 
was held at Olympia Fields Coun- 
try Club the entire day, conclud- 
ing with dinner and awarding of 
prizes in the evening. Full details 
are given on other pages. 

Registrations were received at 
the hotel from 10:00 a. m. to 5:00 
p. m. 

Many who came early had regis- 
tered in advance. A record ad- 
vance registration was established 
this year, with more than 400 
names recorded before the con- 
vention opened. 


Monday 
Activities on Monday began with 
the President’s breakfast for the 
Executive Committee and Board 
of Control, followed by a meeting 


LUMINARIES OF THE N. S. A. FIRMA- 
MENT 


1. Dr. C. Copeland Smith, feature 
speaker at the convention. 

2. Owen G. Bayless, Lowman & Han- 
ford Co., Seattle, Wash., just after 
making his report as N. S. A. presi- 
dent. 

3. Walter C. Guy, Arkansas Ptg. & Lith- 
ographing Co., Little Rock, Ark. 

4. Ross E. Coffin, whe spoke on the 
cooperative movement. 

5. General Manager Charles P. Garvin 
of the N. S. A. 
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of the Board of Control in execu- 
tive session. This was marked by 
a large attendance of enthusiastic 
members. The gathering was high- 
lighted by the visit of Colonel Bill 
Wobber, Police Commissioner of 
San Francisco, and Mayor Rossi 
also of the Golden Gate city, who 
were passing through Chicago. 

As delegates continued pouring 
in all Monday morning, the Mer- 
chandise Fair and Exposition 
opened its great iron gate for 
those already settled and eager to 
inspect the appealing displays. 
The exhibitors had worked long 
and hard to have their booths all 
shipshape for the opening hour. 

Shortly after 1:30 o’clock in the 
afternoon the convention was 
called to order by General Man- 
ager Charles P. Garvin. 

Before turning the gavel over to 
the president, Mr. Garvin read 
several telegrams of greeting, the 
first of which drew an impressive 
response that perhaps many in 
the assembly hoped the ether 
waves would carry across the sea 
reciprocating this message of 
cheer and good will. This came 
from Mr. Herbert Marsh, who as 
secretary of the Stationers Asso- 
ciation of Great Britain and Ire- 
land in 1927 visited our convention 
in Boston. His message read: 

“Kindest greetings, best wishes 
to all stationers. Happy memories 
of Boston convention in 1927. 
Alive, well, and smiling —Herbert 
Marsh.” 

Other messages, received with 
applause, were from Will Reuter, 
Kansas City; Ebenezer Wallace, 
Los Angeles, Calif.; Rowland Waltz, 
Spokane, Wash., and Harold Wil- 
kinson of Pennsylvania. 

Following the presentations of 
greetings, Mr. Garvin introduced 
Philip S. Gott, manager of the 
Trade Association Division of the 
U. S. Chamber of Commerce. In 
a brief response, Mr. Gott com- 
mented favorably on the reputa- 
tion of the stationers’ association 
for “having an organization which 
carries through, which presents a 
program unique in character, dis- 
tinctive, and constructive.” He 
added words of praise for the 
secretary-manager. 

President Owen G. Bayless then 
received the gavel. In giving him 
the symbol, Mr. Garvin paid trib- 
ute to Mr. Bayless for his year 
of active service and personal 
sacrifice, which he said could not 
be measured. 

Mr. Bayless proceeded at once 
with appointments, naming Harry 
Balch sergeant-at-arms and the 
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following members of convention 
committees: 


Nominating —James Dryden, 
chairman, Redeker & Dick, Inc., 
Cincinnati, Ohio; K. L. Boyer, 
Newell B. Newton Co., Toledo, 
Ohio; W. L. Jaques, Jaques & Co., 
New York City; Omar Boyd, Sta- 
tioners Corporation, Los Angeles, 
Calif.; E. C. Wilson, Wilson Sta- 
tionery & Printing Co., Houston, 
Texas. 

Budget—Fred Downs, chairman, 
Downs-Randolph Co., Tulsa, Okla.; 
J. S. Sprott, The Globe-Wernicke 
Co., Cincinnati, Ohio; J. L. White, 
The White Co., Columbus, Ga.; 
Herman Price, Eagle Pencil Co., 
New York; H. S. Riley, Out West 
Printing & Stationery Co., Colo- 
rado Springs, Colo. 

Credentials — Edward L. Little, 
chairman, Wabash Cabinet Co., 
Wabash, Ind.; Joseph C. Strauss, 
Automatic Pencil Sharpener Co., 
Chicago, Ill.; Ray Eichenlaub, 
Service Steel Products, Chicago, 


Necrology -~Charles H. Everly, 


turers who do not avail themselves 
of the many services furnished to 
its membership and the coodpera- 
tion possible under the N.S.A. ban- 
ner are passing up one of the 
greatest business assets of this 
day and age.” 

The president also dwelt upon 
the subject of national advertis- 
ing, to which he had given con- 
siderable attention in some of the 
regional meetings. His theme was 
that manufacturers who employ 
national advertising in promotion 
of their stationery and office sup- 
ply or equipment lines should 
direct the public to the stationer 
as the source of supply. He 
pointed out that it was the sta- 
tioner and office equipment dealer 
who had introduced and estab- 
lished the market for thousands 
of items through the years. Mr. 
Bayless urged the advertisers that 
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found on pages following this 
summary. 

Dr. Charles Copeland Smith, to 
whom reference has been made 
in foregoing paragraphs, was then 
introduced by Mr. Garvin. 

He gave a stirring dissertation 
on American freedom, which he 
declared the great propelling force 
of our amazing development in 
the nation’s short history. Allud- 
ing to freedom of speech, freedom 
of assembly, and freedom of enter- 
prise as making up our total free- 
dom, the speaker said he believed 
that all we are in America today 
was fundamentally because of our 
freedom of enterprise. Recalling 
Jefferson’s statement, “The powe} 
to tax is the power to destroy,” he 
intimated the danger threatening 
industry. In conclusion he called 
for rededication to our ancient 
liberties. 





ATTENDING THE PRESIDENT’'S BREAKFAST.—Reading 
around table from left: Harry Nichols, Weis Mfg. Co.; Ed 
Keeling, Art Metal Construction Co.; Woodson P. Waddy, 
Everett Waddey Co., Richmond, Va.; A. J. Walker, Farnham 
Staty. & School Supply Co., Minneapolis; Pete Murrett, Ryan 
& Williams Co., Buffalo; Lou Caracci, Nor-Wood Co., New 
York; C. W. “Neal” Leonard, Leonard & Co., Detroit; Charlie 
Marshall, Ivan Allen-Marshall Co., Atlanta; Rose Cushman, 
N. S. A.; Charles P. Garvin; Owen G. Bayless, Lowman & 


Hanford Co., Seattle: Walter Ruedy, S. G. Adams Co., St. 


Office Appliances, New York 
City; Harry Nichols, Weis Mfg. 
Co., Columbus, Ohio; E. A. Keel- 
ing, Art Metal Construction Co., 
Jamestown, N. Y. 
Declarations—William C. Clegg, 
The Clegg Co.,San Antonio, Texas; 
W. G. Robbins, Carolina Office 
Equipment Co., Rocky Mount, 
N. C.; E. B. Healy, Santa Fe Book 
& Staty. Co., Santa Fe, N. M.; Jack 
Harper, General Supply Co., Inc., 
Albuquerque, N. M. 
Appropriately placed as the first 
address on the program, the Presi- 
dent’s Annual Report covered the 
association’s activities of the past 
year. “I am more firmly convinced 
than ever that the National Sta- 
tioners Association is of tremen- 
dous importance to this industry,” 
he said. “Likewise am I convinced 
that those dealers and manufac- 


do mention the stationer to put 
him first on the list of retail 
sources of supply. He expressed 
the dealers’ appreciation of the 
cooperation being given by some 
manufacturers who are doing 
these things. Mr. Bayless con- 
cluded with the recommendation 
that manufacturers who do not 
advertise nationally to help create 
consumer demand give the mat- 
ter consideration. 

Mr. Bayless emphasized the 
value of meetings and enjoined 
the members to “invest” their 
convention hours and not to 
“squander them.” 

The complete text of the presi- 
dent’s address, as well as all other 
speeches of the convention will be 


Louis; W. G. Robbins, Carolina Office Equipment Co., 
Rocky Mount, N. C.; Harold Hampton, Indianapolis Office 
Supply Co., Indianapolis; Art Grayston, Thomas & Grayston, 
Minneapolis; William C. Clegg, The Clegg Co., San Antonio, 
Tex.; Jim Parrott, Matt Parrott & Sons Co., Waterloo, Iowa; 
Willis Lowe, E. L. White & Co., Fort Worth, Tex.; E. Clifton 
Wilson, Wilson Staty. & Ptg. Co., Houston, Tex. In the 
group but not showing are W. E. Stockett, Jr., Stockett-Fiske 
Co., Washington, D. C., 

Moines, Iowa. 


and B. J. Bristoll, Koch Bros., Des 


Under the title “Don’t Sell Your 
Business Short,” Col. Walter C. 
Guy, president of Arkansas Print- 
ing & Lithographing Company 
and governor-elect of District 
No. 8, in the next address made a 
very practical talk directed to the 
retail proprietor and manager. 

Next came the talk by Ross E. 
Coffin, of State Insurance Agency, 
Indianapolis, Ind. In discussing 
the widespread growth of the con- 
sumer cooperative movement in 
many fields of business, he pro- 
duced abundant evidence to show 
that the underlying motive is to 
destroy the profit system of busi- 
ness. 

yeneral Manager Garvin made 
the final talk of the afternoon, 
briefly covering the two kinds of 
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legislation now being passed by 
the Federal Government. The first 
he said had to do with social re- 
form and the second with national 
defense. With little reference to 
the latter, he challenged the right 
of government employes to desig- 
nate retail stationers as operators 
in some other field, thereby 
placing them under the Wage and 
Hour Law. 

Completing the first session were 
the reports of the treasurer and 
auditor. William E. Stockett, Jr., of 
Stockett - Fiske - Company, Wash- 
ington, D. C., reported a cash bal- 
ance in the treasury of $23,396.04. 
And Auditor Woodson P. Waddy, 
of Everett Waddey Company, Inc., 
Richmond, Va., declared, “I have 
pleasure in announcing that 
everything is all right.” 

Adjournment was then _ pro- 
nounced by the president. This 
was the signal for appearance of 
the funster drum corps which 
descended upon the meeting under 
the sign “Bayless’ Washington 
Apple Knockers.” The eight men 
in the group, dressed in assorted 
costumes, were members of the 
Great Lakes Travelers Club and 
have put on a Similar stunt at 
recent Chicago conventions. With 
a swing around the ball room, 
they led the conventionites out to 
the business show, for its formal 
opening. 

Visitors inspected the attractive 
booths until 10:30 p. m. 


Tuesday 


A special breakfast was ar- 
ranged Tuesday morning for sta- 
tioners of Indiana. 

The general sessions on Tues- 
day were alone worth the trip 
to Chicago. Especially suggestive 
for the sales manager and his 
staff members. Attendance was 
good. 

Secretary Garvin called the 
morning session to order and im- 
mediately presented the skit en- 
titled “The Birth of an Office.” 


MORE N.S.A.-ITES POSE FOR THE 
CAMERA 

1. Howard Sanders, Stationers & Pub- 
lishers Board of Trade; H. G. John- 
son, Kendrick-Bellamy Co., Denver. 

2. L. E. Askew, Askew Co., Dallas; 
W. E. Kier, Chicago. 

3. Charlie Ramsey, Ever Ready Cal- 
endar Mfg. Co.; Bert M. Morris, Bert 
M. Morris Co., Los Angeles. 

4. C. R. Kendrick, Kendrick-Bellamy 
Co., Denver; S. J. Graff, Speed-O- 
Print Corp. 

5. Mrs. Rose Hoffman, Hoffman Hen- 
Marker Co., Hartford, Conn.; W. E. 
Smith, Ace Fastener Corp. 
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The stage erected for this con- 
vention was the size of a room, 
but until now the speakers had 
appeared at the rostrum in front 
of the curtains. 

When the curtains were raised 
the audience beheld a bare room, 
which gradually was furnished as 
a complete office with the latest 
in equipment and stationery items 
provided by manufacturing mem- 
bers. 

Then to the desk came President 
Bayless, who with W. W. Davis, 
retail salesman of Horder’s Incor- 
porated, Chicago, put on a selling 
demonstration applauded for both 
the selling technique and histri- 
onic ability of the “actors.” Mr. 
Bayless played the part of the 
head of an electrical supply whole- 
saler starting in business and in- 
terviewed by a salesman (Mr. 
Davis) presenting a system of 
books necessary to start a business. 

Between this “act” and the next, 
Mr. Garvin demonstrated the dis- 
pleasure of a customer waiting on 
the telephone to talk to a dealer’s 
salesman. 

Presently Lou H. Hoelscher, of 
Hoelscher Stationery Company, 
Buffalo, N. Y., appeared on the 
scene and delivered a talk on “The 
Records Necessary to a Stationer.” 
So complete was his discourse that 
dealers interested in suggestions 
will find the printed text valuable 
for reference. Mr. Hoelscher 
showed samples of his company’s 
forms. 

In introducing the last speaker 
of the morning, Mr. Charles Rey- 
nell, of Oxford Filing Supply Com- 
pany, the general manager appro- 
priately remarked “the hour grows 
late, but we are having a feast of 
wisdom.” Mr. Reynell gave a talk 
on “The Dealer’s Own Filing Sys- 
tem,” which was to have been pre- 
sented by R. A. Jonas of the same 
company. 

The last item of the morning re- 
ceived as much enthusiastic atten- 
tion as the first. It was the award- 
ing of the $10 attendance prize, 
won by P. J. Huggins, Douglas 
Stationery Company, Birmingham, 
Ala. 

The luncheon for all registered 
delegates filled the Red Lacquer 
Room with a great crowd. 

The afternoon session opened 
with a dialogue on “The Impor- 
tance of Sales Managers,” between 
E. A. Keeling, vice-president of Art 
Metal Construction Company, and 
Mr. Garvin. Seated in the stage 
“office,” they put on one of the 
most entertaining shows of the 








22 








was 


é > 


SOME OF THE N.S.A. EXECUTIVE COMMITTEE.—Presi- 
dent Owen G. Bayless seated at desk, with General Man- 
ager Charles P. Garvin seated at right. Standing: Morris 
Hansell, F. F. Hansell & Bros., Ltd., New Orleans; W. C. 
Guy, Arkansas Ptg. & Litho. Co., Little Rock: G. Prescott 
Tuesley, Yakima Bindery & Printing Co., Yakima, Wash.; 


convention. Their facetious con- 
versing was interspersed with 
many serious thoughts given by 
Mr. Keeling. A sales manager 
should have some good selling 
ideas, he said, and a full crew 
ready and able to carry out plans 
previously perfected. 


The next talk on “The Selection 
of Salesmen” confirmed the asser- 
tion that this was a big day for 
sales managers. Harry C. Ander- 
son, General Sales Manager of the 
Globe-Wernicke Company, pre- 
sented the results of a survey 
which he had made through the 
cooperation of N. S. A. to obtain 
a cross section of the methods and 
practices followed by sales mana- 
gers of this industry in selecting 
salesmen. The information he pre- 
sented should be invaluable to the 
industry. 

President Bayless followed with 
a fine talk on “Stimulating Sales- 
men.” He asserted that the 
months ahead hold splendid re- 
ward for those who sharpen up 
wits, use headwork, and plenty of 
footwork. 


Using visual sales presentation 
charts on which were painted his 
main points, E. R. Manning, Sales 
Manager of Stein Brothers, Chi- 
cago, next gave a very educational 
presentation on “Leather Goods.” 
He attempted to explode the idea 
that the leather goods business is 
complicated by describing and ex- 
hibiting the 12 basic types of 
leather cases. Mr. Manning also 
showed various types of cowhides. 


“Visible record selling can be 
reduced to a perfectly logical proc- 
ess if we use a little thought in 
plan and sales efforts,’ said George 
R. Hayes, of Thomas Groom & 
Company, Boston, also president 
of the Boston Stationers Associa- 
tion. Mr. Hayes gave many good 





pointers in his talk “Planned Sell- 
ing Applied to Visible.” 

The General Manager intro- 
duced the closing dramatic skit, 
and told the members that they 
had established an attendance 
record in remaining through both 
business sessions. 

Then a well prepared dramati- 
zation of “The Right and Wrong 
Way to Sell Filing Supplies” was 
given by a cast of four members 
from Marshall-Jackson Company, 
Chicago, under the direction of 
Arthur Frey, The Globe-Wernicke 
Company, and aided by Ham War- 
nock, manager of the firm’s Chi- 
cago warehouse. The complete 
script is published in this issue. 

Just before the adjournment at 
6:30 o’clock, the attendance prize of 
another $10 was won by Gordon 
Kickels of The Globe-Wernicke 
Co. 

Tuesday evening was given over 
to the exposition, open from 5:00 
to 10:30 o’clock. 


Wednesday 


Four group meetings were sched- 
uled for Wednesday morning. The 
division meetings and their pre- 
siding officers were as follows: 

Dealers—Morris E. Hansell, II, 
vice-president Distributors Divi- 
sion; Manufacturers—J. S. Sprott, 
vice-president Manufacturers Di- 
vision; Sales Managers — E. A. 
Keeling, vice-president Sales 
Managers Division; Field Division 
—Harry L. Nichols, vice-president 
Field Division. 

These conferences were for reg- 
istered members only and prob- 
lems pertaining to each group were 
constructively discussed. 

At noon the delegates enjoyed 
another luncheon with its pleas- 
ant fellowship. 


The closing general session, 
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Earl Kochheiser, The Charles Ritter Co., Mansfield, Ohio; 

W. R. Harper, General Supply Co., Albuquerque, N. M.; 

A. J. Markelz, The Book Shop, Joliet; P. J. Murrett, Ryan & 

Williams, Inc., Buffalo; William C. Clegg, The Clegg Co., 

San Antonio; Willis E. Lowe, E. L. White Co., Fort Worth; 
J. L. White, The White Co., Columbus, Ga. 


Wednesday afternoon, was pre- 
sided over by President Bayless. 
The initial feature was a sales 
educational motion picture, enti- 
tled “I Wonder,” presented through 
the courtesy of the Frigidaire 
Corporation. Things to do and not 
to do were depicted in the inter- 
esting film starring James Dunn, 
Hollywood actor. 


George C. Brainard, president of 
General Fireproofing Company, 
was next introduced to give the 
only address of the afternoon, 
which was a stimulating one on 
“National Office Furniture Week.” 
Mr. Brainard highly recommended 
the “Week” to all who sell office 
furniture. He went on to give a 
lengthy word picture of the oppor- 
tunities existing for the sale of 
office furniture. 


After Mr. Brainard had finished, 
Mr. Garvin enthusiastically en- 
dorsed National Office Furniture 
Week with the statement, “Our 
organization will do everything it 
possibly can to feature the devel- 
opment of this ‘week.’” He urged 
all dealers to visit the National 
Office Furniture Week room in the 
exposition hall. 

Relevant to the sales opportuni- 
ties in office furniture, Mr. Garvin 
then called to the platform Mr. 
Charles Thom, of Gregory-Mayer 
& Thom, Detroit, Mich., asking 
him to relate a recent sales expe- 
rience of his company. Mr. Thom 
told how his firm had sold to an 
automobile manufacturer $15,000 
worth of office furniture for 
awards in the company’s annual 
dealer sales contest. 

Committee reports and the elec- 
tion of officers occupied the re- 
mainder of the session. 

After the affirmative vote on the 
proposed slate of officers, the re- 
elected president made his ac- 
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ceptance speech with typical Bay- 
less modesty and brevity. 


In closing remarks, General 


Manager Charles P. Garvin com- 
mended the convention for its se- 
lection of officers, each of whom 
he said knows the business and the 
work of the association in its na- 
tional and local aspects. He indi- 


cated that the members could have 
the satisfaction of knowing that 
their strong organization was well 
qualified to meet the problems of 
the year to come. He praised the 
good will exemplified during the 
meetings and expressed the hope 
that all would be spared to come 
back next year. 
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Prior to adjournment, the aud- 
ience enjoyed the sport of seeing 
Mr. Bayless, Miss Cushman, and 
Mr. Hansell get a “real workout” 
in awarding this session’s attend- 
ance price of $15.00—the largest of 
all—_to Earl Kochheiser, of The 
Charles Ritter Company, Mans- 
field, Ohio, who was the eighth 





VISITORS TO THE NATIONAL STATIONERS CONVENTION IN CHICAGO POSE FOR CAMERA 


ono 


. Howell Stephens, Neva-Clog Products, Inc.; A. R. Skibbe, 


Associated Stationers Supply Co.; George Herrmann, The 
Heyer Corp.; John Rushmore, Reyburn Mfg. Co. 


. Ralph Lee Bauman, Cast Office Supply, Wichita, Kas.; Bob 


Johnston, Johnston Press, Wichita, Kas.; Lionel Colomb, 
Stanley Woodruff, Weis Mig. Co. 


. Harry Sylvester, Sylvester & Nielsen, Inc., Appleton, Wis.; 


Carl Elofson and Jack Barry, Art Metal Construction Co. 
Three members of the golf committee: Clark Roland, Mar- 
shall-Jackson Co., Chicago; Russell Carpenter, Sanford 
Ink Co.; Gordon Kickels, The Globe-Wernicke Co. 


. W. F. Gigliotti, Johnson Chair Co., and All-Steel-Equip 


Co.; C. S. Thorn and E. Rossmann, Paul Anderson Co., 
San Antonio, Tex. 


. J. H. Hartman and Al Malmer, All-Steel-Equip Co. 
. The Heyer Boys: T. R. and Arthur, The Heyer Corp. 
. Omar E. Boyd, Stationers Corp., Los Angeles; Jim Mont- 


gomery, Charles M. Higgins & Co. 





9. 


10. 


11. 


13. 
14. 


At the registration desk. Right foreground: Fred Pitt, Wil- 
son-Jones Co. Standing at left is Katherine Chew of N. S. A. 
headquarters. 

Ray L. Hammond, National Blank Book Co.; N. S. A. Presi- 
dent Owen G. Bayless, Lowman & Hanford Co., Seattle; 
Dick Towne, National Blank Book Co. 

Benny Allen, Charles Robinson and Ham. Kendrick, Amer- 
ican Pencil Co.; Bob Dotson, Ohio Office Supply Co., Zanes- 
ville, Ohio; E. A. Mannhardt, American Pencil Co. 


. W. E. Stockett, Stockett-Fiske Co., Washington, D. C.; Jack 


Kerns, Stationers Loose Leaf Co.; Herbert S. Walsh, Ace 
Fastener Corp.; Ray D. Cooper, Art Metal Construction 
Co.; Claude Myers, Jr., Myers Office Furniture, Kansas 
City. 

Jack Hanley and Carl Lang, Binney & Smith Co.; Earl Opie, 
Weber-Costello Co.; H. J. MacNeill, Binney & Smith Co. 
Van Holt Hall, Scripto Mfg. Co.; Alex Patterson, All-Steel- 
Equip Co.; Glenn Chambers, Scripto Mfg. Co.; M. B. Jorde, 
The Dunleavy Co., Boston. 
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person named. None of the others 
were present when their names 
were called. 

Another award of four chairs, by 
Artillery Metal Products Company, 


was made to C. Benson, of Farn- 
ham Stationery & School Supply 
Company, Minneapolis, Minn. 

The exposition remained open 
Thursday morning. 


Entertainment Activities 


HE convention program in- 
Teiuaea ample provision for en- 
tertainment of the visitors as well 
as for the serious matters of busi- 
ness. For the men, the golf tour- 
nament on Sunday was the first 
recreational feature. An account 
is given of this on another page. 


Ladies’ Entertainment 


Arrangements for the entertain- 
ment of N.S. A. ladies, under the 
direction of William J. Boyd, Acco 
Products, Inc., and his committee, 
gave the ladies many pleasures to 
remember. At the convention 
itself, active management was 
taken over by the ladies’ commit- 
tee, consisting of Mrs. George 
Cormack, Mrs. Harry Balch, Mrs. 
Harry Short, Mrs. Jack Gram, Mrs. 
G. O. Stevens, and Mrs. W. J. Boyd. 
Their skilful guidance received the 
enthusiastic approval of the un- 
usually large group of women in 
attendance. 

On Monday 127 were present at 
the luncheon exquisitely served at 
the Merchants & Manufacturers 
Club in the Merchandise Mart. 
Visits to shops in the building 
followed the luncheon. The next 
feature was attendance at a Na- 
tional Broadcasting studio to see 
how the “Club Matinee” perform- 
ance was put on the air. 

Monday evening the ladies 
joined the men for a tour of in- 
spection of the Five Centuries of 
Progress exposition. Later they 
enjoyed the House of Friendship 
and the dance in the Grand Ball- 
room. 

Tuesday was highlighted by a 
luncheon in the French room of 
the Drake hotel. Attendance 
moved up to 143. Most of the la- 
dies stayed to play bridge in the 
afternoon. 

The luncheon on Wednesday was 
held at the Chicago Athletic Club, 
with 144 present It was followed 
by a matinee performance of “The 
Male Animal,” an uproarious com- 
edy at the Selwyn theatre. 

As usual, a great many prizes, 
generously donated by manufac- 
turers, were awarded at the va- 
rious functions. The following 
were contributors of prizes, funds 
for prizes, gifts, and favors that 
were presented to the ladies, the 
golfers, and others during the con- 
vention: 

Acco Products, Ine.; Ace Fastener 
Corporation; Acme Visible Records, 


Ine.; G. J. Aigner Co.; All-Steel-Equip 
Co., Inc.; American Crayon Company; 


American Lead Pencil Co.; American 
Pad & Paper Co.; Art Metal Construc- 
tion Co.; Art Steel Co., Inc.; Automatic 
Pencil Sharpener Div. of Spengler-Loo- 
mis Mfg. Co.; Autopoint Company; 
Bankers tjox Company; Binney & 
Smith, Inc.; J. C. Blair Company; The 
Carter’s Ink Co.; Columbia Ribbon & 
Carbon Mfg. Co.; Columbian Art Works, 
Inc.; H. C. Cook Co.; Cook’s, Inc.; Cra- 
mer Posture Chair Co.; Dennison 
Manufacturing Co.; Diebold Safe & 
Lock Co.; Joseph Dixon Crucible Co.; 
Cc. L. Downey Co.; Eagle Pencil Co.; 
Eaton Paper Corporation; Esterbrook 
Steel Pen Mfg. Co.; Ever Ready Calen- 
dar Mfg. Co.; Eversharp, Inc.; A. W 
Faber, Inc.; Eberhard Faber Pencil Co.; 
Finch & MeCullouch; General Fire- 
proofing Co.; General Pencil Co.; Gib- 
son Art Co.; The Globe-Wernicke Co.; 
George B. Graff Co.; Gregory Fount-O- 
Ink Co.; J. L. Hanson Co.; Heyer Cor- 
poration; Chas. M. Higgins & Co., Inc.; 
Hotchkiss Sales Co.; C. Howard Hunt 
Pen Co.; The Jenner Company. 

F. H. Lawson Co.; Markwell Manu- 
facturing Co.; Frank Mashek & Co.; 
Minnesota Mining & Mfg. Co.; Moore 
Push-Pin Co.; Nagel-Chase Mfg. Co.: 
Nascon Service, Inc.; National Blank 
Book Co.; National Vulcanized Fibre 
Co.; Neva-Clog Products Co., Inc.; Nor- 
ma Multikolor, Inc.; The Oakville Co.; 
Oxford Filing Supply Co.; Parker Pen 
Company: Pelouze Manufacturing Co.; 
Quality Park Envelope Co.; Reyburn 


Manufacturing Ce Inc.; Roaring 
Springs Blank Book Mfg. Co.; Robin- 
son Manufacturing Co.; Rockwell- 


Barnes Co.; C. F. Rumpp & Sons, Inc.; 
Rust Craft Publishers, Inc.; Sainberg 
& Co., Inc.; Sanford Ink Company: 
Sengbusch Self-Closing Inkstand Co.; 
Service Steel Products, Inc.: The Shaw- 
Walker Company: W. A. Sheaffer Pen 
Co.; Smead Manufacturing Co.: South- 
worth Company; Speed Products Com- 
pany; Stationers Loose Leaf Co.; Sta- 
tioners Specialty Corp.: Stein Bros 
Mfg. Co.; Trussell Manufacturing Co.; 
Vail Manufacturing Co.; Victor Safe 
& Equipment Co.; Visible Records 
Equipment Co.; P. F. Volland Co.; Wal- 
lace Pencil Co.; Samuel Ward Mfg. Co.; 
L. FE. Waterman Co.; F. S. Webster Co.: 
Weis Manufacturing Co.; Byron Wes- 
ton Co.: Whiting-Plover Paper Co.: 
Wilson-Jones Company; Yawman and 
Erbe Mfg. Co 


Annual Banquet 


There were 1031 places set for 
the annual banquet in the Palmer 
House Ballroom. This grand cli- 
max of the entertainment program 
had as its theme “God Has Blessed 
America.” 


INFORMAL SHOTS CAUGHT BY 
CAMERA 


1. J. A. Ruys, Ruys’ Handelsvereenig- 
ing voor Indie N. V., Batavia, Java, 
N. E. I. 

2. Two old-timers: E. Y. Horder, 
Horder’s, Inc., Chicago, and Fred 
Coggin, Sun Rubber Co. 

3. Grenville Davis, manufacturers’ rep- 
resentative; R. V. Bishop, Office 
Supply & Printing Co., Cleveland, 
Ohio. 

4. Ed Keeling, Art Metal Construction 
Co.; Mrs. F. H. Caswell, Boston. 

5. Edward J. Kuch, Hotchkiss Sales 
Co.; Fred Nathan, Gutmann Dis- 
tributors, Chicago. 
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CONVENTION PERSONALITIES 

l. J. S. Sprott, president, The Globe- 
Wernicke Co., in conversation with 
General Manager Charles P. Garvin. 

2. Nichols and Nichols —Harry and 
Walter, both with Weis Mig. Co. 

3. The committee from Cincinnati. 
Seated: Jim Dryden, Redeker & 
Dick, Inc. Standing: A. F. Lind- 
horst, Gibson & Perin Co.; William 
B. Horstman, Netherlands Plaza 
hotel; Jack Kuresman, The Pouns- 
ford Staty. Co. 

4. William E. Hoge, The General Fire- 
proofing Co.; J. A. Ruys, Ruys’ 
Handelsvereeniging voor Indie 
N. V., Batavia, Java, N. E. 1. 

5. Charlie Mueller, Joseph Dixon 
Crucible Co., president, Great Lakes 
Travelers Club, and E. E. Bates, 
Quality Park Envelope Co. 


While the gay banqueters were 
assembling, Max Gail and his or- 
chestra played a number of popu- 
lar pieces and several patriotic 
numbers, which led to group sing- 
ing. 

The first feature entitled “The 
Singing Stationers” was soon pre- 
sented, by Horder’s Mixed Chorus, 
under the baton of Carl Cravens. 
They gave a number of impressive 
renditions, with the American flag 
spotlighted and waving while they 
sang. 

Between early courses a special 
corps of attendants placed in the 
hands of each person a surprise 
gift, in the form of a Webster’s 
Collegiate Dictionary, presented 
with the compliments of G. & C. 
Merriam Company. 

Charles P. Garvin was master of 
ceremonies and gave the welcome 
following the delicious dinner. 
There were no long speeches. In- 
stead, the program took on the 
character of a family reunion of 
the industry members and their 
wives. A roll call of all who had 
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been in the business 50 years or 
more, then all who had been in 
the field twenty-five years and ten 
years, brought considerable num- 
bers to their feet. Appropriate 
comments were made amidst ap- 
plause. 

Presentations then _ followed. 
First were the N.S. A. golf trophies 
won by the manufacturers’ team. 
Then the Hansell Membership Cup 
to District 5 for obtaining nine 
new members during the year, un- 
der the leadership of Governor C. 
W. Leonard. 

Chet Williams, of the Oregon 
Trail Travelers, next was intro- 
duced by Mr. Garvin to present a 
gift of a handsome golf bag to 
President Owen G. Bayless. 

Introductions of prominent per- 
sonages and their wives at the 
speakers’ table made opportunity 
for the general manager to pass 
compliments and give well-de- 
served thanks to many. 

Then Mr. Garvin turned to the 
president and on behalf a number 
of his friends presented him with 
a beautiful set of china. Mr. Bay- 
less expressed his deep apprecia- 
tion for both gifts at this time. 
Whereupon the president had the 
pleasure of showing Mr. Garvin 
the esteem in which he is held by 
handing him a framed commen- 
datory resolution passed by the 
Field Division. Mr. Garvin had 
still another turn, and presented 
Mr. Bayless with a leather-bound 
collection of letters from his 
friends. 

In closing remarks before the 
assembly dispersed while the room 
was cleared for dancing, the mas- 
ter of ceremonies declared this the 
greatest of all N. S. A. conventions 
and called upon them to sing 
“America.” 


Five Centuries of Progress Exposition 


Fifth Showing of Wicrchaniliia be | 
High Approval of By ers anil Exhibitors 


44 ORE visitors and more 
interest than ever be- 
fore!” 

In these or similar words the 
exhibitors at the Five Centuries 
of Progress Exposition expressed 
their satisfaction with the fifth 
annual presentation of NS.A.’s 
great business show. The specta- 
tor also found adequate reason 
for approval because of the wide 
variety and dramatic showing of 
products of the industry. Concen- 
trated in one convenient area he 


found the latest and the best 
available for study and inspection. 

Although official opening was 
not until nine o’clock Monday 
morning, a number of early ar- 
rivals who did not play golf took 
good advantage of the Sunday 
afternoon period to stroll about 
the exposition hall. When Mon- 
day morning arrived, everything 
was shipshape due to the skill 
and untiring efforts of Harry 
(Booth pictures on pages 26 and 27) 

(Turn to page 28, please) 
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DISPLAYS AT FIFTH FIVE CENTURIES 


OF PROGRESS EXPOSITION 


Ace Fastener Corp. 
Acme Visible Records, 
Inc. 

All-Steel-Equip. Co. 
Reyburn Mfg. Co. 
Bankers Box Co. 
_? Park Envelope 
°. 


Southworth Co. 
Commercial Visible 
Systems. 

Dennison Mfg. Co 
Speed-O-Print Corp 


Eagle Pencil Co. 
Philip Hano Co. 
Miami Systems Corp 
Hotchkiss Sales Co. 
The J. L. May Co 
Heyer Corp. 


ine 
18. 


Art Metal Construc- 
tion Co. 
George B. Graff Co. 


The Globe-Wernicke 
Cc 


o. 
Jasper Chair Co. 
Stein Bros. Mfg. Co 
Harter Corp 
Eaton Paper Corp 
Stationers Loose 
Co. 

The C. L. Downey Co 


Leaf 


Security Steel Equip 
ment Corp 
Victor Safe 
ment Co 
Boorum & Pease Co 
Visible Records Equip- 
ment Co. 


& Equip- 


Photos courtesy Kaufmann 


& Fabry 











OFFICE APPLIANCES 





LUNCHEON FOR THE LADIES.—Nearly 150 guests of the 
N.S.A. Ladies’ Committee lunch at the Banquet room of the 
Merchants and Manufacturers Club in the Merchandise Mart. 
Following the luncheon the group was taken on a tour of 


the mart—the world’s largest building—and then attended the 

Club Matinee broadcast as guests of the National Broad- 

casting Company (Photo courtesy of Merchandise Mart News 
Bureau. Merchandise Mart, Chicago). 





FIVE CENTURIES OF PROGRESS 
EXPOSITION 
(Continued from page 25) 


Tehan, exposition manager, and 
his first lieutenant, Joe Strauss. 
At the conclusion of the Mon- 
day afternoon business session, 
conventionites were led into the 
exhibit area by a fearful and won- 
derful band designated as Bay- 
less’ Washington Apple Knockers. 
With plenty of noise, a certain 
amount of rhythm and some har- 
mony, these elegantly costumed 
gentlemen added some extra 
drama to the Merchandise Fair. 
Following the custom of former 
years, only registered delegates or 
those showing official visiting 
cards were admitted to the hall. 
The exposition hours were as fol- 


Ace Fastener Corporation, Chicago, tIl.—In addition to the regular line 


lows: Monday— 9:00 A. M. to 1:00 
P. M., 5:00 P. M. to 10:30 P. M. 
Tuesday—5:00 P. M. to 10:30 P. M. 
Wednesday—9:00 A. M. to 5:00 
P. M. Thursday—9:00 A. M. to 
12:00 noon. 

A number of exhibitors spon- 
sored special features which at- 
tracted wide interest. All-Steel- 
Equip Company conducted a con- 
test involving buttons carrying 
duplicate numbers resulting in a 
reward for individuals who found 
others wearing buttons carrying 
the same number. 

Bankers Box Company had a 
lock opening contest, of which the 
following were winners: F. E. 
Rivera, Dameron-Pierson Com- 
pany, New Orleans; Will Wimies, 
Will Wimies Company, Cincinnati; 
Carl B. Cook, Cooks’ Inc., Cam- 


DESCRIPTIONS OF EXHIBITS 


Artility Metal Products, Inc., Elkhart, Ind.—A special showing of new 


Gen, N. gd: KR. BE. Linn, &. C. 
Toof & Company, Memphis, Tenn.; 
G. S. Thorn, Paul Anderson Com- 
pany, San Antonio, Tex., and 
James J. Wallace, Carithers-Wal- 
lace-Courtenay, Inc., Atlanta, Ga. 
The Carter’s Ink Company pro- 
vided visitors with rose buds. 
Dennison Manufacturing Com- 
pany distributed apples. 
The C. L. Downey Company 
gave visitors a choice of souvenirs. 
Charlie McCarthy of radio fame 
(or one of his dummy duplicates) 
added interest to The Southworth 
Company exhibit, where he sat 
above a small safe supported by 
a few strips of paper. 
Practically every conventionite 
was individually photographed at 
the Weis Manufacturing Company 
booth. 


including the Ace Standard, Pilot, Cadet, Glider Scout and Clipper, a new “Bodi-Rest” models. In addition they displayed their “Air-Float’’ posture 
— was er and ee The — a is streamlined = chair, also conventional type models. George Whitney was in charge. 
styled in various color tones. 1e new stapler is being announced to the ; te hth ttn : 
trade in general this month. William F. Weber was in charge. Others a ae oe PS * “eo 
in attendance included Bill Smith, Hy Linden, Herb. Walsh, Ben Grayson reer ; I “ . cea ae tagger es g. 

, president in charge of wholesale sales, supervised this display, assisted 


and Harry Sturdevant. 


Acme Visible Records, Inc., Chicago, tll.—A complete display of Acme 
visible equipment. Those present included D. 


> 


dealer sales; W. R. Longshore, C. P. Robinson, 


dealer sales department. 


desk pads, besides regular indexes and tabbing. 


by District Managers 


». Henderson and J. J. Barry. 
Art Specialty Company, Chicago, I1.—Fluorescent and incandescent desk 


>} yy j " > A ° 
Pinney, in charge of lamps and smoking stands were shown. Arthur and Robert Nattenberg 


and J. H. Williamson, were in charge 


, eer ie Associated Stationers Supply Company, Chicago, t!.—The theme of this 
Aigner Company, G. J., Chicago, Il.—Exhibition of new 200-series of exhibit was “New Horizons in Sales ior the Stationer.”’ The merchandise 


Elmer Krumwiede was displayed was gift 


in charge, assisted by Al. Aigner and Clint Martin. Also in attendance In attendance were 


were G. J. Aigner and W. D. Comstock. 
All-Steel-Equip Company, Inc., Aurora, Il. 


Wiley, assisted by H. P. Frederick of the 
Patterson, Southern manager. 


R. C. Allen caleulating and adding machines 
president, was in charge of the exhibit, assisted by Glenn Farrell, western 


sales manager. 


American Lead Pencil Company, Hoboken, N. J. 


Featured steel filing equip 
ment, storage and wardrobe cabinets, desks and DS files for storage of 


dead records. In charge was Assistant General Sales Manager B. G. 


G. B. MecCaleb and H. 


Automatic Pencil 


Company, Chicago, Ill. 
eners and paper clips 


advertising goods made available to dealers. 


Skibbe, C. H. Malody, W. T. Leineweber, 


Morgan. 

Sharpener Division Spengler-Loomis Manufacturing 
Showed the complete line of Apsco pencil sharp 
cess Ba . Sales Manager Frank W. Hughes was in charge, 
agency division, and Alex assisted by Sales Representatives Joseph C. Strauss and John Ramma 


i ‘ Autopoint Company, Chicago, tl.—This exhibit included pencils equipped 
Allen Calculators, Inc., New York, N. Y¥..-Showed the complete line of for thin. standard and thick leads, black, colored and hektograph, with 


blade, calendar in blade; 
Venus drawing pencils at a time; a “Smokeless 
were shown and their uses demonstrated. In attendance were Charles cigarette stubs; Autopacks; 
Wadsworth, director of sales and advertising: 
Augie Krohne; E. A. Mannhardt; Ed. Holmgren: 
William Robinson; A. M. Allen and Gerard Nolan. 


Hamilton M. Kendrick; essence and colors 


Charles P. Schoen; charge. 


Gordo aurenc ce + : 

jordon Laurence, vi unique lead and eraser packs; the Memo-Cal, memo pack with roll type 
perpetual calendar; letter opener in transparent colors with magnifying 
Cigador which pops up twenty cigarettes, one 


Tray” with four-way extinguisher for lighted 
knives, standard and “one-hand’”’ in pearl 
Manager Pressel and T. K. Bledsoe were in 


(Turn to page 224, please) 
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A chance comment about the nine- 
teenth anniversary of Rose Cushman’s 
service as secretary to C. P. Garvin was 
heard by some N. S. A. stalwarts, who 
promptly did the fitting thing by pooling 
resources and purchasing a_ beautiful 
watch for presentation to Miss Cush- 
man. Rose, as she is known to N. S. A. 
people everywhere, was hired by Mr. 
Garvin on graduation from high school. 
When he asked what her ambition in 
life was, she responded, aptly enough, 
“to be secretary to a big man.” Ob- 
viously she has succeeded. 


« » 


Harold Hampton of Indianapolis for- 
mer N. S. A. president, has decided 
never to attend another convention with- 
out Mrs. Hampton. This in spite of 
the fact that he was almost continu- 
ously surrounded by ladies of the con- 
vention. Speaking confidentially, he indi- 
cated a desire to have a reason for retir- 
ing early in the evening instead of early 
in the morning. 


« » 


The smooth functioning of various 
factors concerned with the convention 
was largely due to the skillful efforts of 
Harry Balch of Quality Park Envelope 
Company, chairman of the Chicago con- 
vention committee. An able man who 
thinks inclusively, Mr. Balch contrib- 
uted substantially to the success of the 
event. 


« »> 


Dynamic efficiency describes the skill 
of Ed Little at handling the arduous 
task of banquet reservations and seat- 
ing. With undisturbed calm, he handled 
all requests and somehow or other kept 


everybody happy. 


N. S. A. GOLFERS SNAPPED AT OLYMPIA FIELD BEFORE 
PLAY STARTED.—(L to R) Claude Allen, The General Fire- 
proofing Company; Charles Thom, Gregory, Mayer & Thom Co., 
Detroit; E. J. Lessard, Lessard Ptg. & Staty. Co., St. Louis; Ray 
Weissenborn, General Pencil Co.; Ray Urmston, J. S. Staedtler, 
Inc.; Julius Kahn and Harry Yager, David Kahn, Inc.; Joe Prit- 


Convention 
Observations 
« » 


Should N. S. A. President O. G. 
Bayless decide to depart from the sta- 
tionery industry, he could easily make 
his way in the field of histrionics. His 
ability as a business man and an associa- 
tion executive are well known. At the 
1940 convention he proved himself an 
actor by his performance in one of the 
opening scenes of the Birth of an Office. 


« » 


An accidental delegate to the conven- 
tion was J. A. Ruys of Ruys’ Handels- 
vereeniging, Batavia, N. E. I. Mr. 
Ruys happened to be in Chicago on 
business, discovered that the N. S. A. 
meeting was in process and joined the 
delegates already at the Palmer House. 
He stayed to participate in all of the 
activities. 


« » 


The record for a single dealer or- 
ganization attendance at the convention 
was established by Matt Parrott & Sons 
Company. Jim Parrott has the privilege 
of boasting twelve paid registrations for 
his company. 


« » 


Mr. and Mrs. Harry Tehan held 
open house for their many friends Sun- 
day afternoon and evening. Nothing 
was lacking in the delightful reception 
by the gracious hostess and host, and 
refreshments were provided in abun- 
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dance for all who were privileged to be 
present. Entertainment in the form of 
magic and card tricks had a special ap- 
peal for “Brother” Bristoll, son of B. J. 
Bristoll of Koch Bros., Des Moines. 
He still does not understand how a 
piece of folding money can be burned 
without being burnt. 


After turning in a satisfactory score 
at the end of the golf tournament on 
Sunday, Jack Abbott, West Coast rep- 
resentative of the Ace Fastener Corpo- 
ration, had the misfortune to slip as he 
was emerging from the shower and 
fractured a rib. He was in considerable 
pain during the remainder of the con- 
vention, but it is reported he will soon 
be ready to return to the Pacific slopes 
ready for service. 


A greatly missed old timer was 
Charlie Stevens of Stevens Maloney & 
Company, first secretary of the organi- 
zation out of which came the National 
Stationers Association. He is in the 
West Suburban hospital, Oak Park, 


Ill., making favorable progress. 


« » 


The National Blank Book Company 
entertained a number of their dealers 
and friends at a dinner at the Edge- 
water Beach hotel on Tuesday evening. 


« » 


To be sure of participating in the 
convention, W. E. (Bill) Smith, Ace 
Fastener Corporation, came by plane 
from New Orleans. At the Chicago 
airport he was met by members of his 
family, of whom a twenty-two month 





chard, Pritchard Staty. Co., Chicago; Lou Tavernier, Fulton 

Specialty Co.; Dick Gingland, A. G. Frost and Bob Wood, 

Esterbrook Pen Co.; Jack Baney, Business Equipment Co., Pratt, 

Kas.; Milton Navrat, Hutchinson Office Supply & Ptg. Co., 

Hutchinson, Kas.; Jim Bradley. Charles M. Higgins & Co.; Bill 
Cole and M. A. Wiley, General Pencil Co. 
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GUESTS AT THE GENERAL FIREPROOFING DINNER HELD DURING THE N.S.A. CONVENTION 


. Mrs. Wesley Thomas, Findlay, Ohio; Claude Allen, The 
General Fireproofing Co.; Miss Joan Winterrowd, Find- 
lay, Ohio. 


. William E. Hoge, The General Fireproofing Co.; Mrs. Boyer; 


Kenneth Knickerbocker, Acme Visible Records, Inc.; Ken- 
neth L. Boyer, Newell B. Newton Co., Toledo. 


. George Brainard, president, The General Fireproofing Co.: 
J. A. Ruys, Ruys’ Handelsvereeniging voor Indie N. V., 


Batavia, Java, N. E. I. 
. Mr. & Mrs. W. E. Hoge, The General Fireproofing Co. 


5. 


Seated: Mrs, Claude Allen; Mrs. Morrison, Chicago; Mrs. 
H. A. Brainard; Mrs. Blied. Standing: Clarence Straubel. 
Claude Allen, J. A. Ruys, Batavia, Java; H. A. Brainard. 
Charlie Roth, Roth Office Equipment Co., Dayton, and Mrs. 
Roth, seated. Standing: Mrs. William Hoge. 

Mr. and Mrs. W. G. Robbins, Carolina Office Equipment 
Co., Rocky Mount, N. C. 

Mr. and Mrs. Claude Allen, The General Fireproofing Co.; 
Mr. and Mrs. Leo Blied, Blied, Inc., Madison, Wis. 

Mrs. H. A. Dick; Mr. Dick, Redeker & Dick, Inc., Cincinnati. 





old granddaughter was the most impor- 
tant. In fact, Bill carries around so 
many pictures of the little girl that he 
has no place for an order book. 


« » 


On Tuesday evening the Art Metal 
Construction Company gave a dinner at 
the Palmer House to several of their 
dealers and other guests. President A. 
J. E. Larsen was present, officiating w th 
Vice-President E. A. Keeling. 


« » 


The excellent musical entertainment 
of this year’s convention was provided 
largely by Max Gail. Mr. Gail con- 
ducts the General Office Supply Com- 
pany in Detroit, and in addition directs 
the activities of an organization known 
as Max Gail Orchestras. He has ten 
dance orchestras operating in the Mid- 
dle West, and has booked engagements 
as far west as Sun Valley, Idaho. The 
music business grew out of his college 
days, when Mr. Gail paid for his tui- 
tion and other expenses managing a 
dance orchestra. He likes music, but 


still believes strongly in the future of 
his stationery business. 


« » 


A letter from Edward J. Kelly, 
mayor of Chicago, regretfully received 
too late for inclusion in the September 
number, expressed a cordial invitation to 
stationers everywhere to attend the N. 
S. A. convention. The Mayor refers to 
the several times Chicago has played 
host to the convention, and reminds 
that the city is a center of the stationery 
industry of the country. He points out 
that half the population of the United 
States resides within a radius of five 
hundred miles of Chicago. Which may 
help to explain why annual assemblies 
held in Chicago are so well attended. 


One of the high lights of enter 
tainment during the convention was 
the annual dinner given by The Gen 
fing Company to its 

a very happy 
it appeared to 


eral Firepro 
dealers. Thi 


occasion. Inis year 


aways 


be the largest ever held and cer- 
tainly one of the most enthusiastic. 
While nearly all were members of 
the General Fireproofing dealers’ 
organization and their wives, there 
were a number of noted guests, in- 
cluding Owen G. Bayless of Low- 
man & Hanford Company, Seattle, 
Wash., president of N. S. A; 
Charles P. Garvin, general manager, 
and Ed Little of Wabash Cabinet 
Company. An honored visitor who 
is a member of the dealer organ- 
ization was J. A. Ruys, managing 
director, Ruys' Handelsvereeniging 
Voor Indie N. V., Batavia, Nether- 
lands Indies. 


Bill Hoge, manager of dealer 
sales, performed the duties of toast 
master and did them in his usual 
nteresting style, which always is an 
important part of the occasion. He 

alled first upon Ed Little, who 
entertained the visitors with some 
of his baffling sleight of hand per- 
formances. Next he called upon Mr. 
Garvin, telling of his activities as a 

itician, leading up to his elec- 
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tion as mayor of Pecan Gap, in 
Texas. Mr. Garvin entertained the 
visitors with a few well chosen 
stories. Mr. Bayless expressed his 
delight in being included among 
those privileged to attend. 

Then Mr. Hoge called upon Mr. 
Ruys, who expressed in a most 
gracious manner his appreciation for 
the opportunity to be present. In 
talking about pleasant relations 
with The General Fireproofing Com- 
pany he said that he might speak 
also for all the other numerous 
foreign dealers selling The Genera! 
Fireproofing Company products. 
The relations he said were the nicest 
that he possibly could have. He 
was thankful that events happened 
to bring him to Chicago in time 
for the convention and this annual 
banquet. He expressed his happi 
ness at finding himself among free 
people and his hope for the time 
when all will be free in this world. 

Ken Knickerbocker, president of 
Acme Visible Records, Inc., was 
called upon and responded with a 
few brief remarks, getting over 
some important facts in a humorous 
vein. 

Mr. Hoge then called upon 
C. A. H. Thom of Gregory, Mayer 
& Thom Company, introducing him 
as the oldest General Fireproofing 
dealer in the United States in point 
of service. Mr. Thom stated he 
started representing the company 
when the company was building up 
its business on U-Nettes. He stated 
that recently his desk was shifted 





HONEYMOONERS AT THE CONVEN- 

TION.—Mr. and Mrs. Al Aigner, who 

started their honeymoon at the con- 

vention, to be followed by a trip 

through the South where business will 
be combined with pleasure. 


to a new location which gave him 
the inspiration to go through some 
old papers. He came across one 
twenty-six years old, which told of 
his selling the Ford Motor Com 
pany 469 steel letter files, replacing 
Ford's old filing system which was 
made of wood. He also told of 
having his old friend, Ed Little, 
come to Detroit and put on a pro 
gram for a choir, which is one of 
his hobbies. 

Next Mr. Hoge reminded his 
audience that someone must see 
that wheels turn around where they 
should. He introduced George C. 
Brainard, president of the company. 
Mr. Brainard started by telling of 
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his friendship with Harry Houdini, 
with whom he often visited, and who 
frequently put on impromptu pro- 
grams for him before his employes. 
He stated that he envied the way 
Ed Little could put on that type of 
program. 


Referring to Mr. Ruys, he re- 
minded the guests that they were 
free people sitting down to an 
entertainment. He appreciated Mr. 
Ruys’ situation, who is completely 
cut off from his home connections 
in Holland. He stated that he did 
not believe many of us were fully 
aware of the present state of affairs, 
as it might affect us. We must do 
something, he said, to keep this 
thing we cherish so much. He 
wondered, he said, "if you dealers 
know how much the company ap- 
preciates the work you do for us.” 
The plant, he stated, was working 
at capacity on its regular products. 
The work in its regular line of busi- 
ness, he stated, was as valuable to 
the country as anything else they 
can do. Its products are highly 
essential to growth for expansion 
in all other lines. He expressed his 
thanks to the visitors for their 
attendance and hoped that the 
meeting would continue to grow 
year atter year. He closed with a 
tribute to Bill Hoge, calling this 
enjoyable affair Bill Hoge's party. 

After the brief program was over, 
the guests visited with one another 
until late in the evening. An in- 
tormal invitation was given to 
attend a similar affair a year hence. 

—- 





BAYLESS’ WASHINGTON STATE APPLE KNOCKERS.—This handsome 
drum corps opened the merchandise exhibition hall: Standing—G. J. Aigner, 
G. J. Aigner Co.; Bill Lipner, Koh-I-Noor Pencil Co.; Harry Short, Oakville 
Co., and Columbia Art Works; Ben Powell, A. W. Faber, Inc.; Bill Cox, The 
Carter's Ink Co., and Ralph Maneval, A. W. Faber, Inc. Seated—Carl Kauf- 
man, Speed Products Corp., and Hy Linden, Ace Fastener Corp. 
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BEAUTIFUL CLUB HOUSE AT OLYMPIA FIELDS, TOURNAMENT HEADQUARTERS 


Record Crowd at Annual Golf Tourney 
Manufacturers Win Pow Trophy 


ITH AN admirable spirit of 

cooperation, the weather 
man joined with the Chicago golf 
committee to provide perfect play- 
ing conditions on Sunday preced- 
ing the convention. When the 
committee decided to try staging 
the annual tournament on Sunday 
instead of on Thursday following 
the convention, they were filled 
with fervent hope that this de- 
parture from tradition would re- 
sult in satisfaction for all. The 
hopes were more than realized 
because the turnout was 149, the 
largest ever registered for an 
N. S. A. golf tournament. Fifty 
dealers from various parts of the 
country participated. Play was on 
the No. 3 course at the Olympia 
Fields Country Club, where a num- 


ber of national championships 
have been run off. As evidence 
that there are some _ genuine 


golfers in the stationery industry, 
Ray Weissenborn of the General 
Pencil Company, turned in a gross 
score of 77, which earned him the 
title of N. S. A. golf champion. 


The Wis-Ill Club cup, em- 
blematic of the lowest gross score 
among dealers, was awarded to 
Jack Cody of The C. F. Cody Com- 
pany, Dubuque, Iowa, whose record 
was 80 strokes. That golfing skill 
runs in the family is clearly in- 
dicated by the fact that the low 
net score was achieved by Cliff F. 
Cody, with a 67, for which he was 
awarded the Buffalo cup. 


A new contest was staged this 
year, in which all players took a 
lively interest. A large trophy 
donated by N. S. A. headquarters 
office was competed for by dealers 
vs. manufacturers. The ten lowest 
gross scores among dealers and 
the ten lowest scores among 
determined the 
The 


manufacturers 
membership of the teams. 


manufacturers’ team, captained 
by Ray Weissenborn, won the 
trophy with a total score of 822 
as compared to the dealers’ record 
of 842. Following are the names 
of team members and their scores: 
Manufacturers—R. Weissenborn, 
General Pencil Company, 77; J. 
Abbott, Ace Fastener Corporation, 
78; H. J. MacNeill, Binney & Smith 
Company, 79; J. Montgomery, 
Chas. M. Higgins & Company, Inc., 
80; F. Ryan, Milwaukee Chair 
Company, 83; H. C. McPike, Weis 
Manufacturing Company, 83; H. 
Stephens, Neva-Clog Products, 
Inc., 83; F. H. Caswell, F. S. Web- 
ster Company, 86; F. Pitt, Wilson- 
Jones Company, 86; R. D. Cooper, 
Art Metal Construction Company, 
87. 

Dealers.—Frank Nash, Standard 
Office Supply Company, Pitts- 
burgh, Penna., 80; Jack Cody, The 
C. F. Cody Company, Dubuque, 
Iowa, 80;'W. C. Clegg, The Clegg 
Company, San Antonio, Tex., 82; 
Joe Pritchard, Pritchard Station- 
ery Company, Chicago, 83; C. 
Myers, Jr., Myers Furniture Com- 
pany, Kansas City, Mo., 83; Will- 
iam Saunders, W. J. Saunders 
Company, Chicago, 86; T. W. Buss- 
ing, Detroit, 86; Jack Crow, Hall 
Stationery Company, Topeka, Kas., 
87; P. J. Huggins, Godwin Station- 
ery Company, Birmingham, Ala., 
87; N. Watts, Office Equipment 
Company, Louisville, Ky., 88. 


The Peoria system of handicap- 
ping was used in determining net 
scores of players. This system in- 
volves the putting of eighteen slips 
of paper numbered from one to 
eighteen in a hat and drawing out 
the nine numbers on which are 
then the handicap holes. Those 
players who by intuition or good 
luck had high scores on the handi- 
cap holes were presented with the 
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. Bob Wood and H. E. Frost, 


. Leonard Rose, 


N.S.A. TOURNAMENT 

oct Roland, Marshall-Jackson Co., Chi- 
cago; R. P. Carpenter, Sanford Mig. Co.; 
Gordon Kickels, The Globe-Wernicke 
Co.; Joe Sunderland, National Pencil Co. 
J. R. Bate, Invincible Metal Furniture 
Co.; Leo Stein, Stein Bros. Mig. Co.; 
Fred Cook, Just & Son, Chicago; E. Utfer- 
man, guest. 

A. M. 


Heusner, Carpenter Paper Co., Omaha, 
Neb.; Ben Josephson, Cooke & Cobb Co. 
Stockett, Jr., Stockett-Fiske Co., 
Washington, D. C.; Jack Kerns, Station- 
ers Loose Leaf Co.; Herbert J. Walsh. 
Ace Fastener Corp. 
Rudy Hazucha and Bill 
Weber, all of Ace Fastener Corp.; Ernie 
Lund, Englewood Blue Stationers, Chgo. 
H. Hartman, All-Steel-Equip Co.:; 
Myers Office Furni- 
ture Co., Kansas City, Mo.; R. D. Cooper, 
Art Metal Construction Co.; Al Malmer, 
All-Steel-Equip Co. 
J. M. Towne, National Blank Book Co.; 


' Larry Schubert, The Globe-Wernicke Co. 
. Omar E. Boyd, Stationers Corp., Los 


Angeles; Jim Montgomery, Charles M. 
Higgins & Co.; Bob Strafford, III, manu- 
facturers’ representative, Atlanta, Ga.; 
W. E. Block, Victor Safe & Equipment Co. 
ank Book 
Co.; N.S.A. President Owen G. Bayless. 
Lowman & Hanford Co., Seattle; Dick 
Towne, National Blank Book Co. 


. J. L. Siegenthaler and Fred Pitt, Wilson- 


Jones Co.; Jack Crow, Hall Staty. Co., 

Topeka. 

Lafayette. 

Ind.; John Smythe and James Neary, 

Geyer’s-Topics. 

layers at first tee. 
mesota Mining & 

Mig. Co.; Tony Peters, Horder’s, Inc., 

age 5 7. Z: Mathieu, Minnesota Min- 


A. W. Faber, Inc.; 
Charles Underwood, Fulton Specialty 
Co.; Hy Linden, Ace Fastener Corp.; Dan 
Benner, Kessler Office Supply Co.. Grand 
Rapids, Mich. 

Linden and Benner caught by 
camera for the second time. 


‘i —. Navrat, Hutchinson Office Supply 


. Hutchinson, Kans.; Claude W. Allen, 
The’ General Fireproofing Co.; Jack 
Baney, Business Equipment Co., Pratt. 
Kans.; Charles Thom, Gregory, Mayer 
& Thom Co., Detroit, Mich. 

Esterbrook 
Pen Co., Jim Bradley, Chas. M. Higgins 
& Co., and Dick Ginglend. Esterbrook Pen 


o.. 
- Joe McKay, Eversharp, Inc.; Walter 


Bussing, Bussing’s Stationery, Detroit. 
ational Blank Book Co.; 
Charlie Jones, C. L. Barkley & Co.; Ben 
Powell, A. W. Faber, Inc.; Eldon Just. 
Just & Son, Chicago. 

E. B. Healy, Santa Fe Book & Staty. Co., 
Santa Fe, N. M.; Dan MacDougall, Sta- 
tioners Loose Leaf Co.; Ted Caswell. 
F. S. Webster Co.; Chuck Kendrick, 
Kendrick-Bellamy Co., Denver, Colo. 
Lou Tavenier, Fulton Specialty Co.; Joe 
Pritchard, Pritchard Staty. Co., Chicago; 
E. J. Lessard, Lessard Ptg. & Staty. Co.. 
St. Louis, Mo.; Ray Weissenborn, Gen- 
eral Pencil Co. 

Frank Palmer, Eaton Paper Cor 
Gosnell, Messenger Ptg. _s Fort 
Dodge, Iowa; Sam Plant, Western Bank 
& Office Supply Co., Oklahoma City; 
Bill Oliver, Eaton Paper Corp. 

Jack Autry, Wilson-Jones Co.; Earl 
Hodge, Gary Office Equipment Co., 
Gary. Ind.; George Cormack, Wilson- 
Jones Co.; Bob Dering, Gary Office 
Equipment Co., Gary, Ind. 

G. J. Aigner, G. J. Aigner Co.; Harry 
Short, Columbian Art orks and Oak- 
ville Co.; Irving Levy, Art Steel Co.; 
Elmer Krumwiede, G. J. Aigner Co., and 
Art Steel Co. 
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1, 


largest total handicaps. 


MORE N. S. A. DELEGATES WHO TOOK TIME OUT FOR GOLF ON SUNDAY 


Cliff Cody, C. F. Cody Co., Dubuque, Iowa; Jack Cody, 
same company; Ed Conlon and William Meister, Rockwell- 
Barnes Co. 

James Petrak and H. Nelson, Just & Son, Chicago; Lou 
Wingert. General Pencil Co.; Norman Watts, Office Equip- 
ment Co., Louisville, Ky. 

Marlin Drake, Drake-Lindsay Co., Shreveport, La.; Bill 
Boyd, Acco Products, Inc.; Fred Jones, Horder’s, Inc.; Bill 
Saunders, W. J. Saunders Co., Chicago. 

H. E. Dressel, Autopoint Co.; J. S. Kral, Buckeye Office 
Supply Co., Cleveland; R. H. Potter and F. C. Deli, Auto- 
point Co. 


H. F. Sheets, Victor Safe & Equipment Co.; Walter Bussing, 
Bussing’s Stationery, Detroit; Joe McKay, Eversharp, Inc.; 


Tom Hanley, Victor Safe & Equipment Co. 


By this 


6. 


Gordon Laurence, Allen Calculators, Inc.; William Schulhof. 


7. E. E. Bates, Quality Park Envelope Co.; Peyton Barkley, 


10. 
ll. 


Park Envelope Company; 
Wilson-Jones 


C. L. Barkley & Co.; Harry Nichols, Weis Mfg. Co.; Harry 
Balch, Quality Park Envelope Co. 

Bill Diehl, Jr., Diehl Office Equipment Co., Columbus, Ohio; 
Bill Clegg, The Clegg Co., San Antonio, Tex.; Frank Ryan, 
Milwaukee Chair Co.; Harold McPike, Weis Mfg. Co. 

Joe Meyer and Frank Nash, Standard Office Supply Co., 
Pittsburgh, Pa.; Stanley Griebel, Yawman and Erbe Mfg. 
Co.; Garry Dell, Southworth Co. 

John Hanley and Carl Lang, Binney & Smith Co.; Earl Opie, 
Weber Costello Co.; Harold MacNeill, Binney & Smith Co. 
P. J. Huggins, Godwin Staty. Co., Birmingham, Ala.; Bill 
Cole, General Pencil Co.; Arne Skagseth, Skagseth Staty. 
Co., Miami, Fla.; Marshall Wiley, General Pencil Co. 


ter Paper Company, Omaha; Dan 
MacDougall, Stationers Loose Leaf 


Jack 
Company; 





method everyone had a chance to 
win a prize and because there were 
well over a hundred prizes, nearly 
every player received some sort of 
award. A tie for low net score 
of 67 resulted in the calling to the 
front of Cliff Cody of The C. F. 
Cody Company, Dubuque, and 
John A. Gilbert of OFrrice Ap- 
PLIANCES, who settled the situation 
amicably because Cliff wanted a 
traveling bag and John wanted a 
watch. 

Following are other low net 
winners with scores of 72 or less. 
H. C. McPike, Weis Manufactur- 
ing Company; E. E. Bates, Quality 


Autry, 
Owen Bayless, Lowman & Hanford 
Company, Seattle, Wash.; William 
Boyd, Acco Products, Inc.; Claude 
Myers, Jr., Myers Furniture Com- 
pany, Kansas City, Mo.; J. N. Seig- 
enthaler, Wilson-Jones Company; 
Marlin Drake, The Drake-Lindsay 
Company, Inc., Shreveport, La.; 
Gordon Laurence, Allen Calcula- 
tors, Inc.; William Weber, Ace 
Fastener Corporation; Jack Cody, 
The C. F. Cody Company, 
Dubuque, Iowa; Bill Saunders, W. 
J. Saunders Company, Chicago; 
Rudy Hazucha, Ace Fastener Cor- 
poration; A. M. Heusner, Carpen- 


Company, Kansas City. 

Credit for the excellent prepara- 
tions and smooth handling of all 
matters pertaining to the tourna- 
ment are due to the Chicago golf 
committee under the chairman- 
Ship of Russell P. Carpenter, San- 
ford Ink Company. Other mem- 
bers of the committee were Hy 
Linden, Ace Fastener Corporation; 
Clark Roland, Marshall-Jackson 
Company, Chicago; R. V. Mane- 
val, A. W. Faber, Inc.; Gordon 
Kickels, The Globe-Wernicke Co., 
and Joe Sunderland, National Pen- 
cil Company. 
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Presented in the Sequence of Their Order on N. S. A. Convention Program 
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From Nine-Thirty-Nine to Nine-Forty! 
Report of 7] S e President ee a | ae of Progress 


OOKING at our watch, we immedi- 
ately think of a “minute’’—sizty sec- 
onds—but a small fraction of an hour! 
Looking at our calendar or date book, 
“Nine-Thirty-Nine to Nine-Forty” takes 
on another meaning—one year of twelve months total- 
ing 365 days or a total of 31,536,000 seconds—quite a 
number of units, but then we’re so used to “billions” 
these days—still we did have the “seconds”! and spent 
them! 

We, each of us, had exactly the same number to 
spend as we saw fit, to invest or squander. No need or 

enefit to take seconds from others to divide with some 
one else, because units of time can only be used by the 
individual who has them and at the instant they are 
available—they cannot be hoarded nor held in reserve 
—queer, but true. 

True, also, that we can together invest, or squander, 
our seconds, minutes and hours with results good or 
bad. 

So, as I look backward over the past twelve months, I 
am grateful for the privilege of having had the pleas- 
ure of meeting many of you for the first time, renewing 
acquaintances and greeting old friends in N. S. A. 
From border to border and coast to coast covering, in 
round numbers, some thirty thousand miles, meeting 
hundreds of the finest folks in the U. S. A., the mem- 
bers of the N.S. A. 

Together we “invested” many units of time in ex- 
changing ideas, plans, and in unscrambling knotty 
problems pertaining to our mutual “profession”—for 
that surely is what a thoroughly experienced stationer 
must be—a Professor of Business Systems and Equip- 
ment. 

Right here I want to make it very clear that the 
National Stationers Association or any other trade 
association cannot do a job for an individual who 
expects business success from his association instead 
of from himself. 

Some of the things that I discovered when taking 
office as president are that N.S. A. is not only a going 
concern, but an enormous business in itself; that it is 
the central spot which deals with the business as a 
whole; that trade associations are a business in them- 
selves and require a high degree of management and 
a very complete store of knowledge about not only the 
business. Attesting the position held by 
N.S. A. in the world of business, it must 
be remembered that: 

1. Its dues are very low for the service 

it renders. 

2. That it represents a group of firms 
gathered together voluntarily for 
cooperative benefit. 

3. That it works first for its members 
and reflects the collective thinking 
of the large majority. 

4. That it is sound and stable under its 
present plan and is looked to by 
outsiders as one of the leading or- 
ganizations of the country. That 
speakers at the Trade Association 
Institute to the number of eleven 
asked for advice and counsel of our 
quarters office. Our general man- 
ager is chairman for the third suc- 
cessive time of the Committee for 


By O. G. BAYLESS 
Lowman & Hanford Com- 
pany, Seattle, Wash. 
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Cooperation between American Trade 

Association Executives and the Depart- 

ment of Commerce. That the manage- 

ment operates at a profit and sees to it 

that each operation stands on its own 
feet. That its rule of operation provides for 
orderly consideration of new projects and it is 
not necessary to present such projects in other 
than the regular manner. 

That the small businesses are exactly on the 
same level in N. S. A. as are the large and get 
the same attention to their legitimate association 
requirements. 

5. N.S. A. has sponsored meetings during my pres- 
idential year in the following cities: 

District 1—at Boston, Mass., June 21-22. 

Annual banquet of Boston Stationers Asso- 
ciation, February 13. 
Annual meeting of Connecticut Valley Sta- 
tioners Association, February 12. 
District 2—Meeting to be held this Fall. 
eee og 3—at Atlantic City, N. J., June 
Meeting with the Stationers of Northern New 
Jersey, February 9. 

— No. 4—Hollywood Beach, Fla., March 

District No. 

District No. 


5—Indianapolis, Ind., May 10-11. 
6—Rockford, Ill., May 6-7. 


District No. 7—St. Paul, Minn., April 19-20. 
District No. 8—Joplin, Mo., March 29-30. 
District No. 9—New Orleans, La., March 25-26. 


District No. 
District No. 
District No. 


10—Denver, Colo., April 1-2. 
11—Seattle, Wash, April 12-13-14. 
12—Los Angeles and San Francisco, 
ete Calif., April 4-9. 

District No. 13—Meeting to be held later. 

It was my privilege to attend regional meetings in 
Districts 1, 3, 4, 8, 9, 10, 11 and 12. At my request our 
good friend and past-president, Harold Hampton, rep- 
resented me at Districts 5 and 7 meetings. For this 
kind service I have thanked him privately and I now 
do so publicly. He did a grand job for N. S. A. as pres- 
a pa from what I learn, a super job in Districts 
5 and 7. 

During 1939-1940 the National Stationers Associa- 
tion got out the following bulletins: 

32 News Letters 

20 Saturday Morning Memos 

12 Special Bulletins to Dealers 

28 Special Bulletins to Manufacturers 

4 Institute of Industrial Opinion 

Bulletins 

12 Stationer Surveys 

11 Bulletins on Fair Trade 

2 Bulletins to the Field Division 

35 Bulletins to Officers and Governors 
11 Bulletins to Certain Travelers Clubs 
4 Bulletins to the Entire Membership 


1 Research Questionnaire 

5 Bulletins to Commercial Stationers 
in Districts 3, 4, 5,6 and 7 

6 Crime Bulletins 


8 Convention Mailing Pieces 
Booklet on Sales Meetings 
Booklet “The Case for Advertising” 
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Booklet Describing Books on Defense 
Plus thousands of regular letters in answer to re- 
quests for information. Yes, I say thousands because I 
receive tissue copies daily, from twenty to forty per 
day, to read through so as to keep in touch with the 
whole picture of N.S. A. This successfully keeps me 
from going to sleep immediately after dinner. 


Continuity of Regional Meeting Programs 


It seems to me that it is very desirable for the 
regional meeting programs to have a continuity in 
the various meetings. I believe that the governors 
should adjust themselves as far as possible so that all 
the meetings would include National feature items in 
their programs. 

Every regional meeting ought to pay for itself and 
each governor should arrange a budget which would 
include the $1.00 per capita registration assessment 
for the National association, as did the budget of the 
Indianapolis meeting, particularly. 

My thanks go to Districts 4, 5, 6, 7, 8, 9, 10 and 11 
for having collected the assessment and remitted 
promptly to the National office. So that all of you, 
within hearing of my voice, will understand the “why” 
of this assessment, it is a small contribution toward 
defraying the traveling expenses of your National 
officers in making the rounds of the regional conven- 
tions and meetings. 

There is a subject that is very close to my heart and 
which some of those present have heard me discuss 
in the various regional meetings. This matter is of 
such vital importance to the entire industry that I am 
going to run the risk of boring some of you by talking 
further about it here. 


“Go to your Stationer” 

“Sold by leading Stationers” 

“For Sale by Stationers and other good stores” 
“See your Stationer and Office Equipment Dealer” 
and so on with many variations. 


_ “Naming the stationer” in manufacturers’ advertis- 
ing in national magazines so that John Public and 
family are directed toward the stationer as a good, 
pe _— of supply is an important forward step 
as I see it. 


You dealer members will freely admit that your or- 
ganization of salesmen have been largely responsible 
for introducing thousands of practical items to your 
customers over the years you have been in business. 
Most of these thousands of items and brands were 
never advertised to the public until after the market 
was well established by the stationer and office equip- 
ment dealer. The “door knob” system of promotion 
and demonstration was the way many items in our 
industry were developed. The market for many more 
items was created by stationers in their show windows 
and in their stores by inside sales force enthusiasm 
and effort. By local newspaper, direct mail and radio 
advertising paid for by the stationer an ever widening 
market was developed. About this stage in our story, 
the manufacturer has begun to enjoy a sizable volume 
of business on his line or item through the combined 
efforts of N.S. A. of U.S. A. 


National Advertising 


Logically the next step is for the manufacturer to 
seek additional outlets to still further increase his 
volume, a perfectly natural ambition. Next the manu- 
facturer starts a national advertising campaign to 
create still further consumer demand and acceptance 
of his commodity. Still we have no complaint unless 
he fails to remember what type of dealers were largely 
responsible for his success up to that moment. 
_Right here I wish to express my personal apprecia- 
tion, also that of all dealers, to the various manufac- 
turers who have always pursued the policy of prom- 
inently mentioning the “stationer” in their national 
advertising. Particularly do I appreciate those manu- 
facturers who have within this past six months either 
started a national campaign or have started to men- 
tion the “stationer” First as a source of supply in their 
national advertising. 

Now to our manufacturing members, both present 
and absent, who are doing national advertising without 
mentioning specifically the “stationer.” The “band 


wagon” is rolling along and we want you to climb 
aboard, not next year, but right now! 


Yes, I know 
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most advertising agencies and magazine publishers 
very much resent changes in copy, after plates are 
made and scheduled weeks or months ahead to be run 
on certain future dates. 

Again may I remind you that I am one who does not 
believe in the old alibi— 

“It cannot be done—impossible, etc.” 
is a “will” to do, it usually can be done. 

Here I would like to pay my respects to Sanford Ink 
Company who started an advertising campaign built 
around this theme, “Go to your stationer” in no un- 
certain way, after hearing my plea in New Orleans 
regional meeting District No. 9. 

Next I turn the spotlight on “Esterbrook,” and if 
you haven’t seen their current national advertising 
I am sure you will enjoy seeing how well they have 
come through. They not only arranged to change their 
advance copy and alter plates already made but fol- 
lowed my suggestion of using “reverse” or white letter- 
ing on black background for greater prominence, 
thereby strengthening their full page advertising. 

Next we turn the spotlight on Dixon Ticonderoga 
pencils. They had some definite ideas about their 
advertising but I persuaded them to see it our way. 
They had their plates changed too, after being ready 
to run. 

Next along comes Harry Balch of Quality Park En- 
velope Company and he jumped aboard our band 
wagon voluntarily without being urged. 

Of course there are many manufacturing members 
such as Eberhard Faber who have for years advertised 
nationally “Say Mongol to your stationer” and sim- 
ilar directional slogans. I cannot take time here to 
enumerate all of the manufacturers who have always 
mentioned the “stationer” in their national advertising. 
So on behalf of all stationers and office equipment 
dealers everywhere within and without our association, 
I sincerely express appreciation to the manufacturers 
who have cooperated in this regard. 

Now to you manufacturers who do national adver- 
tising without mentioning the “stationer and office 
equipment dealer” I urgently request that you take 
immediate steps to codperate by doing so. 

To you manufacturers who do not now do any na- 
tional advertising to help create consumer demand, 
I urgently request you to give immediate consideration 
to this subject. It is not necessary to start with full 
pages, half or even quarter pages. Look over the 
pages of leading magazines and see the many small 
but effective advertisements dealing with hundreds of 
items. Many of these have a far smaller potential 
market than hundreds of items made and sold by you 
and through us as dealers to John Public. 

With a little added push in the form of national 
advertising “our” market, manufacturer and dealer, 
can be expanded, turnover speeded up and profits in- 
creased appreciably. 

Now I ask you to weigh seriously and thoughtfully 
the fact that our relationship as manufacturers and 
dealers is so closely interwoven in this great industry 
that what is of benefit to one must of necessity benefit 
the other. 


Where there 


Stationery as Related to General Business 


Over the years gone by it is this close working of 
one with the other that has built up our industry to 
the important spot that we enjoy in relation to all 
business in our country today. Truly, “stationery makes 
business possible” is a great slogan, and in its broader 
sense “stationery” means all of the office supplies and 
equipment usually found in our dealers’ stores and 
manufacturing plants. 

The spirit of codperation which I observed through- 
out this past year in the various meetings was an in- 
spiration to me and a great satisfaction to know that 
I was a part of such a closely knit fraternity of busi- 
ness men working together for mutual help and profit. 

As we made the rounds we found many problems the 
same everywhere and again problems that were pe- 
culiar to that particular region. The “thinking aloud” 
that was done was a joy to behold and listen to care- 
fully. 

Now that my presidential year has drawn to a close 
I am more firmly convinced than ever that the Na- 
tional Stationers Association is of tremendous impor- 
tance to this industry. Likewise am I convinced that 
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those dealers and manufacturers who do not avail 
themselves of the many services furnished to its mem- 
bership and the cooperation possible under the N.S. A. 
banner are passing up one of the greatest business 
assets of this day and age. 

A great program has been planned for all of us with 
open minds to receive new ideas that each of us can 
adapt to our own businesses. I sincerely trust you 
will attend every business session and get the greatest 
possible good from your attendance. Punctuality is 
a real virtue! 

Ample time for carefully viewing the Fifth Five 
Centuries of Progress Exposition (The greatest show 


The American Way 


A Mode of lef Rech 
With Opportunity anal the 
Foella of Shill and ohaile 


OT long ago I had the privilege of addressing 

the annual banquet of the paper and pulpwood 
manufacturers. Now I am here talking to the other 
end of the business, and the joke is, I know nothing 
about either. I do not want to. If you know about 
it, why should I? Why not trust your stationer? He 
looks like a trustworthy sort of fellow, in bulk at least, 
and from this distance. 


American Freedom 


But what I do know something about is America 
now, and especially what I regard as the fundamental 
of all our Americanism, our American freedom. 
Dorothy Thompson, who I believe is the greatest woman 
in America, present company always excepted, of 
course—certainly the greatest woman journalist, lec- 
turer, and I believe the greatest woman broadcaster. 
She is the wife, as you know, of Sinclair Lewis, the 
novelist. She is so brilliant that some of her family 
friends tried to persuade her at the beginning of this 
year to run as an independent woman candidate for 
the presidency of these United States, and her husband 
backed up the appeal of her friends, and said, “Dorothy, 
I wish you would, because if you were elected, then 
I could write ‘My Day.’ ”’ 

Dorothy Thompson said in December that it would 
be a very good thing if we Americans at least quit 
the use of the word “democracy” for a year or two. 
She suggested we take at least a five year moratorium 
on the use of the word. She suggested that perhaps 
out of the present crucible of suffering and pain 
through which the world is passing, we may be able 
to sit out and melt away the dross from the pure gold 
in the idea of democracy, and that five years from 
now—please God not that long—but she said five years 
from now we might know better what it is. First of 
all, she says it is a five syllable word, and no one uses 
that if a two syllable word will do. She said you 
might begin an exploration of these two American 
continents, looking for democracy. You might start 
down in South America and work your way to the 
Arctic Circle, and in the course of that exploratory 
journey you would have traveled through twenty-one 
different countries, each claiming to be a one hundred 
per cent democracy, and each one totally different from 
the other twenty. 


So that at the end of the trip you 
might be confused as to what democracy was. She 


did not say, because this was in December, that there 
was any other reason for quitting the use of the word 
temporarily. 
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on earth)—with apologies to the memory of P. T. 


Barnum—has been planned. 
Ample time for relaxation has been scheduled and 


we hope you enjoy that too. 

Ample time for the important business sessions of 
this convention has also been provided—only if each 
and every one of us makes it his personal responsibility 
to attend all sessions promptly. The “machinery” is 
all ready to roll—let us all help it to roll along on 
schedule—so that the greatest benefit can be derived 
by all—lastly may I suggest, 

Invest your Convention hours—don’t squander them 

you can do that anywhere. 


By DR. C. C. SMITH 


National Association of 
Manufacturers, New York, 





On January 3 of this present year of grace, or dis- 
grace, Chancellor Adolph Hitler stood up before the 
Reichstag, and pointed to his Socialist government as 
the world’s A number one democracy, and then to the 
east in Moscow, Joseph Stalin, made references to him- 
self as a democrat. So that at the end of it all might we 
well ask, what in God’s name is democracy? So 
Dorothy suggests we quit using the word altogether 
until we understand a little more clearly what it really 
means. Well, locally, we in America can do that, and 
with a good conscience, because we have that two 
syllable word that will do at least as well for our pur- 
poses, that little simple, uniquely, distinctly American 
word, “Freedom.” 


Freedom Uniquely American 


It is our word; it belongs to us uniquely. I was 
thinking of that word the other night, not having 
anything better to do, just thinking. And I began to 
think like this: we are unique in one respect. Of 
course, we claim uniqueness in our wealth, but there 
are other nations as wealthy in material resources. 
We claim uniqueness in size of population, but there 
are other nations larger than ours, Russia, for instance. 
We claim uniqueness in this or that, but that is one 
respect in which we are singularly, absolutely unique. 
Every other nation that ever walked, every other nation 
today, climbed up out of primeval darkness, out of 
primeval slime, out of some sort of slavery, into what- 
ever measure of freedom it knew. But we, as another 
man who lived in Illinois once said, “This nation was 
conceived in liberty.” Uniquely, freedom is our Ameri- 
can heritage. Our first forefathers came to this 
country to seek it. The Catholics landed in Maryland, 
and the Pilgrims on Cape Cod, seeking only that they 
might be free. They did not come here seeking fame 
or fortune, not at first. The first pioneers came 
here only that they might have liberty, and came here 
that they might have a certain kind of liberty. They 
came here that they might be religiously free, and 
each man might have the right for himself to find his 
own pathway to the feet of God, no man daring to make 
them afraid. And just to show how narrow their 
concept of liberty was, liberty in all its applications 
and ramifications, Cotton Mather of the second gen- 
eration of Pilgrim Fathers stood up in the Massa- 
chusetts assembly sixty years after they landed, and 
soberly suggested that now would be a good time to 
get rid of those pestilential Quakers. He offered three 
resolutions, and they are still there. He suggested 
to burn them at the stake, and if that didn’t succeed, 
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exile the remainder of them to some desert island, 
preferably a foot or two below the highwater mark. 
Lhat is how the idea of liberty penetrated him at the 
beginning. 

What I want to point out this afternoon, because it 
intimately concerns us in the Americas in all our 
future, is that this thing called freedom is a sort of 
oxygen. You breath it, and once you begin it, it is 
essential to you. However limited your concepts of 
liberty in the beginning, gradually the oxygen works; 
you do not take it into one or two of the lung cells, 
but it fills the whole cavity. I hope there are no 
scientific people here today, for I might be mistaken in 
some of these terms. But by a process of what they call 
osmosis, this oxygen gets into the blood stream, and 
goes into your big toes and into your brain cells, re- 
animates your heart muscle, stimulates you so that 
once you begin to breathe the air of freedom, whether 
you be an individual or a community or a nation, 
once you begin to breathe that oxygen, ultimately it 
gets you in every way and everywhere. I wish you 
men from the East and West and South had time to 
go with me, and I wish I had time to take you to that 
little town not so far south of here, that shrine of 
our perfect American freedom, Springfield, Ill. I wish 
I could stand with you, and you stand with me, on 
the spot, as I have done many a time, where a man 
spoke up in the midst of this Union, a tall, lank, 
gangling man, but with the voice of a seraphim, stood 
up and said, “This nation can no longer endure half 
Slave, half free.” Then did freedom accomplish her 
perfect work in the midst of us, and America, con- 
ceived in freedom, became at last free indeed. 

You think all that has nothing to do with the object 
of your meeting today. You think that is good sermon- 
izing and lecturing, and so on, but what the heck? 
What has it to do with anyhing in particular? So 
what, and where do we go from here? I will tell you 
before Iam through. Do not worry. 


<>< 


MORE CONVENTION VISITORS CAUGHT BY THE CAMERA 


l. F. C. “Chet” Williams, Yawman and Erbe Mfg. Co.; Julius 
Kovins, Chicago; R. H. “Bob” Slye, Tribune Printing & 
Supply Co., Great Falls, Mont.; O. M. Marquis, The 
Ankeney Co., Cumberland, Md.; Roy E. Wells, Post- 
index Co. 

2. A. W. Gran, Des Moines Staty. Co., Des Moines; Tony 
Dopke and Otto Kretchmer, Peerless Key-Imperial Mfg. 
Co.; Jim Cooper, manufacturers’ representative; Jack 
Haage, Blaisdell Pencil Co. 

3. Claude Conger, Trussell Mfg. Co., J. A. Brown, J. R. Weldin 
Co., Pittsburgh; Stanley McGar, J. F. Molloy Co., Meriden, 
Conn. L. J. “Bud” Fisher, Plimpton’s, Hartford, Conn.; Jack 
Kennedy, Trussell Mfg. Co. 

4. A. Schiller, Schiller & Schmidt, Chicago; M. F. Thurn, 
Eversharp, Inc.; Tom Bledsoe, Autopoint Co.; Phil Robin- 
son, Acme Visible Records, Inc. 

5. C. R. Zoeckler, Zoeckler’s, Davenport, Iowa; Garry E. Dell, 
Southworth Co.; Charlie McCarthy, Bergen’s little wise- 
cracker taking it easy: Howell Stephens, Neva-Clog Prod- 
ucts, Inc.; Paul Cheney, Southworth Co. 

6. J. R. Bate, Invincible Metal Furniture Co.; Joe Crane, Crane's 
Office & School Supply Co., Minneapolis; George Alter 
and Howard Parliament, Invincible Metal Furniture Co. 

7. Charles Ramsey, Ever Ready Calendar Mig. Co.; George 
Lutz, Ryan & Williams Co., Buffalo; Ed Rybak, Schiller & 
Schmidt, Chicago; Martin J. Murrett, Ryan & Williams Co.; 
Charles E. Davis, Automatic Pencil] Sharpener Co.; Pete 
Murrett, Ryan & Williams Co. 

8. Roy Clarke, F. S. Webster Co.; Dick Healy, Santa Fe 
Book & Staty. Co.; Ted Caswell, F. S. Webster Co.; Wash 
L. Jaques, Jaques & Co., New York; Frank Curtiss, F. R. 
Curtiss & Co.; John Krueger, F. S. Webster Co. 

9. Harry Sylvester, Sylvester & Nielsen, Inc., Appleton, Wis.: 
Ed M. Hansen, Miller-Davis Co., Minneapolis; L. C. Good- 
hand, Oxford Filing Supply Co.; Art Grayston, Thomas & 
Grayston, Minneapolis. 

10. Harry Yager, Joe D. Hale, Julius M. Kahn, L. T. Gold- 
berg, all of David Kahn, Inc. 

11. Miss Carol Oberdorfer, Birmingham, Ala.; Mrs. M. E. Ober- 
dorfer, Chicago; Alec Patterson, All-Steel-Equip Co.; Mrs. 
Patterson; K. C. Bolisky, All-Steel-Equip Co. 
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MORE CONVENTION VISITORS AND SOME CHARMING 


LADIES 


Hooker, Decker’s, Inc.; Lafayette, Ind.; Henry 
Chesick, Century Press, New Castle, Ind.; Russ Thompson, 
Decker’'s, Inc., Anderson, Ind.; Jack Gram, J. L. Hanson 
Co.; Howard Decker, Decker’s, Inc., Lafayette, Ind. 


. H. E. Rivera, Dameron-Pierson Co., Ltd., New Orleans; 
George Whiteside, Parker Pen Co.; William Morley, The 
Bramwood Press, Indianapolis. 


manufacturers’ representative; Fred 
Downs, Downs-Randolph Co., Tulsa, Okla.; Paul Cheney, 
Southworth Co. 


. Boots Kaplan, Office Supply Co., Atlanta; W. E. Stockett, 
Jr., Stockett-Fiske Co., Washington, D. C.; Stanley Wood- 
ruff, Weis Mfg. Co. 


. Jim Dryden, Redeker & Dick, Inc., Cincinnati; Mrs. Jack 
Kuresman; John Corcoran, Even-Flow Corp.; Mrs. Bob 
Overend; Ed F. Dodge, Jr., Johnson Chair Co. 


Roy Clark, Jack Ellis and John Krueger, F. S. Webster Co. 


7. Ben Powell, A. W. Faber, Inc., 
Mrs. Powell. 


and the ever-charming 


10. 


ll. 


14, 


15. 
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C. C. Rich, Corry-Jamestown Mfg. Corp.; H. A. Schockley 
and W. L. Barron, The Bramwood Press, Indianapolis; Roy 
Edgren, Corry-Jamestown Mig. Corp.; R. E, Dooley, The 
Bramwood Press; Ray Anderson and Al Okerberg, of 
Corry-Jamestown, 


Guy Norman, Hoosier Desk Co.; E. J. Mitchell, manufac- 
turers’ representative. 


Parle Cooley, Keith Chandor and I. B. Gowen, Bates 
Mig. Co. 


Mrs. Lucille Jackson and Mrs. Raleigh Pate, The C. L. 
Downey Co. 


T. W. Smith, Jr., and Fred Coggin, Sun Rubber Co. 


Charlie Helwig, Portland, Ore.; Norman Cunningham, 
Boise, Idaho; Dick Healy, Santa Fe Book & Staty. Co., 
Inc., Santa Fe, N. M. 


Jesse James and M. A. Ellman, M. A. Ellman & Co., De- 
troit; Bob Veit, The Veit Co. 


E. O. Fenske, P. E. Kemske, R. W. Kemske, R. R. Kemske, 
Kemske Paper Co., New Ulm, Minn. This group made the 
best showing for smal] town representations at the con- 
vention. 
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can freedom rests on three other freedoms, like a vase 
on a three-legged table, and the three freedoms that 
make up our total freedom are, of course, freedom of 
speech, freedom of assembly and freedom of enterprise, 
which is freedom of industry, freedom of business. Well, 
I have never seen a three-legged stool of the sort I 
picture whenever I hear my friend say that, but it 
always seems to me that one of the legs or our Ameri- 
can three-legged stool is much bigger and stronger 
than the other two. I believe that all we have and 
all that we are here in America today we have and 
are, not so much because of our freedom of assembly 
or freedom of speech, but originally and fundamentally 
and primarily because of our freedom of enterprise; 
because of the terrific effect which this oxygen that 
we breathe, this air of liberty which we have, has on 
our initiative and ambition and productive energy 
as a nation. 


I believe that all our freedom of speech and freedom 
of assembly and other freedoms, really spring out of 
that. I believe we owe everything we have and every- 
thing we are to our American freedom of initiative and 
enterprise and industry. 


I was amazed the other day when our central office 
said to me—I am sure Mr. Garvin has it—the result 
of a survey that the National Association of Manu- 
facturers has just made of the effect of employment, 
the effect of productive employment in manufacture 
of just one hundred and fifty people. Listen to it, 
will you? The productive employment of one hundred 
and fifty people means the support of a total of one 
thousand people. It means the use of three hundred 
houses, the support and the filling of a twenty room 
school house; the support of thirty-five stores, the sup- 
port of twenty-four professional men, lawyers, doctors, 
dentists, parsons, people like that. It means the 
establishment of a one hundred and eighty thousand 
dollar annual payroll; it means that it will bring a 
railroad into that community, and its citizens spend 
sixty-three thousand dollars every year with that rail- 
road. It means the purchase of the products of sixty- 
six hundred acres of American land in agriculture. 
It means—and everyone is talking taxes today—the 
establishment of a tax foundation of two million five 
hundred thousand dollars. I do not think we have 
grasped yet what freedom in enterprise, freedom in 
business, in production, has meant to America. 


I spent some months in Pennsylvania. I think I was 
in about twenty-eight different cities and towns of 
that great state, and noticed that in every city or 
town that they were named for some fort or other: 
Fort Beaver, Forty Fort, Fort Pixley. I went to Allen- 
town, a great American city within one hundred and 
ninety-four miles of the Atlantic seaboard, and I found 
right in the middle of that city, enshrined like its most 
precious jewel, a little wooden blockhouse, another 
fort. I saw in Pittsburgh what they called Fort Du- 
quesne, and there was Fort Necessity, where Braddock 
svent his last night. And I said to myself, “What are 
all these forts doing here? This is not our western 
frontier. or the Pacific Ocean, or the Indian Territory: 
it is within two hundred or three hundred miles of the 
Atlantic. It took me a long time to get the answer 
to mv own question. I am English. and you know 
how slow we are. You know the way to make an Eng- 
lishman happy in his old age is to tell him a joke in 
his youth. And I began asking myself, and I got the 
answer. The answer to all these forts there within 
a hundred and ninetv-four, two hundred and ninety- 
four miles of the Atlantic. the answer is that one 
hundred and fiftv years ago those were the western 
limits of these United States of ours. That was our 
western frontier, and everything that has come to us 
has come in three lifetimes, practically. because there 
are men still living whose grandfathers saw George 
Washington. 

America in Its Youth 


They sometimes tell me of the things the matter 
with America. of our deficiencies, and the faults and 
failings and follies, and I say, “I know about them.” 
But let me tell you something else. Let me tell you 


this nation is still in its cradle, compared to Germany 
or to Britain—I was born in a city named for King 
Lear, Shakespeare’s King Lear. That was there before 
Julius Ceasar landed in Britain twenty-two hundred 
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years ago. As nations go, we are but a pup, a chick, 
an infant, but because here we have breathed God’s 
oxygen of freedom, it has filled these national lungs 
of ours, we have made this great national development, 
and we are destined to be the leader of them all. 


And the dynamic, the driving force, the steam in 
the cylinder that has made those wheels go around 
so magnificently, tremendously and gigantically, the 
great propelling, turning, producing power has been 
this thing called freedom. Make no mistake about 
it. Our story is incomparable because of the incom- 
parable air that we have breathed. Let us remember 
that. 

The National Association of Manufacturers is doubly 
fortunate this year, because it has as its president a 
great industrialist, Mr. H. W. Prentice. He is also a 
great thinker, a great speaker, of presidential timber 
I think, in another sense some day. Mr. Prentice said 
the other day, “Listen to the story of America in the 
three decades from 1900 to 1930. Our population was 
increasing at the amazing rate of 62 per cent, but in 
the same period our manufactured goods were in- 
creasing at the rate of 200 per cent. Conveniences 
unknown elsewhere in the world, unknown here a 
generation before, radios, refrigerators, sewing ma- 
chines, have now become commonplaces of the most 
humble American home. Four thousand automobiles 
were built throughout the world in 1900; four million 
were built in the United States alone in 1935.” 


Then he goes on to say something that we do not 
sufficiently emphasize even yet—that a survey made 
by the association two years ago proved conclusively 
that an hour’s work in an American factory will pro- 
duce, will buy more food, clothing, more luxuries like 
cigarettes, than an hour’s work anywhere else in the 
world: twelve times more than in Russia, nine times 
more than in Italy, four times more than in Germany. 
Of course, that is true. One of the strangest things 
about the native-born American is that he accepts 
as a commonplace what I call the gadget fruits of 
freedom, the little accessories to living that are coming 
out of our stores and factories every day. We accept 
them as commonplaces, when everywhere else in the 
world they are pipe-dreams. 


Two years ago this month I was all through Europe, 
and Cordell Hull was kind enough to send me a tele- 
gram at the time of Munich, and said “Come home; 
good men are scarce.” But I went to Munich for three 
months, just before I had a birthday. I won’t tell 
you which one it was. or how long I have been married. 
but you can guess, because I had to wait until four 
o’clock until anybody noticed it. I know it was four 
o’clock, because the stores closed at five. At last I said 
to my wife, “Aren’t you going to remember this is 
my birthday?” She said, “Yes, go down and buy your- 
self that electric shaver you have been thinking about 
so long, and tell them to put it on the bill, and then 
you can pay for it when we get home.” And TI did. I 
took it about Europe with me in the same piece of 
paper, and brought it home in the same piece of paper, 
for I could not find an electric plug anywhere. I can 
go to any room in my little cottage, where I live, and 
can plug it in every wall. Over there I couldn’t find 
one place. One morning I heard of one. They said, 
“Tf you will drive fifty miles north and thirty miles 
west, you will find one.” A fellow American found it, 
plugged in and the next moment every electrical device 
in the township went off. Because he was native-born, 
he put his electric razor in his pocket and went to 
the manager and said, “Why do you treat us Americans 
that way?” And he got away. I am not American 
born: I am only naturalized. I cannot give you a 
vardstick to measure America, but can give you a six- 
inch rule. There are more electric plugs in the home 
of an American P.W.A. worker than in the home of 
a German banker or what have you. Freedom has 
done it. 

We talk about the standard of living. This is the 
standard of living. the gadget and commonplace, the 
little things, the tangible evidence of progress, and 


they come from this greatest of all intangibles, 
freedom. 
All right. Where do I go from here? Of course, it 


is true that freedom is under a cloud everywhere in 
the world today. There are those who say, “Thank 
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IN AND AROUND THE PALMER HOUSE WITH THE CON- 
VENTION CAMERA 

1. John Kolb, C. Howard Hunt Pen Co.; Harry Short, Oak- 
ville Co., and Columbian Art Works; Charlie Stoner, 
C. Howard Hunt Pen Co, 

2. G. L. Robbins, Gregory Fount-O-Ink Co.; Tom Bledsoe, 
Autopoint Co.; Herbert Walsh, Ace Fastener Corp. 

3. J. N. Black, David Gullett, George Wright and W. A. 
Rucker, Parker Pen Co. 

4. Standing: Ted Caswell, F. S. Webster Co.; Jack Crow, 
Hall Staty. Co., Topeka: Sam Plant, Western Bank & Office 
Supply Co., Oklahoma City; Fred Pitt, Wilson-Jones Co.; 
Dick Healy, Santa Fe Book & Staty. Co., Santa Fe, N. M.; 
William G. Oliver, Eaton Paper Corp.; G. F. Gosnell, 
Messenger Ptg. Co., Fort Dodge, Iowa; Frank Palmer, 
Eaton Paper Corp.; C. H. Kendrick, Kendrick-Bellamy 
Staty. Co., Denver; Dan MacDougall, Stationers Loose 
Leaf Co.; W. C. Clegg, The Clegg Co., San Antonio, wear- 
ing Dan MacDougall's ten-gallon hat; Billy Diehl, Jr., Diehl 
Office Equipment Co., Columbus, Ohio. Stooping: Jack 
Autry, Wilson-Jones Co.; H. C. McPike, Weis Mfg. Co. 

5. L. H. McDaniels, manufacturers’ representative; Dan Mac- 


God, it is all happening over yonder.” I am here to 
say to you that freedom is just as much being violated, 
or is at least in as great danger here, her home, in her 
cradle here, not in the same way perhaps, but there is 
just as much danger here as anywhere else in the 
world. 

Taxes in America 


Mr. Garvin was talking to me about taxes. I hada 
list of 163 of the biggest industrial corporations in 
America, their capital stock, the taxes they pay, the 


Dougall, Stationers Loose Leaf Co.; Charles L. Link, 
Weldon Roberts Rubber Co.; Ray Dykema, Doubleday 
Bros., Kalamazoo, Mich. 

6. Nathan E. Jacobs, Bozell & Jacobs; Tom Sheridan, Photo- 
gram, N. Y.; W. W. Welch, Kisco Co.; James H. Reynolds, 
Hooven Business Machines. 

7. Charlie Underwood, Fulton Specialty Co.; Joe Hale, manu- 
facturers’ representative, Los Angeles; Jack Linsky, Speed 
Products Co.; E. J. Lessard, Lessard Ptg. & Staty. Co.. 
St. Louis. 

8. E. F. Buenger, Robert Konerman, Walter Konerman, Frank 
X. Overbeck, all of Miami Systems Corp. 

9. Bill Leineweber and G. B. McCaleb, Associated Stationer- 
ers Supply Co.; N. H. Pierce, Western Advertising Co., 
Menard, Tex.; Harold Wilson, Horder’s, Inc., Chicago. 

10. Charlie Lipman, George B. Graff Co. 

11. Charles Consodine, former president of the Wis-Ill Club, 
and vice-president N.S.A.; Charlie Mueller, Joseph Dixon 
Crucible Co., now president of the Great Lakes Travelers 
Club, successor to the Wis-Ill Club; Tom Gillice, Rock- 
well-Barnes Co., secretary; Ray Eichenlaub, Service Steel 
Products Co., treasurer of the Great Lakes Travelers Club. 


number of employes, and the dividends and wages 
paid to the employes. You know once in America we 
had a Democrat named Thomas Jefferson. Listen— 
you are getting me wrong, I am non-political. We had 
another Democrat here. Of course, he was not the 
only Democrat—Andrew Jackson. He was the man 
who started the first Andrew Jackson dinner. We 
had the first Andrew Jackson dinner to celebrate the 
fact that America had no national debt. What they 
have had the other Andrew Jackson dinners for, I don’t 
know. Don’t take me wrong. What I was saying when 
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I was interrupted was that once we had an American 
Democrat, Thomas Jefferson. And let us remember 
what he said. It is worth thinking of. He said, “The 
power to tax is the power to destroy.” 

I have the story here of the great American indus- 
tries which today are paying six, seven, and eight 
times as much in taxation as six years ago. We have 
still with us an unemployment problem with nine 
million unemployed. I have always taken the line that 
an employer is going to employ us because he is a 
specialist in the business of employing. It is his job 
to employ, and it is our job to make it profitable for 
him to continue to employ. I have the stories here of 
employers paying in taxes $2000.00, $3000.00, $4000.00 
for every man they employ in their shop. How in God’s 
name can they increase the number of employes? The 
power to tax is the power to destroy. 

Perhaps that is getting near enough to us for a 
businessmen’s convention. Perhaps we should stop, 
except for this: it is the fashion nowadays to say, and 
of course it is true, that this is the most bewildered 
and distracted, the most troubled generation the 
world has ever known. No generation has ever had 
to bear such burdens, or been faced with such problems 
or confronted with such questions as this generation. 
I have been in America twenty-two years looking for 
something, and did not know what for. I was in 
Sacramento at the end of my California trip, and there 
on the facade of the great State Board of Education 
building, I saw engraved these words, this challenge: 
“Bring me men to match my mountains.” Now I begin 
to know what I have been looking for. I believe that 
God is going amongst us with a flail these days. that 
the Almighty is sifting this nation and all of the 
nations of the world. Who are the worthy in this 
land or ours, this land of great heritage, of great 
history, this land of freedom? “Bring me men to 
match my history,” cries America today, “worthy of 
the inheritance they have inherited, men worthy to 
be the offspring of their ancestors.” 

Isn’t Freedom calling us again? Isn’t she asking 
us again to rebathe ourselves, rededicate ourselves 
once more to her ancient liberties, freedom of speech, 
freedom of assembly, and, above everything else, free- 


Don't Sell Your 
Business Short 


A, ill bo Pe Uf lo 
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Citizenship Opportunities 


an our ears are dimmed, our eyes blurred, 
and our souls obsessed by the tragedy overseas, we 
must remember that no matter what the present dis- 
tractions are, we must come back to the pattern of 
life as we have known it. And in that pattern we find 
that the primary purpose of any business organization 
is to make the greatest possible profits within the 
limits of ethical business practice. This is a com- 
pany’s obligation to its stockholders and its employes. 

Another fundamental responsibility is to provide 
customers with the highest quality products and the 
~ er efficient service with the least possible cost to 
them. 

But—do a company’s responsibilities end here? No! 
I believe our companies, through you and me, have a 
third obligation: Serving the community in which 


they operate. By filling that responsibility, by accentu- 
ating the neighborly spirit which should exist between 
a community and its business interests, there is much 
to be gained. 

How can this be accomplished? Take interest and 
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dom of enterprise, every sort of freedom? And if we 
only had the men in your city, and the men in my 
city—a gentleman said to me just before I left the 
state, “It is not your problem to get people to applaud 
you when you talk about liberty. That is easy. But 
to get men who will do something about it.” 

I live in an electoral distict with seventeen thousand 
people in it, all of them people who should thank 
America for liberty, all of them better off than most; 
seventeen thousand who ought to be grateful to 
America, and twenty-nine hundred of them at the 
last election registered and voted. If the franchise 
interferes with your golf, give up your franchise. We 
are not going to preserve our American liberty that 
way. We must do something about it. 

It was Decatur, wasn’t it, who said, “Vigilance is 
the eternal price of liberty?” Twenty-five years ago 
today a little ambulance party landed on one of the 
stricken beaches of Gallipoli after one of the severe 
battles there, and they found an Australian soldier 
who had died, and in his hand there was a paper, 
stained in the crimson tide of that man’s life blood, 
so deeply stained that they have never been able to 
read the name of the man who wrote the lines on the 
paper, but they have been able to redecipher the lines 
themselves, and after twenty-five years I give them to 
you: 

You that have failed to look with fearless eyes 
Beyond the tragedy of a world at strife, 

Trust that out of night and death will rise 

The dawn of ampler life. 


Rejoice, whatever anguish rends your hearts, 
That God has given you for a priceless power 

To live in these great times, 

And have your part in Freedom’s crowning hour. 


That you may tell your sons who see the light 
Far in the Heaven, their heritage to take; 

I see the power of darkness put to flight; 

I see the morning break. 


And may God grant that it does break soon. 





By W. C. GUY 
Arkansas Printing & Litho- 
graphing Company, Little 
Rock, Ark., and Governor, 

N. S. A. District No. 8. 





an active part in the activities of your chamber of 
commerce. The progress of your community is in 
direct proportion to the progress of your chamber 
of commerce. Like an iceberg, four-fifths of its work 
is submerged from view. Don’t wait to be asked to join 
your chamber. 

Business organizations can go only as far in fulfill- 
ing the third obligation as you will individually permit. 
The talents and spirit of civic life, the leadershp, must 
come from you. That responsibility belongs to you 
who give your company character in the eyes of the 
public. 


What We Owe Our Home Cities 


President Bayless, while it is true that you have done 
an unusually fine piece of work as the president of 
the N.S.A., and have interested yourself in a great 
many civic activities in Seattle, nevertheless I doubt 
if the city of Seattle is indebted to you; and Charlie 
Garvin, I'll again say that our capitol city owes you 
nothing. I am sure that if a balance were drawn, it 
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would reflect a debit in favor of Little Rock with re- 
spect to the speaker. For, have I not taken advantage 
of its schools, its churches, its hospitals? Have I not 
utilized the services of its library, its parks and public 
buildings? Have I not enjoyed the protection of its 
police department, its fire department, and its health 
activities? 

Are not its citizens drawing on all four corners of 
the earth for the food for my table, clothing for my 
body, and the material for my home? Is it not true 
that its citizenry furnishes the patronage which has 
enabled my company to prosper to a given degree? Has 
not my city furnished the best friends of my life, 
whose ideals have been my inspiration, whose kind 
words my cheer, and whose helpfulness has aided me 
in overcoming my troubles? 

What shall I give in return for all this? A few tax 
dollars only? I want to give voluntarily of myself to 
such an extent that I am privileged to say, “This is 
my city.” I want to participate in the activities of 
my community so that I may point with pride to the 
progress of my city and take personal pleasure in the 
accomplishments and honors bestowed upon my fellow- 
citizens. 

I can do this only by becoming a part of my city. 
In the chamber of commerce, Rotary, Kiwanis, Lions 
and other worthwhile civic activities I have my chance, 
and I believe in them. 

Don’t sell your business short by sidestepping civic 
leadership, committee membership, work on com- 
munity chest campaigns, and membership in worth- 
while endeavors. 


New Attitude of American Business 


Then, gentlemen, I want you to consider with me 
today in these few brief moments the matter of the 
change in the attitude of American business. 

I am not thinking of any historical record. I am 
thinking of the days of the late ’teens and early twen- 
ties, if you please. Such times, as I take it, every man 
and woman in this room have clearly in their own 
memories. 

I remember very definitely what we used to call 
“shrewdness.” If we wanted to compliment a man, we 
called him a shrewd man, a shrewd merchant, a 
shrewd banker. By “shrewd” we meant he was ruth- 
less, took into account nothing but his own selfish 
gain. He took advantage not only of his competitor 
but the public. He got “by,” made money. I ask you 
in fairness, who todav wants to be called shrewd? 
Down my way if we call a man shrewd, we smile when 
we say it. Shrewdness is no longer a virtue. 

Here is a phrase used in my early days. and I mean 
your days, “Captains of Industry.” Only recently have 
they gone out of existence. What was meant by “Cap- 
tains of Industry?” The hard driving, cold headed, 
cold hearted individual who was willing to sacrifice 
his men, his principles, if he had any, who was willing 
to do anything provided he showed the proper balance 
at the end of the year. 

My stationer friends. I have not met many present 
“Captains of Industry.” but those with whom I have 
have had the fortune to rub shoulders were more con- 
cerned with the welfare of the people whom they 
employ today than they were in their own bank bal- 
ance. All the “Captains of Industry” I know are soft- 
headed. soft-hearted codgers who can’t think of any- 
thing finer in life than to. be able to say to them- 
selves, “I have given livelihood, opportunity for ad- 
vancement to this number of people. I have done 
what I could honestly. as well as I knew how.” 

Then I recall the day when the rule of the game 
was “buy cheap and sell dear.” Of course you must 
sell for more than you buy, but the accent need not 
be on the “cheap.” That word associates itself with 
sweat shops, child labor, shoddy goods. The accent 
on “dear” meant to get all the public would pay. no 
matter what their ignorance, no matter what their 
necessity might be. Most successful organizations today 
predicate their purchases and sales on the fact that 
every trade must be profitable to both sides. 

I am a Methodist—and from the number of in- 
telligent faces I see in the audience, there must be 
many here. Regardless of this, I am not preaching 
that we should not make a profit. That would be 
asinine. Nor do I want to paint a picture of business 
a generation ago as being too black. There were great 
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spirits in those days and many were in the stationery 
business. I do want to encourage you to the end that 
you will not sell your business short by retarding that 
new accent. 

Breathes there a stationer with soul so dead who 
never to himself hath said, “I’d like to be the presi- 
dent of the N.S.A?” 

Why such an ambition? Because it would permit 
rubbing shoulders with the leaders of our ind . 
with the most successful of our industry, with those 
who are still pioneering our industry. 

No more pioneers? No more frontiers to conquer? 
No more room for expansion? 


Pioneers of Today 


To repeat such fables is to belittle the present day 
American workers. He stands side by side in history 
with those hardy souls who hewed out the homelands 
of our nation. The — difference is that we do not 
recognize him as the pioneer he really is. 

True, he lacks the earthly frontiers of the early 
pioneer. His frontiers are the frontiers of the mind— 
science, industry, which includes the stationery busi- 
ness, medicine and every phase of our modern civiliza- 
tion which is constantly challenging him. 

The men who enter the vast uncharted reaches of 
science to plot the stars, to discover serums, disease 
germs and their cures, to make time and space do 
their bidding, are they less pioneers than e men 
who wore raccoon caps and carried blunderbusses to 
church in early America? 

What of the educator, the criminologist, the states- 
man, the physicist, the inventor, the chemist—cannot 
each hold up his score of pioneering, as well as his 
frontiers yet unconquered and uncrossed? 

Advances in transportation, in communication—the 
airliner, the teletype, television—are these not works 
of the pioneer? No phase of our civilization can name 
for its own more pioneers than industry. 

In our own industry, not long in the past was a 
day when the stationer was a merchant dealing in 
books or manuscripts, writing materials, parchment, 
paper, ink and quills. He probably was called a sta- 
tioner because he sold his goods from a fixed location 
in a day when most merchants were travelers or 
itinerants. 

The growth of the business in the United States, 
dating from the late 1700’s, has kept pace with the 
changing merchandising condition of the last two 
centuries, until today the stationer has become the 
headquarters for business equipment, supplies and all 
the tools of business in the modern office. 

The sturdy group of men who have guided our in- 
dustry through the trials of six centuries were men of 
education, men who fought shy of the “fang and 
tooth” precept of business, men who considered their 
competitors not as a pack of wolves, men who frowned 
on the policy of “getting away” with shady deals and 
to whom the Latin expression “Caveat Emptor”’—let 
the buyer beware—was foreign to their concept of 
business standards. 

It is quite possible that other lines of business have 
exverienced a change in this respect. One of our great 
railroad executives is credited with having said, “The 
public be damned.” Today our utilitv board of direc- 
tors’ meetings open with a prayer, “Let the public be 
pleased.” 

Don’t sell your business short by failing to keep 
abreast of the times, pioneering new ideas. new prod- 
ucts, new plans and above all maintain that leader- 
ship, that polish, that pivotal position credited to our 
predecessors. 

But best of all the stationers have associated them- 
selves together all through these years in such a way 
that there has been developed in the business a tradi- 
tion and fraternity that is enjoyed by few businesses. 

The N.S.A. has been set up to serve as a laboratory. 
At considerable expense it furnishes us with bulletins, 
statistics, comparative data and carefully prepared 
literature for our guidance, support, growth, and as 
food for our enthusiasm. It is a reservoir for pioneer- 
ing ideas. 

Contribute to it! Take from it! Profit by it! 


The utility value of trade associations is undisputed. 
If ours fails to function, there are but two causes: 
lack of individual enthusiasm and weakness of the 
human element. It is unfortunate that there are 
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always a few persons in every industry who are con- 
tent to let their more selfish fellow craftsmen carry 
the burden, but who, nevertheless share in the benefits 
derived from association effort. 

Take the policemen off the street and lawlessness 
will increase. Abandon all churches and morals will 
surely suffer. Dissolve your trade association and you 
will observe a decay in morale and business ethics. 

The only other cause for its possible failure is trace- 
able to the human element. N.S.A. is not a perfect 
organization. Neither are its officers perfect in their 
administration and operation of it. Possibly not all the 
aims and ambitions have been realized, but I find 
N.S.A. has come a long way in the past decade. It 
occurs to me that Charlie Garvin is doing a very good 
job getting around, gathering, dispensing, pioneering 
ideas. He invites and wants the assistance of workers. 

More and more of us are getting our eyes open to 
the real worth of our association. 


Need for Faith 

Now as never before do we need that quality known 
as faith, faith in democracy, faith in mankind, whether 
or not we are engaged in the much despised “big busi- 
ness” or one of the professions, faith in the future 
of our industry. 

One of my principal competitors constantly ex- 
presses a depressing note when he explains that this 
particular type of business is gone forever, absorbed 
by the five and ten cent stores, drug stores, etc., and 
that printing volume has suffered irreparable losses 
as a result of duplicating devices, cheap printing 


The Consumer 
Movement 


Factual Outline of the 
P. resent ik. of Coop- 
eratives in 1, U S 


MONG all of you it is a matter of common knowl- 
edge that the United States has grown to its 
present ‘position of world leadership under a sys- 
tem of private enterprise, the very foundation of which 
is the hope of profit, and usually referred to as the 
“Profit System.” Granted that this country was blessed 
with abundant resources, what has put these resources 
to work with such outstanding results? There can be 
only one fundamental answer—freedom of concept and 
of action with opportunities for great reward to men 
possessed of ideas and the foresight and industry to 
develop them. No intelligent person would claim that 
the profit system is without any faults. or that it has 
not been abused to a certain extent. But nothing in 
this world is perfect and we can find neither sense 
nor reason in the claims of those who would completely 
destroy or replace the profit system, rather than to 
correct such relatively minor deficiencies as have been 
demonstrated by actual experience. 

Comparison of our standard of living with that of 
the rest of the world, whether measured in terms of 
automobiles, telephones, plumbing fixtures or food. 
only serves to prove how far our level surpasses that 
of every other nation. Yet. in the face of these facts, 
thousands of Americans, either knowinglv or unknow- 
inglv. are patronizing a movement the avowed purpose 
of which is to set up a new nation-wide order and take 
all profit out of every business. This movement is 
known as the Consumer Cooéperative movement. 

Coéperatives are of two tvpes—consumer codpera- 
tives and marketers’ and producers’ cooperatives. 

Consumer cooperatives consist of individual con- 
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methods, evolution of advertising methods. Yes, all 
of these things have occurred, but a defeatist attitude 
is no remedy. The man has lost faith and confidence. 

Finally, my friends, I wish to touch on a subject 
which you may consider controversial. Let us utilize 
those sweet hours of repose as we sit in our office 
after all others have left. It is then that we can 
measure the results of our efforts. 

Am I getting value received in both a spiritual and 
material way for what I am doing? It is during those 
golden hours of communion with ourselves that we can 
project ourselves forward into the future. 

Industry is willing to assume its obligation to its 
respective communities and to the nation as a whole, 
but industry does not want to become baldheaded by 
having its hair snatched out as disciplinary tactics on 
one day, and on the next day, when an emergency 
arises, patted so hard on the head that the remaining 
hair is done away with. Good governments do not 
enslave men, but make them free. 

Don’t sell your business short by being a partisan 
rather than a patriot. 

My subject has been negatively stated—Don’t Sell 
Your Business Short. My true aim is to stress the posi- 
tive viewpoint. As good citizens and good stationers, 
let us accept our civic responsibilities, promote the im- 
proved accent in American business, strive toward 
modernization of store and plant, make the next 
decade in the history of N.S.A. as productive as has 
been the past decade, attack problems with faith and 
confidence, and realize the time has come when par- 
tisanship must be cast aside. 








By ROSS E. COFFIN 
Ross ks. Coffin State 
Agency, Indianapolis, Ind. 





sumers who, as a group, purchase luxuries as well as 
necessities at the manufactured or wholesale cost, 
thereby eliminating the profit of the retailer and of 
the wholesaler. The aim of the consumer cooperative 
is to set up a new order that will take the profit out 
of business. 

Marketers’ and producers’ codperatives are formed 
by producers and marketers for the purpose of reduc- 
ing operating expenses and regulating production 
when oversupply threatens to demoralize the market. 
Marketers’ and producers’ cooperatives are organized 
for the purpose of increasing the profits of the mem- 
bers and their interests are thus diametrically opposed 
to the end for which consumer cooperatives are formed. 

I have said the purpose of the consumer cooperative 
is to set up a new order that will take the profit out 
of business. If you are in doubt, just read the state- 
ment bv Dr. James Peter Warbassee, president of the 
Cooperative League of the United States of America, 
in his pamphlet entitled “What Is Consumer Coopera- 
tion?” 

As you will notice, Dr. Warbassee covers the ground 
very thoroughly. To further prove my statement that 
it is the purpose of the consumer codperative to take 
the profit out of all business. may I quote from the 
December, 1939, edition of “Consumer Cooperative,” a 
national magazine for co6perative leaders. 

“There can be no political peace without economic 
justice. There can be no economic transactions in 
which there is profit. Anv price in which there is a 
profit is not a just price. Private profits mean robbing 
one’s neighbor. Profits mean exploitation of one an- 
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AT THE EXHIBITION HALL ENTRANCE.—(Left Harry Tehan, Charles M. Higgins & Co., and B. J. Bristoll, Koch Bros., Des 
Moines, behind the bars—of the exhibition hall. (Right) As in previous years, Harry is the “strong-arm” man at the hall 
entrance gate holding back the crowd. 


other and there will be no peace on earth until there 
are no profits to any.” 

I imagine some of you are saying to yourselves that 
this new non-profit order sounds strangely like Com- 
munism. 

Where there is so much smoke there must be some 
fire. The Communist party is unquestionably backing 
Many consumer organizations. 

This movement has many followers. So many that 
there are now, according to the United States Depart- 
ment of Labor, 3,389 consumer cooperatives function- 
ing in all states of our country. This total does not 
include approximately 2,500 mutual insurance com- 
panies. Mutual insurance organizations are, by their 
own admission, consumer cooperatives. I will offer 
proof of this statement later. 

The 3,389 consumer cooperatives, to which I have 
just referred, succeeded in taking the profit out of 
$700,000,000 worth of business in 1938. This $700,000,000 
represents an increase of seventy-five per cent over the 
amount of business handled by consumer cooperatives 
in 1930. You can readily see how rapidly this move- 
ment is developing. 

Are you aware of the fact that consumer coodpera- 
tives are getting encouragement and assistance from 
many organizations, not the least of which is our own 
federal government? Yet, you know only too well that 
our government is largely supported by taxes paid by 
the business men and women of America. Supported 
by taxes which are the very fruits of the American 
Profit System! As evidence may I again quote Dr. 
James Peter Warbassee? 

“I was appointed on the Consumers’ Board of the 
National Recovery Administration. Other active codp- 
eratives, particularly H. A. Cowden, participated in 
defending the codperatives from the business interests. 
The Roosevelt administration gave us much help and 
also showed a more than friendly attitude toward the 
codéperative movement. It protected codperation and 
set up many agencies for assistance to the codpera- 
tives. This is the first federal administration this 
country has ever had that aggressively promoted co- 
operation and continued to favor codperation in the 
face of the hostility of the special interests. The Codp- 
erative League has been consulted, referred to, and 
assisted up to the present time by many departments 
of the government.” 

The Reader’s Digest, in an article appearing in their 
October, 1939, issue entitled “Guinea Pigs, Left March,” 
reported that there are twenty different agencies of 
the federal government lending aid to consumer co- 
operatives. 


The United States Departments of Labor and Agri- 


culture are doing their share by publishing booklets 
describing and encouraging the organization of con- 
sumer cooperatives. 


Remember, it is your own tax dollar that is being 
used to publish and distribute these books, the open 
purpose of which is to undermine your business. 


The government is getting able assistance from 
many church organizations. Please understand that 
in making such a statement, I am not attacking any 
individual church or faith. I am merely presenting 
factual evidence. The Federal Council of Churches of 
Christ in America held a seminar on consumer codp- 
eratives in January, 1936. I quote the following from 
a report on that seminar: 


“More than 350 church officials, ministers, religious 
education workers, and lay leaders from a majority of 
the Protestant bodies, and from state and city councils 
of churches, were present at the seminar. Most of 
them had been appointed as official delegates. Over 
forty officers of consumers’ coéperative associations in 
the United States attended, also representatives of 
farm bureaus, granges and the Farmers Educational 
and Coéperative Union, and a fraternal delegate from 
the American Federation of Labor. Government offi- 
cials also attended as observers. The seminar was a 
national one, thirty states being represented.” 


The bulletin further states that the seminar unani- 
mously adopted a statement of findings drawn up by 
a committee. I quote these findings in part: 


“We are convinced that the codperative movement 
is one of the major techniques in making possible the 
Kingdom of God on earth. We believe that the 
churches and religious organizations have an oppor- 
tunity to supply dynamic and motivation for this most 
promising movement. We recommend that the various 
church bodies should hold other seminars throughout 
the country on the relation of the church to the codp- 
erative movement, and that interested agencies should 
more widely disseminate the literature on the move- 
ment.” 


At various times in recent years a Japanese evan- 
gelist has entered our country and pleaded with his 
audience and with the interested churches to further 
the organization and interest of consumer codéperatives 
in their communities. This man is none other than 
the famous Toyhiko Kagawa. Certain of our churches 
vouched for this man’s passport in order that he might 
come into our country and preach the teachings of 
the codperatives. In a pamphlet published by the 
Kingdom of Good Fellowship and edited by Victor Ed- 
ward Marriott, certain outstanding Kagawa declara- 
tions about the codperative movement are given. These 
declarations are as follows: 
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“Becoming a Christian means organizing a coopera- 
tive.” 

“Go home and tell America to organize cooperatives.” 

“Coéperatives are the economic foundation of world 
peace.” 

“I want to practice Christianity in the cooperative 
movement.” 

“Cooperation is Christianity in action.” 

“What does America need most? Cooperation in- 
stead of competition.” 

“Cooperation is the love principle applied to in- 
dustry.” 





AROUND AND ABOUT CONVENTION HEADQUARTERS 

l. From a light-struck negative: J. Graham Orr and G. C. 
Holt, W. A. Sheaffer Pen Co.; C. H. Carlson, Horder’s, Inc., 
Chicago; W. W. Garrison, Sheaffer advertising counsel. 

2. Don Craig, The Carter's Ink Co.; George Schumacher, 
Siekert & Baum Staty. Co.., Milwaukee; Karl Kiesel, The 
Carter's Ink Co.; Floyd Kongsvik, Curtis 1000, Inc., St. 
Paul. 

3. R. C. Strafford III, manufacturers’ representative; Mrs. 
Strafford; Mrs. Fellowes; Folger Fellowes, Bankers Box Co, 

4. Jack Laws, Phillips Process Co. 

5. Lynn B. Emery, Lynn B. Emery Co., Detroit; Woodson 
Waddy, Everett Waddey Co., Richmond, Va.; Charlie 
Helwig, Portland, Ore. 

6. J. R. Bate, Invincible Metal Furniture Co.; Stanley 
Griebel, Yawman and Erbe Mig. Co.; Jack Abbott and 
William F. Weber, Ace Fastener Corp.; Garry Dell, South- 
worth Co.; Joe Meyer and Frank Nash, Standard Office 
Supply Co., Pittsburgh; Ray Eichenlaub, Service Steel 
Products Co, 
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“I firmly believe the codperative movement is the 
only way to international peace.” 

Yet, our American churches are supported by con- 
tributions that are earned under the profit system! 


Schools Support Movement 


Numerous schools are getting behind this movement, 
too. In August, 1935, the Wisconsin legislature passed 
a measure requiring the giving of courses in agricul- 
tural and consumers’ codperation throughout the pub- 
lic school system of Wisconsin, from the state univer- 
sity downward, and making attendance at such courses 
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7. Jim Anderson, Wilson-Jones Co.; J. L. Dickinson, Zac 
Smith Staty. Co., Birmingham; George H. Moore, Pound 
& Moore, Charlotte, N. C.; Russell Carpenter, Sanford Ink 
Co.; Jim Cooper, manufacturers’ representative. 

8. H. Reinke, Moore Push-Pin Co.; Frank May, The J. L. 
May Co.; Mrs. Cowles, Mobile, Ala.; G. D. Cowles, Gill 
Ptg. & Staty. Co., Mobile; Guy Boyd, The Shaw-Walker 
Co.; Raymond Hall, J. L. May Co. 

9. Seated: W. J. Whetam, Globe Furniture & Stationery 
Co., Chicago; Mrs. E. Mulliken, Fritz-Cross Co.; W. B. 
Brass, W. C. Brass & Associates, Indianapolis. Standing: 
Joe Masessa, Globe Furniture & Stationery Co. 

10. Earl R. Kochheiser, The Charles Ritter Co., Mansfield, 
Ohio; Hy Goldstein, Rochester Staty. Co., Rochester, 
N. Y.; Andy Maish, Dennison Mfg. Co.; H. S. Riley, Out 
West Ptg. & Staty. Co., Colorado Springs, Colo. 

ll. Seated: H. V. Boswell, The Macey Co.; E. E. Hanson, W. & J. 
Sloane. Standing: Ronald Burns, W. & J. Sloane; Ed F. 
Dodge, Jr., Johnson Chair Co., and Clemetson Co.; Leo 
Warren, Stow-Davis Furniture Co. 
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a required part of matriculation in economics, the 
social studies, and agriculture. In 1937, a special ses- 
sion of the Minnesota legislature appropriated $5,000 
to be used in providing educational material on codp- 
eratives for schools and other groups in the state, and 
in 1938 the legislature of North Dakota passed a meas- 
ure similar to that of Wisconsin. 

A survey made by the Codperative League of the 
U.S.A. showed that eighteen colleges were giving 
courses on the cooperative movement and 131 others 
were including the subject in general courses in mar- 
keting, economics, and sociology. 

Consumer cooperative organizations are doing all 
they can to cultivate this field. They are publishing 
books and pamphlets prepared especially for school 
consumption. As an example, I quote the following 
from a pamphlet entitled “A Short Introduction to 
Consumers’ Cooperation,” by Ellis Cowling: 

“Recently there has been a consistent and increas- 
ing demand for a short introduction to the subject. 
This pamphlet is an effort to meet that demand. While 
it is written primarily for the youth of high school 
and college age and intended principally for use in 
high schools, colleges, church schools and young peo- 
ple’s study groups in general, it should also serve as a 
brief and easily understood introduction to the subject 
for the average adult.” 

The University of Wisconsin has published at least 
two pamphlets encouraging consumer cooperative 
movement. Here they are: 

Cooperation Principles and Practices. Extension 
Service of the College of Agriculture, The Uni- 
versity of Wisconsin. November, 1936. 

Consumer Cooperation in Wisconsin. By Harold 
M. Groves. Department of Economics, Univer- 
sity of Wisconsin. 

Upon investigation, you may be surprised to find 
courses in consumer cooperation in the high schools 
and grammar schools of this very community. Schools 
maintained by your tax money for the instruction of 
your own children! 

A friend of mine has two sons, one of college age 
and the other in high school. He returned home one 
Sunday afternoon and found a cooperative pamphlet 
on the younger son’s bed. Knowing a little of the co- 
operative movement, he became interested, opened the 
pamphlet and read it through. The further he read, 
the angrier he became, and when his son returned he 
inquired as to how he came into the possession of this 
booklet. The boy stated they subscribed to this codp- 
erative pamphlet at school and it was the fourth issue 
he had received so far during the school term. He 
also stated he had an assignment to prepare for the 
next day out of that pamphlet. 

The father explained that the cooperative movement 
was anything but favorable to the profit system and 
that his family derived its living from the profit sys- 
tem; hence, he was certainly not in favor of his son 
being encouraged in such a movement. The boy stated 
that he did not believe in it, but that as a student in 
school he had to prepare the lessons according to the 
teacher’s instructions. 

The next morning the father visited the principal of 
the school but received no satisfaction. He then went 
to the superintendent of schools and the school board, 
and through them succeeded in stopping the teaching 
of codperativism in the schools in his community. 


Branches of Industry Affected 


You will recall Dr. Warbassee said that all types of 
businesses were to be taken over, retail, wholesale, 
manufacturing and even professional services. Let us 
start with retailing. Here we have photostatic copies 
of a few pages from a mail order catalogue (exhibit) 
published by Consumers Mail Order Codéperative, Inc. 
This catalogue is very complete. On the back is an 
index listing the various types of merchandise handled. 
This list includes radios, tires, furniture, rugs, cameras, 
haberdashery, silverware, clocks, pens, watches, type- 
writers, sporting goods, toys, washers, electrical appli- 
ances, refrigerators, vacuum cleaners, tools, bedding, 
gifts, musical instruments, stoves, movie cameras, 
household goods, hardware, and even automobiles. 
Under radios, they list the following well-known 
makes: RCA, General Electric, Westinghouse, Strom- 
berg-Carlson, Philco, Bosch, Zenith, Majestic, Emerson, 
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Fada, Spartan and Grunow. Under every other type 
of merchandise they list equally well-known manu- 
facturers. Here we have an announcement of a print- 
ing coéperative known as the Mutual Press (exhibit). 
The Mutual Press is under the same management and 
sponsorship as the Farmers’ Codperative Exchange. 
Here are reproductions of articles taken from the con- 
sumer codperative telling of the activities of an office 
supply codperative (exhibit), and an oil coép (exhibit). 
Here is a picture of two miners purchasing clothing in 
a codp store in Dillonville, Ohio (exhibit). And here 
are pictures of a coép grocery at Gary, Ind. (exhibit) 
and a coép dairy at Waukegan, Ill. (exhibit). 

Next, let us take wholesaling. This list of wholesale 
codéperatives, compiled by the United States Depart- 
ment of Labor (exhibit), will give you some idea of 
the wholesale businesses that have been invaded. Types 
of commodities and merchandise handled by these 
wholesale codéperatives are reported to be gasoline, 
motor oil, auto tires, accessories, miscellaneous farm 
supplies, household supplies, groceries, electrical appli- 
ances, fuel, lumber and building materials, dairy prod- 
ucts, meats, clothing, shoes, dry goods, students’ sup- 
plies, and bakery goods. Here are the pictures of a 
wholesale farm coop in Indianapolis (exhibit) and a 
wholesale oil coép, also in Indianapolis (exhibit). 


And now for manufacturing. Here we have a repro- 
duction of a newspaper article regarding the laying 
of the cornerstone of the first coop refinery in the 
United States, located at Phillipsburg, Kans. (exhibit). 
On July 22, 1938, the New York Times contained an 
article which is reproduced here, telling of the start 
of a coép clothing manufacturing company (exhibit). 
Cooperatives are manufacturing tractors, as you can 
see from this article regarding a factory at Arthurdale 
(exhibit). All of this is only a start. During the early 
stages, when their volume is small, retail and whole- 
sale codps are glad to buy their merchandise from 
manufacturers who operate under the profit system. 
But once their volume grows to a sufficient level, the 
next step is formation of their own manufacturing 
facilities. 

Finally, with regard to consumer services, the United 
States Department of Labor, in their Codperative 
Directory, list the following miscellaneous and profes- 
sional services which are available through codpera- 
tives: 

“Medical care, cold storage, insurance agency, edu- 
cational facilities, burial service, automobile repairs, 
houses or apartments, shoe repair, study club, water, 
meals, barber services, printing and publishing, rooms, 
beauty parlor, bus service, social and recreational fa- 
cilities, laundry, dry cleaning or pressing.” And, to 
make this list complete, we can add codperative organ- 
izations supplying electric power and telephone service 
(exhibit). 

You will realize, therefore, whether you are a re- 
tailer, wholesaler, manufacturer or a purveyor of con- 
sumer services, that further development of consumer 
cooperatives is very likely to have a serious effect on 
the future of your own business. Small wonder that 
business men throughout the country are beginning to 
take up arms against this invasion! 


Thoughtless Cooperation 


I should like to recount a personal experience to 
illustrate how even our own families can unthinkingly 
support cooperative activities. My wife and I were 
invited to dinner one evening recently with three other 
couples. During the dinner, which was an excellent one, 
the hostess inquired how we liked the roast and cer- 
tain of the vegetables, stating that she had purchased 
them from a near-by codperative. Upon questioning 
her during the evening, I learned she was quite proud 
of the fact that she had been able to make such Ssav- 
ings (three cents a can on peas, two cents a pound on 
roasts, etc.), even though she was forced to do it by 
trading with a codperative. 


I finally asked her pointedly if she would be willing 
to take the lead and organize a codperative in her 
neighborhood, and she unhesitatingly answered in the 
affirmative. I then said to her, “What would your hus- 
band’s employer say if he knew you were patronizing 
or aiding in the establishment of codperatives?” This 
question was quite a shock. It had never occurred to 
her that she and her husband were obtaining their 
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living from a profit business, and that she was guilty 
of aiding an organization whose growth would in time 
affect her own husband’s pay check! 

Many people unknowingly patronize consumer codp- 
erative organizations, for they are not always easily 
recognized as such. Mutual and reciprocal insurance 
companies, I believe, fall into this category. They are 
unquestionably cooperative organizations. As proof of 
this statement I quote the following from the 1938 
annual statement of the Farm Bureau Insurance 
Companies: 

“These organizations are a part of the world-wide 
consumer codperative movement that holds out much 
to a confused and anxious people—confused because 
they see low farm prices, lack of employment, and the 
threat of war when there should be peace and plenty. 

“We should organize to take over the ownership, on 
a truly codperative basis, of those agencies through 
which we obtain goods and services so that, through 
democratic control of those agencies, the earnings and 
savings go to the people whose purchases made the 
business possible. Through your share, as a policy- 
holder, in the ownership of these insurance companies, 
you have set a splendid example of possible effort in 
that direction.” 

In a bulletin published by the Farm Credit Adminis- 
tration they said: 

“The oldest and most widespread codp activity 
among farmers in Virginia is that of the mutual fire 
insurance companies.” 

Superintendent Pink of the insurance department of 
the State of New York made the following statement 
during an address at Syracuse, N. Y.: “But it is the 
fire mutuals which began the codperative movement 
in the United States.” 

Superintendent Pink elaborated on this statement in 
an article which he wrote for the Best Casualty & 
Fire News and which appeared in the November, 1938, 
issue of that publication. We quote: 

“But the most important and successful experiment 
in the field of codperation is in insurance and banking. 
This is not generally appreciated by the public, per- 
haps, because the insurance cooperatives are called 
‘mutual insurance companies’ and the codperative 
banks are called ‘mutual savings banks.’ The Phila- 
delphia Contributionship for the Insurance of Homes 
from Loss by Fire, which was organized in March, 1752, 
is the oldest insurance carrier operating continuously 
in the United States. This is a mutual company. There 
are numerous mutuals in New England and along the 
Atlantic seaboard which are more than one hundred 
years old, which are of unquestioned soundness and 
have created honorable records. Two of these, the 
Suffolk County Mutual Insurance Company, founded 
in 1836, and the Glen Cove Mutual Insurance Com- 
pany, founded in 1837, are domiciled in the State of 
New York.” 


National Legislation 
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Sive, clever and complete statement of the pos- 
sible effect of the consumer movement on what we 
might call our method of living and of government. 
The other thing, though, that is tremendously impor- 
tant, to which we are paying little attention, but are 
beginning to pay more, is the fact that in a democracy 
the parts of government which are designed and 
intended to represent the people, originate and pass 
the legislation for the country. For a long time this 
has been going on. I have been discontented at times 


W: HAVE heard Mr. Coffin give a very comprehen- 
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Here is what one average company, employing 150 
men, means to a community. Its payroll becomes a 
part of the lifeblood of that city or town. It supports 
thirty-three retail stores with annual sales of $500,000; 
it supports a twenty-two-room school with eighteen 
teachers; the employes in the factory require the serv- 
ices of twenty-four professional men—doctors, lawyers, 
dentists, etc.; the turnover of that factory payroll 
means 320 automobiles in the town, with all the at- 
tendant garage and filling station services; and this 
one single plant, mind you, creates a market for the 
products of 6,600 acres of farm land and provides 
$53,000 annual revenue for the railroads. Directly or 
indirectly, 1,650 people in that community depend upon 
that single factory, employing 150 men. 

It has been my purpose to draw for you a general 
picture of the consumer codperative movement. What 
these consumer cooperatives are, their openly avowed 
purpose in the economic order, their extremely rapid 
growth throughout the country, the extensive aid and 
encouragement they are receiving from our federal 
government, their activities in churches and schools, 
and their invasion of all classes of business, retail, 
wholesale, manufacturing and even _ professional 
services. 

I have not said to you that the codperative move- 
ment is wrong. That is a complex question and today 
challenges our most profound students of economics 
and political science. But I can say to you, with all 
the vigor at my command, that the continued develop- 
ment of consumer codperatives is bound to have a far- 
reaching effect upon your own business, whether you 
be retailer, wholesaler, manufacturer or doctor. Until 
recently that realization was only slowly dawning on 
the consciousness of American business men, but there 
is plenty of evidence today that they are rapidly 
awakening to the defense of the profit system. Their 
city and state associations are undertaking broad edu- 
cational campaigns among members and non-mem- 
bers, urging all business men to unite against the 
inroads of the consumer cooperatives. Typical is the 
program of the Retail Merchants Association of Vir- 
ginia, which started its campaign over a year ago and 
has served as a model to similar associations in various 
parts of the country. 

There can be no doubt that American business 
stands at the most important crossroads of its 150-year 
life. Down one road leads the traditional path of busi- 
ness based on invested capital and transacted for a 
profit. Down the other leads the concept of eliminating 
profit from all business. This latter concept may or 
may not be wrong, but I ask that vou give a few hours 
of serious thought to the effect of the non-profit move- 
ment upon your own business and on the business of 
this entire community. 

“Count that day lost when low descending sun 
Finds goods sold at cost, and business done for fun!” 


By C. P. GARVIN 


General Manager, National 
Stationers Association, 


Washington, D. C. 
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with the legislation passed by our Congress, but now 
we get into that peculiar situation where the Con- 
gress passes legislation, and then people in the gov- 
ernment undertake to interpret that legislation to suit 
themselves, and they use as a Bible the “Encyclopedia 
of Social Science.” It is wrong. 

I might say in reference to this consumer movement, 
as an example, they are beginning to worry because 
the business men are alert. The other day I had a 
conference with the dean of a large eastern university. 
He is extremely anxious now that the state university 
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should join with the trade associations, and I believe 
that is the beginning of a movement in the right 
direction. 

Let us look at legislation. Take the Wages and Hours 
Bill. Walter Guy told you how old this business is. 
It is the second oldest retail establishment that we 
know of anywhere, and yet one or two people in the 
government department can decide that now we are 
not retailing merchandise. That was not in the law. 
The law passed by the Congress stated that retailers 
were exempt. They come to different people in this 
audience and say, “You are not a retailer.” “What am 
I?” “We don’t know, but you are not a retailer.” 
They have some lawyers who never practiced law 
except for the Government, and couldn’t, because no 
sensible civilian would employ them, and they are 
the ones you have to deal with. 

We talk about democracy, while all the time we are 
dealing with a lot of little despots and dictators who 
have been set up and hired, not because of their 
ability, but because they know somebody on the 
committee. That is not right. If we had it put up 
to us tomorrow to decide whether some of the legis- 
lation passed in the last ten years should be repealed, 
business itself would say no. I believe that every 
business man believes in the protection of the old 
people, that every one believes there is a place where 
the government has to police those things that come, 
just as we have traffic officers, but I can not believe 
that any situation that permits the making of laws, 
and then treats the unmaking of laws as a treasonable 
act, is in the interest of the people, or is it a democ- 
racy? 

Types of Legislation 

There are two kinds of legislation going through at 
the present time. One has to do with what we are 
regaled with in Washington as civil reform. 


The other type of legislation does not have to do 
with social reform and keeping the unemployment 
where it is, with a slight increase. It is that legislation 
which is devoting itself to national defense, and I 
want to talk to you very briefly on that subject, but 
particuarly from one angle that I covered in the 
Rotary Club at Gary the other day. 

We are getting soft in this country. I think one of 
the grand things associated with the American people 
all the time this country was developing was the fact 
that we took chances, we weren’t afraid of anybody. 
That is what the American people did. When they 
pushed these frontiers back, they pushed them back 
without thinking there was some one behind them, 
and they fought down the people who opposed them. 
Now we have the situation where we are taught to 
fear all kinds of things. There are things we should 
fear, but one of them we should not fear is the person 
in this country for no good purpose. Instead of push- 
ing him, we should take care of him. You have heard 
about the fifth column, and wonder why we don’t do 
something about it. The other day I sat in with a 
member of the F.B.I. who is near the top, and I 
learned several things about that, and I think you 
should know something of it. In the first place, the 
F.B.I. knows who the fifth column is, and in this 
thing that is going on they are not going to soak the 
fellow who happens to have a name that did not suit 
them; they are after the fellow who is against the 
public interest. And it is rather a unique way they 
have of treating some of these fellows. For instance, 
one of the F.B.I. men sold some plans to a foreign 
agent for $850.00. It was a cheap price, and the money 
went into the United States Treasury, and the guy 
sent them back to his home country, and they found 
the plans were no good. 

They know there are ten thousand agents in this 
country to steal our industrial secrets. They do not 
want to put them in jail, because they would then have 
a new crop to deal with. They know who this crop is, 
and the F.B.I. is doing that kind of thing, and the 
interesting thing about it is that on the floor of our 
congress these men have been assailed time and time 
again by the politicos, who would like to take the one 
department of the government, the Federal Bureau of 
Investigation, out of the beautiful position it now 
occupies, and put it under political control. I do not 
think they will get away with it. If you join F.B.I. 
you must prove who you are. The foreign agent who 
would get in would quickly wish he could get out. 
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They know how to shoot straight—they have even got 
a hypnotist. 

Don’t let them scare you about national legislation. 
This country has always worked in a series of cycles, 
and it will work again. Don’t mention parties or par- 
tisanship. I think the greatest thing would be to have 
the people think in terms of the public interest, what 
the country means. I don’t care if you put a Ch 
in there if he is the right kind. £ am not interested 
so much, as a Washingtonian, about the government, 
as about the feliows that operate the government, the 
people that have to do with the snaping of your 
destiny more than any one else. They are the people 
we must worry about. They will be kicked out. Make 
those fellows pass a civil service examination, and 
then make the examination too stiff for them. I 
would like to run for president myself. I have seen 
so much, I think anybody—well, let’s not go into that. 

Let’s not figure what a man would do if he got into 
a strange job like that. Let’s not wander all over the 
lot, but I ask you this: on the Wages and Hours law 
I want you to ask your congressman, and especially 
the men running for office, wnat they are going to do 
about this business of bureaucrats deciding what a 
man is doing in business, telling you you are a retailer 
when you are a wholesaler, telling you you are a 
wholesaler when you are a manufacturer or something 
else. Talk to your congressman. 


We have seen great industrial plants tied up time 
and time again. We hear of this unemployment thing 
rising all the time. I do not have to tell you that the 
time we had the greatest employment was the time 
we could be a little careless about the people we hired. 
We must get back again to the old gambling instinct 
of the American that made it possible for America not 
only to progress, but to become the greatest mechan- 
ical machine the world has ever known. How many 
of you know that Germany is using today, as their 
most efficient weapons and machines of war, things 
developed in our industrial plants in this country? 
The Wright brothers never realized what was going to 
happen when they were building airplanes. 

Mass production did not start in Europe; it started 
here. We have let those fellows come here and look 
over our plants, and convert the things that we devel- 
oped for peace into things for war. Build a high wall 
around America. Let us have less laws. If you find a 
congressman going to Congress who tells you he is 
going to unmake some of those laws, vote for him and 
work for him; I don’t care whether he is a Democrat 
or Republican. Get the man in there not for what he 
thinks, but for what he is going to do for you. 


Salesmen Developed Country 


The thing that developed this country was not the 
Statesman; it was the salesman. Radio and all of those 
things recited to you today would not have gotten into 
use if we hadn’t had people who could go out and 
convince the general public that here was something 
they needed and should have. When you go back 
home, talk to the fellow running for office, find out 
what he is going to do, and then keep tab on him, 
and the next time work for him if his work has been 
satisfactory. If you are a good salesman you could 
make yourself of tremendous value in any political 
campaign. 

But on this national legislation, find out what affects 
your business, hook up with the small business men 
in your neighborhood, get together with the Chamber 
of Commerce, and every one else, and find out why 
it is that any group of bureaucrats can undertake, not 
only to try to interpret legislation, but to bestow 
names to commodities and things we have handled in 
distribution from the earliest day. If you can do that, 
without talking politics, you will become a power in it. 
I have a letter from a man, a high officer in a small 
business men’s organization, and I tell you, if they 
would only get together and make themselves active, 
we would not have so much of this legislation. 

This national legislation on defense means that this 
money is going to be spent through business, not 
through the WPA; they haven’t a thing to do with it. 
But I suggest you go home and do something about it. 
Most of these congressmen like to talk to you. Most 
of them listen to people that talk well, and if a sta- 
tioner can’t talk, he should not be in our business, 
anyway. 








SCENES FROM THE “BIRTH OF AN OFFICE” SKIT 


1. The office with no equipment other than the rug and 
drapes. 

2. Several pieces of furniture have been added and a work- 
man is hanging pictures under the eye of “Boss” Garvin 
and “Secretary” Rose Cushman. 


3. Further progress in the office growth. Garvin 


“Boss” 





removes a cuspidor from a wastebasket. Who tried to hide 
it there? 

4. Now it’s shaping up! “Boss” and “Secretary” watch cor- 
rect placement of furniture. 

5. “Secretary” goes to work but “Boss” is still doing a little 
plain and fancy surveying before settling down. 

6. Ah! Everything lovely, the office complete and “Boss” and 
“Secretary” wondering if it is time for lunch. 


The Birth of an Office 


Steps in the | 5 Ae of Changing a a a in an flce Building 
Site a Easiness fhece All Keady fo Fiindlion 


NDER the guidance of N.S.A. General Manager 
Charles P. Garvin, an empty room gradually took 
on the aspect of a business office. Desk, lamps, cos- 
tumers, waste baskets, cuspidors, window hangings, 
typewriters, files and many other accessories were 
trundled in as Mr. Garvin commented upon the im- 
portance of the various items. He directed their place- 
ment and explained their functions. 
N.S.A. President Owen G. Bayless then appeared 


and “took over” the office as a business man who had 
been well served. Many things were still missing, how- 
ever, which resulted in calls by salesmen. W. W. Davis 
of Horder’s, Inc., Chicago, was the first to arrive. In a 
lively and highly informative encounter, he demon- 
strated to Mr. Bayless “The Books Necessary to Start 
a Business.” 

Others followed. The complete texts of their com- 
ments are given on succeeding pages. 











51 


Records Necessary to a Stationer 


Dealer Outhnes 
Requirements Which Are 
Letermined 
by Special Vecds 


HAVE been asked to address you today on the sub- 

ject: “Records Necessary to a Retail Stationer.” 
This is a broad subject, since stationers, by the very 
nature of their business are in constant touch with 
many varied types of accounting records and of me- 
chanical devices which have been developed to meet 
the accounting needs of present day business. It would 
be impossible for me, in the time at my disposal, to 
attempt to discuss all of the various types and forms 
of records in use today, and would not serve the pur- 
pose which I have in mind. It seems to me that the 
form of a record is subservient to the value of the 
information disclosed by that record, provided that 
the record is efficient, economical in operation and 
accurate in its disclosures. Furthermore, unless the 
information accumulated by the accounting records is 
not analyzed and summarized in a form which is 
intelligible and easily susceptible of interpretation by 
the management, no matter how perfect the records 
may be or how accurately the information may have 
been recorded, it is of little, if any, value. 

It would appear, therefore, that in planning an ac- 
counting system, the main point to which all efforts 
should be applied is the determination first of, “What 
information is needed to provide a basis for intelligent 
conduct of the concern’s business.” 

Obviously, management must, at regular intervals, be 
fully informed as to: 

1. The financial position, particularly with respect 
to available working capital. This information is 
provided by the balance sheet. 

2. Results of operations, not only in the aggregate, 
but analyzed as to products handled, cost of sales, 
gross profit, percentages of products, details and 
analysis of expenses, etc. This information is 
summarized by the profit and loss statement. 

With the foregoing information as a basis, manage- 
ment should be in a position to intelligently direct 
the broader aspects of the concern’s operations. How- 
ever, the information usually presented in balance 
sheets and in statements of operations, does not pro- 
vide management with all the facts necessary for 
complete control over the numerous phases of its 
operations. 

To obtain the information necessary for the prepara- 
tion of accurate financial statements requires, of 
course, maintenance of adequate accounting records. 


Classes of Accounting Records 


This brings me to the heart of the subject under 
discussion. 

For the purpose of these comments, accounting rec- 
ords may be roughly divided into two groups: 

(A) General books of account in which all trans- 
actions are first recorded in books of original 
entry and summarized in the accounts carried in 
the general ledger. 

These records consist usually of a general ledger, 
cash receipts and disbursement records, voucher reg- 
ister or purchase journal, sales register or equivalent, 
general journal, notes receivable, and payable records, 
etc. 

In addition to the general books of account, the 
modern stationer will have other records which will 
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provide him with additional information vital to the 
profitable operation of his business. I refer specifically 
to two types of records. 

1. Those which are designed to provide complete 
control over merchandise inventories, purchases, 
cost of sales, turnover of products, etc. 

2. Those records pertaining to the individual per- 
formance of each salesman with respect to his 
gross volume of sales, sales returns and allow- 
ances, gross profit earned on each classification 
of product handled and the remuneration paid to 
salesman. 

It is with these two types of records that my remarks 
are primarily concerned, and to which they will be 
confined. 

First, let us take up the matter of inventory records. 

Inasmuch as the item of merchandise inventory is 
usually one of the largest in dollar value on the 
balance sheet of any stationer, and since it represents 
a considerable portion of the working capital invested 
in the business, it is of the utmost importance that 
information relative to merchandise on hand and on 
order be readily accessible to the management. This 
information can only be made available through the 
use of a complete, accurate perpetual inventory record, 
in which changes are recorded daily, without fail. It 
is futile to attempt the use of any perpetual inventory 
record unless receipts and withdrawals are recorded 
almost immediately, since the advantages to be gained 
by the use of such a record depend entirely upon its 
completeness and accuracy. 

Let us consider first what data a complete perpetual 
inventory should contain, and then develop the uses 
to which this information can be put. 


Inventory Information 


Information with respect to every item carried in 
stock should be complete, as to: 

1. Number of units in stock at any given moment 
of time. 

Number of units on order. 

Quantities received and date such merchandise 
was received. 

Cost of all shipments of merchandise received, 
reduced to cost per unit. 

Name of vendor from whom purchased. 
Maximum and minimum quantities which are 
necessary under normal conditions. 

Location of merchandise showing floor section, 
aisle and bin. 

Monthly consumption by years. 

Withdrawals of merchandise showing date with- 
drawn. 

With the foregoing information as a basis, several 
distinct advantages should be obvious. 

With respect to the purchasing agent, he is in a 
position to know at all times those items that need to 
be reordered. He has before him the monthly con- 
sumption of the item in question for each month in the 
year, and is therefore, enabled to anticipate his re- 
quirements for as long a period as is desired. He 
knows also, the average length of time which elapses 
between the date of his order and receipt of the goods 
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from each vendor, and he knows the unit cost of 
past purchases. With all this data at his disposal, it is 
possible for such purchasing agent to keep his stock 
on hand down to the very minimum, thereby reducing 
to the lowest amount, consistent with normal require- 
ments, the concern’s funds invested in inventories. 
With this data, information is readily available with 
respect to slow moving merchandise, either because 
of price, type, style or quality, etc. Disclosure of the 
fact that this type of merchandise is still in the inven- 
tory, permits use of methods and procedures which 
may be developed to dispose of it and turn it into 
cash for purchases of other merchandise. 

Too much stress cannot be laid upon the importance 
of keeping inventories at a minimum. Carrying exces- 
sive stocks of merchandise requires the expenditure 
of unnecessary amounts for various items, such as: 


1. Interest on loans made necessary, due to lack 
of sufficient working capital. 

2. Rent for extra space. 

3. Investments in additional equipment such as 
shelving, show cases, etc. 

4. Additional personnel for handling merchandise. 

5. Heat, light, etc., needed for extra space required. 


The added burden of all these unnecessary expenses 
can, and does have a material effect on the net profits 
from operations, and the elimination thereof should 
be of prime interest to management. 


Control Factor of Perpetual Inventory 


Another important function of the perpetual inven- 
tory, is that of control. Not only control over pur- 
chases, and of quantities of units on hand, but control 
as a protection against loss from theft, misplacement 
of goods, excessive distribution of free goods as sam- 
ples, etc. Any differences between quantities as shown 
by the inventory records and quantities actually on 
hand, should be immediately investigated, since such 
differences in all probability represent losses due to 
leaks of some kind, or in mistakes of employes, which 
should be corrected. 

In closing this phase of my discussion, I desire to 
express my strong conviction that perpetual inventory 
records, properly maintained, are well worth the com- 
paratively small investment and the cost of mainte- 
nance. 

The next phase of this subject which I would like 
to discuss with you relates to “Those records pertaining 
to the individual performance of each salesman with 
respect to his gross volume of Sales, sales returns and 
allowances, gross profit earned on each classification 
of products handled, and the remuneration paid to 
the salesman.” 

During the past few years it has been the established 
practice of my company to recognize the principle that 





BIRTH OF AN OFFICE SKIT SCENES.—(Left) W. W. Davis of 
Horder's, Inc., sells a complete bookkeeping outfit to Owen G. 
Bayless, who for the moment was engaged in the hardware 
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human nature, particularly that complicated type of 
human known generally as a salesman (among other 
things) requires some kind of incentive to stimulate 
production of the greatest possible volume of sales 
within the limits of capabilities. By incentive, I do 
not mean a temporary arrangement such as a bonus 
or a prize for winning a sales contest, or something 
of that nature. I’m speaking of the more permanent 
policy upon which the whole structure of a sales 
policy is based. 


Basis of Salesman Compensation 


We all recognize, I believe, that the success of a 
business enterprise is measured by the profits it is able 
to earn. Earnings are the basis for the very existence 
of a business. Since this is fact, it follows that the 
value of any salesman is based on the volume of earn- 
ings, which through his efforts, he contributes to the 
business. This being true, does it not also follow that 
he is entitled to be paid for his services in proportion 
to his value to the firm, based on the earnings con- 
a by him? It is on this theory that our company 

as: 

First: Endeavored to devise and establish a system of 
accounting which will provide the information 
upon which the management may value each of 
its sales employes, and 

Second: To devise and establish a method of pay- 
ment based on the value of each sales employe as 
determined by the individual results obtained 
by him. 

To accomplish the desired results, it was first deter- 
mined that the percentage of gross profit earned on 
each classification of products sold would be the deter- 
mining factor in selecting the rate of commissions to 
be applied to the amount of gross profit earned in 
computing the commission to be paid. 

For this purpose our products were grouped under 
the following classifications: 


1. Commercial stationery. 
2. Loose leaf. 

3. Carbons and ribbons. 

4. Printing and engraving. 
5. Furniture. 


All sales made by each salesman are classified and 
posted daily to his master sheet. Before this is done, 
however, a copy of the order or charge slip has gone 
to the employe having charge of the perpetual in- 
ventory, in order to have the cost of each item entered 
on the order, so that the cost of each sale is also 
entered on the salesman’s master sheet. At the close 
of each month the sales and cost of sales accumulated 
under each of the classifications of products is totaled, 
and the gross profit percentage can then be readily 
computed. 





business. (Right) Lou Hoelscher, Hoelscher Staty. Co., Inc., 
Buffalo, gets over to Charlie Garvin the records necessary 
to a stationer who intends to remain in business. 
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Now comes the problem of the rate of commission 
to apply against the gross profit contributed by the 
salesman. 

Obviously, a salesman who has earned less than the 
normal percentage of gross profit under any one or 
more of the sales classsifications mentioned, is not 
entitled to receive commissions computed at as high 
a rate as the salesman who has earned more than the 
normal percentage of gross profit. 

In order to penalize a salesman whose gross profit 
percentage is below normal, and contrariwise, to 
reward the salesman whose gross profit percentage 
exceeded the normal rate, specific percentages rang- 
ing from twenty per cent to forty-two per cent were 
scheduled, against which specific rates of commissions 
were established. These commission rates are grad- 
uated, so that on the basis of a gross profit percentage 


The Dealer's Own 
Filing System 


Specific Suggestions for 
bs, ae Acceptance of 
His ¢= P. reaching 


N THINKING about the dealer’s own filing systems, 

I am afraid we will have to admit that in many 
cases the office supply dealer is in the position of the 
shoemaker’s children who had to go barefoot. It is too 
often true that those who sell a product frequently do 
not use it themselves and this can be very embarrass- 
ing at times. 

For instance, what would you think of a situation 
where a bald-headed man would try to Sell you a hair 
restorer? Your faith in the efficiency of the product 
would be zero. 

How then is an office supply dealer to be judged 
when he represents himself as a source of filing sys- 
tems and supplies but uses in his own office a non- 
descript collection of index guides and folders which, 
if seen by his customers, would never impress them as 
being a modet of efficiency? It seems to me that we 
must practice what we preach along these lines. 

The way some dealers keep their own files reminds 
me of a small stationer who used what we might call 
the “two barrel’ method of filing. 

In one barrel he kept all matters which he still had 
to do, and in the other barrel he filed the matters 
which were already done. Now surelv that is a simple 
filing system but it can hardly be called efficient. 

Let me hasten to add that I have been in many 
dealer establishments where the dealers’ own filing 
systems were in apple pie order. Many of our dealer 
members of the National Stationers Association are 
leading exponents of system and order in their own 
offices, but I am afraid this is not representative of the 
industry at large. I have checked up on the subject 
with our own sales force and while they all testify to 
the fact that they are frequently asked to help dealers 
recommend and sell a filing system layout to some con- 
sumer, it is extremely rare for them to be called upon 
to set up any improvement in the dealers’ own filing 
systems. 

If there is one principle of education and training 
that is firmly established it is that we “learn by doing.” 
We can take all the book learning there is, but it 
doesn’t really come to life until we put it into practice. 
We can read about how to play golf, how to ride a 
bicycle or how to swim, but we don’t really learn it 
until we get out and do the things we have been read- 
ing about. 

If dealer salesmen are given filing systems in their 
own office that are modern and efficient, the benefit to 
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earned of, say, twenty-five to a per cent, the 
rate of commission to be applied might be twenty per 
cent of the gross profit, whereas, if the percentage of 
gross profit earned was thirty-seven to thirty-eight 
per cent, the rate of commission would increase to, say, 
thirty-two per cent of the gross profit. 

In the case of gross profit earned on furniture sales, 
a small percentage may be added to the cost before 
computing the percentage of gross profit, in order to 
cover, in part at least, the cost of installation and of 
handling charges. 

The method of computing salesmen’s commissions 
which I have just outlined to you, is, of course, only 
one way of achieving the object in view, but it is one 
which has been tried and has been found satisfactory 
from the viewpoint of both the salesman and the 
company. 


By R. A. JONAS, JR. 
Oxford Filing Supply 
Company, 
Brooklyn, N. Y. 
(Address prepared by Mr. 
Jonas and read by C. E. 
Reynell of the Oxford 
staff.) 





them in their selling is tremendous. The office supply 
business is fortunate in being a business that uses its 
own products every business day and this provides an 
ideal training ground for salesmen. This is without 
doubt the most valuable by-product for the office sup- 
ply dealer in setting up his own filing systems in a 
modern and efficient manner. 

I am sure no one will dispute the fact that the office 
supply business is one of tremendous detail. The extent 
and variety of the products, the large number of small 
sales and the constant pressure for quick service to 
users will almost overwhelm the dealer who has not 
organized his own office procedure and filing systems 
to provide proper control of his business. Well then, 
what filing system does the office supply dealer need 
to keep his records under proper control? 


Six Basic Systems 


Here is a list of the six filing systems needed by prac- 
tically every stationer. First he must keep a file of 
Sales invoices—the bills you render to customers. Next, 
there should be a file of sales orders—the orders you 
receive from your customers. Then there should be a 
file of purchase invoices—the bills you receive from the 
manufacturers or jobbers. Next is a file of purchase 
orders—the orders you send to manufacturers or job- 
bers. There should also be a catalogue file and finally 
a general correspondence file. Hardly any business 
can get along without some kind of filing facilities for 
these six types of records. 

This does not necessarily mean that there must be 
six separate filing cabinets or filing drawers to contain 
these records. It is actually possible to combine all of 
them under one alphabetic index but this is not rec- 
ommended. It is, however, entirely feasible and prac- 
ticable to combine certain of these records in one 
filing system and under one alphabetic index. Here is 
an illustration of an improved filing system arrange- 
ment which combines sales invoices, sales orders, sales 
quotations and general correspondence in one file and 
under one index. The sales orders received from Henry 
Smith & Company can be filed in a folder bearing a 
blue label. The sales invoices for Henry Smith & Com- 
pany can be filed in a folder bearing a buff label and 
the correspondence and sales quotations to Henry 
Smith & Company can be filed in a folder bearing a 
salmon label. This color arrangement carried through- 
out the file will indicate that all folders headed up with 
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a blue label contained sales orders, the buff labels 
indicate sales invoices and the salmon labels indicate 
correspondence and sales quotations. 

Another method of arranging this would be to use 
file folders with one-third cut tabs and using the first 
position tab for orders, the second position tab for 
invoices and the third position tab for correspondence 
and quotations. 

Surely there is nothing difficult or complicated about 
a system idea of this sort and yet we find in a great 
many cases that dealer salesmen are afraid to talk 
very much about filing systems because of a fear that 
they are complicated. As mentioned before, a little 
experience in handling a modern and efficient filing 
system would teach a salesman or anyone else that 
filing systems are built on common sense principles 
which are not at all mysterious. 

For instance, in every correspondence file, there are 
quite a few papers to be filed under names which do 
not recur frequently enough to warrant making a sep- 
arate folder for each of those names. Many years ago 
some practical file clerk found that it was a waste of 
good file folders to head up one for each of those 
infrequent names and so it was decided to set up one 
file folder under each alphabetic heading of the index 
to contain all miscellaneous names which did not 
warrant a separate folder by themselves. This was 
distinctly a common sense idea for preventing the 
waste of file folders and the misuse of having folders 
with only one or two papers in them. 

These “miscellaneous” folders are now a standard 
unit in every correspondence filing system and they 
are, in fact, the only major difference between an ordi- 
nary filing setup and a real filing system. 

Yet it is less than a year ago that I held a sales 
meeting in a sizable dealer organization which turned 
over a bigger than average volume on filing supplies 
and had done so for many years. Before starting the 
sales meeting, I went over to that dealer’s own filing 
system and found where their own file clerk had 
made up by hand colored crayon a set of miscellaneous 
folders which made unnecessary the heading of a lot 
of individual name folders which would only have one 
or two papers in them. Needless to say, we had quite 
a little discussion at that sales meeting on the function 
of the miscellaneous folder in a filing system. 


Needs Determine System 


An efficient filing system provides the common sense 
type of folder for each need. It provides miscellaneous 
folders for groups of papers small enough not to war- 
rant an individual name folder. It also provides the 
individual name folders for groups of up to fifty papers 
under one name, and it also provides bulk corre- 
spondence folders in the form of cloth bound press- 
board folders with one inch capacity for large groups 
of papers. Many elaborations on these basic principles 
can be made—for instance, folders indexed by months 
or other periods of the year can be inserted into any 
standard filing system to break down large groups of 
papers under one name and there are supplementary 
items such as “Out” guides, cross reference sheets and 
other control features which do not, however, alter the 
basic features or principles of a filing system. 

By putting together the various elements of the 
filing system in some logical form, we have an arrange- 
ment that is not at all complicated or mysterious. 
Consider a filing system that is made with the alpha- 
betic guides in the first and second position tabs, the 
miscellaneous folder in the third position tab and the 
individual name folders at the right—this differs very 
little from an ordinary five tab position set of guides 
and some half cut manila folders which so often con- 
stitute the items that office supply salesmen furnish to 
their customers who do not know any better. The 
svstem tab arrangement can be and is varied by the 
different filing supply manufacturers. 

An alternate arrangement retains the same elements 
as the preceding layout but the miscellaneous folders 
instead of being in the center position are placed in 
the first tab position and the alphabetic guides are put 
in second and third positions. Other variations on this 
arrangement are made and they are all good. 

Getting back now to the filing system needs of the 
office supply dealer, here is a description of a simple 
system for unfilled orders. Perhaps one of these should 
be set up for unfilled sales orders which can be kept in 
the sales department and one for unfilled purchase 
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orders which can be kept at or near the buyer’s desk. 
The size will depend upon the size of forms being used 
of course, and this system can be set up either in an 
open tray or a drawer type cabinet. A simple alpha- 
betic index with tabs at the left will serve adequately, 
leaving space at the right of the file for special name 
headings of concerns with whom there is a substantial 
volume of unfilled orders such as would require a spe- 
cial indexing for those names. 


A File for Manufacturers’ Catalogues 


The dealer’s catalogue file is a very important 
adjunct of the business. Too often we see dealers keep- 
ing catalogues partly in desk drawers, partly on count- 
ers or on a Shelf or distributed in various parts of the 
office so that catalogue information is always hard to 
find. Suggested for a system arrangement is a file 
similar to that recommended for correspondence filing 
except that all the file folders are cloth bound press- 
board folders with expansion bottom to accommodate 
catalogues of various thicknesses. Here again indi- 
vidual name folders are provided in the right hand 
tab position for catalogues of sufficient importance and 
with frequent enough use to warrant individual name 
indexing. 

You will note that this layout makes catalogues 
available according to manufacturers’ names which is 
fine when the names of the manufacturers of the 
various commodities are known. 

The alphabetic catalogue can be supplemented with 
a commodity cross index. In this system the tabs are 
headed with the various commodities handled by an 
office supply dealer and behind each heading is the 
list of names of manufacturers making the products 
shown on the heading. 

A follow-up file is a necessity for most business 
offices and certainly for an office supply dealer who 
wants to make and Keep a reputation for giving service. 
Here is a simple setup of January to December guides 
and daily 1-31 folders which provides a very efficient 
follow-up system. Extra copies of letters or names of 
any size and shape can be filed in these folders for 
bring-up on the proper date and the 1-31 folders can 
be rotated through the monthly guides to keep the 
system working efficiently. As soon as the first of the 
month is past and all matters contained in the folders 





CONVENTION MUSICIANS DO THEIR STUFF.—(Top) Jack 
Rosevear, professional musician, and Max Gail, General Office 
Supply Co., Detroit, whose synchronized playing furnished a 
lively opening for several of the sessions. The man standing 
was a visitor who took opportunity to provide some im- 
promptu vocalizing. (Lower left) Jack Rosevear with his port- 
able grand piano (bantam model) on which he played music, 
classical and otherwise up and down the aisle. (Lower 
right) General Manager Garvin at the piano before opening 
the second day session. 
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have been either attended to or set ahead to a new 
date, the number 1 folder from the daily set can be 
shifted back of the next month and be available for 
receiving new follow-up material for that date. In 
some cases where follow-ups are in considerable vol- 
ume and are dated ahead for several months, it is 
more efficient to use three or four sets of 1-31 folders 
in this layout as you can readily understand. 


Some of you may find useful a suggestion which is 
not strictly in the field of the dealer’s own filing sys- 
tems. It is an idea for carrying your stock of law 
blanks in legal size expanding file pockets. This 
arrangement provides a very neat and orderly method 
for keeping law blanks. The form number and title of 
the law blank can be noted on the tab of the file 
pocket and inasmuch as these file pockets are available 
in one and three-quarter and three and one-half 
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inch expansion, considerable quantities can be carried 
in each file pocket. However, if two or three file ets 
are needed to carry the stock of any one form, there is 
no objection to arranging the layout on that basis. 
This not only provides an orderly storage system but 
demonstrates the use of expanding file pockets as well. 

All these suggestions for the dealers’ own filing sys- 
tems are not intended to represent the ideal answer 
for each and every dealer. There are many supple- 
mentary systems — perpetual inventory systems, for 
instance—which can be and are in many cases, very 
effectively and efficiently used by office supply dealers 
in various parts of the country. The chief purpose of 
this presentation has been to offer a few basic ideas 
for efficient filing in the dealer’s own office, and to sug- 
gest the valuable sales training which can be gotten 
as a by-product of a modern and efficient office. 


The subject, “Importance of Sales Managers” was presented in the form of a 
spirited dialogue between E. A. Keeling, Art Metal Construction Company, James- 
town, N. Y., and vice-president of the sales managers division of N. S. A., and 
General Manager Garvin. It was an unrehearsed offering for which no script had 
been written. Many points were brought out dramatically, enlarging the under- 
standing and appreciation of those in attendance at the session. 


Selecting Salesmen 
Speaker P renenil 


Important Subject as 


Ti. | a of Sales 
Management 


HE LATTER part of July I visited Charlie Garvin 

in Washington and we discussed the convention 
program. Among other things he stated that the sales 
manager was the forgotten man. Due to his past 
experience he recognized the importance of sales man- 
agement and therefore he was going to do something 
about it. In fact, he was going to devote an entire 
afternoon of the convention to a discussion of sales 
management functions. 

Our conversation dealt with the different aspects of 
sales management such as selecting, compensating, 
training, stimulating, and supervising salesmen. Char- 
lie asked me which one I considered the most impor- 
tant and my answer was “Selecting,” for the simple 
reason that we can’t obtain maximum results from any 
sales program unless we start out with good material. 

Charlie stated that he had picked “Selection of 
Salesmen” as one of the topics for the sales manage- 
ment portion of the program and asked me to handle 
it. Realizing the great importance of the subject, I 
told Charlie that I hesitated to “stick my neck out” 
by telling a group of dealers how they should select 
their salesmen. 


Decide to Use Survey to Determine Conditions 
in the Industry 


On practically every trip in the field each dealer 
I visited would eventually get around to the question, 
“Where can I find a couple of salesmen?” I was 
anxious to learn more about the subject so I told 
Charlie that I would handle it on the basis of con- 
ducting a survey and finding out some of the condi- 
tions that existed in our industry. 

One part of this survey brings out the amazing fact 
that more than 92 per cent of the dealers who sent in 
questionnaires are in need of one or more salesmen. 
Under these conditions it is quite evident that the 
subiect is worthy of considerable thought. 

In handling this subject I would like to classify the 
material under these headings 





By H. C. ANDERSON 
General Sales Manager, 
The Globe-Wernicke Co., 


Cincinnati, Ohio 





1—Unfavorable conditions brought about through a 
poor selection job; 

2—Analysis of N.S.A. Selection of Salesmen Ques- 
tionnaire; 

3—How can we do a better job in selecting salesmen? 


Unfavorable Conditions Through a Poor Selection Job 


Here are some indictments that have been made 
against sales management. A few would-be authori- 
ties go so far as to say that ninety per cent of the 
men now selling should be in other vocations. Some- 
times we are inclined to believe them when we analyze 
the results of sales organizations and find that twenty- 
five per cent of the men are doing seventy-five per 
cent of the business and seventy-five per cent of the 
men are only accounting for twenty-five per cent of 
the volume. 

Statistics show that nine out of ten businesses last 
less than ten years. Undoubtedly poor management 
has accounted for a large percentage of these failures. 
However, seldom do we find that a company with a 
hard-hitting sales organization fails. 

Twentieth Century Fund, in their recent report, 
pointed out the cost of a product to be forty-one 
per cent manufacturing and fifty-nine per cent dis- 
tribution. However, I believe that they failed to point 
out the fact that a lot of this distribution expense 
can be attributed to the number of services that most 
of our customers demand. 

Some thoughtless and uninformed persons are claim- 
ing that selling and advertising are unnecessary ex- 
penses. They fail to understand that increased volume 
means lower costs to consumers which is most eco- 
nomically obtained through advertising and sales ef- 
forts. How could the price of the electric refrigerator 
have been reduced from $600.00 to $100.00, or how 
could Chevrolet or Ford each sell approximately a 
million cars this year without the use of advertising 
and sales organizations? 

For the past several years we have been experiencing 
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continual increases in taxes and with the defense pro- 
gram just getting under way we can look forward to 
many additional tax increases and various increases 
in costs of doing business. It is not going to be pos- 
sible to increase our price every time we are faced 
with a new tax. A lot of these taxes are going to 
have to be absorbed and it seems to me that one of 
the best places to absorb them is through more effi- 
cient selling. 

What’s the net result of the effect of all these indict- 
ments? First, fewer good men are attracted to the 
selling profession due to unfavorable propaganda of 
“crack pots.” They are observing the heavy turnover 
and in many cases the low earnings of the average 
salesman. Good prospective sales material will not 
be attracted to industries where the average sales- 
man’s earnings are low and the turnover high. 

At a meeting in Louisville one of the office furniture 
dealers there mentioned that last spring he had posted 
a sign in the high school asking seniors interested in 
selling to pay him a visit. He was surprised when not 
a single graduate replied to his ad. Undoubtedly there 
was a large percentage of graduates looking for jobs 
but the opportunity offered was not attractive to them. 


Analysis of “N.S.A.” Selection of Salesmen 
Questionnaire 


Before we can decide what we are going to do about 
improving our performance in the selection of sales- 
men, let’s analyze the results of the questionnaire. 


Question No. 1—How Many Good Salesmen 
Do You Need? 


Percentage Salesmen Needed 


8 per cent 
15 per cent 
30 per cent 
23 per cent 
8 per cent 
2 per cent 
4 per cent 10 
10 per cent All they can get 
100 per cent 
Average number of additional salesmen needed per 
organization—2'4 
Average number of salesmen employed per organiza- 
tion—31', 

Ninety-two per cent of the dealers need more sales- 
men. A further analysis shows that the requirement 
is slightly more than two and a half salesmen per 
organization. The seriousness of these conditions can 
be realized when we consider that the average sta- 
tionery organization employs approximately three and 
one-half salesmen. 

Isn’t it reasonable to assume that many of these 
dealers wouldn’t be looking for salesmen today if they 
had done a better job of selecting an errand or stock 
boy five or ten years ago? In other words, instead of 
selecting an errand boy they should have selected 
a potential salesman and developed this material in 
their own organization. 

Since there is a relationship between question No. 2 
and No. 6, let’s analyze them together. 
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Question No. 2—What Are the Three Best Sources 
for Obtaining Salesmen? 
31% Develop in own organization (1) 
19% Other Industries (2) 
16% Schools— (3) 
College—8% 
High School—5% 
Bus. College—3% 
10% Newspaper Ads (4) 
10% Recommended by own salesmen, 
friends, purchasing agts., etc. (5) 
7% Employment Agencies— (6) 


Private—4% 
Government—3% 
7% Competitors ( 


Question No. 6—What Industries Do Successful Sales- 
men Come From in Your Organization? 


From Own Inside Organization (1) 
Other Industries (2 


27% 
26% 


z) 
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25% Schools— (3) 
College—15% 
High School—10% 
12% Retail Sales Work (4) 
10% Specialty Salesmen (5) 
100% 


The April 23, 1940, issue of Printers’ Ink carried 
an article, “Where Do Good Salesmen Come From?” 
The article concluded by saying, “Current trends in 
sales management, however, indicate that more and 
more organizations are finding at least part of their 
answer within their own factory walls.” It is good to 
see that more salesmen are coming from the dealer’s 
own organization than from any other source. This is 
certainly an indication that our industry is off on the 
right foot. 

In going through the questionnaires, I observed that 
the dealers went out of their way to make the point 
that you don’t find salesmen—you have to train them. 

It is good to see competitors as a source for sales- 
men occupy the last position under question No. 2. 
Referring to question No. 6, you will note that the com- 
petitors do not rate as a successful source for looking 
for salesmen. 

Particularly note the relationship between the results 
of questions Nos. 2 and 6. In both instances the first 
three items occupy the same position under each 
question. 


Question No. 3—How Many of These Tests Do You 
Make in Selecting Salesmen? 


Percentage 
10% Reference Letters 
64% Application Blanks 
46% Retail Credit Co. Moral Risk Report 
46% Intelligence Tests 
20% Health Examinations 


One dealer in answering this question stated that 
all he looks for is an honest man. I think that all of 
us know a lot of honest men who would make very 
poor salesmen. 

These results indicate that in too many cases, most 
dealers select salesmen without a selection procedure 
or at least we can say that their selection procedure 
is too brief. 

Here again there appears to be a relationship be- 
tween questions No. 4 and No. 9, so let’s analyze them 
at the same time. 


Question No. 4—What Five Qualities Do You Look for 
in Selecting Salesmen? 


75°—Personality (1) 
61%—Appearance (2) 
60°—Intelligence (3) 
36% —wWillingness to Study (4) 
32°—Honesty (5) 
30%—Ambition (6) 
21%—Sales Experience (7) 
18%—Habits (8) 
16%—Health (9) 
10%—Knowledge of Business (10) 
10% —Resourcefulness (11) 
9%—Alertness (12) 
9°%—Courage (13) 
2%—Office Experience (14) 
Question No. 9—Why Do Salesmen Fail in Our 
Business? 
35°%—Lack of Industry (1) 
28%—Lack Sales Qualifications (2) 
16%—Refuse to Study (3) 
9%—Insufficient Training (4) 
8%—Bad Habits (5) 
%—Lack of Proper Supervision (6) 


Ambition occupies sixth position under Question No. 
4, however, lack of ambition, or in other words, lack of 
industry, accounts for the largest percentage of fail- 
ures as indicated in the results under Question No. 9. 
So it seems that we should place more emphasis on 
the individual’s ambition. 

Let’s place personality, appearance, intelligence, etc., 
under the general heading of sales qualifications. By 
making this general classification under Question No. 
4, it is quite apparent that we should continue to 
analyze these qualifications inasmuch as lack of sales 
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DELEGATES FROM FAR AND NEAR GATHER IN CHICAGO 


i 


Seated: Oscar Taylor, L. J. Peacy, Harry Anderson. 
Standing: John DePew, John Burgess, all of Zion Office 
Supplies. 


. Carl Johnson and E. F. Daily, Meilink Steel Safe Co. 


- Hugh McNally, Robinson Mfg. Co.; Joe Burton, Under- 


wood Elliott Fisher Co. 


Seated: W. W. Maas, Rockwell-Barnes Co.; Ed Klebba, 
Klebba’s, Royal Oak, Mich.; Ed Conlon, Rockwell-Barnes 
Co. Standing: Robert Fortman, Rockwell-Barnes Co.; Bill 
Cavanaugh, Henri Petetin, Inc., New Orleans. 


Seated: T. W. Norris, Columbian Art Works, Inc.; Joe 
Kral, Buckeye Office Supply Co., Cleveland; William Hoge, 
The General Fireproofing Co.; E. B. Mason, Stein Bros. 
Mig. Co. Standing: Tony Dopke, Peerless Key-Imperial 
Mig. Co.; Howard Pfau, Central Desk Mig. Co.; William 
Manthei, Stuebe Printing & Binding Co., Green Bay, Wis. 


Mrs. Follin, Riverside, Ill; M. V. Follin, manufacturers’ 
representative. 


C. J. Cooper, G. J. Sengbusch, A. G. Schaefer, Seng- 
busch Self-Closing Inkstand Co.; George Evans, Amer- 


li. 
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ican Hard Rubber Co.; Ward H, Silliman, Sengbusch 
representative. 


Norman Gerth, Gilbert Bosse, E. H. Finegan, all of Im- 
perial Desk Co. 


George Douglass, W. L. McCullouch and G. W. Reinhardt, 
Finch & McCullouch. 


J. A. Brown and Oscar A. Wilkerson, Jr.. Security Steel 
Equipment Corp.; Al Gould, Victor Safe & Equipment 
Co.; Oscar A. Wilkerson, Sr., Security Steel Equipment 
Corp. 


Irving Levy, Art Steel Co., Inc.; A. Skagseth, Skagseth 
Staty. Co., Miami, Fla.; Herman Price, Eagle Pencil Co.; 
Leon Banov, Art Steel Co., Inc. 


Charles Marshall, Ivan Allen-Marshall Co., Atlanta; Wood- 
son P, Waddy, Everett Waddey Co., Richmond, Va.; 
Claude Conger, Trussell Mfg. Co. 


. Ed Klebba, Klebba’s, Royal Oak, Mich.; Mrs. Klebba, 


who with her husband was badly shaken up when their 
car was destroyed en route to the convention. 


Arthur A. Barth, Lou Koerner and William Brown, all of 
Jasper Chair Co., pictured in their display booth. 
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qualifications occupies the second position under Ques- 
tion No. 9. - 

Willingness to study rightfully deserves attention. 
Under Question No. 9 please note that “refuse to study” 
is the third most important item in the list of items, 
“Why Salesmen Fail in Our Business?” 

Genuine enthusiasm is needed in selling. Did you 
ever see an enthusiastic sick man? The answer is nat- 
urally no. Therefore we should make sure the sales- 
men we select enjoy the best of health. 

It is often said that we seldom recognize our own 
weaknesses, and it is equally true that if we do rec- 
ognize our own weaknesses we usually say nothing 
about them or attempt to cover them up. I believe 
that if it was possible to accurately measure the rea- 
sons why salesmen fail, we would find lack of proper 
supervision high up the list under Question No. 9. 

Fortunately, in going through some of my material I 
found a copy of an address made by J. C. Aspley, presi- 
dent of Dartnell Corporation and past president of the 
National Federation of Sales Executives, given before 
the St. Louis Sales Managers’ Bureau, entitled, “Why 
Salesmen Fail and What We Can Do About It.” This 
material was based on the actual experience of 103 
sales managers with 624 salesmen. Let’s see what Mr. 
Aspley found out. 

31%—Lack of Industry 
12%—Fail to Follow Instructions 
12%—Inadequate Knowledge 
10%—Lack of Fighting Spirit 
10%—Lack of Determination 
8%—Dishonesty 

8%—Lack of Enthusiasm 
4%—Lack of Tact and Courtesy 
4%—Drink and Gambling 
1%—Poor Health 





100% 

His first item, “lack of industry,” occupies first posi- 
tion with the percentage very much in line with the 
results of our survey. 

His items, such as fighting spirit, lack of determina- 
tion, lack of enthusiasm, lack of tact and courtesy, I 
have grouped together under the general heading, 
“lack of sales qualifications.” So we can see that lack 
of sales qualifications account for a large percentage 
of the failures. 

His items dishonesty, drinking and gambling, in our 
survey have been classified under bad habits, so by 
making this adjustment we find these two things very 
much in line. 


Question No. 5—When Employing Salesmen, What 
Age Do You Prefer? 


Percentage Age 
12% 18 to 20 years 
28% 20 to 25 years 
43% 25 to 30 years 
10% 30 to 35 years 
1% 35 years and older 
The past ten years of depression has wrecked a large 
number of sales organizations. The recently enacted 
Conscription Law will draw its numbers from the 
groups falling between ages twenty-one to thirty-five 
inclusive. 
Ages between twenty-five and thirty appear to be 
the most popular group. 


Question No. 7a—What Is the Average Cost of Develop- 
ing a New Salesman Until He Pays His Own Way? 


25% $ 300. to $ 500. 





15% 500. to 1000. 
20% 1000. to 1500. 
6% 1500. to 2000. 
6% 2000. to 2500. 
3% 2500. to 3000. 
25% Don’t Know 
100% 


(Average—$1050.00) 
Question No. 7b—How Long Does It Take? 


22% _3 to 6 months 
9% 7 to 11 months 
25% 12 months 

13% 12 to 24 months 


21% 24 months 
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1% 24 to 36 menths 
3% 36 months and up 





100% 
(Average—18 months) 


Ja—Cost to Develop a New Salesman 


In both of these tabulations there seems to be a 
wide difference in opinion. Some of this variation may 
be attributed to the types of compensation plans. In 
other words, if one dealer pays a salesman a Salary 
and drawing account where another dealer pays only 
straight commission, naturally there is going to be a 
difference in dollars and cents cost and the time re- 
quired to get a salesman on a paying basis. However, 
the results tie in fairly well with similar surveys made 
on this subject. Recently Dartnell Corporation, in sur- 
veying a large group of industries of various types, 
found that the training costs ran from $250.00 mini- 
mum to approximately $2500.00 maximum. 

A further analysis of the results shows that— 
40%—somewhere between $300. and $1000. 
35%—somewhere between $1000. and $3000. 
25%—don’t know 

The mathematical average figures approximately 
$1050.00. 

7b—How Long Does it Take? 

A further grouping of the material produces this 
result: 

31% claim somewhere between 3 and 11 months 
59% claim somewhere between 12 and 24 months 
10% claim more than 24 months 

The mathematical average figures approximately 18 

months. 


Question No. 8—What Is Your Batting Average in 
Selecting Capable Salesmen? 


Percentage 1 Out of 
3% 


17% 
24% 
21% 
20% 
6% 
9% 


100% 

Referring again to Printers’ Ink article, “Where Do 
Good Salesmen Come From?”, a sales manager of a 
large mid-western company Selling through grocery 
stores, recently said: “Our batting average in picking 
good salesmen is just about twenty-five per cent. In 
other words, out of every twelve men I estimate that 
three will attain varying degrees of success with us. 
The other nine will have varying degrees of failure.” 

The mathematical average figures slightly above four 
and I believe you will find this batting average fairly 
well in line with industries that fall in the same classi- 
fication as ours. 


Question No. 10—What Compensation Plan Do 


COQuU-F Whe 
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You Use? 
20% Salary 
30% Salary and Commission 
11% Salary and Bonus 
10% Drawing Account 
11% Straight Commission 
12% Percentage of Gross Profits 
6% Drawing Account and Commission 


The plan showing the largest percentage does not 
necessarily mean that it is the best plan to use. How- 
ever, these results indicate a strong tendency to get 
away from a straight salary and adopt some form of 
compensation plan that offers an incentive such as 
salary and commission, salary and bonus, or per- 
centage of the gross profits. 

What percentage of failures in sales work can be 
attributed to the compensation plan? Some times I 
think that one of the major evils of the industry is the 
fact that an individual armed with a wide line of prod- 
ucts can pick up enough business on an order-taking 
basis to earn sufficient money to get by on. Due to 
the nature of our industry it appears advisable to in- 
ject into the picture every legitimate and possible 
incentive to encourage the salesmen to do a better 
selling job. 

N.S. A. has compiled a manual on “Compensation of 
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Salesmen” and I would recommend that if you haven’t 
recently checked over your compensation plan that you 
secure a copy of this manual and check up on your 
procedure. 

Now with the facts of the survey before us, what are 
we going to do about it? My suggestion is that you 
ask yourself the question: “How Can We Do a Better 
Job of Selecting Salesmen?” 

I don’t think that we have to go to another industry 
to find out the value that can be secured from a piece 
of research work. N.S. A., through their studies on the 
“Cost of Doing Business,” has done an excellent job in 
educating the dealer as to just what it costs him to do 
business. True enough, dealers with a knowledge of 
just exactly what it costs them to do business, will go 
out and take business that doesn’t include this entire 
cost, but on the other hand, all the time they are con- 
scious of the fact that the odds are against them and 
they are pretty much kidding themselves when they 
take an order at a price that doesn’t include the full 
cost of doing business. 

This survey has brought out some very pertinent 
points— 

No. 1—Ninety-two per cent of the dealers need better 
salesmen. 

No. 2—Your organization is the best place to develop 
salesmen. 

No. 3—Most dealers need a definite plan for the “Se- 
lection of Salesmen.” 

No. 4—“Lack of Industry” accounts for the greatest 
number of failures. 

No. 5—Forty-three per cent of the dealers prefer sales- 
men between twenty-five and thirty-five years 
of age. 

No. 6—$1050.00 is the average cost before getting a 
salesman on a paying basis. 

No. 7—Eighteen months average time is required to get 
a salesman on a paying basis. 

No. 8—Batting average in selecting capable salesmen 
is approximately one out of four. 

These are interesting facts on the selection of sales- 
men problem. Now we should ask ourselves, “What 
are we going to do with this information?” 


In studying the reasons for the success of many of 
our large organizations today I believe in many in- 
stances we will give a large portion of the credit to 
an outstanding job of selecting personnel. Not only in 
the sales department, but personnel used throughout 
the business. The results obtained from this work are 
brought about through a well defined and organized 
selection of salesmen procedure. These companies long 
ago discarded the hit-and-miss plan of selecting per- 
sonnel. 

The survey has pointed out many reasons why sales- 
men fail and other weaknesses in selection of sales- 
men, so with these facts before us. let’s start to set 
up a Selection procedure program. It will mean work, 
but according to the facts brought out in the survey, 
our poor job of selection is costing us a lot of money, 
so we can afford to spend some time and money in 
correcting this trouble. 

Also, when we talk to an applicant, let’s talk to him 
in terms of five, ten, fifteen years—get away from just 
interesting him in your company by offering him a job 
—interest him in making selling his career. 

Here is a list of tools that you may want to use in 
your selection of salesmen procedure. In using these 
tools don’t let them supplant judgment, which will 
always be the most important factor in making a 
selection. 

1—Apoplication blank 
2—Reference inquiry blank 
3—Retail credit moral risk report 
4—Health examination 
5—Standardized interview record form 
6—Sales qualification tests— 

a. Vocational interest blank 

b. Mental ability 

c. Personality traits 

d. Sales aptitude 

e. Sales instinct or sales sense. 

Standard forms that have been developed over a 
period of time in most instances will do a better job 
than a dictated letter. The majority of these forms, 
other than the tests listed under item 6, are available 
through organizations such as Dartnell Corporation of 
Chicago and Sales Management Magazine, New York 
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City. The sales qualification tests are available through 
other sources that I will mention later. 

By establishing a selection of salesmen procedure we 
set up standards for selling and by setting up stand- 
ards we are going to place selling in the profession 
category just the same as law, medicine, and engineer- 
ing have been placed in the professional category 
through the establishment of standards. 

Under the selection of salesmen tools chart I have 
listed some of the various tests that are now being 
used in determining sales qualifications. At the same 
time it should be understood that all people interested 
in test work have been very emphatic in the statement 
that tests are not a substitute for judgment. 

Although little is generally known about selection 
tests, they were first used in the last World War by 
the Army. Tests bring out certain facts that can’t be 
secured through observation or conversation. 

However, there seem to be two schools of thought 
on the use of tests. One school claims that it is haz- 
ardous to do anything with tests unless you have an 
experienced person build one for your particular re- 
quirement. In other words, they compare tests to 
medicine. Iodine is a good medicine and it will prevent 
infection if used externally. On the other hand, iodine 
can prove fatal if taken internally. 

The other group contends that certain stock tests 
have been developed that can be used in measuring 
- individual’s sales qualifications for a typical sales 
job. 

If you are interested in further investigating the use 
of tests in selection of salesmen, I would suggest that 
you do three things. First, get from the library all the 
information that has been written on the subject. It 
is quite a recent development and I don’t think you are 
going to find very much material in periodicals. How- 
ever, here are some interesting articles that you can 
start with: 

American Management Assn., 330 W. Thirty-second 
street, New York City 

“Interest and Sales Ability”’—Edw. K. Strong, Jr.., 
Stanford University, Stanford, Calif—The Personnel 
Journal. 

“Sales Personnel Techniques—Marketing Series 
No. 39.” 

“Scientific Selection of Salesmen”—Robert M. Mc- 
Murray, Psychological Corporation, New York City— 
Personnel, May, 1939. 

“Selection System for Salesmen’’—Dr. Verne Stew- 
ard—Personnel, Page 124, February, 1940. 

Sales management magazine, 420 Lexington avenue, 
New York City 

“Some Simple ABC’s About Aptitude Testing for 
Salesmen’’—Jack Klein—September 1, 1940. 

“Hiring Rules that Help to Keep ‘Lemons’ Off the 
Sales Force”—Jack Klein—October 10, 1938. 

“How Accurately Can Aptitude Tests Appraise 
Potential Sales Ability?” 

Life Insurance Research Bureau, Hartford, Conn. 

“Evaluating Selection Tests’—Albert Kurtz, Ph.D. 
—Management magazine, May-June, 1939. 

National & Industrial Conference Board, Inc., 247 
Park avenue, New York City 

“Use of Tests in Employment and Promotion.” 
Future Publishing Co., 134 N. LaSalle street, Chicago, 


Ill. 
“Scientific Personnel Selection”—November, 1937. 

Systems and Business Management 

“Do Salesmen Tests Work?’—Richard S. Schultz, 

Ph.D., Psychological Corp.—September, 1934. 

Second, write to one or more of the companies listed 
below for information on selection of salesmen tests. 

Jack Klein, 329 West Seventy-sixth street, New York 
City. 

Personne! Institute, 225 N. Wabash avenue, Chicago. 

Psychological Corporation, 522 Fifth avenue, New 
York City. 

Verne Steward, M.B.A., Ph.D., 5741 Chesley avenue, 
Los Angeles, Cal. 

Edward K. Strong, Jr.. Professor Psychology, Stan- 
ford University, Stanford, Calif. 

Third, before you use stock tests on prospective 
salesmen, try them out on several members of your 
organization. Then compare the results with the per- 
formance of the different individuals. In other words, 
find out if the salesmen who rate highest in the tests 
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are your best producers and the fellows who rate low- 
est are the low producers. : ar 
We can sum up the present status of testing by citing 
an extract from Sales Management magazine com- 
menting on an article regarding selection of salesmen 
by use of tests. ; 
“Because sO many companies are just beginning to 
do aptitude testing, no body of research data yet 
exists in most of them which covers a long enough 
period, or enough men, to constitute anything which 
can properly be called proof. However, we do know 
this: In many cases where aptitude testing has been 
intelligently done, the trend is unmistakably toward 
greater accuracy in appraisal of actual or potential 
sales ability than has heretofore been possible under 
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methods of hiring which rely almost entirely on the 

judgment of executives.” 

In selecting future salesmen, let’s employ men who 
have these basic qualities: 

1—Honesty and good habits 

2—Health 

3—Willingness to work 

4—-Willingness to study and take suggestions 

5—Sales qualifications — personality, intelligence, 
appearance, etc. 

After the sales management has done its best job on 
selection, its obligation has just started. To get maxi- 
mum results the sales management must continuously 
train, motivate, and supervise, just as long as the 
salesman is a member of the sales organization. 


Stimulating Salesmen 
ret Whehly Bulletin on “Whast " Reading abiat for alsin 


HAT a subject that is to have as- 
signed to you on rather short no- 
tice. So many volumes have been written 
and speeches made about salesmen, sales 


By 0. G. BAYLESS 


Lowman & Hanford Co., 
Seattle, Wash. 


much time in preparation for a call as 

you expect to spend in the call itself. 
There are many methods used in mak- 

ing a sales approach and in beginning a 


stimuli and selling that it is not easy to President, Sales conversation. It is not our desire 
avoid overlapping what someone else has National Stationers to suggest anything contrary to the in- 
said or written. Mcteialiiitinn structions given to any salesmen. We 


One of the most effective short but 
stimulating articles I have recently read 
was the July 30 issue of the Weekly Bulletin for Sales- 
men published by Babson’s Statistical Organization to 
which we are subscribers. Many of you dealers, manu- 
facturers and salesmen may be receiving this service 
and have found it as valuable as we have but for the 
benefit of those who do not, I am taking the liberty of 
reading it to you. 

Going to Town 


Down South, years ago, there was a jerkwater rail- 
road with the reputation that it never adhered to 
— Its time card was regarded as a practical 
joke. 

A certain salesman who rode over the line frequently 
got off at his destination one day and hailed the con- 
ductor. “Old man,” said he. “accept this cigar as a 
slight token of gratitude.” “Why?” inquired the other. 
“Because I’ve been traveling on this road for twelve 
vears and this is the first trip the train ever got in 
exactly on time.” “Mister,” said the conductor, “that 
Jooks to me like a mighty good cigar and I’m mighty 
fond of smokin’. But I can’t take anything on false 
pretenses. I’ve got to tell you the truth. This isn’t 
today’s train. This is yesterday's train.” 


‘ a can’t “go to town” today on yesterday’s 
rain. 

Methods which helped them go places, even a few 
years ago, may not get them there now. Some of the 
vehicles of good selling are always reliable: others 
need constant repair; some should be turned in for 
new models. 

The necessity for knowledge of product is so funda- 
mental that it does not seem necessary to mention it. 
vet there are many salesmen clogging up recention 
rooms todav who are lacking in this basic requirement. 
Surely a buyer has the right to insist that a man taking 
uv his time should have a reasonablv intelligent knowl- 
edge of what he is offerine—enough af least so that 
the salesman can lead rather than follow the buyer 
in a discussion of it. 

A few vears ago a knowledge of his product was 
considered abort all a salesman needed in the way 
of information but now to be a reallv good salesman 
vou have got to know the buver’s needs and problems 
also. You should not approach a buyer unless you 
know enouech about his business and requirements to 
suggest definite ways in which your own product can 
be used to his best advantage. There may be cases 
where this is not practical but the general idea is 
sound. A pretty good rule to follow is to spend as 


often wonder, however, if after all a 
simple, direct method of approach is 
not the best. Tell a man your name, tell him whom 
you represent, tell him what you are there to Sell, 
if he does not already know. Then you get im- 
mediate action without wasting your own time or 
his. At times there is too much of this creeping up 
from behind on the real object of a salesman’s visit. 
Some salesmen think their approach to the actual 
sale must be so gradual as to offset the idea that they 
really came to sell anything. They try to make the 
sale seem casual and incidental. It is not—and, of 
course, the buyer knows it. 

The chances are that from one-fourth to one-half 
of the time spent in the average sales conversation 
could be saved without affecting in any way the sales 
value of the visit or the friendly relation which you 
wish to establish. Did you ever consider how long you 
could afford to spend in a sales talk in the interest of 
your company, of yourself, and of the buyer? Natur- 
ally there are many things to be considered and each 
case must be judged bv itself but the idea that a lot 
of time is wasted in sales talks is a sound idea. 

If you are a PERSONALITY salesman we do not wish 
to underestimate the value of this: neither would we 
wish you to overestimate its value to the extent of 
putting so much faith in it that you neglect things 
which are more essential. 

We hope that you are a TACTFUL salesman but if 
we had to choose between Tactfulness and a good 
Fighting Spvirit we would select the blunt man. Ag- 
aressiveness may, of course, be overdone but the fact 
remains that it seldom is. 

PERSISTENCY is a great thing in selling but be sure 
that your persistence is intelligently directed, other- 
wise you may simplv be wasting time and effort. 

It is a fine thing to be a GOOD SPORT, but an easy 
loser is more likely to lose a lot of orders than a poor 


loser. Don’t be too good a loser—and especially not 
too easy a loser. You can’t “get to town” on that train 
either. 


Each week we receive this bulletin which usually 
contains only the favorable asvects of the current 
economic situation, the brighter side of things in gen- 
eral. We insist that these be read by our sales force, 
initialed and returned to mv desk. In using this sys- 
tem. we are sure they will be read. Our force looks 
forward to these as a very definite stimulation to their 
optimistic attitude. 

Optimism is a very necessarv attribute that every 
salesman must have to be really successful. If by 
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House of 
riendship 


FGISTRATION 


UNUSUAL CAMERA STUDIES AT THE N.S.A. CONVENTION 

1. Tom Gillice, chairman of the House of Friendship com- 
mittee, making a sale to Bill Weber, Ace Fastener Corp., 
while Harry Nichols of Weis Mfg. Co., looks on. 

2. The Horder Chorus singing at the banquet. 

3. President Owen G. Bayless with ten golf trophies before 
him which were won by members of the manufacturers 
team in the annual tournament. 


nature he is inclined to be a pessimist, he must change 
or be changed! 

So, to me, it is all important to try in every reason- 
able way to encourage the habit of looking for the 
brighter side of every unfavorable condition that may 
confront our sales force. 

Every so often I believe it is a good idea to remind 
our Sales force that the profession of selling is really 
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4. Ed Little, Wabash Cabinet Co., the N.S.A. banquet chair- 
man, serving Billy Allen, American Lead Pencil Co. and 
(side to camera) B. G. Wiley, All-Steel-Equip Co. 

5. Ray Hammond (right), National Blank Book Co., selling 
N.S.A. membership to Gus Martin, Shannon Office Equip- 
ment Co., Fort Dodge, Iowa. He made the sale. 

6. Chairs donated by Artility Metal Products, Inc., as con- 
vention prizes. 


NO. 1—right at the top of the list of things to be done 
in this world. 

Let us think about that statement for a moment. 
Cartainly we all know what salesmen are! They are 
the men representing manufacturers who call upon 
retail distributors or jobbers. They are the men who 
call upon the consumers—the customers of the retail- 
ing distributor. They are the men (and women) who 
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serve customers in our stores. They are the folks 
who sell or trade goods and services to someone else 
for money, marbles or chalk. 

Well, that is “old stuff,” you are thinking. So it is, 
but did you ever stop to realize who in the world today 
is not a salesman? 

The most successful architect of your acquaintance 
is a super-salesman, so are the most successful doctors, 
lawyers, engineers, big business executives, certified 
public accountants, clergymen, dentists, advertising 
executives, etc. Thev sell ideas, or sell you upon them- 
selves and their ability to render the service you require 
better than someone else. They Sell intangibles, the 
toughest selling in the world. They perfect their 
knowledge in their chosen field. They must continue 
to study changing conditions, new methods and above 
all else develop vision to analyze the needs of their 
patient or client. Then they must plan or chart the 
course to be taken and Sell that plan of procedure to 
the other mind or minds by logical reasons, backed 
up by x-ray pictures, briefs, plans, specifications, draw- 
ings, models, samples of materials or whatever else 
may be required to stimulate favorable action. 

This line of reasoning I believe should be brought 
to the attention of all sales forces every so often. 

First—to emphasize how much easier it should be 
to sell the merchandise of our industry because we have 
tangible samples to show and demonstrate. 

Second—to draw upon the methods used in other 
fields of selling—the so-called professions for instance. 
By combining their technique with our tangible mer- 
chandise is what makes the difference between a star 
salesman and the order taker. 

Third—to know enough about the thousands of items 
in our industry, to know enough about our customers’ 
businesses to really sell the right items to increase the 
efficiency of their organizations. That type of selling 
results in a friendly, sincere business relationship. 
Several times it has warmed the cockles of my heart 
to have some purchasing agent say, “I am always glad 
to see your man, Blank, come in and no matter how 
busy I may be, I steal a few minutes for an interview.” 
My natural answer is, “Certainly glad to hear that 
and we do appreciate the volume you give us through 
him. May I ask why you are always glad to see Blank?” 
One purchasing agent came back with the statement, 
“It is because Blank always has something interesting 
to show or tell me about—something that he had 
observed that might improve our method of record 
keeping or step up efficiency of our office. Frequently 
he tells me about some new article that is vastly 
superior to what we are now using. at the same or 
slightly higher price. and best of all. he knows why 
it’s better. He has a keen, quick mind that acts like a 
tonic on me, in sharp contrast to many salesmen who 
call. I hope you have more like him.” 

So this is one of the true life tales I delight to tell 
our sales force about at our next weekly sales meeting. 

Speaking of sales meetings, we do hold one every 
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Saturday morning. I line up a schedule, usually for 
two months ahead, asking for volunteers or designating 
certain men for definite dates. We subscribe for Dart- 
nell Service and give each man his bulletin in advance 
so he may read it over and supplement it with some 
of his own experiences. The reaction sometimes is 
quite surprising and lively discussion follows. This 
system I believe acts as a mental stimulus to all of 
us. At times it is one of the cub salesmen who comes 
through with a brilliant slant at some problem and 
again it may be one of the veterans on our sales force 
who does. 

Whenever I can secure the services of a factory rep- 
resentative who not only knows his merchandise but 
can tell our men how and where to Sell it, I do so. 
We either combine his program with ours, or if he is 
really good we give him all of our time and postpone 
our own schedule one week. 

There are times when we are let down terribly by 
some factory men, but never more than once with the 
same man. Frankly, I feel truly sorry sometimes for 
the lack of knowledge and ability to talk of some 
factory representatives. Here I criticize some sales 
managers for insisting that their traveling men solicit 
the privilege of talking to their dealer sales force 
without adequate knowledge of the line or training to 
properly present it. That, we all agree, does more 
harm than good to all concerned. So I suggest to you 
sales managers and manufacturers, “if the shoe fits— 
put it on.” Do you bring your territory representatives 
in to the factory often enough to fill them full of 
enthusiasm and fresh perspectives so that they can 
return to their territories and relay it properly to your 
customers’ sales forces? If this is impractical, does 
your sales manager visit all territorial representatives 
and hold sales meetings with key accounts so that by 
precept and example he pag learn new and better 
ways of enthusing dealers’ sales forces? 

Stimulating salesmen or stimulating men of all 
capacities from the newest cub salesman on a dealers’ 
sales force to the chief executive of the largest factories 
in our industry is one of the most important things to 
do today. We are on the threshold of perhaps the 
greatest selling opportunity this country has yet seen. 
The months ahead hold splendid rewards for all in 
this industry who sharpen up wits—not sharp practice 
selling—use headwork and plenty of footwork. The 
period ahead will require courage to turn down un- 
profitable business—volume only without profit is just 
a headache for everyone. 

Have you ever watched a squirrel in a cage—running 
his legs off—getting nowhere fast. Who wants to be 
a squirrel? 

I repeat— 

“Salesmen can’t ‘go to town’ today on yesterday’s 
train.” Nor can factories! 

Some sales policies are aways reliable. 

Some need a thorough overhauling. 

Some should be turned in for 1941 models. 
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Anderson, H. The Globe- Bannon, J. .. Defiance Sales 
Wernicke Co., Cincinnati, Ohio. Corp., New York. N. Y. 

Anderson, James L., ilson- Banov, Leon. Baltimore, Md. 
Jones Co., Chicago, Ill. Bansemer, Roy T., Stationers 

Anderson, Mort, A. E. Boyce Co., Tose Leaf Co., Milwaukee, 
Muncie, Ind. Wisc. 

Anderson, R. C., Corry-Jamestown Barger, G. D., Morris Sanford 


Mfg. Corp., Corry, Penna. 
Armstrong, A. D., 
Co., Chicago, Ill. 
Ashley, E. 
mick Co., Bridgeton, N. J. 
Atkinson, James L., Vernon Staty. 
& Prtg. Co., Vernon, Calif. 


Eagle Pencil 
Russell, Ashley-McCor- 


Co.. Cedar Rapids, Iowa. 
Barker, Raymond K.. S_ Barker's 
Sons Co., Cleveland, Ohio. 
Barkley. C. L., C. L. Barkley & 
Co., Chicago, IIl. 
Barkley. Peyton, C. L. Barkley & 
Co., Chicago, TIL 


Co., Holyoke, Mass. 
Baugher A. H., The Carter’s Ink 
Co., Chicago, Ill. 
Baxter, George M., Diehold Safe 
& Lock Co., Canton, Ohio. 
Baxter, George W.. Saginaw Pub 
lishing Co., Saginaw. Mich. 
Baxter, R H., R. H. Baxter Sales 
Corp., New York, N. Y. 
Bayless, Owen G.. Lowman & 
Hanford Co.. Seattle, Wash. 
Beach, Will A., Will A. Beach 
Prtg. Co., Sioux Falls, S. D. 


Dalton, Mass. 

Bishop, R. V., Office Supply & 
Prtg. Co., Cleveland, Ohio. 

Black, J. N.. The Parker Pen Co., 
Janesville, Wisc. 

Blackwell, Reid B. Lewis & 
Fmarine. Council Bluffs Iowa. 

Bledsoe, T. K., Autopoint Co., 
Chicago, III. 

Block, Henry J. E., General Pen- 
cil Co.. Lakewood. Ohio. 

Block, W. F., Victor Safe & 
(Turn to page 231, please) 
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Leather Goods—Their Salability 


Edunstn Exposition of 
1 * Methods yo 
WSuild Snereasing Vohinss 


HIS is really a very interesting subject. I noticed 

on the program it was called “Leather Goods and 
Tneir Salability.” That is a broad topic. You can go 
into a lot of angles, and when you are through, you 
could make three or four more speeches. So I will 
confine my talk to comments from the standpoint of 
an ex-retailer, because I was a retailer for ten or 
twelve years. 

Leather goods is an interesting subject, an interest- 
ing product, a profitable product, and a very old 
product. The Tanners’ Council have issued a book, 
“Romance of Leather,” and Charlie and I argued about 
it. I said he had boasted about five centuries of prog- 
ress in the stationery business, and I read a little 
excerpt from this “Romance of Leather,’ which shows 
the leather is a lot older than the stationery business. 
You have to understand leather and get into the feel 
of it to really appreciate it. In this book, they say that 
some of the most important dates in the history of 
mankind will never be known. When did people first 
use fire? No one knows the answer. Nor does any one 
know when mankind first began to make things of 
leather. Leather undoubtedly was one of the most 
important things in use in prehistoric civilization. 
There is this comment in the third chapter of Genesis, 
the 2lst verse: “Unto Adam also and to his wife did 
the Lord God make coats of skins, and clothed them.” 
Leather garments centuries old have come out of the 
Egyptian tombs, and have been found in a perfect 
state of preservation. 

I have taken into consideration, as an ex-retailer, 
a lot of questions asked me by retail stationers. The 
outstanding thought I gathered was that the leather 
goods business for the stationer has been a confusing 
and complicated thing. When I was in the retail busi- 
ness, I think leather goods, brief cases, portfolios and 
such things were confusing to me. So I thought I 
should present my little story in a manner that might 
clarify it, and take some of the confusion away, and 
let you see it is an interesting commodity and not 
confusing at all. These dealers’ questions, therefore, 
are more or less the basis of this talk. 

What can we do to make our leather goods depart- 
ment less complicated? What can we do to increase 
the sales of leather goods? What types of leather goods 
should we carry? Is it profitable? How should we dis- 
play the goods? How can we get more commercial and 
industrial business? Where is the market? What is 
the difference between split cowhide and top grain 
cowhide? 

It is a bit hard to talk about this to an audience of 
this size, because some of you are doing an excellent 
job on these goods and know as much or more about 
them than I do, and some have yet to put in leather 
goods departments, but I shall try to cover both groups. 

Before we can answer these questions, you first must 
decide which consumer groups you want to sell. In 
analyzing our own business, and the business of some 
other manufacturers similar to ours, we find there 
are three general outlets of merchandise. Students 
buy leather goods. There is a regular over-the-counter 
business, and the doctor, lawyer or candlestick maker, 
who wants a single piece for himself or for a gift, 
and then there is the wider field of commercial and 
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industrial business. Although I have been in the 
leather business for twenty years I shall confine my 
talk to brief cases and binders and portfolios, and 
things of that nature. Many of you carry also bilifolds, 
memorandum books and luggage; but those are sub- 
jects a little too big for me to discuss today. 

It is necessary tnat you get clear in mind which 
one of these three groups, or any two of them, or all 
three of them, you want to study, so that you do not 
get mixed up. 


Twelve Fundamentals 


Get these things clear first. After you think of 
these divisions, and then decide what you want to Sell, 
you will find it is not complicated unless you make it 
so. To demonstrate this a little, I am going to show 
you tne twelve fundamental types of merchandise you 
need to know about, which is tar less than in loose leaf 
or paper business, or some of the others. I talked to 
one of my neighbors here yesterday, and he said there 
were twenty-two different grades of typewriter paper 
that he makes. We do not have any such complication, 
so you will see the leather goods business is not com- 
plicated. I am not attempting to show this as mer- 
chandise, but merely as types. Also, I would like you to 
know that in selecting these sampies, I asked Horder’s 
and three or four of the leather goods manufacturers 
in our industry who are members of the National Sta- 
tioners Association, to loan me these samples for this 
demonstration. 

This small flat envelope is what we call a two-way 
envelope, because it has a zipper on the top and one of 
the sides, for use where some one wants just a few 
papers in it. Then we have another two-way envelope, 
practically the same thing, except that it has a definite 
use and has handles on it, so that it can be used, 
being extra wide, by music students. It will take the 
largest sheet of music, and has the handles so that if 
the student is carrying an instrument case, it is easier 
to carry than if it were just under his arm. These are 
available in any good leather goods line. 

From that was developed what is practically the 
same as the two-way envelope, only we put a zipper 
on the other side, and make it a three-way, so that it 
can be opened all the way around and laid out flat. 
The next development was with the idea of taking the 
three-way envelope and putting a little more capacity 
in it, and that is done by adding a gusset here, and 
making it a little thicker, and being of larger eyo 
and heavier it also has handles on it so that it can 
be carried. The handles can be tucked away, and you 
can carry it under your arm if you want to. This is 
a sixteen-inch case, which answers a large proportion 
of the requirements, but there are many sales of seven- 
teen-inch cases, because that will take legal folders 
and large advertising layouts. This is a seventeen-inch 
case. I have left the jacket on. The manufacturers are 
packing them in cellophane envelopes. The envelope 
keeps it better, and there is also a sort of vitality to it. 
When a customer sees that it is packaged in this cello- 
phane cover, there is a little more respect for the 
merchandise. This is a seventeen-inch case, and it 
also has handles. 

The next item is ring binders, so I have just taken 
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these three pieces, all with one-inch rings, repre- 
senting the three largest selling sizes. As an accessory 
to ring binders there is the usual transparent protec- 
tors, so that they will protect what is in them, such as 
legal testimony or letters. Then for the person who 
needs more than one-inch capacity there are one 
and a half and two-inch ring binders. They are 
larger so that the index guide and material put in will 
have plenty of space. Nearly all large ones, the two or 
three binders, have handles on them. The next item 
is what we call the old original type of brief case with 
which you are familiar and that has an opening at 
the top, a strap brief case. The expansion is prac- 
tically the same on the other two cases, but instead of 
the strap and handles, here we put a zipper on the top, 
and it has disappearing handles, so that you can either 
carry it this way, or slide the handles out of the way 
and carry it under your arm as an envelope. 


Now we come to an increasingly popular type of bag, 
which is like an old-fashioned brief case, has the same 
expansion and capacity, but is made like a traveling 
bag of small size, and it gives quicker accessibility 
than the old-fashioned one. It opens wide. Instead of 
opening with a frame, it is made with a zipper on the 
top to open it. Some are solid on the bottom, instead of 
being collapsible. 

The twelfth and last piece of these fundamental 
types is the old-fashioned catalogue case which has 
its use for many purposes. It is called a catalogue 
case, but is used more for other purposes than it is 
for catalogues. It is used by salesmen of hosiery, 
and salesmen of box goods, cigars, lingerie or other 
things, where they want to carry box material. These 
twelve fundamental styles are all that are necessary to 
set up a leather goods department. The different 
versions of them, and the extent to which you may go 
in variety, price range and leathers, depends on the 
size of your city and the outlets you may have. But it 
shows you the line is simple, and it can be selected 
quickly. 


Leather Goods Selling Not Complicated 


From these pieces I will try quickly to give you a 
simple picture, to show you this is not complicated. 
Decide what you want first. If you are interested in 
student merchandise, and those items are active at 
this time of year, you will need your ring binders, and 
your less expensive numbers of other cases. If you 
have stores conveniently located in spots where there is 
an active student business, you will want that class of 
goods. Other fellows, like Harold Hampton and Ken 
Boyer, who are not interested in student business 
would be interested more in the commercial and indus- 
trial business. I know many of you handle all three 
of these divisions. But you see how simple it is, if you 
get in mind the segregating of the three departments. 
With the students your big season is from August 15 
to October 15. Your next season on student merchan- 
dise runs from about January 15 to February 15, and 
then in the spring there is an éxcellent chance at the 
graduation gift period for leather goods. Then, if you 
are in a neighborhood where you have schools of 
music, you will have quite a sale on these. Buy some 
sheet music, and put it in your cases in your windows. 
It has an appeal to the music students. Then in vaca- 
tion time there is a nice business in student outlets 
in what are known as ring portfolios. 


Now we come to the next group of over-the-counter 
merchandise, and here almost all of these twelve items 
would apply. Some of you might eliminate the large 
catalogue case, but most of the other items would 
apply, and your manufacturer, no matter who is your 
source of supply, would suggest you carry a full as- 
sortment. He would rather you carry a larger assort- 
ment, than have you put in twenty-five pieces of one 
particular item. At the end of your season, and at the 
end of the year, I can tell you, from having been in 
the leather goods business for twenty years, you are 
better off to have an assortment, and not a large stock 
of any particular items. 

When you come to the third subdivision of this 
business, you come to one that is growing rapidly, 
and is exceedingly interesting. I would like to read 
briefly from an editorial, which will give you the 
thought. This is a sort of combination of the over-the- 
counter trade and the commercial and industrial. This 
editorial appeared in “Office Appliances” some time 
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ON OPPOSITE PAGE.—Local and visiting members of the 
industry at the Palmer House convention headquarters. 


1. C. L. Blake, H. P. Frederick, B. G. Wiley, All-Steel-Equip 
Co.; C. Abel, Beloit; Dorothy White, All-Steel-Equip Co.: 
M. B. Jorde, Dunleavy Co., Boston. 

2. Seated: Norman Watts, Office Equipment Co., Inc., Louis- 
ville, Ky.; Charlie Davis, Automatic Pencil Sharpener 
Co.; Arthur Bingham, Boorum & Pease Co.; Bill Kelly, 
Office Equipment Co., Inc. Standing: Leslie Key, Office 
Equipment Co., Inc.; Jack Fecho, Burrows Bros. Co., 
Cleveland; Lou Hoelscher, Hoelscher Staty. Co., Inc., 
Buffalo, N. Y. 

3. H. B. Holmes, R. C. Moore and Carl Land, Columbia 
Ribbon & Carbon Mfg. Co. 

4. Lou Tavernier, Fulton Specialty Co.; Eberhard Faber: 
Joe Pritchard, Pritchard Staty. Co., Chicago. 

5. Elmer E. Bates, Quality Park Envelope Co.; Mrs. Bates; 
E. M. Metz, Quality Park Envelope Co. 

6. H. Pilkington and Don C. Hanover, Sturgis Posture Chair 
Co.; Kenneth K. Chalmers, Hoosier Desk Co. 

7. J. L. Atkinson, Vernon Staty. & Ptg. Co., Vernon, Calif., 
leaning on files which meant dollars to convention visi- 
tors; John Fellowes, Bankers Box Co. 

8. George Whitney, Artility Metal Products, Inc.; Mrs, Ken- 
worthy; Arthur Kenworthy, Storey-Kenworthy Co., Des 
Moines. 

9. Three generations: Mrs. Seymour, Mrs. E. Y. Horder, 
F. P. Seymour, Horder’s, Inc., and Master Seymour. 

10. Seated: Mrs. William H. Brown; Lou T. Koerner, Jasper 
Chair Co.; Mrs. Koerner. Standing: William H. Brown, 
Arthur A. Barth, Jasper Chair Co. 

ll. Karl Castle, Virginia Richmond and R. H. Sprague, Weis 
Mig. Co. 

12. Seated: George P. Clayson, L. G. Morris, Ed Rohrs. 
Standing: Frank Palmer, William G. Oliver, all of Eaton 
Paper Corp. 

13. Seated: Harry Haller, Moore Push-Pin Co.; Sally Balaban, 
Service Office Supplies, Detroit; H. E. Ruch, Stationers, 
Inc., Indianapolis. Standing: Paul McCune, Stationers. 
Inc.; Gil Almusin, University Cooperative, Madison, Wis. 
H. R. Ellis, Stationers, Inc.; John Pydlek, Blaisdell 
Pencil Co. 

14. Front row: Phil H. Yawman and Harvey Rockwell, Yaw- 
man and Erbe Mig. Co.; Fred Downs, Downs-Randolph Co.. 
Tulsa, Okla. Standing: Lionel Colomb, Weis Mfg. Co.; 
John Ford. Jr., Peterson Lithograph & Printing Co., Omaha, 
Neb.; I. R. Cornish, Yawman and Erbe Mig. Co.; Walter 
Nichols, Weis Mfg. Co. ' 

15. Seated: Jerry Gruner, Franklin DeKleine Co., Lansing, 
Mich.; George W. Baxter, Saginaw Publi. Co., Saginaw. 
Mich.; Harry Sturdevant, Ace Fastener Corp.; Homer 
Sheets, Victor Safe & Equipment Co. Standing: John C. 
Corcoran, Even-Flow Corp.; Oscar Hug, manufacturers 
representative; Herbert Walsh, Ace Fastener Corp.; Frank 
Palmer, Eaton Paper Corp. 


ee 


ago: “Leather goods, like the majority of other com- 
modities stocked by the commercial stationer, are 
seldom bought. They must be sold. A man may need 
pencils and a bookkeeping system, but somehow or 
other, leather goods, like a lot of other fine commodi- 
ties, have to be sold. A man can get along without 
leather goods and a fine fountain pen, where he needs 
a lot of other things. At least once a month we put 
brief cases and styles of luggage in our windows. It is 
prominently displayed, directly in the front of our 
store. It consists of a special rack, with partitions 
about twelve inches apart. In covering that territory, 
our records show our outside men pick up a substantial 
business in brief case orders by taking out some models 
under their arm.” 

These items are almost entirely useful as commercial 
and industrial items. One man may carry a few 
papers, another man may need the big catalogue case. 
But here are four of five cases, almost entirely com- 
mercial and industrial items, with which you might 
augment your stock. You have a tremendous amount 
of publicity in the magazines, publicizing the use of 
visible presentation cases of all kinds; during the last 
six or eight months three large organizations, the Na- 
tional Convention of Sales Executive Clubs, and the 
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National Industrial Advertisers Association, and one 
other group, have had exhibits at their annual con- 
ventions, where they have a whole room full of sales 
presentation cases, on exhibition by members of their 
association. They were worked out by their members 
for their particular use, and they were presented to 
the other members. 


Visual Selling 


This is an outstanding example of the visual idea. 
It was worked up by Horder’s here in Chicago. In this 
instance the job was in competition with two lines that 
are in competition with you, two manufacturers who 
sell direct, and who have nothing to sell to you as 
dealers. One is a small presentation case for photo- 
graphs, and the other one is made up here in Mil- 
waukee, both of these being aggressive organizations 
in competition with you as dealers. There is a field 
for this kind of business, and your manufacturer can 
supply it in one form or another. This particular com- 
pany happens to be in the paper box business, and 
they have a department which sells especially to retail 
drug stores, and they sell the highest priced packaging 
for drug stores. They do it by visual presentation, by 
showing him how well he can make his packages look 
when he delivers his sate aT They proceed step 
by step, and the salesman tells his story. On the other 
side here they repeat the same thing. That type of 
case can develop into some good business for you. 

The manufacturers of zipper cases have had an in- 
creasing call for post binders in different cases, and 
they are available from the different manufacturers. 
They also have demand for three-inch ring binders, 
but there is no such thing. Now, however, there are 
available on the market several types of three-inch 
capacity. Here is another type of case for large capac- 
ity use. Instead of the old-fashioned catalogue case, 
which means a heavy load and no logical arrangement, 
this has increased in use. It is an interesting example 
of what can be developed in this work, and the manu- 
facturers encourage your outside men going after this 
commercial and industrial business in special cases. 
The matter of price doesn’t enter into it usually. This 
company had a lot of catalogue material, and they 
did not sell all of their product to all of their cus- 
tomers, and they wanted to be able to show only the 
part they wanted to show. They can remove any 
section they want, and talk to the men about that, 
and not take out any other section unless they want 
to. They wanted also a number of pockets, so they 
could keep their pamphlets and other things in them. 
It is an organized sales case. 

Briefly, I went to refer to a hard subject, and that 
is how you should sell. There is always danger in 
these meetings in making suggestions, for I sit here 
and hear you tell them how to sell, and I think you 
do a pretty good job of selling yourselves. But if we 
can just suggest some new thought, we will be glad. I 
—_ not trying to tell you how to sell, because you know 

ow. 

This article I mentioned said: “Leather goods re- 
spond readily to organized sales plans. This makes it 
easier for you to lay out your own sales plan.” In your 
general store business the question of how you want 
to sell is a little more difficult than the question in the 
leather goods business itself. I do not think the leather 
goods business is complicated. The question of how to 
sell the goods in your store has not been solved yet. 
I have conferred this week with several dealers who 
are looking for help in the way of recommendations as 
to how to take care of leather goods. It is a hard sub- 
ject. Your store display, when it comes to leather 
goods, has a tremendous effect on your sales. Leather 
goods are very interesting, they are interesting in a 
store and in a window. Your window displays are very 
important. 

Forget brief cases and portfolios for a moment, but 
any time you walk past a store and see a nice display 
of leather goods, it is apt to stop you, because they 
have a universal appeal. With your window appeal, 


and your circularizing, and many of you have cata- 
logues, if you get out three or four pages of leather 
goods for the catalogue, that would be an advantage. 
The manufacturers have cuts and layouts, so why not 
take advantage of that. One man here said last night, 
“I think we have the poorest looking leather goods 
department in our town.” You could do a good job 
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without much expense. You can take shelving, and 
instead of putting the brief cases on top of one an- 
other, so that when you pull one out, you pull out two 
or tnree, and you scrape them against each other 
and damage them, you can take a seventeen or eight- 
een-inch compartment with an upright simple par- 
tition every ten or twelve inches for your cases, and 
make it a little deep, and you can do an excellent job 
of displaying them. When you go to pull out one case, 
you do not have to disturb the rest of them. 


Jack Crowe told me he definitely considers that one 
of the great values to him in his store, in his leather 
goods department, is to see the merchandise. I realize 
that is a little hard. There are many small lines, say 
pencils and paper, where the manufacturer’s repre- 
sentative calls on you, and you can display them 
easily. But unfortunately, people like to feel leather 
goods. Therefore, the real way for you to get enthu- 
siastic about leather goods is not only to take your 
own time, but the time of some of the people in your 
store, and let them see the manufacturer’s line when 
his representative comes to your town. If the man 
opens his goods up at the hotel room, I know it is 
hard to get away from the store, but I think it will 
pay you dividends. You do not have any high pressure 
salesman among the better manufacturers, and they 
like to show these things, and they may be of great 
profit to you. Maybe he is there early in the morning, 
or after hours, and you can look at the merchandise. 
You never know but that some one will ask you about 
them, and looking at them in a catalogue never gives 
you the same picture as seeing leather goods before you. 


How to sell leather goods through your outside sales- 
men. I want to point out that there is a fast growing 
and increasing field for these commercial and indus- 
trial cases. They are used for everything from “A” to 
“Z.” From air conditioning to Zenith radio. Take a 
census of your prospect. Pick out the firms who are 
interested in sales cases, and take some of these visual 
aids that I have shown you. I could tell you of a dozen 
large orders that we have helped dealers get by going 
into a man with his own advertising laid out in a 
portfolio. These large sizes take a page from the “Sat- 
urday Evening Post”; the smaller sizes take other mag- 
azine pages, and the smaller ones yet are for photo- 
graphs, etc. When you put these in the hands of the 
sales manager, he can get the feel of it, and he can 
see how well his own material would look in this form. 
Here is one we christened the “Owen Bayless Black 
Box.” It is a small presentation sales case. Owen 
Bayless designed this to dramatize some simple, staple 
everyday items, the things that are generally thrown 
loosely in a man’s pocket—pencils, Gem clips, a lot of 
things, erasers, typewriter ribbons, the items we all 
take for granted, but his men use this to dramatize 
these everyday things. The case is made of genuine 
top grain cowhide. Every week they take a removable 
pad, and put an additional item in it, and they all 
work on that particular item, and they create the same 
kind of curiosity as to what is underneath there, and 
they find their customers watch to find out what is in 
the little black box for this week. That is a fine 
dramatization. 


There are two other small things that have an 
angle for you. This is a thing that Ken Boyer told 
me about. He had a company that bought a consid- 
erable quantity of one-ring binders. They spent a 
large sum on a job, and they had four colored sheets. 
They only printed them on one side, so when a man 
opened a case, the customer only saw one illustration 
at a time. There was nothing on the other side to 
distract his attention. But the most interesting thing 
was not the case; it was the manner in which they 


presented it. 
Sales Portfolios 


Another thing, there is a tremendous increase on 
the part of large manufacturers to sell sales portfolios 
to their jobbers or to their own salesmen. There are 
many prospects in your territory. If you went in and 
said they should buy fifty or two hundred and fifty 
Sales cases, and pay $2.50 or $7.50 or $10.00, or nearly 
$40.00 for a case like this elaborate one, they would 
say, “What do you think we are?” Because they know 
people that use sales cases, there is now a tendency 
to have their advertising and sales departments care- 
fully plan a sales presentation case, and then they sell 
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those cases to their jobbers. When that jobber buys 
cases for his salesmen, most of the cases will be treated 
with some respect, and that is the most dignified 
presentation I have ever seen. They may order these 
in advance to their customers. It is subtle. There are 
no large type views or illustrations, but when he 
receives this and reads the first paragraph, which 
says, “For the first time in American floral historv we 
will shortly supply you with a standardized method 
of visually and dramatically presenting the features 
of all our products to customers and prospects.” And 
then they go on to show page by page what is going 
to be in that sales portfolio when they get it. And 
when they get it, they will treat it with respect. 
These people have a sales manual that thev have 
made up with great pains. In addition to the sales 
manual, they have a book of photographs of their 
models, which are kitchen cabinets. They took one of 
these thick cases, and added a lot of little pockets, 
and then they went to the trouble of having an illus- 
tration made of that, with arrows showing that this 
pocket is to hold circulars, this the sales manual, this 
colored linoleum samples, and this the order book, and 
this a sketch pad. They went to this trouble, and I asked 
them why, and they said, “If we ship the cases without 
that, they will put the things in the wrong place. 
They sell this in good quality leather for $5.00, in top 
grain leather, $6.75, and they sell the cases to these 
people.. 

In closing I want to bring home a subject that is a 
little hard to bring up. I call this “Top Grain Cowhide 
vs. Split.” I want to show you some of the hides. The 
Tanners Council and the Federal Trade Commission 
have been working together to try to eliminate the 
misbranding of leather. I think it is largely due to 
lack of understanding on the part of the stationers, 
and it is the fault of the manufacturers, because they 
haven’t told you these things. It is a little disturbing 
to get into a stationery store, and hear a clerk waiting 
on a customer, and saying, “This is genuine 
leather.” It doesn’t mean a thing. Don’t buy merchan- 
dise from sub-standard manufacturers who stamp 
something genuine leather. If it is going to be split 
cowhide, let us call it such, and let your clerks call it 
that. There is‘a market for it. But let us not use the 
same objectives in selling split cowhide as we do in 


Planned Selling of 
Visible Records 


Practical Slows | of 
Successful Experience 


T THE District No. 1 regional meeting in Boston, 

I delivered a talk on “Planned Selling Applied to 
Visible Records.” This was printed in the July issue 
of the National Stationer. In it I covered both the 
problem of management and the mechanics of selling 
visible records. In my discussion today I will try 
to confine my remarks to the problem of planning 
effective visible record selling and omit as much of the 
management angle as is practical. 

Most stationers with whom I have discussed the 
subject seem greatly mystified with the problem of 
Selling visible record equipment. Their questions in- 
variably indicate a lack of intelligent preparation for 
selling in this field. The extent of their sales activity 
has largely been the carrying of some sort of demon- 
Strating kit to their customer’s office where after a 
feeble demonstration they sit quietly by and wait for 
the customer to discover a record application. It is no 
wonder that they have become discouraged and gener- 
ally have forsaken this profitable field of selling. I 
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selling the top grain. If you walk into a jewelry store 
and want to buy silverware, you turn the article over, 
and if it is stamped “Sterling Silver,” you have con- 
fidence in it, and buy it. But in leather, there are no 
two hides alike, and I use this simple demonstration. 
These happen to be two spoons, and they are both 
from my own household. They are both twenty years 
old. When they were both new, they were both bright 
and shiny. Here is the real one, and it is still bright 
and shiny, and here is the other one, dull and it looks 
ready to be thrown away. They both have their use, 
but don’t let’s miss the opportunity of selling good 
merchandise by over exaggerating the poor. 

(The speaker then caused to be displayed a series 
of large hides.) 

This is rawhide. Rawhide is not used in our industry, 
because it doesn’t lend itself to that very well, but it 
has been used considerably lately in luggage. It is not 
tanned. It is very tough. It is likely to get very stiff, 
and it is practically transparent. 

This is a natural russet hide, and has no coloring 
matter in it at all. It is finished and a gloss is put on 
it, and that is what is used for natural russet leather. 
The next is that same kind of hide, but with some 
coloring matter in it to give it the sun tan color. 

When we see a cow running around a pasture, and 
see the condition of some of them, we do not realize 
all the things that the hides go through up to the 
time the manufacturer has taken that cow’s hide and 
made a piece of merchandise out of it. 

This is a smooth black hide. Only a small percentage 
of the hides can be used with the natural color. 

Here is a split cowhide case, and a top grain cowhide 
one, the first is two years old and the second four 
years old. You can see that the split cowhide case has 
no life in it; there is no more life in that leather. Both 
have been roughly used. With the four-year-old top 
grain cowhide, you will see there is still plenty of life 
and wear in that leather. 

In closing, isn’t it better for the stationer to equip 
his salesmen well? (Speaker illustrates with case that 
is too full, and with the articles thrown into it hit 
and miss.) I do not want to tell you where the sta- 
tioner is located. He had four salesmen, and all he 
would give them was a miserable split cowhide article. 
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contend that a more intelligent merchandising plan 
plus a little patience in acquiring a practical working 
knowledge will eliminate this mystery which to most of 
them surrounds the field of visible record selling. 

In entering this field we must expect and be pre- 
pared to meet selling competition. A competitor who 
has formulated an intelligent merchandising plan and 
who is prepared to engage us with efficient selling 
methods. Therefore, we must prepare to meet this 
competition and must look to properly equipping 
ourselves with good sales tools. 

We must also consider our selling problem as far as 
the buyer is concerned. This buyer is interested in 
record improvement. We must prove to him that the 
use of our equipment will increase the value of the 
record to which it is applied and lower the cost of 
maintaining it. This will require a more thorough 
knowledge of our equipment and its use possibilities. 

Let us now build a foundation of a program or plan 
of action. To begin with, I will take for granted that 
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we have contracted for a line of visible equipment and 
are now planning to promote its sale. I have men- 
tioned that the first step is to provide ourselves with 
good sales tools. Our most important sales tools are 
first, good display and demonstrating equipment in 
our stores or salesrooms and second, a good sales kit 
for field use. This equipment must be selected with 
great care. The record content should be diversified 
and representative of as many good visible applica- 
tions as possible. Be sure that it includes at least the 
most common types such as sales, stock inventory, 
purchase, accounts receivable, personnel, personnel 
earnings, credit and as many others as is consistent 
with the size of your display. Bear in mind that never 
before has there been as much interest in record 
improvement as now. Be sure that your display amply 
illustrates the proper use of the visible margin. Select 
interesting and useful signalling method illustrations. 
The manufacturer whom you represent will welcome 
the opportunity of providing you with adequate sam- 
ple forms to make such a display. Once your equip- 
ment is arranged be sure that some one person is 
delegated to maintain its effectiveness. Forms that 
show wear must be replaced and the whole display 
kept clean and shining inside and out. I have seen 
Stationery stores whose general display of commercial 
merchandise is clean and well arranged but whose 
display of good visible equipment is a sorrowful look- 
ing mess pushed off into insignificance in some in- 
accessible corner. In addition to a key display of some 
prominence, provide a suitable space where a customer 
or prospect may sit down in reasonable comfort to 
inspect your offerings and plan with you his record 
improvement. Remember it is better not to display 
visible equipment at all than to display it in a manner 
detrimental to it. In addition to attracting the interest 
of prospects and customers who enter your store or 
display room, proper general display equipment will 
impress the prospect or customer that you are prop- 
erly prepared to serve record needs. 


Effective Demonstration Kit 


Having provided a good display and demonstrating 
equipment in the store or display room, let us now 
consider our field demonstrating kit and our plan of 
action in the field. I cannot emphasize too strongly 
the importance of proper sales equipment in the field. 
Not only must we be properly equipped, but we must 
know how to use our equipment convincingly. A soldier 
in the field, even though he were equipped with a 
modern automatic rifle, would be of little value as a 
combatant unless he was thoroughly trained in its use. 
This comparison, although seemingly far fetched, is 
equally true of a salesman venturing into the field of 
visible selling with a sales kit of automatic rifle pro- 
portion and a pop gun training in its use. 

Every salesman of visible records should be provided 
with his own personal selling kit and be as responsible 
for its maintenance as a soldier is of his rifle. This kit 
is to be his most important weapon and is deserving 
of the greatest care. Study the advantages peculiar to 
the equipment you are selling and acquire a general 
familiarity with competitive equipment. Then, plan 
your demonstration and the kit that you are to use in 
making it, so as to emphasize your exclusive features. 
Only constant practice will enable you to make an 
easy presentation. Practice will eliminate all waste 
motion and fumbling and is the only method of per- 
fecting a convincing demonstration. There is nothing 
so disturbing to the selling process as a salesman 
fumbling and struggling with equipment in a demon- 
Stration to a prospect. 

Up to this point the plan that we have evolved has 
been concerned with the problem of introducing and 
demonstrating the mechanical advantages of visible 
equipment. Our display and demonstrating equipment 
thus far will have accomplished the task for which it 
has been planned. That is, as display equipment it will 
have attracted customer interest and as demonstrating 
equipment it will have favorably impressed our cus- 
tomer with its operating efficiency. It is now up to us 
as salesmen to demonstrate to our prospect how these 
advantages will increase the value of the record to 
which they are applied. 

I have mentioned previously that the customer is 
interested in record improvement and we must prove 
that the application of visible will do just that. We 
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cannot sell merely the mechanical advantages; we 
must sell the advantages of use. In fact, there is an 
underlying danger in confining our sales argument 
merely to our mechanical operation—after all, it is the 
record itself that is of primary importance. Several 
years ago I allowed myself to be drawn into a discus- 
sion with a prospect of the relative merits of the 
mechanical advantage of the equipment I was Selling 
with that of a competitor. The discussion narrowed 
to the extent that we both lost sight of the record 
itself and I lost the order. A year later the use of the 
record revealed that my equipment would have been 
more practical than that of the competitor. This ex- 
perience taught me a great lesson and I resolved that 
I would never again allow myself to be drawn into such 
a futile argument. Within the last year I had occasion 
to meet with the same problem. Rather than let 
myself be drawn into the same argument I proposed 
to the prospect that we first consider the record itself. 
By directing his attention to the use of the record I 
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overcame a mechanical condition that seemed insur- 
mountable in my previous attempt. This experience 
convinced me that the all-important phase of selling 
visible records is the record itself and the correct inter- 
pretation of its use rather than the specific mechanical 
means of visualization. 


Prospect Education Needed 


The public is still woefully ignorant of the use 
possibilities of visible equipment properly applied. In- 
variably the first thought that comes into a prospect’s 
mind when he inspects a visible filing unit is, speed of 
card location. The average demonstration emphasizes 
this one selling point and generally from only a refer- 
ence standpoint. The increased efficiency in the post- 
ing operation, because it is not necessary to remove 
the record from the file to post it, the elimination 
of refiling with the resultant protection against mis- 
filing, is generally forgotten or treated too lightly. 
Later I will show you a graphic analysis of the time 
consumed in this entire operation. 

A complete demonstration of the mechanical advan- 
tages is very important and in many instances, par- 
ticularly those involving larger records, success or 
failure may depend on it. In such cases the prospect 
is generally entirely acquainted with the use advan- 
tage of visualization and is interested only in choosing 
between the available types. However, if we are going 
to sell aggressively, we cannot wait for our prospects 
to discover visible record possibilities. We must show 
them how and where they can profitably apply our 
visible record equipment. It is well to bear in mind 
at this point that the adoption of visualization is no 
cure-all in itself. Before making specific recommenda- 
tions, we must place our record carefully to insure its 
working efficiency, simplify as much as possible our 
posting procedure and flow of work to and from the 
record. In order to do this, we must plan a knowledge 
and familiarity with records and record keeping pro- 
cedure. This may sound technical and difficult, but 
you will find that it requires little more than a rea- 
sonable experience plus a little practical imagination. 
This one factor has frightened many promising sales- 
men from this profitable field of sales enterprise. 


There is only one method to acquire a practical 
record knowledge and that is by experience. We may 
gain that experience through observation and discus- 
sion in our daily calls. The manufacturer whom you 
represent no doubt sends you periodical sales bulletins 
describing various applications of their equipment in 
specific fields. There is generally enough information 
in these bulletins to give a salesman a sufficient work- 
ing knowledge of the application to introduce it to a 
prospect. After carefully studying the described use 
of the record, select a representative list of prospects 
that are engaged in the business described in your 
locality. 

If, for example, the record is one dealing with 
sales, call upon the same businesses in your locality 
and demonstrate the application to the sales manager. 
You will not make many calls before you have gained 
a knowledge and experience that would otherwise take 
years to obtain. Not only that, you will meet in almost 
every case a prospect not only greatly interested in the 
subject, but one anxious to talk about his record 

roblem or his achievement in overcoming that prob- 
em. This is a sound method of education because it 
is practical. It enables a salesman to Select a visible 
record application, thoroughly prepare himself to 
discuss the specific record and, because of this prepa- 
ration, build up an approach that will be interesting to 
the prospect. 

Furthermore, it is a direct demonstration of visible 
record effectiveness applied to a specific problem that 
is almost without exception of great interest to your 
prospect. Think of the increase in personal sales 
efficiency possible with such a plan. You are able to 
pick your calls, you know who to ask for on each call, 
you know exactly what you are to talk about and are 
prepared to present a sales story interesting to your 
prospect. You have in this way eliminated the drudg- 
ery of general canvassing and made your task much 
more pleasant because you have been able to prepare 
yourself for it. If the manufacturer of the line you 
represent is as generous in keeping you supplied with 
such information as the manufacturer that my firm 
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represents, I am sure that you will never be at a loss 
for prospects to work on. Furthermore, the fact that 
a manufacturer has published a sales bulletin de- 
scribing a particular record, is a pretty good indication 
that it has possibility of general application. I know 
that this question is the first consideration given to 
the desirability of publication by a manufacturer. I 
mention this because I have heard dealers remark that 
a manufacturer was sending too many bulletins of this 
type. I, personally, have always been glad to get all 
that I possibly could as I feel that the fact that they 
have been published is the best guarantee of their 
general application. Whether or not you are able to 
find a prospect for them in your particular yesh 
you certainly have increased your knowledge of visible 
records by reading them. 


Every Sale Contributes to Salesmen’s Education 


I have referred to the use of manufacturers’ bulle- 
tins as of first importance because of their educational 
value to new salesmen. With a selling aid of this type, 
it is possible for a salesman to start from scratch in 
almost absolute ignorance and obtain a practical edu- 
cation in record keeping. We should not, however, rely 
entirely upon these publications as the bases of our 
visible sales promotion or as the only source of infor- 
mation on records. Every sale that we make can be 
used in exactly the same manner as the application we 
learn about in the manufacturer’s bulletin. In fact, 
sales made to local concerns are much better as en- 
dorsements than sales made in a distant part of the 
country. If you were trying to sell a stock record to 
an automobile distributor in your city he would be 
much more interested in your telling him of a stock 
record you sold to another distributor a few doors 
away than of an installation you heard about 500 or 
1000 miles away. Therefore, every sale that you make 
should prompt the question, “Are there any other 
concerns in the same type of business in this locality 
who would be interested in visualizing this same rec- 
ord? A salesman acquires a certain amount of knowl- 
edge from every visible sale he makes that he can use 
to very definite advantage in making another sale. 
There is no reason why he should be content with 
just one order when he can profitably use this knowl- 
edge to obtain another. What better endorsement can 
you obtain than citing one local concern after another 
in the same line of business as your prospect as users of 
your product? Follow this same procedure in the use 
of sales made by your sales associates. Acquaint your- 
self with the sales made by these fellow salesmen in 
your own local organization and investigate the possi- 
ond of the same application in your own local ter- 
ritory. 

In the execution of this plan to actively promote 
the sale of visible equipment, you will not only have 
gained a liberal education in records and record 
keeping procedure, but you will have demonstrated to 
your customers the ability of your organization to 
render a more complete service. From the standpoint 
of obtaining new accounts, visible equipment may be 
the means of a splendid wedge in obtaining entry. 
The greater knowledge that you have obtained will 
enable you to recognize opportunities for visible appli- 
cations that you might not have noticed previously. In 
this respect, do not overlook the fact that the cus- 
tomers you are calling on every day in your regular 
supply service will appreciate your greater ability to 
serve their record needs. By doing so you will prevent 
your competitor from obtaining this desirable business 
and of gaining entry by which he may be able to en- 
croach upon the general supply business that you 
have been enjoying. 

In operating a plan of this kind the inexperienced 
salesman of visible records will be concerned with the 
problem of individual form design. The type of form 
application that you have learned from your manu- 
facturers’ bulletins or from previous local installations 
will offer little difficulty. Because you have consulted 
one or several of the same specific type of record it 
will not be difficult to create a new one to meet the 
requirements of the case at hand. The best aid in 
designing new records is a good form library. Use your 
Samples as standards. In this way you may select 
parts of several forms that meet the requirements in 
the case at hand and consolidate them to make a com- 
plete form to exactly suit your special requirements. 
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However, don’t be afraid to originate. Suppose the 
record you create is not correct. At least your first 
attempt will provide a basis to work on. You will 
find that it is often necessary to draw several forms 
before getting your prospect’s approval. Well drawn, 
neat forms will impress your prospect with your thor- 
oughness, so provide yourself with a drawing board 
and T-square and use care in their preparation. 


Keep the Customer Sold 


We have considered the possibility of capitalizing 
on our successes and using them to make other Sales 
of the same record. Don’t forget your customer after 
you get his order. Keep him well serviced and sold, 
so that you may enjoy his future business. You must 
also be prepared to lose some orders, as no visible 
record salesman ever lived who was successful in 
closing every prospect. Make your losses serve a useful 
purpose. Find out why you lost and profit from these 
mistakes so that you will not make the same mistake 
again. 

I have endeavored to demonstrate to you that visible 
record selling can be reduced to a perfectly logical 
process if we use a little thought in planning our sales 
effort. It has been necessary for me to generalize 
throughout my discussion so that my remarks would 
cover all types of visible record equipment. Specific 
illustration has therefore been impossible. There is, 
however, one exhibit that I would like to present to 
you before I close. This exhibit is a graphic illustration 
of a time study between cabinet type visible equipment 
and two types of vertical equipment, namely: drawer 
type vertical files and tub type vertical files. 

This illustration will serve to reduce to time elements 
the various mechanical advantages of visible equip- 


Right and Wrong 


Ways to Sell File 
Systems 


Shit by Marshall Sackson 
Company Employes, Chicago 


HE CHIEF purvose of this part of the program is to 

foster a greater interest among your salesmen in 
the lucrative possibilities of selling filing supplies and 
filing systems, and to impress upon every one the 
importance of filing to our industry. 

We all know, or should know, that filing supplies is 
one of the very best lines we have to sell, for a number 
of reasons: First, because it offers greater profit; and 
that is something we must all be interested in, if we 
are to survive. Second, because it represents a con- 
suming item that carries considerable automatic repeat 
business at transfer time. It can amount to five or 
ten times as much as the cost of the cabinet itself 
over a ten or fifteen year period, and we all know that 
a good filing cabinet will last ten or fifteen years or 
more. Should we not, therefore, make it our fanatic, 
religious creed, never to sell a filing cabinet without 
trying to sell the indexing, so that the cabinet will do 
the job for which it is designed, not only to house 
records, but to house them so that they can be quickly 
filed and easily found when wanted, and so they will 
have a fresh and clean appearance when we open the 
filing cabinet drawer. If we do this, we will build 
ourselves an income for many years in selling. 

I like to compare the selling of filing supplies with 
selling insurance. Most of you know that the insurance 
Salesman who writes a policy on your life gets fifty 
per cent of the first year’s premium. In other words, if 
that first year’s premium is two hundred dollars, his 
commission amounts to one hundred dollars at the 
outset. But that is not all. He collects a commission, 
three or four per cent, on all additional premiums for 
a number of years to come. I think eight or nine 
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ment that I have mentioned in this discussion. The 
time study illustrated was made by engineers of a 
large company whose only interest was that of a user. 
Coming from a reliable source and being made without 
prejudice, we may accept them as applicable for pur- 
poses of this illustration. 

This chart illustrates the average time per opera- 
tion of fifty postings at random, fifty postings in 
numerical order, tests of fifty references, fifty cards 
re-filed, the cost dollars per thousand records and the 
resultant operating expense dollars per month. 

Bear in mind that the study illustrated is based 
upon the existing conditions of the record considered. 
That is the amount of posting necessary for this record 
and the flow of work to and from the record. In usin 
this study as a standard for comparing the cost o 
operation of visible equipment to vertical equipment, 
we must consider the variance of the record we are 
considering to the case at hand. 

However, it is reasonable to assume that the re- 
sultant figures will be fairly constant. That is as 
illustrated in the last column on the chart “Operating 
expense dollars per month.” This shows in genera! 
that visible equipment operates at 33.7 per cent of the 
cost of operation of vertical tub files and 22.7 per cent 
of the cost of operation of vertical drawer files. 


For purposes of comparison in operating efficiency 
we may safely cut our savings factor in haif and still 
justify the increase of initial investment of visible 
equipment over vertical equipment. 

I am sure that serious study of the facts that I have 
presented to you today will add materially in your 
arguments and your effort to convince your prospects 
that visualization of their records is profitable. 


By ARTHUR FREY 


The Globe-Wernicke Co., 
Cincinnati, Ohio 


years. Repeat business on filing supply sales at each 
transfer period is much like these additional commis- 
sions on insurance premiums. If the original system is 
properly sold, and followed up, the repeat business 
each year at transfer time is almost assured, it is 
almost automatic. 

Another reason why filing supplies is important is 
that it offers an opportunity for serving your customer 
that is distinctly lacking in the selling of many other 
items we have. The sale of a filing cabinet without 
knowing what it is going to be used for too frequently 
gets us no further than the purchasing department. 
In tackling the filing system, we invariably get into 
the heart of the customer’s business. We become ac- 
quainted, not only with the purchasing head, but with 
the office manager, with the filing clerk, and we make 
a survey of the file, make recommendations, and we 
get the order, we hope. We actually become customer’s 
adviser in his filing problem. He looks to us to help 
him organize things, and that is exactly what we want. 
We actually elevate our plane of selling to a point far 
beyond the order-taking stage, to the point where we 
do what we should do, service the customer. When we 
reach this stage, competition doesn’t bother us, or even 
a superior product. 

We shall attempt to dramatize a system of selling, 
with a skit entitled “The Right Way and Wrong Way 
to Sell Filing Systems.” The entire cast has been 
chosen from Marshall-Jackson Company, Chicago sta- 
tioners. They are folks who have been willing to study 
the parts and put on this litte skit for your benefit. 
The four parts will be played as follows: 

Purchasing Agent, by Joseph Redmond. 
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The Salesman, selling the wrong way, Eric Behmer. 
(He not only plays a part, but he has helped consid- 
erably in directing the play.) 

The Salesman, selling the right way, George Fillman. 

The Filing Clerk, Julia Simpkins. 


ACT I 


The Wrong Way to Sell a Filing System 
Characters: 1—Purchasing Agent. 2—Salesman. 
Scene: Typical Purchasing Agent’s Office with all ac- 
cessories. 


ACT II 


The Right Way to Sell a Filing System 


Characters: 1—Purchasing Agent. 2—File Clerk. 
3—Salesman. 
Scene: Same as Act I with curtain separating Purchas- 
ing Agent’s Office from Filing Department. 


ACT Ill 


Closing the Deal. 
Characters: Same as Act II. Scene: Same as Act II. 


ACT I 
Phone rings. Purchasing Agent puts receiver to ear. 
Purchasing Agent: “Hello.” —a puzzled look creeps 


over P. A.’s face. “Who—never heard of him.’—pause 
—“‘Well, all right, send him in.” 

(A salesman comes in, dashes up to P. A. with arm 
outstretched in an awkward attempt to shake hands) 

Salesman: —“G’morning, Mr. —— I’m Homer Hitor- 
miss from the City Office Equipment Company and we 
handle a complete line of office supplies.” Patter on— 
“Swell weather we’re having; football weather, etc.” 
(Homer then picks up a golf ball from the P. A.’s desk 
and goes into a two minute patter and questionnaire 
about the game. Finding the reception to this very 
cool, he hands a cigar to P. A. and starts a patter on 
the subject of smoking and before this is accepted too 
coldly spies a letterhead on the desk and reads aloud— 

: “Farmer’s Casualty Insurance—why how long 
have you been a squire?’”—Sits on desk with obvious 
intention of going into a session on farming. 

P. A.: (Cutting in with) “Say—what did you come 
here for, anyway?” 

S.: (Taken aback) 
plies or maybe a file.” 

P. A.: “We don’t need any now; we just made a large 
purchase not long ago.” 

S.: “Well what are you paying now for folders and 
guides?” 

P. A.: Amazed—‘“Well, really—no information, etc.” 

S.: (Cutting in) “Well I think I can beat your pres- 
ent prices.”—pause—“Do you have a filing depart- 
ment?” 

ce ae 

S:: “Who is in charge of it? Uh ——” (Here he uses 
P. A.’s first name in an attempt to regain lost ground) 

P. A.: “Why, we have a Miss——.” 

S.: “Does she do the buying of this miscellaneous 
stuff or do you bother with it?” 

P. A.: “All orders are placed through the purchasing 
office but recommendations come from other depart- 
ments.” 

S.: “Well how about seeing this dame?” 

P. A.: (A disgusted look—pause) — “She’s busy today, 
first of the month she has heavy correspondence so 
I don’t see how YOU could.” 

S.: “That won’t last long so why don’t you call me 
when she’s not so busy?” 

P. A.: “All right.” (Picks up correspondence for at 
least fourth time in an attempt to dismiss the man) 

S.: (Starting to leave—calls back over shoulder) 
“Don’t forget—the City Office Equipment—’phone me. 


So long.” ——— 


(The P. A. is busy at his desk when phone rings. 
Speaks into phone as follows) 
P. A.: Redmond speaking. (Pause) 


“Oh—see if you need filing sup- 





“Mr. Fillman of 


The Office Supply Company? Send him in, please.” 
(Salesman enters with brief case and samples. Walks 
to P. A.’s desk, hands him calling card and opens as 
follows) (Remains standing) 
S.: “Good morning, Mr. Redmond. I am Mr. Fillman 
of The Office Supply Company. We offer a valuable 
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service to business concerns, and I want to tell you 
something about it. Our organization specializes in 
developing efficient office systems. I am not here to 
sell you anything but would like to have an oppor- 
tunity to present ideas that may help your company.” 

P. A.: “What kind of system?” 

S.: “Filing system. An organization of your size has 
a large volume of correspondence, and in many cases 
if this correspondence is not properly handled, there 
is quite a bit of lost effort.” 

P. A.: “Well, we may have trouble along that line, 
but I believe our system works satisfactorily.” 

S.: “I would like to have an opportunity to make an 
analysis of your present filing system and routine 
which may enable me to make suggestions which will 
provide a smoother and better operating department. 
This survey will in no way obligate your company but 
is a part of the service which I have mentioned to 
you. We have just recently installed a complete filing 
system at The American Machine Company. Through 
our system we have enabled them to make changes 
which will save approximately $800.00 per year. Do 
you know Mr. Brown, the office manager, at The 
American Machine Company?” 

P. A.: “Why, yes, I do.” 

S.: “At your convenience, you might like to call Mr. 
Brown, and I am sure he will bear out these statements 
which I have made. Now, Mr. Redmond, I realize you 
are busy. If it is satisfactory with you, I would like 
to talk to the person in charge of your filing depart- 
ment, to get some information about the details of 
your present method, and then I can study them and 
call back in a few days to submit any suggestions I 
might be able to make.” 

P. A.: “Well, I think that is fair enough. I will call 
Miss Simpkins, our chief filing clerk.’”’ (Picks up phone, 
calls operator and asks her to send in Miss Simpkins) 

S.: “Thank you, Mr. Redmond. I will call back in a 
few days to report my findings and recommendations.” 

P. A.: “That will be satisfactory.” (File clerk enters) 
“Miss Simpkins, this is Mr. Fillman of The Office Sup- 
ply Company. He would like to make a survey of our 
filing system and routine. Do you have time to talk 
to him?” 

File Clerk: “Yes, I do.” 

S.: “Now, Mr. Redmond, will it be satisfactory for me 
to come back Friday morning, say, at ten o’clock?” 

P. A.: “Yes, that will be all right.” 

S.: “Thank you. I will see you Friday morning at 
ten o’clock. Goodbve.” (File clerk and salesman go 
to filing department) 

F. C.: “Won't you sit down?” 

S.: “Thank you. Now, Miss Simpkins, will you be 
kind enough to explain your present procedure?” 

F. C.: “Look-ups are delivered to our department 
twice daily—once after the morning mail and once 
after the afternoon mail. These look-ups are promptly 
handled and returned to the correspondents.” 

S.: “How many clerks do you have in your depart- 
ment?” 

F. C.: “We have one girl besides mvself working full 
time and another girl from our billing department 
works part time for me.” 

S.: “With this personnel, are you able to promptly 
a all details of your work in the regular allotted 

ime?” 

F. C.: “No, as the girl from our billing department 
is not always in a position to spend a full half day 
with us. We have been thinking of getting one addi- 
— girl, but we do not have quite enough work for 

er.” 

S.: “Now, Miss Simpkins, will you please explain your 
filing system, that is. the breakdowns you might have?” 

F. C.: “We don’t have much of a system. The cor- 
respondence is filed alphabetically with separate break- 
downs for our salesmen and special subjects.” 

S.: “Do new clerks have trouble locating corres- 
pondence by salesmen when not familiar with their 
districts?” 

F. C.: “Yes, they do. Another problem is the missing 
of correspondence with a company who have quite a 
large volume and those with just a few letters.” 

S. “About how many guides do you have per 
drawer?” 

F. C.: “Let’s look. I’m not sure. I think about ten 
or fifteen.” (File clerk and salesman go to files and 
check three or four drawers) 

S. “You should also have an individual folder for 
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THE RIGHT AND THE WRONG WAYS TO SELL A FILING 
SYSTEM.—At the left is George Fillman conferring with Julia 
Simpkins about her firm’s filing requirements, following a 
survey of the equipment in use. He made the sale. At the 


each salesman and file it alphabetically. The same 
is true when you have a volume of correspondence with 
one company. I will explain how this can be accom- 
plished with our system.” (Opens demonstrating kit 
and explains as follows) 

S.: “The most important item of any filing system 
is the primary guide which gives the general location 
in the drawer. Notice how our guides are arranged.” 

S.: “Our next breakdown is the individual folder 
which takes care of correspondence with companies or 
salesmen having a large volume. The tab is indexed 
with colored gummed labels which are typed and then 
placed on the tab, which also strengthens the tab. The 
color of the label can be selected to give various sig- 
nals, such as ‘American’ or ‘Ohio’. You could also use 
other colors for subjects, such as taxes, applications, 
or other specific subjects.” 

F. C.: “I had never associated color with a filing 
system, but now it is easy to see how important color 
can be.” 

S.: “Yes, the more you work with it, the more im- 
portant color becomes. Now, our next breakdown 
would be a folder to house the miscellaneous corre- 
spondence. Notice we have the same lettering and 
numbering on the miscellaneous folder as on the pri- 
mary guide. This arrangement offers a double check 
when filing the correspondence.” 

F. C.: “What are the numbers for?” 


S.: “When the correspondence is being sorted for 
filing, the clerk uses an alphabetical breakdown same 
as used in the actual filing system. She then can place 
the number of the guide on the piece of corre- 
spondence, thereby making another automatic check 
which will further eliminate errors. Does this clearly 
answer your question?” 

F.C.: “Yes, it does.” 


S.: “You will notice we have several types of auxil- 
iary guides—the special name, alphabetic, monthly, 
and out-guides. The special name guide is used when 
you have a bulk of correspondence with one firm. The 
special name guide can also be used when many firm 
names start with the same word, such as ‘American’ 
or ‘Ohio’.” 

F. C.: “I understand that but how do you index the 
bulk of correspondence which we might have with one 
company?” 

S.:“Usually it is best to have an individual folder 
for each month for this same company. If the cor- 
respondence is heavy enough two or more folders can 
be used. The same principle would apply for the many 
firms whose name starts with ‘American.’ Behind the 
guide ‘American,’ we use a set of alphabetical guides. 
The individual folder would be placed behind the 
proper auxiliary alphabetical guide. The out-guide 
which I mentioned is used to replace correspondence 
which has been removed from the file. The out-guide 
has a pocket to take a three by five inch card. On this 





right Homer Hitormiss (Eric Behmer) shows the technique 

he uses to assure failure in his efforts to sell Purchasing Agent 

Joseph Redmond. The actors are all members of the staff of 
the Marshall-Jackson Company, Chicago. 


card is a space for the name of correspondence and 
also for the borrower so the correspondence may be 
traced if not in the file.” 

F. C.: “The out-guide would eliminate a lot of worries 
as I am expected to remember who has any corre- 
spondence that may be out of the file.” 

S.: “Yes. To give you a follow-up on this, we write 
the charge-out card in duplicate and place it in a 
tickler file. This tickler file can be a small card index 
tray which would have one set of monthly guides and 
one set of daily guides. You then place the duplicate 
card in this file, back of the proper guide. Then, when 
the time limit is up and the correspondence is not back, 
you can check the individual to get the correspondence 
or make an extension of time if necessary.” 

F. C.: “I only hope you can sell Mr. Redmond the 
merits of this system as well as you have me. If I can 
help you, please let me know.” 

S.: “You can do a great deal toward selling him. 
When I call back to present my proposal, I will ask him 
to call you in and between the two of us it will be easy. 
I know you are busy, so unless you have further ques- 
tions, I will get right into this survey, so I can deter- 
mine just what you will require.” 

F. C.: “No, I don’t think of anything now.” 

S.: “That’s fine. I’ll leave this literature with you as 
it contains a detail of the system and undoubtedly will 
bring out some good points which I may not have 
called to your attention.” 

(Salesman takes survey, going over files, and takin 
notes. A sign is to be shown making note that severa 
hours have passed. File clerk is working at table, 
salesman finishes, and opens as follows.) 

S.: (Walking to clerk) “I believe I have all the in- 
formation I need. However, if I have overlooked any 
of the details, will it be o. k. to call you?” 

F. C.: “Yes, I will be glad to help you.” 

S.: “Thank you very much. I'll see you next Friday. 
Goodbye, Miss Simpkins.” 

F. C.: “Goodbye.” 


SEVERAL DAYS LATER 


(Phone rings and P. A. speaks as follows) 

P. A.: “Who?—Hitormiss—what does he want?—tell 
him I’m busy and to come back some other time.” 

(File Clerk delivers correspondence to purchasing 
— desk, turns to leave, and P. A. speaks as fol- 
OWS.) 

P. A.: “Miss Simpkins, you remember Mr. Fillman of 
The Office Supply Company was in a few days ago. 
Do you think he has anything that will help us?” 

F.C.: “Yes, I think their system will help to eliminate 
errors and speed up the work.” 

P. A.: “Well, that sounds all right but do you have 
any idea what the system will cost?” 

F. C.: “No, I don’t, Mr. Redmond.” 
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P. A.: “Thank you, Miss Simpkins. I will call you 


in when Mr. Fillman returns.” 


FRIDAY MORNING, 10:00 A. M. 


P. A.: (Phone rings) “Redmond speaking.” 
“Mr. Fillman? Oh, yes. Send him right in.” 

S.: “Good morning, Mr. Redmond. I have prepared 
my recommendation and believe you will be interested 
in some of the suggestions which I have worked out.” 

P. A.: “Just a minute, Mr. Fillman. I would like to 
call Miss Simpkins in and we can go over this matter 
together.” (Picks up phone and asks operator to send 
in file clerk). “I have talked to Miss Simpkins and she 
seems greatly interested in the system which you have 
explained to her. She says it will save her quite a bit 
of time in that department.” 

S.: “Yes, we can save you considerable money, too.” 
(File clerk enters.) “Good morning, Miss Simpkins.” 

F. C.: “Good morning.” 

S.: “I don’t want to take any more of your time than 
necessary and will go right into my proposition.” 

P. A.: “Sit down here at the desk.” 

S.: “Thank you. I have prepared my recommenda- 
tions in duplicate for your convenience.” (Gives pro- 
posal to both file clerk and purchasing agent.) 

S.: “Before I explain how the system will operate, 
perhaps you would like to glance over the suggestions 
which I have made.” 

(Redmond takes the proposal, studies for a minute, 
and speaks as follows) 

P. A.: “I see you have recommended a 1500 alpha- 
betical sub-division for our files. Why couldn’t this 
be 1000 or 800?” 

S.: “For a file drawer to operate at its highest effi- 
ciency, you should have approximately twenty-five 
guides per drawer. The file drawers in your depart- 
ment have an average of twelve guides per drawer, and 
when the clerk is looking for correspondence, she first 
finds the alphabetical breakdown desired, and then it 
is necessary for her to look through just twice as much 
correspondence to find the exact letter, while with a 
properly indexed drawer with twenty-five guides, of 
course, you would have just half that much corre- 
spondence.” 

P. A.: “Here’s an item for six filing shelves. What 
are they?” 

S.: “You will find a cut of it on the next page. These 
filing shelves will save you quite a bit of time.” 

P. A.: “Here’s correspondence distributors. What are 
they?” 

S.: “A correspondence distributor is for sorting the 
correspondence as it is delivered to the filing depart- 
ment. We suggest that correspondence be returned to 
the filing department no less than three times a day 
and.promptly sorted so that the clerk can locate the 
correspondence immediately.” 

P. A.: “That is interesting—go on.” 

S.: “Now, I will explain how our system will save 
actual working hours, and cut your filing costs. You 
have two full-time clerks and one clerk who spends 
half-days in the department. One of these clerks 
spends approximately two hours daily locating misfiled 
or misplaced correspondence. With proper indexing 
and charge-out system, this time can be cut nearly 
100 per cent.” 

P. A.: “Miss Simpkins, is there that much lost effort 
each day?” 

F. C.: “Well, we “yr busy, Mr. Redmond, but with 
the proposed system the work would be easier and it 
will certainly speed up filing and finding.” 

S.: “You can make another cut of two hours per day, 
as a careful survey of the volume of correspondence 
which is handled daily indicates that it can properly be 
done by two full-time clerks. Now, this is not just a 
promise, but is based on actual figures which have been 
established from time studies made on several hundred 
of our systems which are now in daily use.” 

P. A.: “Your logic is good but won’t you have to make 
a complete replacement of the system each year when 
old correspondence is transferred to inactive files?” 

S.: “No, as all the guides, both primary and auxiliary, 
remain in the active file. All you remove is the mis- 
cellaneous and individual folders. Your yearly cost for 
the replacement of these folders will be approximately 
the same as your present expenditure.” 


(Pause) 
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F. C.: “Well, last year during transfer time we had to 
work overtime to index our inactive files. Will it be 
necessary with this system?” 

S.: “No, as you will remember, the miscellaneous 
folder has the same title as the primary guide, and this 
will act as your index and also house the miscellaneous 
correspondence. Of course, the special name folders 
will retain their respective positions in the transfer 
cases, giving you a breakdown which is not usually 
found in inactive files.” 

P. A.: “How long will it take to install a system like 
this? You see, we don’t want to interfere with our 
regular routine.” 

S.: “The system can be ‘worked’ into the department 
within two weeks. It will in no way interfere with the 
regular routine. We can furnish a supervisor from the 
factory, who will make sure the system is properly 
installed, for a small extra charge. While this expert 
is not absolutely necessary, I would recommend it as 
you have a large filing department and there are many 
details she can work out that will go for a smoother 
working set-up. This is no reflection on you, Miss 
Simpkins, but we must keep in mind that you will be 
the expert after the system is installed and, of course, 
it will require a certain amount of training.” 

F. C.: “Yes, I think that would be the thing to do.” 

P. A.: “I am inclined to agree with you, but, of course, 
I must get an approval from our management for an 
expenditure of this size for office improvements.” 

S.: “If you wish, I will be glad to go over this with 
the management as I have with you.” 

P. A.: “I think this proposal will be enough of a sales 
talk. However, if I get stuck, I surely will call you.” 

S.: “I don’t think you will have any trouble, but if 
you do, I’m sure Miss Simpkins will be able to give the 
finishing touch.” 

F. C.: “I’m sure I could.” 

P. A.: (To salesman) “I think I will have this thing 
in line by next Tuesday. Call in the morning before 
you come over.” 

S.: “Thank you very much, Mr. Redmond. I will call 
Tuesday morning as you suggest.” (To file clerk) “And 
thank you, Miss Simpkins. Your time and codperation 
has made this survey possible. After the system is in- 
stalled, I will stop in and see you periodically to see 
that everything is satisfactory.” 

(Shakes hands and bids them both goodbye) 


ACT Ill 
Few Days Later 


(Purchasing Agent is sitting at desk working. Phone 
rings and purchasing agent speaks as follows:) 

P. A.: “Redmond speaking. Hitormiss? —Is that guy 
back again—Oh, tell him to come in.” 

(Hitormiss enters) 

H. O. M.: “Say, I understand you’re figuring on some 
sort of a filing system.” 

P.A.: “Yes, we are thinking a little of it.” 

H. O. M.: “Say, I would like to figure on it. We've 
got some dandy prices down at our place on that kind 
of merchandise.” 

P. A.: “Well, what kind of a system have you to 
offer?” 

H. O. M.: “Oh, we can give you almost anything you 
want. What is it you are thinking of?” 

P. A.: “Oh, I don’t know, we were thinking of 1000 
or 1500 division index along with folders, miscellaneous 
folders, etc.” 

H. O. M.: “Well, let’s have a piece of paper and I will 
make some notes on what you need and I will give you 
a quotation. Let’s see, you probably will want those 
cheap manila guides, now let’s say 1000 to 1500 index 
and a bunch of folders. Well, I'll get a quotation 
together on some of this and bring it in to you. We 
have got some very low prices on those items and I will 
see you in two or three days.” 

Pr. a.? “All vient.” 

(Hitormiss leaves) 

, _ rings and Purchasing Agent speaks as fol- 
OWS: 

P. A.: “Redmond speaking. Mr. Fillman? Yes, send 
him right in.” 

S.: “Good morning, Mr. Redmond.” 

P. A.: “Good morning, Mr. Fillman. There are some 
questions I would like to have cleared up before we 
make a definite decision. Should we have this system 
installed at the same time we are doing our transfer- 
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ring? You see, we start transferring in two weeks, and 
we wonder if it will handicap you in any way if you 
would install the system at this time.” 

S.: “No. It would be really better for the system to be 
installed as you will have a fresh start with the new 
correspondence and at the same time if you accept our 
proposal for furnishing a filing expert from the factory, 
she can undoubtedly make some suggestions and do 
work that will greatly simplify the transfer problems.” 

P. A.: “I believe that about covers every question we 
have except I would like to have your file expert here 
along with all of the material you propose to furnish 
no later than December 5. Do you think you can 
make it?” 

S.: “That is rather a short time. However, I believe 
it can be worked out satisfactorily.” 

P. A.: “That will be fine. I have the order here. Shall 
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I mail it to your office or wili you take it with you?” 
S.: “I would rather take it with me if it’s convenient 
for you.” 

P. A.: (Picks up order) “I'll sign it for you.” 

(Salesman has very happy smile on face as he leans 
forward, watching P. A. sign order.) (Purchasing Agent 
hands order to salesman.) 

S.: “Thank you very much, Mr. Redmond. I am sure 
you will be very well pleased with the set-up after it is 
completely installed and functioning properly. I will 
stop in periodically to make sure that everything is 
working properly.” 

P. A.: “That will be o. k. Stop in whenever you think 
it necessary. However, if something goes wrong, we'll 
let you know.” 

S.: “You won’t have any trouble. Thank you, again, 
Mr. Redmond. Goodbye.” (Shake hands) 


Complete text of the address on National Office Furniture Week and Dealers’ 
Market Opportunities, presented by George C. Brainard, president of The General 
Fireproofing Company, Youngstown, Ohio, appears on page 83 of this issue. 


Report of Necrology Committee 


NCE again we pause in our busy lives to record 
the names of those of our members who have 
been taken from among us during the past year. 

These men are not legendary characters. They are 
men we have known and loved and respected. 

We cherish their memories and retain in our hearts 
their portraits. 

Why they have been called away we do not know. 
This is a problem we may not solve in this world. 
Some of them have had important part in the develop- 
ment of this industry. Few of them were absorbed in 
getting money, but, generally rather in studying how 
best to let go of money, for it is a greater responsibility 
to let go of money than to hold on to it. 

It is also a more difficult thing, and one that taxes 
a man’s wisdom as well as his prudence and courage. 
Many of them have realized this industry had a claim 
on them and that the best way to help the individual 
was by improving or creating conditions educationally 
or practically that would revert to the benefit of those 
in this industry. 

We shall miss these men, yet let us not be sorry for 
them, but rejoice in the joys that we know will be 
theirs in the Eternal Kingdom. 

No words of eulogy can fully express the appreciation 
of the memories of these men. They will be remem- 
bered by all who knew them as long as life shall last. 

The Golden Rule has come down to us unchanged 
through the centuries. These friends were members of 
America’s aristocracy—the only aristocracy we have in 
America—the aristocracy of brains, good breeding, 
good fellowship. 

Let us pay reverent tribute to those of our fellow 
workers who, during the past twelve months, have 
passed to their eternal rest, and offer individually a 
prayer of thanks for their friendship, counsel and 
inspiration which was ours while they were with us. 
Will the members assembled please rise as we read 
the Honor Roll of this association for 1940. 

R. P. Andrews, R. P. Andrews Paper Co., Washington, 

D.C 


Francis M. Brooks, Wm. F. Murphy’s Sons Co., Phila- 
delphia, Pa. 

Joseph P. Buckley, Perry & Buckley Co., New Orleans, 
La. 

J. M. Campbell, McMillan Book Co., Syracuse, N. Y. 

M. J. Casey, James Hogan Co., Ltd., Philadelphia, Pa. 

J. H. Conlon, The General Fireproofing Co., Pittsburgh, 
Pa. 

R. I. Cowles, Bradley & Scoville, Inc., New Haven, Conn. 

“— O. DeLong, Pacific Staty. & Ptg. Co., Portland, 

re. 
C. H. Damsel, Columbus Bank Note Co., Columbus, Ohio. 
Edwin Stacy Fiske, Robert D. Raeder, Kingston, Pa. 


W. O. Foster, Mr. Foster’s Shop, Miami, Fla. 
Lowe I. Carman, West Coast Staty. & Prtg. Co., Los 
Angeles, Calif. 
R. S. Gildart, The General Fireproofing Co., Youngs- 
town, Ohio. 
A. V. Gillin, Weis Manufacturing Co., Portland, Ore. 
Charles Gordon, The Carter’s Ink Co., Cambridge, Mass. 
William B. Gregory, Sr., W. B. Gregory & Son, Inc., 
Detroit, Mich. 
— Gross, Waterloo Office Supply Cv., Waterloo, 
owa. 
— E. Hawkins, Stationers Loose Leaf Co., Chicago, 
Herbert H. Herr, Ream’s, Lancaster, Pa. 
H. W. Horder, Chicago, Ill. 
Frank Horie, Boorum & Pease Co., Boston, Mass. 
Byron Weston Kittel, Eaton Office Supply Co., Inc., 
Buffalo, N. Y. 
Irwin Henry Kirschbaum, Wm. B. Burford Prtg. Co., 
Indianapolis, Ind. 
“> Klockson, Roth Office Equipment Co., Dayton, 
io. 
— H. S. Crocker Co., Inc., San Francisco, 
alif. 
George D. Norman, Jr., Hoosier Desk Co., Jasper, Ind. 
W. — Speed Products Co., Long Island City, 
N 


William G. D. Orr, A. B. Dick Co., Chicago, Tl. 

John S. Pollock, L. E. Waterman Co., Washington, D. C. 

William T. Reeder, Beaver Falls, Pa. 

Henry W. Rogers, Wilbur & Hastings, New York City. 

Se Yawman & Erbe Mfg. Co., Roches- 
ter, N. Y. 

— L. Searcy, Acme Visible Records, Inc., Chicago, 


Elmer L. Sick, W. B. Gregory & Son, Detroit, Mich. 

= Slingerland, Acme Visible Records, Inc., Chicago, 

L. C. Sloan, L. C. Sloan, Ltd., London, England. 

Theo. L. Stassforth, Grimes-Stassforth Staty. Co., Los 
Angeles, Calif. 

C. F. Swayze, Dorsey Co., Dallas, Texas. 

A. C. Tobin, The General Fireproofing Co., Chicago, Ill. 

J. N. Turner, Eberhard Faber Pencil Co., Brooklyn, N. Y. 

William E. Ward, New York City. 

— S. Webster, founder, F. S. Webster Co., Boston, 

ass. 
Harry Justine Wood, Plimpton’s, Hartford, Conn. 
Henry C. Yeiser, The Globe-Wernicke Co., Cincinnati, 


Ohio. 
(Signed) NECROLOGY COMMITTEE. 
Charles H. Everly, Chairman 
Harry L. Nichols 
E. A. Keeling 


Here Endeth the Detailed Report of the Thirty-Fifth Annual 
Convention of the National Stationers Association, Held 
in Chicago, September 22-26, 1940. 
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SALES CONTEST THAT "RINGS BELL" 
P. cakes and Valleys Sccstlel in Upward Cale of Uolome 


ONTESTS come and go, some 

of them are good, some “catch 
on” and get results, while others 
fall flat and result in one man 
having an easy win. It is seldom 
that a “home-made _ contest” 
proves to be a really worth-while 
sales stimulant. Be all of that 
as it may, contests do have their 
value and are usually worth the 
sales manager’s effort. However, 
here is a story about a contest 
that “really rings the bell.” 

Recently we found ourselves in 
a rut in the printing department. 
First a month would be very good, 
then the next month would be 
flat because the salesmen had 
used up their prospects and would 
have to “wait” for a new group 
of prospects to ripen, and fall in 
their laps. In looking around for 
a way to “follow-up” one of these 
peak months with another equally 
as good, the idea of a contest took 
a good deal of thought and specu- 
lation. 

Each of the salesmen was called 
in and engaged in a heart-to-heart 
talk about the problem. From 
each man came ideas that pointed 
to the way of a successful sales 
promotional idea. The first no- 
ticeable point in their cross sec- 
tion of opinions was that each 
man wanted a contest that he 
could win. It was easy to see that 
each one of the men was either 
afraid of the “star” salesmen get- 
ting all the prize money and he, a 
non-star, would have worked hard 
in the contest only to be left out. 
“John has so much more potential 
in his territory than I have,” or 
“Oh, I don’t see much good in a 
contest, Bob will win it anyway.” 


A Contest Where Every Man 
Can Win 

Hence the first problem was to 
concoct a sales stimulating con- 
test wherein every man could win. 
In order to accomplish this, then, 
it was necessary that every man 
compete only against himself. But 
it wasn’t fair to take last year or 
last month as a basis of compari- 


By TOM QUICKEL 


Hutchinson Office Supply & Printing 
Company, Hutchinson, Kansas 


¥ 


son because so and so had that big 
catalogue job last year (or 
month). After these individual 
salesman’s conferences, we agreed 
that this year’s average monthly 
production or sales average Was a 
fair measuring rod. 

But when we took this average, 
each man going over his own sales 
record and figuring out his own 
average, it was easy to point out 
how far below his ability to pro- 
duce had been his actual sales. 
These figures compared with the 
annual budget of sales expectancy 
showed how much we needed to 
improve the average in order to 
meet our budgeted expenses, over- 
head, etc. All the men agreed 
that the average must be raised, 
all agreed to “try harder” but it 
is so easy to promise the sales 
manager, then get busy and forget 
that a better production is neces- 
sary. So to hold this up to our 
“promises”, we decided that a con- 
test that would “pay off” was the 
answer. 

In codperation with the head 
of the printing department, we 
established a figure, a monthly 
average for each salesman that 
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would put us “over the top” for 
the ensuing months. And at the 
same time prove to each man 
that he could earn more by work- 
ing a little more in this depart- 
ment. 

Having determined that we 
wanted a contest that would let 
every Man win a prize, a worth- 
while money value added to his 
commission check, we agreed that 
each man’s monthly average plus 
thirty-three and one-third per 
cent would be sufficient to put us 
well over the top in printing sales 
and at the same time give us a vol- 
ume that would let us pay an ex- 
tra bonus on sales. So we estab- 
lished a monthly sales quota of just 
exactly one-third more volume for 
each man. If he made that quota, 
then he would earn a cash bonus 
of about two per cent on the total 
increase. 

By way of example, John Brown 
had a monthly average for this 
year of $2,000 in printing Sales. 
His quota would then be set at 
$3,000. But the total volume of 
increase that we were striving for 
was, let us Say, $4,000, and we were 
willing to spend an extra two per 
cent to get that “increase” so we 
could spend $80.00 per month. We 
have four salesmen, so John 
Brown would earn a bonus of 
$20.00. 


More Competition Between 
Men Needed 


But we felt that still the pro- 
posed contest lacked something 
that would give an element of 
competition between the men, and 
make for a little more incentive 
for an individual to excel among 
his fellow salesmen. Then, too, 
we knew that some of the men 
would never concentrate on print- 
ing to the point of holding up 
their averages, so we had to “cover 
up” for the men with low monthly 
averages. Hence, we decided to 
cut down the amount of the indi- 
vidual prize money and make one 
prize stand out over and above 
the cash bonus. This was accom- 
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plished by offering a cash prize of 
fifteen dollars to every man who 
would “book” for the month bona 
fide orders equal to his quota, plus 
a beautiful, high quality, summer 
slack suit to the man who ex- 
ceeded his quota by the highest 
percentage of increase. 

The first month has ended with 
four salesmen standing as follows: 
No. 1—82 per cent over quota. 
No. 2—77 per cent over quota. 
No. 3—56 per cent over quota. 
No. 4—18 per cent over quota. 

An average of 58 per cent. 

So, we call this our contest that 
rings the bell on sales, commis- 
sions, bonuses, and a first-class 
prize. 

The benefits of the contest are 


far-reaching. The men are sold 
now on the idea that they can sell 
printing! They have learned that 
with real ideas to sell, they can 
“create” a market where they 
thought none existed. They have 
learned to “book orders” for future 
delivery, which is a boon to any 
print shop. While sales for the 
past month are up, billings for 
this month in progress will be cor- 
respondingly better. 

One of the dangers of contests is 
that generally the men put forth 
all of their promotional energy 
during the contest and the month 
or months following take a slump, 
thus in the end losing because the 
sales have been bunched, and the 
peak is correspondingly an “over- 
head load.” But in this type of 
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contest, we may spread the work 
over a period that tends to lower 
“overtime” and at the same time 
gives the men the benefit of a 


group of new prospects, which 
were (and are) good but that 


couldn’t be closed during the con- 
test month. We are seeing these 
results each day, and the men are 
happy over this after effect. 


After a salesman calls on a cus- 
tomer regularly for years, he un- 
consciously gets in the habit of 
“trusting” his customers, but often 
finds that even friendships can’t 
resist the pressure of a “lower 
price from a competitor.” Such a 
contest has a tendency to keep 
the salesman plugging on a pros- 
pect to see that the order don’t 
drag out too long before closing. 
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In Which James P. Ward Sr., of Reliable Typewriter & Adding Machine Corpo- 
ration, Chicago, Reminds in Few Words of Some Things Salesmen Should Not 


Forget But Occasionally Do. 


The eighth of a series of twelve articles being on 


THE NERVOUS SALESMAN 


CONCERN sent a green sales- 

man to call on a tough pros- 
pect—one who had never given the 
firm any business. He was a holy 
terror to the other salesmen. To the 
surprise of everyone, the green sales- 
man came back with a nice order. 
He did not know the buyer was 
tough; had he known, he might have 
become nervous, hesitated to make the call, 
and thus, simply because of nervousness failed 
to secure the business. 

Often new salesmen get discouraged be- 
cause they cannot control their nervousness 
when calling on customers. They think be- 
cause they are not immediate successes they 
are failures and there is something wrong 
with them. 

It is intensely important that they overcome 
their nervousness, as it may develop into an 
inferiority complex, making it all the harder 
for them to succeed. 

Encouragement for the nervous salesman 
resides in the fact that every successful sales- 
man has had the same experience when he 
first tackled prospects. Some indeed were so 
nervous they walked around the block several 
times before they could muster up enough 
courage to make calls. 

Nervousness is caused by fear—fear of the 
buyer, fear of being turned down, fear of 
making a bad impression, fear of making a 
mistake. 

Every time a salesman passes up a cus- 
tomer because of nervousness, he is not only 





weakening his will power, but he is 
also doing an injustice to the com- 
pany he represents. 

An ounce of action is worth a ton 
of resolutions. The only way to 
overcome nervousness is to fight it. 
Fight yourself, force yourself to call 
on the prospect. Every time you do 
this you increase your courage and 
decrease your nervousness. Soon turn-downs 
serve as stimulators to selling the next time. 

A salesman must meet the challenge of each 
day as a champion boxer greets the sound of 
the starting bell. The mental blows of nerv- 
ousness, criticism, turn-downs, disappointments 
and failures must be taken on the chin with 
a grin. If he has championship stuff in his 
makeup, this barrage of blows may knock him 
down, but they won’t keep him there. He'll 
have what it takes to get up and fight on. 

Consider the story of the saloonkeeper who 
made out a list of all the neighborhood 
huskies and posted it in his window with the 
heading, “I can lick all these guys!” A big 
strapping fellow strolled in and demanded, 
“Who made up that list of names?” “I did,” 
said the saloonkeeper. “Well,” the big fel- 
low replied as he started to take off his coat, 
“My name is on that list and you can’t lick 
me!” “Oh, is that so,” responded the saloon- 
keeper, “then I’ll scratch your name off.” 

The nervous salesman should make a list 
of his toughest customers and make up his 
mind that he is going to fight them with calls 
until he finally lands their orders. 
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Frank Pierce, President, Graham-Pierce Stationery Company, East St. Louis, IIl., in 
His Office Machines Department. 


Stationery Ltailer : * 


IDEAL RECIPE FOR PORTABLE SALES 


HE SMALL stationer who in- 

tends to make a definite, prof- 
itable success of the merchandis- 
ing of portable typewriters must 
make up a well-defined “recipe” 
for sales in order to make the 
most of his opportunities, accord- 
ing to Frank Pierce, president of 
the Graham-Pierce Stationery 
Company, East St. Louis, Il. 

Although Graham-Pierce is lo- 
cated in a not too-impressive sales 
area which must compete with 
many other portable typewriter 
centers in nearby St. Louis, this 
Stationery firm has, year in, year 
out sold a substantial volume of 
portables, making a record highly 
creditable even to the largest met- 
ropolitan stationery store. The 
reason, Mr. Pierce believes, is the 
program he has built around por- 
tables on a prestige basis, and the 
fact that the store has never car- 
ried more than one make. 

For the past five years, all of 
Mr. Pierce’s portables have been 
sold on a five-point “recipe” 
which he has found most resultful 
in every instance. Points are: 

1. One-line guarantee of Satis- 
faction. 

2. Selling outside the store in 
the home. 

3. Education of women to me- 
chanical points. 
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4. Convenient demonstration. 

5. Thorough selling of long- 
term use. 

Machine Department at Back 

of Store 

The _ typewriter department, 
which shows four models of the 
one make carried, is located prom- 
inently in the store—occupying 
the entire rear wall. 
Pierce has concentrated all his 
merchandising ideas to move por- 
tables as swiftly as standard size 
typewriters. 

“First, we handle only one line 
because we believe we are able 
to sell the one machine more con- 
fidently,” Mr. Pierce explained. 
“Nobody would go to a Ford agen- 
cy for a Plymouth in the motor 
field—and consequently, we enjoy 
being identified with one make of 
machine. Thus we can sell more 
intelligently and confidently; give 
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a guarantee which offsets price 
competition and allows us to make 
full markup on the portable. Sales 
argument loses weight when the 
salesman has competitive models 
to display.” 

Whenever necessary, if a pros- 
pect has shown interest, Mr. Pierce 
or his salesmen take the portable 
to his home—where it can be dem- 
onstrated most appealingly. The 
“feel” of the machine is more 
quickly gotten in this location; 
therefore, Graham-Pierce has sold 
numerous portables in prospects’ 
homes. No advance notice is given. 
Mr. Pierce simply calls at the door 
with the machine, asks for per- 
mission to place it on the pros- 
pect’s own desk, and explain the 
points which make it desirable. 
When the prospect is seated at the 
machine, and actually types a few 
lines, his pride of possession sense 
is always aroused, and Mr. Pierce 
is quick to capitalize on it. Par- 
ticularly is this important where 
women are concerned, Mr. Pierce 
always asking them to write a let- 
ter or note which they may have 
already in mind, then pointing 
out where the machine’s superior- 
ity is evident. 

An important point in selling 
within the home, Mr. Pierce point- 
ed out, is always taking the top 
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model of the line out—naturally 
with the best price involved. 
When the user becomes acquaint- 
ed with the features of the better 
portable, anything less will seem 
less satisfactory. Above that, where 
price limitations occur, it is al- 
ways more feasible to trade down 
rather than up. This has ac- 
counted for sales in the outside- 
the-store bracket being uniformly 
distributed among the two best 
priced machines. The noiseless 
portable, despite its higher price, 
has been outselling lower priced 
typewriters consistently — an 
example of how effectively the 
desire to possess a better machine 
has been cultivated. 


Use of the Mechanical Appeal 


The third point—education of 
women to mechanical features— 
is something which Mr. Pierce 
feels many Stationers have over- 
looked entirely. The majority of 
buyers at Graham-Pierce Sta- 
tionery Company are women, and 
are handied with unusual effec- 
tiveness. 

“Any average woman will look 


for beauty in the machine, and 
leave its mechanical details to the 
manufacturer’s reputation,” Mr. 
Pierce stated. “But once they un- 
derstand these, the portable type- 
writer’s value becomes more pro- 
nounced. Accordingly, we show 
every woman not only beauty 
points, but turn the typewriter 
upside down; teach her to appre- 
ciate floating shifts, automatic 
spacing, margin control and other 
improvements. We want her to 
know how the machine is con- 
structed, and we find that all 
women are surprisingly eager to 
learn. The guarantee thus be- 
comes more than mere words, 
when we show her definitely why 
we feel the machine is superior.” 

After the typewriter has been 
turned upside down and demon- 
strated in this way, the fourth 
point in the merchandising re- 
cipe is reached—good demonstra- 
tion in the store. Conveniently 
located is a typewriter stand and 
wheeled metal chair, at which the 
woman is placed to get the type- 
writer’s “feel” quickly. While she 
is seated, the Graham-Pierce 
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salesman explains that the wide 
difference between portable and 
upright construction means that 
it will feel strange; and that a few 
days’ use invariably brings about 
the correct touch. An employe is 
then called in to demonstrate 
rapid typing on the machine— 
thus removing all doubts in a few 
seconds. 

Finally, the machine is sold in 
every sense of the word, so that 
the customer walks out of the 
store highly pleased, and with the 
idea that she has purchased long- 
term satisfaction rather than a 
mere machine. A full guarantee 
of one year, free service and the 
friendly help of the store has 
worked wonders here. 

“Portable typewriters have been 
too much of a price football in the 
stationery field for us to bother 
with an array of all makes,” Mr. 
Pierce summed up. “We stick to 
the one make, give it all the hon- 
est, authoritative appeal we can, 
and depend on our customer’s ap- 
preciation of value to close the 
sale. This has always turned the 
trick for us without a complaint.” 


ecause Emergencies May rise 
MAKE EVERY EMPLOYE A FIRE FIGHTER 


OU doubtless have fire extin- 

guishers in your store, but do 
your employes know how to use 
them? Should a fire break out, 
will they attack it promptly and 
effectively, or will they get panic 
stricken and let the fire burn until 
the firemen arrive? 

It’s worthwhile to get an an- 
swer to this question because what 
happens in an emergency is going 
to mean dollars and cents to you. 

Almost every fire that might 
break out in a stationery and of- 
fice equipment store starts as a 
small one that can be put out with 
trivial losses if those on the spot 
are trained and equipped to do 
exactly the right thing. 

But if the fire is not imme- 
diately extinguished, it is likely to 
spreac rapidly in the combustible 
materials that form a large part 
of the stock, and by the time the 
firemen can arrive it may have be- 
come a serious blaze. In that case, 
fire hose will have to be used on it, 
and, since practically all the stock 
will be ruined by water, the com- 
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bined fire and water losses are 
sure to be large, even if the fire 
itself is quickly brought under 
control. 

The same thing will happen 
with automatic sprinkler protec- 
tion. Let the fire get big enough 
to operate the sprinklers, and the 
losses will be multiplied many 
fold. 


What Insurance Does Not Cover 


Fire insurance may cover the 
cost of the actual physical prop- 
erty destroyed, but it will not 
cover other losses, such as loss of 
profits, and records, and much of 
the cost of cleaning up and getting 
ready for business again. Such 


losses fall directly upon the man- 
agement, and they are often heavy 
enough to cause serious financial 
embarrassment. The fact is that 
a large proportion of stores fail to 
reopen after bad fires. 

Nor must management ever for- 
get that it is easy to start a fire 
in a well-stocked store. A cigarette 
stub carelessly flipped by a cus- 
tomer, a piece of defective elec- 
trical equipment, stock piled too 
close to heating apparatus—any 
of these things will do it. Good 
management and careful house- 
keeping will greatly reduce the 
possibility of fire, but nothing can 
entirely prevent it. 

The answer is: Always be pre- 
pared for fire, even if you have 
been in business twenty years and 
never had one. 

To be prepared, install an ample 
number of fire extinguishers of 
the right types and train your staff 
in their operation. 

Such training is effected by 
means of fire drills held every two 


(Turn to page 81, please 
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HOW HIS BUSINESS SHOULD BE OWNED 


HE best way for a stationer to 
own his business is not to own 

it at all. And, believe it or not, the 
most advantageous move that two 
Stationers in partnership can 
make is to dissolve their partner- 
ship while they have the chance. 

The idea is not to quit the sta- 
tlonery business, but to work out 
a safe and sensible approach to 
this somewhat tricky question of 
ownership. Owning a stationery 
business in the right way can and 
should be the basis of success and 
security to the owner; but the 
wrong kind of ownership may 
bring him loss and disaster. 

The one-man stationery busi- 
ness, for example, has an un- 
pleasant habit of putting the in- 
dividual who owns it on a most 
uncomfortable legal and financial 
spot—and practically always with- 
out warning. These unexpected 
troubles of the stationer who owns 
his business personally and in- 
dividually, arise chiefly out of the 
fact that the law makes no dis- 
tinction between his business af- 
fairs and his personal affairs. If 
he gets into some personal diffi- 
culty that has nothing to do with 
his business, he is likely to find 
his business entangled in it just 
the same. Similarly, his business 
troubles are apt to come crashing 
dowh on his home and involve his 
personal interests most unpleas- 
antly. 

The owner of the one-man sta- 
tionery business gets into an auto- 
mobile accident, let us say, or is 
sued over a dispute about the bill 
for some repairs or improvements 
to his home. Presently a judg- 
ment is obtained against him— 
and forthwith he finds his equip- 
ment, his stock, his fixtures, and 
his business bank account at- 
tached. The fact that the trans- 
action on which the attachment 
is based had not the most remote 
connection with the business, does 
not help him in the least. The law 
looks upon him as an individual 
and anything that he owns as an 
individual is subject to seizure by 
proper legal process against him. 


Taking it the other way around, 
the owner of the one-man sta- 
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tionery business jeopardizes every- 
thing he possesses in every busi- 
ness trouble he gets into. If he 
becomes involved in litigation over 
a business bill, for example, or a 
chattel mortgage on his equip- 
ment, or a note given in a busi- 
ness transaction, the effects, if he 
loses, will not be limited to his 
business assets. The successful 
litigant against him may, if he 
sees fit, attach the very furniture 
in the hapless stationer’s home or 
perhaps obtain a lien against the 
house itself. 

In such situations, unhappily, 
the stationer who owns his busi- 
ness individually cannot separate 
his business affairs from his per- 
sonal affairs. A quarrelsome next 
door neighbor at home may, quite 
conceivably, bring the “individ- 
ual” stationer’s business to ruin. 
The more prosperous a stationer 
who owns his business personally 
becomes, the more apt is he to be 
singled out as a victim for 
trumped up damage suits and 
Similar schemes. If the scheme 
is successful, the “individual” sta- 
tioner must either pay or risk los- 
ing his business. 

The stationer who is in business 
“individually” has one legal meth- 
od of protecting his business and 
personal affairs from each other, 
as it were—but it is a rather dubi- 
ous one. He can avoid some of his 
disadvantages by having his per- 
sonal assets owned by his wife or 
some other relative. He can 
legitimately give his personal pos- 
sessions to someone else while he 
is solvent and retains enough 
assets to pay his creditors. If he 
were to transfer any assets to an- 
other person while he was in- 
solvent, his action would be a 
fraud on his creditors. This de- 
vice of transferring possessions to 
someone else is a makeshift at 
best and must be handled with 
great care lest it give rise to a 


suspicion of fraud. Lawyers don’t 
recommend it. 

From a practical business point 
of view, there’s much to be said 
for the idea of two stationers go- 
ing into business as partners. 
Their combined capital puts them 
on a sounder financial basis from 
the outset, and their joint efforts, 
of course, mean greater impetus 
to the business. If one is taken 
sick, the other can carry on. 
These, and many other advan- 
tages make the partnership plan 
seem attractive. 

From a legal point of view, how- 
ever, the partners are definitely 
inviting trouble — by the very 
existence of the partnership. 
When two men go into partner- 
ship in the operation of a sta- 
tionery business, they do not 
merely add their troubles and 
hazards as individuals—they mul- 
tiply them about a thousand-fold 
and involve themselves in count- 
less new complications to which 
they are not subject as individ- 
uals. Of all the ways of being in 
the stationery business, partner- 
ship is unquestionably and by long 
odds the worst. Broadly speaking, 
all the legal “breaks” are defi- 
nitely against the partners. 

The honesty or dishonesty of a 
partner is not the only vital factor 
in a partnership. It’s possible to 
catch up with a dishonest partner 
and deal with him properly. A 
partner may be as honest as the 
sun and still ruin the business. 
The Potash and Perlmutter stories, 
while primarily entertaining fic- 
tion, were pretty shrewd side- 
lights on the practical operation 
of a partnership. Abe and Maurice, 
you'll recall, were always trying to 
make slick deals in each other’s 
absence—and usually the firm was 
thrown for a loss, much to the dis- 
gust of the other partner. Under 
the law, a partner is liable, legally 
and financially, for all the acts 
of the other partner done in the 
course of the partnership business. 
If one partner makes a losing or 
stupid deal for the firm, it’s too 
bad. The other partner has to 
stand for it. 

And the law goes a bit further. 
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It says that each partner is in- 
dividually liable for all the debts 
and obligations of the partnership 
business. Thus if the partnership 
business owes debts and the assets 
of the partnership are not suffi- 
cient to pay them, the creditors 
may seize the personal and in- 
dividual assets of any partner up 
to the amount necessary to pay 
the obligations in full. 

Partners sometimes work out a 
“limited partnership” arrange- 
ment. In a limited partnership 
the liability of each partner is 
limited to a fixed amount, so that 
no matter what debts the partner- 
ship incurs, he cannot be held re- 
sponsible for more than _ that 
amount. Statutes in many states 
provide for the formation of 
limited partnerships. Even a 
limited partnership, however, does 
not avoid the other disadvantages 
incident to doing business as a 
partnership. 

Stationers are certainly not to 
be criticized for wondering, at 
times, whether there is any rea- 
sonably “safe” way of being in 
business. A stationer can manage 
his sales and control his over- 
head expenses, but what can he 
do to protect himself against 
these lurking legal hazards that 
seem to spring from the very fact 
of business existence? 

He can incorporate! The most 
urgent and earnest advice that 
lawyers give to both “individual” 


and “partnership” stationers is to 
consider seriously the idea of in- 
corporating the business. The cor- 
porate form of doing business has 
just about everything in the way 
of legal and practical advantages. 
The officers, directors, and stock- 
holders of a corporation cannot 
ordinarily be held personally liable 
for the debts and obligations of 
the corporation. This means that 
a stationer whose business is in- 
corporated can legitimately keep 
his personal assets and affairs 
separate and distinct from his 
business. 


Incorporation Saves “Headaches” 


Two or more stationers going 
into business together as a cor- 
poration avoid all the legal “head- 
aches” incident to a partnership. 
The corporation can be held liable 
for the acts of its officers and em- 
ployes only to the extent of their 
authority. An unbusiness-like deal 
by a corporation officer or employe 
does not “bind” the corporation 
unless the person attempting to 
enforce the transaction against 
the corporation can prove that he 
had power to make it. In partner- 
ship, a partner has full power to 
involve the partnership by the 
mere fact that he is a partner. 

Death of an officer, director or 
stock-holder of a corporation does 
not affect the ownership or opera- 
tion of the corporate business. 
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The only change is that the stock 
in the corporation is owned by 
the dead man’s estate or heirs. 
The stock does not have to be 
bought up by the remaining stock- 
holders unless they want to do it. 

Does it pay to incorporate a 
small, local stationery business? 
That’s something like asking 
whether it pays to carry fire in- 
surance. The legal and financial 
perils which the corporate form 
of business ownership is designed 
to avoid, may never occur; but 
they can happen, and if they do, 
the “incorporated” stationer is pre- 
pared to meet them. A stationer 
just going into business for him- 
self, or two or more stationers 
Setting up a joint enterprise, 
should incorporate at the outset 
unless incorporation appears to be 
legally and financially imprac- 
ticable. Similarly, an “individual” 
or partnership stationery business 
should be changed over to the cor- 
porate form, if at all practicable, 
for the protection and peace of 
mind of all concerned. 

How much does it cost? In most 
eases probably much less than 
stationers imagine. Legal require- 
ments and expenses incident to 
organizing a corporation vary ac- 
cording to the statutes of the dif- 
ferent states and, to some extent, 
according to the capitalization. 
The smaller the capitalization, the 
less expense of incorporation, as a 
rule. 
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MAKE EVERY EMPLOYE A FIRE 
FIGHTER 


(Continued from page 79) 


or three months. The value of fire 
drills by workers was recognized 
by industry some years ago, and 
they now form a part of the rou- 
tine of most well-managed plants. 
The idea is being taken up by the 
retail field, since the cost is trifling 
as compared with the possible 
losses that may be prevented. It 
has also been found that when 
workers are taught fire fighting, 
they become much more inter- 
ested in fire prevention. 

The object of fire drills is to 
make sure that the following three 
things are done as quickly as pos- 
sible when fire breaks out: 


1. Extinguish the fire, if pos- 
Sible. 

2. Lead customers and women 
workers to a place of safety. 

3. Turn in a fire alarm. 


These things are best accom- 


plished by giving every worker a 
specific duty and rehearsing him 
in his part so that things will be 
done in an orderly manner when 
the emergency actually occurs. As 
most workers are keenly alive to 
the value of their jobs and know 
that a bad fire may throw them 
out of employment, it is not diffi- 
cult to secure the right kind of 
codperation if the reason for the 
drills is properly presented. 

In planning the fire protection 
of the store, the following points 
are of importance: 


1. Never let papers and other 
combustible rubbish accumulate 
anywhere. 

2. One-third of all store fires 
originate in the basement, so in- 
spect this area frequently and 
eliminate any fire hazards it may 
contain. 

3. Prohibit smoking in base- 
ments and storage rooms. 

4. Oily or paint-soaked rags may 
ignite spontaneously. Keep them 


in metal safety cans until disposed 
of. 

5. In areas protected by auto- 
matic sprinklers, make sure that 
goods are so stacked that the wa- 
ter from the sprinklers will reach 
any fire. 

6. Stack goods in storage on 
skids so that water accumulating 
on the floor will not cause dam- 
age. 

7. Install a sufficient number 
of fire extinguishers and so place 
them that two or more can be 
brought to any point on the prem- 
ises in a few seconds under ordi- 
nary working conditions. 

8. Inspect heating and electri- 
cal systems frequently and correct 
any defects immediately. 

9. Always turn in a fire alarm 
promptly whenever a fire breaks 
out, but try to get the fire out be- 
fore the firemen arrive. They 
prefer to find fires dead, but they 
will want to inspect the premises 
to make sure there is no further 
danger. 
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NATIONAL OFFICE FURNITURE WEEK 
Great Sales Campaign Set for October 14 to 19 


ITHIN a week after this is- 

sue reaches its readers the 
office furniture division of the in- 
dustry will open the first coopera- 
tive sales campaign in its history 
and what is expected to be its 
greatest merchandising event. 
Dealers from coast to coast will 
be putting on intensive sales cam- 
paigns, participating in National 
Office Furniture Week—October 14 
to 19. 

Thirty - seven manufacturers 
have provided their dealers with 
posters, streamers, display cards, 
gummed stickers, electrotypes and 
newspaper mats for advertising 
the “week.” Many have augment- 
ed these supplies with their own 
displays and literature for distri- 
bution to prospective buyers. 

Under the plan worked out this 
year the display materials were 
furnished by the manufacturer 
without cost to the dealer. But 
the dealer will bear all the local 
advertising and sales expense. 
Thus the manufacturer and dealer 
Share the cost of a nation-wide 
campaign at this opportune time 
when business in many fields is 
rapidly expanding, and needs are 
increasing correspondingly. 

Those who read the article on 
the “week” in the August number 
and the eight-page “Manual of 





TO DEALERS—A FAVOR PLEASE: 
That you let us know the results 
of your National Office Furniture 
Week sales campaign. As _ the 
“week” is an experiment pro- 
moted for the first time this year, 
we are interested in learning 
whether your furniture sales are 
increased through this effort. Also 
whether your supply of special 
display matter proved adequate. 
The information will be appre- 
ciated.—THE EDITORS. 





Dealer Suggestions on National 
Office Furniture Week” in the Sep- 
tember issue are familiar with the 
slogan of the campaign: “Modern- 
ize your office for efficiency, con- 
venience, appearance.” Many 
have taken up the plan and will 
apply the features that fit in with 
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their own situation. Enthusiastic 
reports come from all sections. 

In the two and one-half months 
Since OFFICE APPLIANCES began 
promotion of the “week,” interest 
has fast mounted among manu- 
facturers, dealers, and salesmen. 
The program is being extensively 
publicized. 

Over one-quarter of a million 
red gummed stickers advertising 
National Office Furniture Week are 
in the hands of dealers for use 
on correspondence and mailing 
pieces which will go to thousands 
of offices throughout the land. 

Much attention was given the 
“week” at the recent National 
Stationers Association Conven- 
tion held in Chicago. A complete 
display of advertised materials 
was shown in a room set apart 
for the purpose. Of course, the 
pleasantest experience of the room 
was receiving visitors who came 
to learn more about the plan. 
Many signed a guest book and re- 
lated their intentions. The deal- 
ers of Indianapolis plan a full- 
page rotogravure advertisement to 
start the “week.” 

Every dealer will be interested 
in reading Mr. Brainard’s conven- 
tion address, reprinted on the op- 
posite page. Let everybody make 
the most of the opportunity! 





Wharket Opportunities in 


NATIONAL OFFICE FURNITURE WEEK 


OME time ago, Charlie Garvin 

asked me to present at this 
meeting my conception of Nat- 
ional Office Furniture Week, which 
is being sponsored by OFFICE AP- 
PLIANCES. I answered the call be- 
cause I believe it is the duty of 
every man in the industry to do 
everything possible to make it a 
success. 

The correspondence and attend- 
ant details, suggestions and plans 
for getting out information and 
other such matter were handled 
by Nevin I. Gage from the edito- 
rial staff of OFFICE APPLIANCES, 
whose previous experience in han- 
dling matters of like character 
proved of definite advantage. 

The intent of National Office 
Furniture Week is to instill in the 
minds of business people the mod- 
ernness and usefulness of present- 
day business furniture. The need 
for selling in this matter is very 
pressing. It becomes more pro- 
nounced as we learn more about 
the importance of the office, its 
varied functions and the size of 
our markets. 

The inception and growth of the 
office parallels the development of 
the “American Way of Living” as 
we know and enjoy it. Their 
courses have progressed together 
for over one hundred years. 
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By GEORGE C. BRAINARD 


President, 
The General Fireproofing Company, 
Youngstown, Ohio 


Address at N. S. A. Convention 
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MR. BRAINARD 


Our way of living was created 
by developing our natural re- 
sources, agricultural pursuits, in- 
dustries, cities, railroads, high- 
ways, lines of communication and 
places of amusement, and estab- 
lishing churches, schools, colleges, 
hospitals, banks and countless 


other institutions devoted to hu- 
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man comfort or general welfare. 

Back of this development lies 
the machinery of control, with the 
hand of management guiding it. 
Behind the scenes, everything is 
planned, simplified, and directed. 
This specialized industry supplies 
the machines, systems, furniture 
and equipment that enable man- 
agement to control its own gigan- 
tic creations. 

Without the inventive mind and 
the merchandising resourcefulness 
of the office equipment industry, 
our industrial, governmental, and 
social systems could not have been 
built. Remove suddenly the means 
of control—remove office equip- 
ment—and that which it helped to 
create could not withstand the 
shock. Write letters by hand—do 
bookkeeping with pen and ink— 
file records on stick files—work at 
old-fashioned standing desks — 
and we would go back to the 
horse-and-buggy days in fact. 
Productive costs, overhead ex- 
penses and prices would mount at 
once. There would be fewer buyers 
who could pay for goods produced 
under such conditions. 


Our Market 


The office is our market. We are 
engaged in supplying the materials 
and tools used by office workers, 
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Views of National Office Furniture Week Room, visited by many at N. S. A. convention. Left shows roster of participat- 
ing manufacturers. Right, their literature for dealers. 
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and office furniture is a major 
part of these requirements. 

Our market is very large. More 
than four million men and women, 
not including executives and pro- 
prietors, are engaged in office 
work; one out of every ten persons 
employed in gainful pursuits is an 
office worker. Next to agriculture, 
there are more people working in 
offices than in any other classifi- 
cation. 

Supplying the active and poten- 
tial needs of office workers is the 
sales problem of dealers and man- 
ufacturers in our industry. Edu- 
cating them and their employers 
in the advantages to be derived 
from using improved office furni- 
ture appears to develop the most 
sales prospects. This is the objec- 
tive of National Office Furniture 
Week, 

We cannot educate office work- 
ers unless we know their require- 
ments and can supply them, also 
their problems and how to solve 
them. We should know, for in- 
stance, the number of office work- 
ers in a particular market and, if 
possible, the number of workers 
in each office. We should also 
know the number of desks, tables, 
chairs and filing cabinets used per 
office worker, also the types, and 
something about the condition of 
this equipment in individual of- 
fices. This information should be 
recorded and made available for 
reference. 

With this information, it would 
be possible to forecast the office 
furniture sales volume a market 
should produce, and sales plans 
could be made accordingly. In 
other words, we then create a 
yardstick for measuring market 
possibilities and our own progress. 

There are two markets for office 
furniture—the ACTIVE and the 
POTENTIAL. The active market is 
made up of sales of furniture for 
current needs and to expand in- 
stallations already in use, and in 
addition furniture that is needed 
for newly established offices. 

To illustrate more clearly, let 
me suggest the following example: 

The surveys of several impartial 
agencies show there are 80 desks, 
28 tables, 150 chairs and 150 filing 
cabinets in use per 100 office 
workers. This is an average for 
all classes of business, and does 
not include executives or proprie- 


tors. 

In the city of Chicago there are 
255,500 office workers. On the ba- 
sis of this information there are 
approximately 200,000 desks, 70,000 
tables, 380,000 chairs and 380,000 


filing cabinets in use in this mar- 
ket at this time. 

For years the industry has used 
10 per cent of the furniture in use 
as a fair average of the active 
business a market should produce; 
however, if we cut this in two and 
use only 5 per cent, the active 
commercial volume in Chicago 
during the next twelve months 
should be at least 10,000 desks, 
3,500 tables, 19,000 chairs and 19,- 
000 filing cabinets. Translated into 
dollars and cents at reasonable 
unit prices, the total sales value 
would be over two million dollars. 

There is another and larger 
market here that will yield mil- 
lions in sales volume if it is culti- 
vated more intensively. It is the 
potential market, or the possible 
replacement of desks, tables, 
chairs and filing cabinets now in 
use that do not meet modern re- 
quirements. 


Potential Market 


Replacement selling is not new 
in the field of merchandising. A 
very high percentage of all mer- 
chandise purchased today is for 
replacing similar things that have 
either outworn their usefulness or 
have become obsolete. Over 70 per 
cent of the radios sold last year, 
65 per cent to 75 per cent of the 
typewriters and adding machines, 
depending on the models, and a 
very high percentage of the auto- 
mobiles, refrigerators and other 
appliances, were replacement sales. 
Although the figures for our in- 
dustry are not available, it is safe 
to say that thousands of pieces of 
office furniture are bought each 
year for this purpose. 

Over ten years ago, two surveys 
showed that more than 50 per cent 
of the office furniture in use was 
obsolete. A desk, chair or file may 
be so classified when there is 
something available that is better 
adapted to the work. 

If we assume, for the sake of 
being conservative, that only 20 
per cent of the office furniture in 
use in the city of Chicago is ob- 
solete, we have an immediate po- 
tential market for 40,000 desks, 
14,000 tables, 75,000 chairs and 
75,000 filing cabinets. Make simi- 
lar estimates of the potential mar- 
ket in your own trading area and 
you will clearly see the extensive 
sales possibilities for your organi- 
zation to cultivate. 

Business is being burdened with 
new details in operation through 
the requirements of Wage and 
Hour laws, and other federal and 
state legislation. Management is 
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seeking ways and means for re- 
ducing the cost of office operation. 
Time and labor-saving machines, 
efficient systems, and duty-fitted 
office furniture and equipment 
seem to be an important aid to 
the solution of this problem. 


The Dealer’s Status 


Selling the replacement market 
is creative work. It requires initia- 
tive, patience, resourcefulness and 
time. There is, however, a sub- 
stantial reward for the dealer, 
salesman, and manufacturer who 
is willing to assume his share of 
the responsibility and who will 
work diligently. 

The dealer is a most important 
link in the office furniture mer- 
chandising chain. He is the con- 
tact between the producer and the 
user. The success of the office 
furniture industry, is therefore, 
largely in his hands. 

The manufacturers of office fur- 
niture are mindful of their respon- 
sibilities in marketing their prod- 
ucts through the dealer. They 
have cooperated with him by edu- 
cating salesmen, supplying adver- 
tising material, making customer 
contacts, and lending the services 
of their own trained salesmen. 

This building, cooperating, and 
planning have produced a rela- 
tively new, large industry. It em- 
ploys tens of thousands of workers 
who earn millions of dollars in 
wages. It is a definite contribution 
to the American Way of Living. 

The growth of the office and the 
increased number of workers have 
made the dealer more conscious 
of the importance of his position. 
Many dealers who were small sta- 
tioners twenty or twenty-five years 
ago are now large, prosperous 
merchants. In that time they 
have learned to depend on major 
lines for a considerable part of 
their business. 

Office furniture is not only a 
major line with many dealers—it 
is their No. 1 line. There are other 
dealers, however, who are over- 
looking a real opportunity to in- 
crease their volume of business 
and profits. 

The time is now opportune for 
intensifying on replacement sell- 
ing. During my eighteen years in 
this business, I have observed that 
people buy only what they need, 
and they are most receptive to 
buying these things when business 
is good. It is my strong opinion 
that we shall see improved busi- 
ness conditions for some time to 
come. Hence, we are now in an 
especially good period for selling 
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The big sales week is at hand! Feature the posters and streamers prominently. 


Complete all plans and follow them through. 


the idea of improvement in effi- 
ciency, convenience, and appear- 
ance in the business office. 

Every dealer in this room and in 
the industry should double or 
treble his office furniture business 
during the next three to five years. 
There is practically no limit to 
what may be done if we but have 
the urge, a good plan, and the 
driving power to put into it. 

I have no thought of taking the 
role of an advisor in selling office 
furniture, nor do I want to preach, 
but there are certain thoughts 
about office furniture marketing 
that I should like to leave with 
you. 

If we sell in proportion to our 
chances, the user must be made 
acquainted with that which is new 
and more efficient. He must be 
told about all of the advantages 
of modern desks, chairs, filing cab- 
inets and other office furniture 
products. Markets must be an- 
alyzed more scientifically, and 
canvassed more thoroughly than 
in the past. 

Floor and window § displays 
should receive more attention. 
They should be planned and dec- 
orated to serve the purpose for 
which they are intended: namely, 
to sell merchandise. Too many of 
us fail to put sales appeal in our 
displays. 

The advertising literature the 
dealers receive from manufactur- 
ers should be used more effectively. 
Planning the use of advertising 
material is just as important as 
planning other work in retail sell- 
ing. 

More comprehensive sales rec- 
ords should be kept. Many dealers 


are meticulous about stock control 
records and records of other 
phases of their businesses, but 
completely overlook the impor- 
tance of the records that are nec- 
essary helps to sales managers 
and salesmen. 

Store rooms may be rented in 
expensive locations and filled from 
basement to roof with merchan- 
dise; but it must be sold before it 
is profitable for the dealer or of 
value to the ultimate user. 

There is another thought in con- 
nection with replacement selling 
that I should like to mention. I 
have often wondered what the re- 
sult would be if dealers would co- 
operate in conducting a carefully 
planned replacement campaign. 

With several dealers presenting 
the advantages of modern office 
furniture, talking replacements, 
presenting attractive literature, 
prospects would bound to be de- 
veloped and sales would be made. 

There is another policy that I 
believe could be very profitably 
adopted by the dealer. That is 
closer standardization of the lines 
of office furniture sold. There is 
too much promiscuous buying in 
the retail field. The only effect it 
possibly can have is to increase 
the investment in inventory, re- 
duce the number of turnovers, and 
often make it impossible to supply 
the requirements of customers be- 
cause of shortages of very particu- 
lar items needed. 

Regardless of whose line, adopt 
it and stay with it. It will put 
money in your pockets and pro- 
duce fewer gray hairs. 

So we come back to National 
Office Furniture Week. I hope that 
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we can make it the first step in 
the educational process that is 
needed to build our markets. Or- 
FICE APPLIANCES published in its 
September issue a very compre- 
hensive and useful outline of sug- 
gestions for making National Of- 
fice Furniture Week successful. No 
doubt you will also receive recom- 
mendations from the manufactur- 
ers you represent. However, I 
should like to submit: 


Five Recommendations 


(1.) That you give publicity to 
this movement by mail and in your 
local press as soon as possible. 


(2.) That you plan to specialize 
on making attractive window dis- 
plays during National Office Fur- 
niture Week. Floor displays should 
receive equal consideration, be- 
cause it will be on your floors that 
you will make actual sales then 
and later. 


(3.) That you enthuse your 
salesmen by acquainting them 
with the possibilities of your pro- 
gram and in the sales advantages 
of the lines which you handle. 


(4.) That you bring the buyers 
and users of office furniture to 
your stores that the advantages of 
modern office furniture may be 
demonstrated. 


In this connection, I have often 
wondered why so many dealers 
maintain expensive show rooms 
and use them so little. It is my 
conviction that the value of dis- 
play could be increased several 
times if the dealer would conduct 
a year-in-and-year-out campaign 
to bring users to his show rooms. 
It is impossible for a comptroller, 
office manager, secretary or other 
executive of a company to visit a 
well rounded out display of office 
furniture without seeing some- 
thing that is not only wanted, but 
badly needed. 


(5.) That National Office Furni- 
ture Week effort should be merely 
the start of a continuous campaign 
to reap all possible benefits from 
the opportunities for office furni- 
ture sales in your respective mar- 
kets. In other words, don’t let the 
“week” be the end of it. Let that 
be the start. 


While the National Stationers 
Association has done much for 
itself and others, we should strive 
to make the benefits larger and 
more far-reaching. We _ should 
support National Office Furniture 
Week as individuals and as an 
association with everything we can 
possibly give it. 
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SALESMEN COLLECT UNPAID ACCOUNTS 
Quota System Puts Wen on MWettle to Sell Profttably 


N SELLING office furniture it is 

very important that salesmen 
be kept on their toes to make the 
quota for the month, according to 
C. A. Netzhammer, sales manager 
for the Northwestern Furniture 
Company, Milwaukee, for the rea- 
son that the product sold varies 
so greatly in value, from a simple 
office file to the furniture for an 
entire office building. For in- 
Stance, if a salesman has a very 
good month, in which he was able 
to sell a good sized order, probably 
amounting to thousands of dollars 
worth of equipment, he might goa 
little easy during the following 
month or two, thinking that he 
has shown what he can do and be- 
lieving that he is way ahead of the 
other salesmen in point of dol- 
lars and cents sales. That is where 
the monthly quota chart shows 
him what the other fellow sells 
each month and that he is not the 
only one having sold more than 
his quota in the past month. 


In the chart shown herewith, 
the broken line shows the quota 


By JOHN E. HUBEL 


¥ 


for each salesman for the coming 
month, while the solid line shows 
the amount of each man’s sales 
up to date during that month. 
Record of sales is kept by points, 
a typical month’s standing of 
eight salesmen of the company 
looking somewhat as follows, the 
names of the salesmen being ficti- 
tious: 


Points Highest Average 

Past Previous for 
Salesman Month Average Year 
Adams 127.4 198.6 126.7 
Baker 110.7 279.7 92.0 
Carter 102.9 258.8 83.0 
Dalton 102.5 185.2 74.5 
Effing 73.4 170.7 98.1 
Garver 49.9 629.9 68.9 
Henning 48.5 258.8 71.8 
Ilgen 2.2 223.6 

The Northwestern Furniture 


Company advises its salesmen that 
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“A sale is not a completed trans- 
action for our house until the ac- 
count is paid in full. Besides, your 
customer, when indebted to us, is 
frequently inclined to go else- 
where, where he is paid up, and 
feels freer to buy until his unpaid 
account with us is adjusted.” 

Salesmen of this company are 
credited on their assigned monthly 
quota points on accounts turned 
over to them for collection as fol- 
lows: 

1. Accounts fully collected with 
interest to date: Five points, plus 
one-half point for each month old. 

2. Accounts fully collected: Four 
points, with one-quarter point for 
each month old. 

3. Accounts three-quarters col- 
lected with interest to date: Three 
points, plus one-half point for 
each month old. 

4. Accounts three-quarters col- 
lected: One and one-half points, 
plus one-quarter point for each 
month old. 

5. Accounts one-half collected 
with interest to date: Two points, 
plus one-half point for each month 
old. 

6. Accounts one-half collected: 
Two points, plus one-quarter point 
for each month old. 

7. Accounts one-quarter col- 
lected with interest to date: One 
point, plus one-half point for each 
month old. 

8. Accounts one-quarter col- 
lected: One point, plus one-half 
point for each month old. 

9. For each written report in 
duplicate for customer’s folder on 
form provided, of reason for non- 
payment, properly executed, one 
point. 

Accounts are first assigned for 
collection and charged to the 
salesman to whom the sales are 
credited. When two men have 
sold the same customer, the ac- 
count will be assigned to the man 
in whose territory it is located. 
Forty-five days after an assign- 
ment of an account is given to a 
salesman and where results not 
satisfactory to the house have 
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been obtained, the account is re- 
assigned to some other man. 

The effect of making the men 
collectors of accounts as well as 
salesmen, Mr. Netzhammer says, 
is to make them more careful of 
the selection of customers. We all 
know that the main object of all 
salesmen is to make sales in larger 
volume, and let the management 
worry about getting paid for the 
merchandise sold, but with the 
method employed by the North- 


western Furniture Company the 
salesman gets a different outlook 
on the final results of his sales, 
as he will be obliged to bring in 
the money as well as getting credit 
for the sale on the sales chart 
when the goods are sold. 

When entering the employ of 
the company, every salesman is 
given a typewritten agreement in 
which the rules governing sales and 
commissions are made clear, which 
avoids many an argument later 
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as to the amount of commission 
to which the salesman is entitled, 
especially on split commissions 
and cases where the floor man in 
the store claims part of the com- 
mission on a sale made by the lat- 
ter but to a customer who was 
originally interested in coming to 
the store by a salesman other than 
the floor man. This method of 
avoiding misunderstanding is 
working out very well, according 
to Mr. Netzhammer. 


TWO OKLAHOMA INSTALLATIONS.— 
(Top) Part of a $50,000 installation in 
the offices of the Oklahoma Tax Com- 
mission recently made by Branham’s, 
Inc., Oklahoma City. This job included 
1000 binders for Flexite visible records 
and 21 specially designed Macey steel 
tables to accommodate the two-tiered 
line-up. (Lower) Branham’s also made 
this installation of 3000 Flexite visible 
record units in the county treasurer's 
office. County Treasurer William H. 
Vahlberg poses with one section of the 
installation.—EVH 
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AN INSTALLATION WITHIN THE INDUSTRY.—Pictured 
here is a concrete proof that not all installations of furniture, 
equipment and furnishings are made outside of the industry. 
This impressive battery of filing drawers, cabinets and flat 
drawers made to meet the varied requirements of a large 
organization, was installed in the office of a Mid-western 
furniture company by the Anderson-Hickey Company, makers 
of the ““Andy Units of Steel,”’ Geneva, Ill. Note the smooth- 
finished counter top which is also the “roof” of the large 
filing and storage space below. 
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A FINE “Y AND E” INSTALLATION.—The Hyde Park Breweries Associa- Master executive desks in a private office. (Lower left) The com 
ation, St. Louis, Mo., was the scene of this installation of Yawman and general office equipped with Styled Suspension desks. (Right) A 
Erbe Manufacturing Company equipment. (Top left) ““Y and E” Style- office featuring the Style-Master executive desk. 
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A BATTERY OF AUTOMATIC POSTING TRAYS.—This shipment of 

tomatic’ posting trays, made by the Automatic File & Index Co 

was recently sent to Crane & Company, Chicago office. The instal 

consisted of thirty stock trays. Many shipments have been made by 

Crane offices since that organization has become standardized on 
equipment. 


LYON METAL IN SCHOOL AUDITORIUM.—This large installation of lift 

seat chairs, manufactured by Lyon Metal Products, Inc., Aurora, Ill., was 

made in the Barberton school, Barberton, Ohio. One of the principal results 

of the installation was elimination of noise previously caused by persons 

in the auditorium finding difficulty in getting to their seats past others 
already occupied. 





the Sikes executive Modern desk. An interesting feature is the 
paneling of the walls and air conditioning throughout. The board 
is outfitted with a specially built table, 14 feet long, and Sikes No. 10%) 
chairs. Installation by the Maverick-Clarke Litho Company, San An 


SIKES FURNITURE IN A TEXAS BANK.—The above pictures show an 
installation of Modern suite furniture manufactured by The Sikes Com- 
pany, Inc., in the Victoria Bank & Trust Company, Victoria, Tex. The 
private office is equipped with the new soft cushion and back chairs and 
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ARTER INSTALLATION IN OWN OF- 
FICE.—The Harter Corporation, Sturgis, 
"Mich., recently modernized its own exec- 
Dutive offices with new equipment includ- 
Jing the latest steel chairs in the Harter 
line. The Presidents are shown at left 
‘and are designed for top executives. (At 
ight) The chair shown is the Harter 
omfit executive model and it is 
quipped with resilient back and a tilt- 
ing seat. It is one of the leaders of the 
Harter adjustable steel chair line. 


AN UNUSUAL INSTALLATION.—The 
Rice Business Furniture Company, Cleve- 
land, was responsible for this installa- 
tion made for the Commercial Bookbind- 
ing Company, also of Cleveland. Archi- 
tectural work and designing covered the 
private office and reception room (L to 
R) and the Rice organization supervised 
every detail, including the mural of the 
world painted on the wall, custom built 
bookcases and desks, drapes, venetian 
blinds, carpeting, lighting and pictures. 
Sikes chairs were used throughout. 
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E VIEWS OF SHAW-WALKER EQUIPMENT READY FOR SERVICE.— counter in the First National Bank, Glenwood Springs, Colo. All necessary 
p left) Office of the Alamito Dairy, Omaha, Neb., equipped with Shaw- papers, etc., are at the teller’s fingertips. The box-like spacer units over 
Iker island base desks. These desks have “tailored to fit the need’ the counter top conceal small machines and papers from the public view. 
wers with a specific place in them for each working tool, thereby leav- Installation made by the W. H. Kistler Stationery Company, Denver. 
the top cleared for immediate jobs. Installation made by The Rader (Lower center) The customer side of the S-W Triple Duty counter lends an 
mpany, Omaha. (Top right) Officials of the dairy use the Shaw- air of dignity to the reception space. (Lower right) Bushong & Company, 
blker island base desks with “organized” drawers to exactly fit Portland, Ore., installed five and one-half carloads of Shaw-Walker filing 
it needs. (Lower left) The work side of the Shaw-Walker Triple-Duty cabinets in Linn County court house, under supervision of A. V. Wells. 
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EDITORIAL 


The Stationers’ Convention 


@¢ THE recent convention of the National Sta- 
tioners Association was significant not alone for 
its large attendance and reflection of the prestige 
of this industry upon which business depends for 
its office tools. It was noteworthy, and espe- 
cially valuable to those attending, because prac- 
tically all the speakers were from within the 
trade. Their discussions and recommendations 
came out of practical experience in dealing with 
the various problems common to all members. 

The sessions were devoted strictly to business 
and, together with the value of the exposition, 
the primary purpose was to afford the oppor- 
tunity for getting in touch with the best the 
industry has to afford in successful ideas and 
merchandise. 


—- ~~ om - — 


BLESSED are those that nought expect, for they 


shall not be disappointed.—Peter Pindar. 
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Dramatized Program Appeals 


“& THE dramatized type of convention pro- 
gram introduced as an experiment at the N.S.A. 
conclave proved an unqualified success and mer- 
its continuation and development. 

Through the depiction of ideas by the dem- 
onstration methods, interest was greatly added 
to the subject presentations by one’s being able 
to see as well as hear. This is the basis of the 
success of the motion pictures which have been 
produced on selling. 

Future programs could go farther afield than 
the first one attempted. Two types of presenta- 
tion might be developed: (1) That from which 
the audience grasps the desired points by ob- 
servation; such as the “right way” contrasted 
with the “wrong way.” This is the story or drama 
method. (2) That which conveys the ideas by 
direct presentation of the subject; such as the 
explanation of the technique of accomplishment. 
This is the classroom and clinic method. 

Both could be applied to any number of the 
major departments of dealer management, store 
operations, and salesmanship. 


-_>- —— 





MANNERS should bespeak the man, independent of 
fine clothing. The general does not need a fine coat. 
—Emerson. 
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National Office Furniture Week 


@ NATIONAL Office Furniture Week, which 
promises to be a famous selling event, was not 
promoted by Orrice ApPLIANCEs for profit to it- 


self. But as a service for the trade, performed 
at considerable expense, with the hope of stimu- 
lating office furniture sales. 

Contrasted with the cost of such “weeks” to 
many other industries, the cost to the office 
furniture industry for the promotion and organ- 
ization of National Office Furniture Week was 
only approximately $125. This was included in 
the prices of the advertising matter sold by the 
printer. And applied toward expense of con- 
tacting the manufacturers. All other expense to 
which OrricE APPLIANCES was put was carried 
by the journal. The total approximating that 
of any participating manufacturer. 

No fund was raised, nor is any contemplated, 
to finance the promotion of National Office Fur- 
niture Week. 

Progress of any division of the industry means 
progress for the industry’s trade journal. By 
constructive contribution to the industry’s ex- 
pansion and advance, the journal “pays its way” 
and shares in the cumulative results. 
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A MAN’S own good breeding is the best security 
against other people’s ill behavior.—Chesterfield. 
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Time-Saving Idea 


@¢ AN idea for the office supply salesman is 
suggested by the policy of Ruy’s Handelsver- 
eeniging, Batavia, Java, whose managing direc- 
tor was a welcomed visitor at the recent sta- 
tioners’ convention. The company has a main 
office in Batavia and five branches at other 
points in the far East. To expedite matters in 
keeping all branches informed, the main office 
follows the practice of requesting its suppliers, 
and companies interested in serving as sources 
of supply, to provide six copies of all letters, 
printed matter, and samples of merchandise. 
These are sent to the main office, which distrib- 
utes them to the respective branches. 


Incidentally, the practice offers a suggestion 
by which manufacturers not following the pro- 
cedure may introduce a feature of convenience 
in their dealings with others of similar situation. 


But the policy suggests an adaptation which 
the stationery supply salesman could offer to 
certain customers writing frequent letters that 
require the services of several departments. For 
instance, with a letter of inquiry would be in- 
cluded sufficient carbon copies that would enable 
the recipient simultaneously to refer the matter 
without delay to all departments involved. Such 
a simple plan would help the recipient company 
to respond more quickly and thereby give the 
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sending firm quicker service. The salesman 
would be prepared to provide the necessary in- 
creased supply requirements. 
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SEIZE an opportunity when it is offered—Cicero. 
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Management 


@ BEING on the front line of business, sales- 
men receive more instruction, advice, and sug- 
gestions than men in any other employment. 
And enterprising salesmen taking advantage of 
what is offered improve their work, advance their 
positions, and in many cases reach managerial 
and other top jobs. Very many business execu- 
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tives achieving their appointments through sell- 
ing experience. 

Mention of which is but by way of reminder of 
the responsibility of management for much of 
the accomplishment of front-line men. Not re- 
sponsibility for “instruction, advice, and sugges- 
tion” only, but particularly for that special co- 
operation and encouragement which stimulates 
enthusiasm for the day’s work and eases its dis- 
couragements. 

Which incidental reference to such important 
matter is impelled by reflection upon the amount 
of “selling” material in this number, including 
the convention addresses. 


HERE AND THERE 


BANDIT CHASE NETS ROYAL 
MAN $100 AND GOLD WATCH 


Donald Bosted, an employe in the 
portable typewriter division of the 
Royal Typewriter Company, Inc., was 
recently honored by the members 
of the Midtown traffic squad of the 
Manhattan police for his part in the 
capture of an armed man on a busy 
West side street in New York. He 
was presented with a check for $100 
and a gold wrist watch as a token 
of the squad's appreciation. 

While passing through West Thir- 
ty-third street near the Empire State 
building, Mr. Bosted saw a police- 
man approach a man cornered be- 
fore a building to make an arrest. 
In the hand-to-hand scuffle that en- 
sued, the policeman was knocked to 
the ground and the armed man fled 
in the direction of Herald square. 
Pursuing the fleeing man, Don caught 
up with him near Sixth avenue and 
attempted to flatten him on the 
sidewalk with the gun he had seized 
from the fallen policeman. In the 
chase, Don fired five shots after the 
man but all missed their target. 

Patrolman Roussin, stationed at 
the square, saw and subdued his 
captive, taking him to police head- 
quarters, 

Mr. Bosted was treated for numer- 
ous cuts and bruises after making a 
statement for the police records. 





FOUR FISHERMEN FOOL FISH 
FLICKING FLIES 


Four dry-fly addicts of Seattle re 
cently staged a blitzkrieg against 
trout with unusual success when they 
journeyed up the Frazer river canyon 
into Canada where the scrappy 
Kamloops hang out. 

The anglers were Herb Hart, Zel 


lerbach Paper Company; Chet Wil- 
liams, Yawman and Erbe Manufac- 
turing Company; Tom Pelly, presi- 





FOUR SEATTLE DRYFLY ADDICTS 

TAKE THEIR LIMIT OF TROUT.—(L 

to R) Herb Hart, Chet Williams, Tom 

Pelly. Seated in front is Minor Pelly. 

who knows more about tapered lead- 

ers than most boys of his age know 
about marbles. 


dent of the Lowman & Hanford 
Company, and his son, Minor Pelly. 

The three men and the youngster 
all used light weight flyrods and 
equipment which gives some idea of 
the sport they had when it is realized 
that the fish shown in the accom 
panying illustration weighed from 
three to seven pounds each. 





BURGLAR SPELLS GRIEF FOR 
EVERYBODY CONCERNED 


A burglar who attempted a day- 
light robbery of the Typewriter Ex- 
change, Columbia, S. C., recently 
had a hard time of it. So did E. W. 


Patterson, manager of the store, 
Charles Dickert, a new employe, and 
the store itself! 

The burglar slipped into the place 
just as Mr. Patterson entered by a 
side door in time to see the intruder 
helping himself to money from an 
open safe. A battle royal ensued 
with odds about even until the re- 
sourceful Mr. Dickert came back 
from lunch, and, sizing up the situa- 
tion like an army general, smashed 
a big bottle of ink over the burglar’s 
head. 

That finished off the burglar until 
a policeman, attracted by the gen- 
eral racket, ran in and took charge, 
later taking the revived burglar to 
jail. Mr. Dickert's difficulties came 
when the ink had to be cleaned up. 
—JHR. 








SOMEWHERE IN THE GULF OF 
MEXICO.—This party of deep-sea 
fishermen were recent guests of Leo 
M. Ebeling, president, Columbia Prod- 
ucts Company, Inc., New Orleans 
agency of the Columbia Ribbon & 
Carbon Manufacturing Company, Inc. 
The fishermen, who brought home a 
nice catch of mackerel, are, left to 
right: Felix Gassen, secretary of Col- 
umbia; H. P. Shallcross, Addresso- 
graph Company; Charles Ruello, 
Mente & Company, Inc.; L. G. Ebeling, 
Gay Sullivan Company. Skipper 
Ebeling, boss of the good ship Colum- 
bia, is seen in the stern. 














NEWLY DESIGNED “GOODFORM” CHAIR 
ANNOUNCED BY GF 
The General Fireproofing Company, Youngstown, 
Ohio, has recently announced to the trade a newly 
designed adjustable office chair which is the latest 





THE G. F. ADJUSTABLE OFFICE CHAIR 


addition to the firm’s GoodForm line of office chairs. 

New lines of graceful proportions have been in- 
corporated in the new chair which is in modern alu- 
minum. It is completely adjustable to the physical 
requirements of the individual worker, while the 
welded aluminum construction combines the utmost in 
long wear and rugged strength with light weight. 

Cushioning of the chair is of foam rubber, which is 
a guarantee of comfort and coolness. This cushioning 
is covered with ventilated Cavalon in any desired 
color. 

Additional details and illustrated literature covering 
the entire GoodForm line of chairs is available to the 
dealer on request to The General Fireproofing Com- 


pany. 
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AUTOPOINT’S CALENDAR-LETTER OPENER 

The Autopoint Company, 1801 Foster avenue, Chi- 
cago, has recently introduced a novel desk accessory 
to the trade. It is a combination letter opener and 
calendar of unusual construction and utility. 

As the accompanying illustration shows, the quar- 
terly calendar is protected by and made easily read- 
able by a magnifying blade. There are four quar- 
terly calendars, each being easily changed every three 
months by sliding current card under the transparent 
shield. The item is available in transparent colors of 
water white, red and green. 


NEW ADDING MACHINE BY VICTOR 


A new, full-duty, portable adding machine which 
combines the additional function of direct subtraction 
has been announced to the trade by the Victor Adding 
Machine Company, 3900 North Rockwell street, Chi- 
cago. 

This new adding-subtractor is compact in size, light 
in weight, yet fully equal in rugged construction to the 
heavy demand of the average office of business. Desk 
space occupied by this new machine is approximately 
the same as that of an average standard size letter- 
head. It is readily moved from desk to desk about an 
office, or may easily be carried into stockroom or ware- 
house wherever rapid totaling is necessary. 

With the new direct subtraction feature this ma- 
chine proves especially useful for computing lapsed 
time and payroll calculations, as required under the 
present labor law. The various operations, subtraction, 
repeat, totaling and subtotaling are controlled by two 
conveniently located keys. These keys are moved by a 
simple motion of the hand which fits in naturally with 
the normal manipulation of keyboard handle. A few 
of numerous features embodied in this new machine 
are repeat subtraction, automatic punctuation of items, 
automatic double spacing after totals are taken, and a 
convenient autographic writing table for pencil nota- 
tions on the adding tape. 

Durability is achieved by further modern mechanical 
developments. Working parts are reduced by almost 





THE VICTOR FULL DUTY ADDING MACHINE 


50 per cent in number. Travel distance of these parts 
has likewise been reduced, greatly minimizing wear 
and tear in operation. 

The new Victor adding-subtractor is produced in 
two models. The 6-56-4 has a listing capacity of six 
columns with a totaling capacity of seven, and Sells at 
$79.50. The model 6-58-4 has a listing capacity of eight 
columns with a totaling capacity of nine columns. It 
sells for $94.50. This machine is housed in a practically 
dustproof plastic case of strikingly modern design, and 
of sound deadening construction. 





THE LETTER OPENER-CALENDAR 





hich 
‘tion 
ding 
Chi- 


ight 
the 
Desk 
itely 


t an 
are- 


ma- 
sed 

the 
ion, 
two 
ya 
vith 
few 
line 
da 
yta- 
ical 
ost 





OCTOBER, 1940 


LETTER OPENER-SEALER BY MULTIPOST 
The Multipost Company, 51-55 Centre Park, 
Rochester, N. Y., has announced a new combination 
letter opener and sealer which is listed as the model 
OS. It is priced at $225 f.o.b. Rochester. 
The machine is compactly and sturdily built and is 
of an attractive appearance. Motor operated, it can 





THE ENVELOPE OPENER AND SEALER 


open incoming mail by cutting a sliver off the envelope 
top at a speed of 250 per minute and can seal out- 
going mail at the same rate. In the latter operation 
the envelope flap is moistened from end to end, the 
moistener being of the gravity feed type without wick 
or felt. All regular commercial size envelopes can be 
handled. 

The machine is fully guaranteed for a period of one 
year and the company has in overation a plan whereby 
a business concern can be furnished a generous free 
trial of the Model OS ‘in its own quarters. 


— ——>--—___. 


NEW PRINCIPLE FEATURES FARIES’ FLUORESCENT 
DESK LAMP 

The Faries Manufacturing Company, Decatur, IIl., 

has introduced to the trade a new fluorescent desk 





THE FARIES’ FLUORESCENT DESK LAMP 


lamp which is featured by a new principle of illumina- 
tion known as “controlled fluorescent lighting.” 

By a rapid and easy manipulation of baffle louvres 
under the shade (for which a patent is pending) the 
amount of light desired on any working area of a 
desk is easily directed there. By this means it is pos- 
sible to diffuse the light evenly over the working area, 
eliminating a possibility of there being an unusually 
bright area directly beneath the lamp and an insuffi- 
ciently lighted section at the desk front. 

Attractively finished in bronze and designed with 
a modern style and trim, the lamp retails for $13.50. 


ee 
IMPROVED COPYHOLDER ANNOUNCED BY 
COPY RIGHT 


The Copy Right Manufacturing Corporation, 53 
Park place, New York, N. Y., has announced a new 
type of copyholder which bears the trade name of 
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CopyRIGHT and is featured by a patented equi- 
pressure paper grip. It is listed as the Model 20. 

The paper grip consists of a series of individual 
fingerlike grips, each with its own spring tension. 
Raising of a convenient handle lifts the grips for in- 
sertion or removal of papers. The grips, which pro- 
vide a firm hold for books, manuscripts, etc., can be 
moved at will to left or right.on the cross bar and the 
tension can be increased or lessened as desired. 

The device is equipped with a pilot-anchor (shown 
in illustration by arrow) which operates independently 
of the grips and is used to anchor one end of wide 
sheets, thus simplifying the job of putting the balance 
of the papers into desired position all the way across. 

The CopyRIGHT copyholder has all the features of 
previous models, including ball-bearing raising and 





THE MODEL 20 COPYHOLDER 


lowering assembly, tiltable paper holding plate and 
two operating levers, one of which moves the copy work 
upwards and the other lowers it past the fixed line- 
finder. 

a ooo 


NEW BOOKCASE LINE BY GLOBE-WERNICKE 


The Globe-Wernicke Co., Cincinnati, Ohio, has an- 
nounced a new and distinctive line of bookcases, of 
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(L TO R) THE MONTICELLO AND WASHINGTON BOOKCASES 





which two models are illustrated here. They are the 
Monticello and the Washington. 

The Monticello is of modern design, suitable for 
office or home use. Its receding type doors are dust- 
proof, non-binding and noiseless and are equipped 
with bronze lift handles. The top extends 1%4 inches 
over the back to eliminate the gap between back edge 
of top and wall. The base section has tapered wood 
legs rounded at the outer corners to match the curve 
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of book sections. The inside of the case is painted 
a matching color. 

The Washington has sliding plate glass doors with 
ground finger grips, but is available with wood sliding 
doors having flush bronze pulls. The base section has 
a toe-space 114 inches deep and 2% inches high and 
is painted a matching color. Like the Monticello, it 
also has a top extending 114 inches over the back to 
eliminate gap between back of top and the wall. The 
inside of case is likewise painted a matching color. 
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NEW CORONA ADDING MACHINE ANNOUNCED 


The adding machine division of L. C. Smith & 
Corona Typewriters Inc., Syracuse, N. Y., has intro- 
duced to the trade a new adding machine known as 
the No. 6K, and made to sell at $47.50. 

This model, with a keyboard capacity of 999.99 and 
a totaling capacity of 9,999.99, has all the features of 
the larger capacity Corona adding machines including 
individual column control, repeat, correction, non- 





THE 6K ADDING MACHINE 


print, non-add, total and sub-total keys, printed sig- 
nals for clear, non-add, total and sub-total. 

The 6K is now available for inspection and trial at 
all of the company’s branch offices where further par- 
ticulars of construction and operation may be obtained. 

———0.—= 0 
MICHIGAN DESK ANNOUNCES NEW MODEL 

The Michigan Desk Company, Grand Rapids, Mich., 
has announced a new model which is described as the 
No. 8460 wood-steel desk and is featured by a patented 





THE NO. 8460 MICHIGAN DESK 


typewriter mechanism, embodying in the desk a sim- 
plicity of operation. By raising or lowering a lever 
conveniently located on the side of the typewriter bed, 





OFFICE APPLIANCES 


the user can open and close the desk without rising 
from the chair. 

With this mechanism, which embraces a steel type- 
writer platform and ribbed rubber bed, creeping of 
the typewriter, vibration and sound are eliminated. 

Another feature of the No. 8460 is a large drawer 
provided in the same pedestal which offers extra stor- 
age space. 
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NEW MIDWEST NATURLITE LAMP.— 
This clamp-on type of fluorescent lamp 
is the latest offering of the Midwest 
Naturlite Company, 440 North Wells 
street, Chicago, and is listed as the 
Model No. 1006, and is named the Per- 
feclite. It is completely adjustable 
horizontally and vertically and is 
equipped with the company’s exclu- 
sively designed adjustable shade and 
dual reflectors, ensuring the correct 
amount of proper light over any given 
work area, yet leaving the desk or 
table top clear. Another feature is the 
sturdy yet attractive combination base 
and clamp. Horizontal overall exten- 
sion is 30 inches and vertical extension 
(lowered position) is 17!/4, inches and 
(raised position) 21'/4, inches. A com- 
panion model is the No. 1005, both 
numbers being fully described and 
illustrated in literature now available 
to the dealer. 
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X-RAY CABINET BY PRONTO 


The Pronto File Corporation, 349 Broadway, New 
York, N. Y., has announced to the trade a new X-ray 
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PRONTO X-RAY FILE CABINET 


Steel cabinet which embodies a number of unusual 
features and is made to sell for $29.95. 

Containing fifteen large drawers, the cabinet was 
designed primarily for X-Ray films but is equally 
useful for the safe storage of blueprints, paper samples, 
insurance policies, law blanks and other large forms. 
It can also be used by opticians for stock lenses. 

The cabinet is made of heavy gauge steel, electrically 
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welded throughout, with drawers that operate easily 

and smoothly. The finish is olive green and dimen- 

sions in inches are (outside cabinet) 175g wide, 52 high 

and 20% deep. (Inside drawer) 15% wide, 2% high, 

and 181% deep. The cabinet is listed as the No. 1518. 
Oo 


IMPERIAL METHODS ANNOUNCES TWO NEW 
PRODUCTS 

The Imperial Methods Company, 750 South Circle 
avenue, Forest Park, Ill., has recently added two new 
items to its large line of office filing cabinets and 
supplies. They are a letter tray and folder label. 

The letter tray is in a gray metallic finish made 
to match the new gray finish on steel office furniture. 
It is available in letter and legal sizes and is manu- 
factured to combine sturdiness and a pleasing appear- 
ance. 

The second item is the Imperial new roll folder 
label so made that the action of a typewriter in oper- 
ation unrolls the labels as the operator types. They are 





THE IMPERIAL LETTER TRAY 


available in white, buff, salmon, cherry, green, blue, 
canary and manila and are packed twelve rolls to a 





CONTAINER FOR IMPERIAL’S ROLL FOLDER LABELS 


carton. A convenient dispensing box contains 250 labels 
in a continuous roll. 

Both of these items are included in a new price list 
which will be available to dealers on or about Oc- 
tober 1. 
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“E-Z LIFT” SECRETARIAL DESK ATTACHMENT 


The St. Louis Hardware Manufacturing Company, 
1500 North Eighteenth street, St. Louis, Mo., has an- 
nounced a new secretarial desk attachment which 
is designed to save space, time and labor to users of 
secretarial desks. It has been named the “E-Z Lift” 
attachment. 


The device embodies a patented fold down carriage 
operating on a specially designed track which makes 
it possible for the typewriter platform to accommodate 
all standard and large size typewriters. So compact 
is the arrangement that it permits construction of 
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fifty-two inch secretarial desks, or even smaller size, 
which have big desk efficiency of drawer space, knee 
room and sturdiness. 

Other important features include effortless operating 
in opening or returning typewriter and a patented 





THE “E-Z LIFT” ATTACHMENT 
INSTALLED 






safety catch which prevents damage to the machine 
by eliminating the possibility of lifting or returning 
the typewriter until it is in correct position. 

The “E-Z Lift” feature is designed for installation 
in either wood or metal desks and is available to all 
manufacturers of office furniture. Samples and further 
information will be supplied promptly to manufacturers 
and dealers on request. 
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NEW FLOOR MODEL KARDEX BY REMINGTON 


Remington Rand Inc., Buffalo, N. Y., has announced 
a new floor model Safe-Kardex filing cabinet listed 
as the No. 60. The Kardex business control system is 
a visible record keeping device. 

Streamlined in appearance and desk high for con- 
venience, the Safe-Kardex is insulated to resist one 
hour of heat ranging to 1700 degrees. In operation it 
is an inverted Kardex cabinet on wheels providing a 
full portability to any part of an office for review of 
as many as 1254 records at a time. 

Individual Kardex slides are ejected by a slight pull 
and when fully extended they drop in a flat, horizon- 





THE FLOOR MODEL SAFE-KARDEX 


tal position for convenient posting or reference. Among 
the advantages of this arrangement are rapidity and 
convenience of operation, a saving of floor space and 
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an unusually attractive appearance whether the units 
are used singly or in battery formation. 
Illustrated literature giving all available facts on the 
Safe-Kardex is available to the dealer on request. 
eR 9 


STURGIS’ 2800 SERIES CHAIRS 

The Sturgis Posture Chair Company, Sturgis, Mich., 
has just announced a new line of steel office chairs 
under the designation of the No. 2800 line. The series 
includes swivel, arm swivel, arm side and side chairs. 

Made of high grade square tubular steel the chairs 
are smart in appearance with modern designing. 
Added to these features is that of exceptional comfort 
due to spring seats, streamlined arms and well-shaped 
backs. 

The chairs are available in a variety of colors of 
genuine leather, DuPont artificial leather and Mohair 
frieze upholstery. There is a wide choice of colors of 
enamel to match the desks produced by manufacturers 
who have their own special colors and to harmonize 
with any style or type of office. Dimensions for the 
arm swivel and arm side models are seat width, 1914 
inches; depth, 1714 inches, thickness, 2 inches. For the 
swivel and side models: seat depth, 151 inches; width, 
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FOUR STURGIS CHAIRS WITH IDENTIFYING NUMBERS 


17% inches, thickness, 2 inches. In the steel construc- 
tion all joints are firmly and neatly welded assuring 
unusual strength and long life. 
Illustrated literature on the entire line is available 
to the dealer promptly on request. 
ee oe 


VEIT ANNOUNCES NON-INFLAMMABLE CELLULOID 
ENVELOPES 


The Veit Company, 1947 East Kirby street, Detroit, 
has announced to the trade a new series of non- 
inflammable celluloid envelopes under the trade name 
of Flame-Pruf. Manufactured for the purpose of pro- 
tecting and displaying papers, documents, photographs 
and kindred articles, the envelopes are made to cover 
11 by 8% inch sheets, but are also available in various 
other sizes punched to fit any ring binder. The en- 
velopes are also used to protect material frequently 
handled by salesmen, clerks, lawyers, architects, engi- 
neers, stenographers, artists, mechanics and business 


people. 
~~ 


SEATMASTER’S CHAIR CUSHIONS 
The Seatmaster Company, 50 East Cullerton street, 
Chicago, has introduced a new line of office chair 
cushions featured by The B. F. Goodrich Company’s 


“Nukraft” construction. 
“Nukraft” is described as a construction in which 
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thousands of sterilized hairs are set on end and then 
impregnated with pure Latex to keep them in this 
position. Thus they are placed to form tubes through 
which air can easily circulate. It is moth and vermin- 














THE SEATMASTER CUSHION.—( Above) Picture illustrates the 
resiliency of the material which comprises the cushion’s interior. 


proof, will not hold moisture and cannot become hard 
or matted. 

The cushions are made in a variety of sizes and 
colors, with the following types available in the sizes 
given: 

15 by 174, 17 by 16, and 19 by 171% inches, 134 inches 
thick: Both sides fibre; fibre-leather (in red, brown 
or green); fibre-velour (in brown or green); fibre- 
repp (in brown or green); both sides velour (in brown 
or green) and both sides repp (in brown or green). 

Cushions of the same materials, sizes and colors as 
described above are also available in three-ply, or 
2'4 inches in thickness. 

Illustrated literature is available to the dealer on 
request. 

————-1—-e—_—_ 
TWO NEW CHANDELIERS BY VAN DYKE 

Van Dyke Industries, Inc., 2857 South Halsted street, 
Chicago, has announced two new fluorescent ceiling 
chandeliers which embody a number of new features. 
The items are both listed under the trade name of 
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VAN DYKE’S “DA-TONE” CHANDELIERS 


“Da-Tone,” but one is known as the Van Dyke adaptor 
type. 

The “Da-Tone” chandelier is designed for use in 
offices, stores and other similar establishments and is 
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handsomely finished in polished and etched chromium 
with Van Dyke “Colortone” reflecting surfaces. It is 
easily installed and has a forty-inch extension from 
ceiling, its length being forty-nine inches overall. It 
is available in four models ranging in price from $24 
to $51.60. 

The adaptor type is also an attractive ceiling fluores- 
cent light designed to fit into four or six-inch holders. 
It is finished in satin chromium and Van Dyke “Color- 
tone.” It is wired complete with ballasts and starting 
switches for operation on 110-125 volt, sixty cycle, A.C. 

The company will promptly furnish additional par- 
ticulars on request. 





ee 


TWO NEW BATES ITEMS ANNOUNCED 
The Bates Manufacturing Company, 30 Vesey street, 
New York City, has recently introduced to the trade 
two new gift items which have been trade-named the 


CALENDARKIT 


MEMOKIT 


\ Ay BATES 





(L TO R) THE MEMOKIT AND THE CALENDARKIT 


Memokit and the Calendarkit, and retail at 59 and 79 
cents respectively. 

Both items have compartments for stamps, rubber 
bands, etc., keeping these and similar necessities 
available but out of sight. Mahogany brown finish in 
plastic and rubber feet are standard on each. 

The Memokit has two types of refills (M-2 has split 
sheets; M-1 single sheets) the correct size for desk 
and office use. The Calendarkit provides a quick ref- 
erence calendar and memorandum for each day of the 
year, two days to a sheet and six lines to each day. 
Both items can be imprinted with firm names, sales 
message or trade mark. 





ee 

“SPEEDBALL” PEN FOR ARTISTS ANNOUNCED 
The C. Howard Hunt Pen Company, Camden, N. J., 
has announced a new type of pen for artist and drafts- 


men which has been give the name of Speedball. It 
is described as an easy-to-clean assembly embodying 











THE SPEEDBALL PEN 


the pivot hinge with a friction spring which keeps the 
feeders in proper relation to the working tip at all 
times. 

The feeders on the Speedball pen are positioned so 
that as one is lifted for cleaning it flicks open the 
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other one and when closed yieldingly holds the other 
in the proper working position. The feeders are of 
high-grade carbon steel and are hardened like the 
pens themselves. The freedom with which the feeders 
follow the action of the pen allows use of both draw- 
ing inks and thin opaque colors without special adjust- 
ments. Other features are: 

Pens hold larger quantity of ink and perfectly con- 
trol the flow; small sizes are fitted with special ruling 
guides to prevent bleeding, control spreading of nibs 
and produce uniform strokes, and marking tips on 
larger sizes are grooved to insure perfect distribution 
of ink in lateral and circular strokes. 

——--  —__—_—— 
MODERN BOOKKEEPING OFFERS NEW SERVICE 


The Modern Bookkeeping System, 127 North Dear- 
born street, Chicago, which features system containing 
a complete trial balance on one page announces a new 
addition to their service. It consists of Social Security 
payroll records and employes’ statement of earnings 
and tax deductions. The purpose of this augmented 
service is to satisfy the new laws and requirements 
of the amended Social Security act which went into 
effect for 1940. Modern Bookkeeping System new as- 
sures each employer of complete information and rec- 
ords on every employe and in this connection, the law 
compels every employer of one or more persons to keep 
such records. 


Se 
DOPPELT’S “AIR TRAVELER” CASE 


Charles Doppelt & Company, 412 North Orleans 
street, Chicago, has developed and announced a new, 
lightweight traveling kit which, because of its utility 





THE AIR TRAVELER 


for airplane travel, has been named the Air Traveler. 

The new number is a roomy case, thoroughly re- 
inforced to take hard knocks and opening with a side 
Talon zipper. It can hold several laundered shirts 
and has an inside pocket for toilet articles and a 
loop for ties. The case is completely lined with 
English tweed, has a handy leather loop for carrying 


and is available in a number of fine leathers. 
<2 —___— 


HANO’S SNAP-A-PART FORM 
A new development in the continuous form field is 
a lithographed continuous snap-a-part form being 
introduced to the trade by the Philip Hano Company, 
Inc., Holyoke, Mass. 
Particularly suited to an organization which writes 


{ New Machines and Devices Section ] 
Continued on Page 168 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the offices 

of this journal their headquarters. The staff at the main office, 20 North Wacker Drive, Chicago and the staff at 

the branch in charge of C. H. Everly at 418 Pershing Square Bidg., Pershing Square, 42nd St. and Park Ave., New 

ork, will be happy to be of any possible service. While the facilities at New York are not so many as at Chicago, 
there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mrs. S. S. Elliott 


Assistant Secretary, Office Appliance Trades Association of Great Britain and Ireland, 
- & 


6 St. Bride Street, 


London, August 26th, 1940. 


Somebody blundered! Doubtless owing to lack of 
essential information. They overlooked the vital im- 
portance of the office appliance industry and classified 
it with the luxury goods—silk stockings, fox furs and 
porcelain. They measured facts by the slide rule of 
1914, passing over the progress made in a quarter 
of a century of effort. Archaic methods were to be the 
lot of the builders of vital industries. What mattered 
the speeding up of industry, the office appliance in- 
dustry had no part to play in this effort—typewriters 
were its thesis and they were readily replaceable by 
quill pens and the mechanics could be put to more 
useful work—vital war production. 

They overlooked that the motive power to that end 
was generated in the office and that before production 
began, or could be speeded up, the essential details of 
production were worked out and planned by modern 
office machinery and systems, built by the technicians 
of the office appliance industry to that end. A factory 
is not run by materials, plant and labour alone. Just 
as this war cannot be successfuly waged with the 
weapons of the last alone, so the efficient conduct of 
the nation’s business ‘cannot be secured by reverting 
to old style methods. In the 1914-18 period all in- 
dustry made rapid strides and advanced a full fifty 
years of normal progress. Add to that the intervening 
period between yesterday and today and the sum 
total is that three-quarters of a century of progress 
has been lost to archaic minds. The trade literature 
advises of wonderful installations in relation to produc- 
tion and control, its house and trade journals give 
details and illustrations of methods employed to speed 
up the armies of Spitfires and Hurricanes. The office 
appliance industry’s chiefs contemplate with satisfac- 
tion the results of their combined efforts to help the 
nation’s business—offices replete with every modern 
device to speed up the production of the winged giants 
of the air, necessary in our bid for freedom—but 
archaic minds suggest they are unable to accept the 
theory that the punched card, the calculator, all the 
gamut of accountancy machinery, the record systems, 
the job costing systems, are vital to the needs of in- 
dustry. Yet the results are there to be seen in the 
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minutest detail could they but be roused to a tour of 
inspection of the birthplace of our winged protectors, 
instead of their obvious preference for the ways of the 
ostrich. 

Efficient production is dependent on good organiza- 
tion, planning and system, and implies efficient system 
tools such as are produced by the office appliance 
industry. It is in the national interest that business be 
run with the maximum of efficiency and economy, 
both in the use of materials and labour. Restricted 
access to efficient system tools would have the same 
effect as restricted access to sources of knowledge. 


The days of miracles and enlightenment are not 
ended and in the not far distant future will be re- 
lated the story of the office appliance industry’s bid 
for freedom from the workings of archaic minds. Good 
luck to these men who back the services, answering 
the call “Your country needs you,” obeying the be- 
hests of industry, travelling from Land’s End to John 
O’ Groats if need be in deference to her slightest de- 
mand, their challenge to the domination of the will 


of the dictator. 
ok a * 


Numbers of Britain’s children are already the guests 
for duration of American members of the office ap- 
pliance industry, both in the United States and in 
Canada. It is departure day for sanity and safety— 
delighted children anticipating the joys of a new world, 
new scenes, new friends, new homes. The dwellers 
in the old world are anticipating the joys of their 
return in the dawn of the golden age of peace. 


* * * 


The British branches of American manufacturers of 
office appliances have contributed generously to the 
Anglo-American Ambulance Fund, their expression of 
appreciation of the hospitality they have found here 
and of the fact that they are proud to be here. As 
one Anglo-American expresses it “We are not acting 
on the privilege that is ours to go back home. We are 
remaining here to demonstrate our belief in our inter- 
dependence with you and the need for Anglo-American 
friendship and inter-allied activity. Britain and 
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America definitely need each other. We are proud 
to remain here. We know that the British people will 
stand firm in the face of every difficulty and that their 
island fortress will eventually be the base from which 
will start the great drive that will lead to final victory.” 

In a period of nineteen days this fund reached 
£90,000 and has already provided surgical outfits and 
mobile first-aid posts for country districts, in addition 
to a fleet of ambulances. 

- of * 

The unusual has become the ordinary. We attend 
to the ordinary duties of every day life calm and poised, 
seeking safety when the necessity arises. We line up 
to pay to see a wrecked enemy plane and the funds so 
obtained go to build a Spitfire. We are fully aware 
that doing the ordinary things in the ordinary way is 
paving the road to victory. We are optimists in the 
belief that good must prevail in the end. Today is of 
no material consequence, it is the tomorrow that 
counts most in our scheme of things.—S.S. E. 

ibe ee 


CANADIANS WIN TYPING MARATHON 


Canadian determination, team-work and typing skill 
have pounded their way to a decisive victory over the 
United States when, after fourteen days and nights 
of incessant key-tapping, the last of more than 3,300,- 
000 words was written in the 1940 International Type- 
writing Marathon at the Canadian National Exhibition 
on September 7. 


ERNATIONAL 
NG MARATHON 






ABOVE.—The Canadi- 
an winners (L to R). 
Howard Nicholls, Patri- 
cia J. White, Elsie Bes- 
ton, Marie Brehm, Ger- 
trud A. Molinnis, Gol- 
die Hiller, W. Roy Har- 
rison, team captain; Car- 
oline R. Crump, Mollie 
A. Tuckman, Gwyn 
Powell, Bess Polansky 
and Ubald Lamontagne. 


At right: The typing 
marathon comes to an 
official end when Police 
Inspector Herbert Bol- 
ton semaphored a 
“stop” at midnight, Sep- 
tember 7. Miss White 
is at desk in foreground 
and Miss Mollye Rosen- 
thal occupies desk 
draped in United States 
flag. 
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Leading from the start on August 23, the Canadian 
National Typing Team consistently outwrote the Amer- 
ican twelve in both speed and accuracy. They thus 
recaptured the Canadian National Exhibition trophy 
won by the Americans in 1939 and took possession for 
one year of the “Cromwell Cup for Supremacy in 
International Typewriting,”’ which was donated for the 
event by James H. R. Cromwell when he was United 
States minister to Ottawa. 

Taking turns 24 hours daily at the keyboard of a 
single Underwood machine and transcribing H. G. 
Wells’ 431,038-word “Outline of History,” the Canadians 
knocked out 1,706,778 words during the marathon’s 324 
hours, made 52,034 errors and emerged with a net 
score of 1,654,744. Their American opponents, sim- 
ilarly relaying a second Underwood typewriter, pro- 
duced 1,598,133 words, were penalized 60,425 errors and 
scored 1,537,708. 

Both teams went thrice completely through the 
1170-page Wellsian tome, the Canadians ending its 
fourth rewriting on page 1124, the Americans on page 
834. The winners averaged 87.7 for each of the 19,440 
minutes of writing, the Americans 82.2 words, both of 
which were said to be highly creditable speeds for 
“average” typists when the copy’s difficulty was con- 
sidered. These rates compared to the Americans’ 
winning 1939 speed of 82.1 words per minute and to 
the Canadians’ 80.2. 

Between them, the two teams used 8,309 sheets of 
paper and wore out a dozen and a half ribbons. 
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“THE GROCERIES OF BUSINESS” 


No, George H. Geiger & Company in Leaven- 
worth, Kan., is no grocery store, nor does it have a 
grocery department; but, Mr. Geiger does a splendid 
volume in merchandise that he calls “The Groceries 
of Business.” They are those hundreds of items like 
paper clips, gadgets, and forms that all count to make 
the office worker’s life a little brighter. Mr. Geiger 
no longer has those items carefully put away in boxes 
on the shelves, but rather, they are all out within 
easy reach of those customers who need but so often 
“forget” them. 

The store itself is laid out primarily to make it 
easy to find each interesting stationery item. Twenty- 
four feet of space through the center of the store are 
given over to the open display of the many items of 
interest to be found in the modern stationery store. 
And, the Geiger store has hundreds of “fascinating” 
stationery items—a sticky adhesive that holds paper 
firmly, yet you can roll it off your fingers—a regular 
sized typewriter that weighs a few pounds—a miniature 
printing press—envelopes you don’t have to “lick”— 
an ink that is easy on the eyes, and many many more 
delightful surprises that only a trip to the store itself 
could reveal. 

For the display of the above mentioned items Mr. 
Geiger selected a floor unit six feet in length and a 
height of thirty-four inches. The open top contains 
about thirty to forty plate glass bins. Each item is 
placed in a separate glass bin and each bin has the 
important plainly-marked price on it. The glass bins 
are collapsible and can be rearranged to fit any sized 
article in the store. The floor unit itself has a 
bleached blond natural wood finish and is bright and 
cheery looking. A surplus stock is carried in storage 
inside the unit directly below the item displayed above. 
This is to enable the refilling of the glass bin without 
any difficulty. Mr. Geiger has found that the average 
person, on waiting for his purchase to be wrapped, will 
inspect these interesting counters and will invariably 
find some item he or she forgot to ask for. It adds 
that “plus sale” that is so often necessary to make 
each sale profitable. 


Items Easily Displayed 


Some of the best items for open display in the Geiger 
store have been rubber bands, paper clips, gummed 
tape, labels, inks, adhesives, memorandum books, stamp 
pads and ink, showcard colors, shipping tags, staples 
and stapling machines. There are many other good 
“impulse” items and it is Mr. Geiger’s plan to keep 
changing these displays constantly to give the many 
stationery items a chance to sell themselves on open 
display. These displays have added a great deal to the 


store and have been so successful it prompted the 
writer to ask Mr. Geiger what it was that made him 
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decide to go entirely to this type of selling equipment. 
Mr. Geiger said that in his years in business in Leaven- 
worth he observed the reaction of the modern house- 
wife to the new fixtures found in the new type grocery 
stores. He noted the housewife who shopped with 
the basket on her arm and who Selected the groceries 
herself from the neatly stacked open displays bought 
a great deal more goods than did the housewife who 
was obliged to stand in front of a wooden counter 
that barred her way to the shelves. Mr. Geiger then 
decided the idea had merit and as long as he was 
engaged in a trade that supplied the “Groceries of 
Business” he would change over his store. 

He set to work to remove all counters and show- 
cases from the center of the store. The floor space 
was refinished and the new open display units were 
placed to form a horseshoe. The first counter is ap- 
proximately eight feet from the entrance. The counters 
are placed eighteen inches apart to provide enough 
room for the salesperson to go to any other part of the 
store easily. The aisles between the shelving and the 
counters are wide, being over fifty inches. Each six- 
foot counter has thirty to forty bins each of which will 
hold about a dozen of the items to be displayed. The 
display units were supplied by the Sanford Ink Com- 
pany and its dealers’ service department. 

Mr. Geiger is an active National Association mem- 
ber, and operates his Leavenworth store along with his 
two very able assistants, Miss Edna Mickleson and Mr. 
Lewis. 

——————-_——__ 


SELLERS TO MANAGE TELL CITY DESK 


George Sellers, former president and manager of 
G. I. Sellers & Sons Company, Elwood, Ind., has been 
appointed general manager of the Tell City Desk 
Company, Tell City, Ind. He was to report for duty 
on October 1. 

Mr. Sellers was president of the company bearing 
his name from 1928 to 1934, the firm specializing in 
the manufacture of kitchen cabinets. During the 
past year he has been associated with Gamble Bros., 
Inc., Louisville, Ky., as superintendent of that com- 
pany’s Woodlawn division. 

He is in his forty-fourth year and has spent the 
major part of his life in the wood-working industry. 

The Tell City Desk Company was recently reorgan- 
ized under the 1929 general corporation act with a 
capitalization of 900 shares of preferred stock of $100 
par value, and 3500 shares of common having no par 
value. For a considerable time the company has been 
manufacturing a large and varied line of office desks 
and is one of the well-known leaders of the office 
furniture and equipment industry. 


<_=-e  — — 


A STORE FOR THE “GROCERIES OF 

BUSINESS”—Interior of George H. Gei- 

ger & Company at Leavenworth, Kansas. 

The accompanying story explains why 

Owner George H. Geiger calls his stock 
the “groceries of business.” 
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it A THANKSGIVING SUGGESTION. — 
Ty Dealers who wish to tie-in their products 
th with a snappy Thanksgiving window dis- 
ies play are offered as “Exhibit A” this 
‘ht window of the San Francisco branch of 
ho Remington Rand Inc. A background of 
er venetian blinds painted in rainbow tints 
on and a lifesize cut-out of a big gobbler 
as formed the motif with the message “Rem- 
of ington Rand Wishes You A Happy 
Thanksgiving.” A catchy card advised 
onlookers that “The new Remington 
W- Noiseless will make you feel ‘live at i 
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Ss A GLOBE-WERNICKE VETERAN RETIRES.—A faithful service of thirty-eight years ( 
e came to an end last month when John H. Meyer, cabinet maker for The Globe- :) 
Wernicke Co., Cincinnati, was the guest of honor at a banquet tendered him by i 
officials of the firm. Mr. Meyer, pictured here shaking hands with President J. S. I 
Sprott, is eighty-two years young and boasts that in his entire thirty-eight years if 
of service he has missed only one week's work due to illness. At the dinner given He 
him Mr. Meyer was presented with a handsome, twenty-one jewel watch. f 
f 
t 
4 
THE UNPOPULARITY OF STRIKES.—The { , 
fact that strikes are unpopular among ‘ 
company officials and workers alike is 4 
aptly borne out by this photograph which . 
shows executives and workers cheering J 
happily when an eight-week strike at the ‘| 
plant of the American Lead Pencil Com- ‘ 
' pany, Hoboken, N. J., came to an end t 
7 recently. On the platform may be seen i 
‘ company and union officials photo- “ 
y graphed a moment after they had an- f 
‘ nounced to the cheering workers that the ' 


strike had been settled. 
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GOLD ROYAL TYPEWRITER PRESENTED “tILLER 


ON 10TH ANNIVERSARY 
More than a thousand salesmen of the Royal Type- 
writer Company, Inc., presented Vice-President M. V. 
Miller with a gold typewriter bearing their facsimile 
signatures during a celebration of his tenth anni- 





ROYAL'S PRESIDENT MEETS THE GOLD TYPEWRITER.—M. V. 

Miller, vice-president of the Royal Typewriter Company, shows 

President E. C. Faustmann (left) the gold typewriter presented 

to him by 1064 company salesmen in his tenth anniversary as 

sales director. The machine will be displayed at the House 

of Jewels in the New York World's Fair and will be taken on 
a 20,000 mile tour of the country. 


versary as director of Royal’s sales at the Waldorf- 
Astoria hotel in New York on September 3. 

During the ceremony, which was attended by more 
than fifty of Mr. Miller’s business associates, President 
E. C. Faustmann credited him with much of the sales 
advance shown by the company, and revealed that 
domestic sales for the first seven months of 1940 had 
broken all records for corresponding periods during 
the thirty-four year history of the firm. 

Mr. Faustmann also stated that, although foreign 
sales were down due to the war, there are strong indi- 


WYATT OPENS BEAUTIFUL STORE.— 
John H. Wyatt, head of the office machine 
and typewriter company bearing his 
name, recently moved his organization 
into a new and beautiful store at 170 
Main street, Brockton, Mass. Two large 
show windows, mahogany wall cases 
and a repair department in full view of 
the public are special features worked 
out by Mr. Wyatt and reported as “al- 
ready paying dividends”. The store is 
narrow but is 75 feet in length, and is 
equipped with the latest decorations, 
lighting system, etc. 
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cations that South America will become an increasingly 
important typewriter market. 

“Stoppage of subsidized German and Italian type- 
writer exports have helped virtually all American type- 
writer sales, as well as our own, in South American 
and some Far Eastern countries,” he said. 


Gold Typewriter Is Standard Royal 


The gold typewriter presented Mr. Miller is a stand- 
ard Royal in every detail except that every visible 
part has been plated with 24-karat gold by Cartier’s, 
New York jewelers. Following the ceremony, it was 
taken immediately to “The House of Jewels” at the New 
York World’s Fair, where it will be shown until it is 
sent on a nation-wide tour of 20,000 miles on Octo- 
ber 1. 

Thomas Gleason, leading salesman for the com- 
pany, made the presentation in behalf of the 1064 
men whose names are engraved on the machine. He 
explained that each of the salesmen whose signature 
appears in the gold had made a special three-month 
quota set up by the sales force this summer as a 
tribute to Mr. Miller. Virtually every member of the 
organization qualified. 


With Company Since 1912 


Mr. Miller joined Royal in 1912 as a junior salesman 
in the Hartford office. He moved up through the sell- 
ing organization and in 1921 was made assistant sales 
manager. In 1922, he moved to Pittsburgh to manage 
the office there, and in 1930 was made eastern sales 
manager. He became a vice-president of the com- 
pany, with complete supervision of sales and merchan- 
dising activities in 1937, after having served as gen- 
eral sales manager since 1933. 

Mr. Miller is credited with having influenced selling 
operations in the entire field through advanced selling 
methods he introduced with Royal. One of his most 
important successes was that of elevating typewriter 
demonstrations from the class of a lecture on mechani- 
cal features to a personalized contact showing how 
typewriters could meet individual problems in office 
efficiency. 

The gift presented Mr. Miller by his salesmen was 
manufactured in the company’s Hartford factory. The 
base castings are all of brass. Those parts necessitating 
steel construction were copper-plated, oxidized, then 
buffed to a mirror-like brilliance before being sub- 
jected to Cartier’s exclusive gold-plating process. Of 
the three months spent in producing the unusual type- 
writer, more than five weeks were devoted to the exact- 
ing task of engraving the 1064 signature facsimiles. 
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The Guest Book 


Cal Cameron of New York was in Chicago August 29 
and took time to register with the office of this journal 
by telephone. A sales convention of the Meilink Steel 
Safe Company brought him west to Toledo. From there 
he came on to Chicago to spend a day with Commer- 
cial Furniture Company. Mr. Cameron, who is an 
optimist by nature, remarked that business had held 
up very well during the summer and that the fall out- 
look was attractive. 

Bert M. Morris, manufacturer of Morriset Pen-Ink 
units at Los Angeles, Calif., spent a busy two days in 
Chicago early in September, including a brief visit 
with a member of this journal’s staff September 6. 
Bert knows every stationer in the West by his first 
name through twenty or more years in that district 
as a manufacturers’ representative. The development 
of Morriset some time ago made it necessary for him 
to relinquish all other lines and give all his time to 
the merchandising of his new product. Starting first 
in the West, he reports an attractive gain in sales in 
all parts of the country, with an anticipated slacken- 
ing in July and August providing no slack at all. He 
went East from Chicago, planning to return in time 
to attend the stationers’ convention. 


Jack R. Laws, Springfield, Ill., representative of 
Phillips Process Company, and publisher of a stock 
stationery catalogue for dealers, visited the offices of 
this journal September 10. He reported that although 
his catalogue was announced shortly before the time of 
his visit he had received inquiries from stationers in 
all parts of the country and that many had ordered. 
From Chicago he planned to make a quick trip to Wis- 
consin, Minnesota and Iowa and return for the station- 
ers’ convention. 


C. R. Tarbet of Kalamazoo, Mich., a Hoosier by birth 
and a Wolverine by adoption, signed the Guest Book 
September 10. A dealer in typewriters, adding ma- 
chines and stationery, he was in Chicago on a buying 
expedition. Increased activity in the army camp 
nearby, he reported, was making business in the Kala- 
mazoo area more lively. 


J. E. Grady, well known among older members of the 
industry, visited at the office of this publication Sep- 
tember 11. His home is in Detroit. As owner of the 
Rebuilt Typewriter Company his forceful character 
and pleasant personality won him a host of friends. 
About twenty years ago he sold out and left the in- 
dustry, although he later rejoined it for a year as 
Chicago manager for a manufacturer of posture chairs. 
The twenty year interval has not at all dimmed the 
sparkling enthusiasm. Mr. Grady’s call was a genuine 
inspiration. 

Floyd D. Ransom, president, Proveedor de Oficinas, 
S. A., Mexico, D. F., Mexico, on one of his periodic 
visits to the United States, added pleasure to the 
morning of September 17 by calling and inscribing his 
name in the Guest Book. Leaving Mexico City Sep- 
tember 4, accompanied by Mrs. Ransom, Floyd, Jr., 11, 
Robert, 9, and May Anne, 6, Mr. Ransom motored north 
on the beautiful Pan American highway, making the 
first major stop at Topeka, Kans., his original “home” 
town. Then northward again with a swing east to 
Chicago, arriving September 14. Special business calls 
occupied several days. The next stopping point was 
Youngstown, Ohio, for a two-day visit with the execu- 
tives of The General Fireproofing Company. Expecta- 
tions were to spend about a month in the East, calling 
at the Monroe Calculating Machine Company’s office in 
Orange, N. J., and staying in Philadelphia, where Mrs. 
Ransom’s parents reside. A dweller in Mexico since 
1922, Mr. Ransom has his roots in deep. During the 
eighteen years he has come to know and appreciate 
the country, its customs and its people. Beside his 
commercial activities as sales representative of United 
States manufacturers of office equipment, he finds 
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time to participate in civic affairs designed to con- 
tribute to Mexico’s advance. And despite the complex- 
ities of the present situation, he has confidence in the 
future and reports that business is functioning fairly 
well, with the sale of United States products on the 
increase. 

J. A. Ruys, of Ruys Handelsvereeniging voor Indie, 
N.V., Java, N.E.l., telephoned the offices of this pub- 
lication September 23. Finding that most of the organ- 
ization was attending the stationers’ convention, he 
made his call at the Palmer House. The renewal of 
acquaintance with such an estimable old friend was 
a delightful experience. 

Mr. Ruys occupied a place of honor at the speakers’ 
table at the dinner given by The General Fireproofing 
Company to its dealers at the convention and sim- 
ilarly at the stationers’ annual banquet. His company 
is a General Fireproofing dealer; also representative 
of the A. B. Dick Company, upon whom he called 
before departing for New York. 

Charlie Lipman and H. D. Leach of the George B. 
Graff Company, Cambridge, Mass., took time out from 
the convention to drop into the office of this journal 
and sign the Guest Book on the twenty-fourth. Two 
men who know the stationery business inside out and 
are unanimous in the belief that business is improv- 
ing and is going to continue to improve, but a trifle 
skeptical over the political outlook. Both enthused 
over the convention, Charlie likening it to the 1935 
meeting in Kansas City—one of the best conventions 
on record in his opinion. 

A. F. Lindhorst, representing the Gibson & Perin 
Company, Cincinnati, gave us the pleasure of a call 
on September 24, and brought with him W. J. Willen- 
borg, of the Willenborg Stationery & Printing Com- 
pany, of Cincinnati. Convention activities of necessity 
cut their visit short as did the fact that both men 
planned on calling on the “Horder folk” before re- 
turning to the Palmer House for the afternoon business 
session. 

R. C. Anderson and Charles C. R. Rich of Corry- 
Jamestown Manufacturing Corporation, Corry Pa., 
signed their names to the Guest Book September 26. 
On their visit they were accompanied by Roy Edgren, 
Corry-Jamestown’s Chicago manager. The trio had 
just finished four or five busy days at the stationers’ 
convention, where their company had a most interest- 
ing exhibit. They spoke well of convention interest . 
and attendance. 

R. M. Tussing, York, Penna, was a welcome visitor 
on Friday, September 27. In Chicago for the National 
Stationers Association convention, he paused long 
enough to sign the Guest Book before returning to 
his home in York. Well known in the industry be- 
cause of his former connections, Mr. Tussing found 
many old friends at the N.S.A. annual assembly. 
Although his present plans are not definite, he ex- 
pressed the hope that the future would find him 
related to the office equipment field. 

snenicienssiguallaiaaals 
MURPHY CHAIR COMPANY SPONSORS WINDOW 
CONTEST FOR NATIONAL OFFICE FURNITURE 
WEEK 

Substantial cash prizes are being offered by Murphy 
Chair Company, Owensboro, Ky., for the best window 
displays including Murphy chairs which are featured 
by dealers during National Office Furniture Week, 
October 14 to 19. 

Decision on the prize winning windows will be 
made from photographs which must be submitted to 
the company not later than October 25. 

A three-man jury will pick the winners, They are 
H. R. Wilson, manager of window decoration depart- 
ment of Horder’s, Chicago; E. A. Spuehler, designer 
of the National Office Furniture Week poster and em- 
blem and outstanding advertising art consultant; 
and Atwell Jackson, also of Chicago, an instructor 
and writer on selling, whose articles have frequently 
appeared in this journal. 
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ROYAL BRANCHES HONOR BARLOW 
In appreciation of his leadership, counsel and friend- 
ship, the western division branch offices and dealers 
of the Royal Typewriter Company, Inc., designated 
September as “Barlow Month,” commemorating the 
tenth anniversary of Arthur W. Barlow as sales man- 

ager of the western division of that company. 
Mr. Barlow has been affiliated with Royal for more 
than fifteen years. During this time he advanced 





ARTHUR W. BARLOW 


rapidly through the ranks to his present position as 
western sales manager. 

First employed in January, 1915, he assumed the 
position of assistant sales manager attached to the 
home office in New York City. Five years later, in 
September, 1930, he was promoted to sales manager 
of the western division with headquarters in Chicago. 
Since then he has consistently proved himself an able 
sales leader. He has captured the loyal support of 
every salesman and dealer in the division—a fact prin- 
cipally due to his understanding of the men working 
under him. His knowledge of the science of selling 
makes him an exceptionally keen sales analyst. His 
Sales experience dates back to the turn of the century 
when he sold his first prospects—a group of students in 
an Oregon classroom. 

He has made a host of friends in the division—sales- 
men, dealers and customers alike. To express their 
appreciation of his fine friendship the branch officers 
and dealers “Said It With Sales” throughout September. 

Mr. Barlow is one of the best-known typewriter men 
in the western territory and counts his friends by the 
hundreds there. 


INDIANAPOLIS FIRM INCREASES ITS QUARTERS 


The Indianapolis Office Furniture Company, Indi- 
anapolis, Ind., has recently greatly enlarged its quar- 
ters and completed a remodeling job. The organization 
is located on the main floor of the Chamber of Com- 
merce building. The company, of which George B. 
Morrison is president, points out that an optimistic 
outlook for the future is demonstrated by the fact 
that, in its territory, a large number of nationally- 
known office equipment concerns have completely 
re-equipped their branch offices, added much addi- 
tional stock and made obvious preparations for a 
greatly increased business. The Indianapolis Office 
Furniture Company has been located at its present 
address for the past fourteen years and is a represen- 
tative of The Globe-Wernicke Co., Shelbyville Desk 
Company, Indiana Desk Company, Johnson Chair Com- 
pany, Jasper Chair Company, American Seating Com- 
pany and the E. H. Sheldon Company. Other officers 
are Lucille Morrison House, secretary; George C. House, 
director. 


—— 
CHADDUCK STARTS CENTRAL AMERICA TOUR 


Donald Chattuck, export sales manager of The Car- 
ter’s Ink Company, Boston, Mass., on October 1 was 
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scheduled to start on his annual six month trip 
through Central America, South America and the West 
Indies on behalf of his firm. 

During the half-year journey Mr. Chadduck will pay 
visits to the company’s resident agents in twenty-two 
Latin-American countries. He will cover approximately 
20,000 miles of his itinerary by Pan American Airways. 
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LEWIS OPENS OWN BUSINESS IN TOLEDO 

Utilizing the experience gained through connections 
with one of the largest manufacturers of office furni- 
ture and equipment plus ten years with a prominent 
retailer, Russell N. Lewis has opened his own business 
under the name of the Lewis Business Furniture Com- 
pany, in Toledo, Ohio. 

The new organization, located at 1218-1220 Madison 

















RUSSELL N. LEWIS 


avenue, is modern in every detail and is capable of 
completely outfitting offices, schools, banks, churches 
and factories. In addition it will specialize in layouts 
and designs. 

Mr. Lewis for the past ten years has been connected 
with The Franklin Printing & Engraving Company, 
Toledo, as manager of the furniture department. Prior 
to that he was a sales staff member of The General 
Fireproofing Company, Youngstown, Ohio, traveling 
northwestern Ohio. 

no 


CHICAGO SMITH-CORONA BRANCH IN 
MODERN HOME 


The Chicago branch of L. C. Smith & Corona Type- 
writers, Inc., has recently moved into beautiful new 
quarters at 301 North Michigan avenue, where every 
type of new appliance and device for the utmost in 
efficiency and convenience has been installed for the 
benefit of members of the staff and visitors alike. 

Two extra large display windows face onto Michigan 
avenue and another faces onto the lobby of an adjoin- 
ing building. A feature of these display spaces is a 
unique type of transparent signs which, through a 
method of reflection received from the window lights 
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proper, are capable of shining with the same brilliance 
as electrically-powered signs. 

Inside the doorway is a large reception room which, 
under the supervision of Branch Manager H. W. Foley, 
is a radical departure from the accepted idea of a 
typewriter display and reception room space. In the 
place of revolving tables and such mechanical units, 
Mr. Foley has installed a number of Yawman and Erbe 
desks, each equipped with a typewriter so that any 
person may inspect or use an L. C. Smith standard 
machine or Corona portable under conditions exactly 
resembling a business office. This display and recep- 
tion room, like the balance of the new quarters, is 
equipped with the most modern lighting units which 
supply direct or indirect light at will, venetian blinds, 
two-tone mahogany paneling topped with frosted glass 
partitions, and an abundance of daylight which is 
regulated to suit by the venetian blinds. Show cabinets 
are arranged around the wall. There is also a large 
air-cooling unit over the front door which may, in 
winter, be adjusted to deliver any quantity of heated 
air. Each demonstration desk is equipped with a 
Harter chair upholstered in leather. 

In addition to a practice room for customers, Mr. 
Foley’s private office and several offices assigned to 
the various business departments, there is also a sales- 
men’s office equipped for thirty-two men. This is on a 
mezzanine floor, while in a basement and sub-base- 
ment are service departments, repair rooms, stock 
rooms, a parts department and a stockroom, equipped 
with steel shelving capable of storing 1000 typewriters. 

The store also has a loading platform on the lower 
level of Michigan avenue and a side entrance on Water 
street, which will also be equipped with a large dis- 
play window in the near future. 


EXCUSE US. PLEASE 


In the July issue appeared a story concerning a 
fiftieth anniversary dinner given in honor of James S. 
Ball, vice-president and general manager of the Kil- 
ham Printing & Stationery Company, Portland, Ore. 
As part of the affair, the report stated, Mrs. Ball was 
presented with a bouquet of flowers by Chet Williams 
of the Oregon Trail Travelers. This was in error, the 
flowers being presented by Mr. Williams on behalf of 
the entire travelers organization. 
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On page 54 of the September issue appeared a news 

item referring to Frank M. Weeks as president of the 

Allied Carbon & Ribbon Corporation. This was in error, 

Mr. Weeks being sales manager. Fred Hoefer is presi- 
dent of the firm. 


REPRESENT UEF IN CALIFORNIA.— 
This is the home of the Orange County 
Typewriter Company, 502 North Broad- 
way, Santa Ana, Calif., the new sales 
agent in its territory for the Underwood 
Elliott Fisher Company. Owners of the 
business are Richard Iahn and Edgar H. 
Luhmann, both of whom have had con- 
siderable experience with UEF as well 
as a number of years with another retail 
office equipment firm in Santa Ana. The 
company stocks and displays Underwood 
Master and Noiseless typewriters, Under- 
wood Sundstrand adding machines and 
UEF carbon papers and ribbons. 





ee ee ee | 


-- § oem 








106 





MEETINGS—CONVENTIONS—DINNERS 





DENZER IS HOST TO OHIO STATIONERS 

Carl F. Denzer, head of the C. F. Denzer Company, 
Sandusky, Ohio, was host to a large number of mem- 
bers of the Ohio Stationers Club when, on August 23, 
that organization held its regular monthly meeting 
in his city. 

The day started appropriately enough with a tasty 
fish dinner with all the trimmings which was preceded 
by a visit of inspection to a Sandusky winery where 
generous samples as well as information were freely 
given out. After the dinner a short business session 
was held and then a visit paid to the three-story 
Denzer store. In the meantime the ladies of the party 
were guests of Mrs. Denzer on a boat trip to Cedar 
point and return, so, not to be outdone, Mr. Denzer 
then invited the men out for a lake cruise aboard his 
new yacht. 

Towards evening the visitors were provided with a 
Dutch lunch and each club member and lady was 
presented with a gift by Mr. and Mrs. Denzer before 
the party broke up, to bring an end to what was voted 
one of the most delightful meetings of the organiza- 
tion. 

idle esicinictin 
FOSTER’S FARM SCENE OF “CORN ROAST” 

W. H. Foster, chairman of the board of The General 
Fireproofing Company, Youngstown, Ohio, was host to 
a number of railroad, steel company and bank presi- 
dents and officials of other business at the tenth 
annual corn roast he gave on his farm, August 16. 

Guests began arriving soon after downtown business 
establishments closed. Some arrived by special train 
from Pittsburgh and others in a private car from 
Chicago to be greeted by the genial executive of GF. 
They ate corn, steak, fish and dozens of rolls; some of 
the visitors accounting for as many as a half-dozen 
ears of corn along with a two-pound steak. It was 
estimated that 500 ears of corn and 132 pounds of 
steak were consumed at the party. 

Henry A. Roemer, president of the Pittsburgh Steel 
Corporation and the Sharon Steel Corporation, was 
master of ceremonies and after introducing the visitors 
he allowed each of them to make a few remarks but 
limited their efforts to a very few minutes. Walter 
Bender, famed for his culinary skill, cooked the steaks, 
while other business executives donned chefs’ aprons 
and nobly assisted in the good work of seeing that 
everyone present got his fill of the food. 

Even Mr. Foster stuck by the “no speeches” rule and 
merely confined himself to telling his guests how 
happy he was to act as their host at this annual 
affair —AK 





ON OPPOSITE PAGE.—CAMERA STUDIES AT HORDER’S 
BOWLING LEAGUE’S OUTING AT THE WOODRIDGE GOLF 
CLUB. All not otherwise indicated connected with 
Horder’s, Inc. 


l. Front: Jack Hanley, Binney & Smith Co.; Chet St. Clair. 
Standing: Harry Balch, Quality Park Envelope Co.; Fred 
Jones; Bill Boyd, Acco Products, Inc.; Russell Carpenter, 
Sanford Ink Co.; Carl Lang, Binney & Smith Co. 

Russ Molloy; C. Folkerts; Al Shermer; H. G. Horder. 

Joe Corbino; A. L. Lovig; J. G. Orr, W. A. Sheaffer Pen 

Co.; W. J. Orr. 

George Herrmann, The Heyer Corp.; Roy Skibbe; Al 

Skibbe; Howell Stephens, Neva-Clog Products, Inc. 

Ed. Rohrs, Eaton Paper Corp.; A. C. Van Horne, Eberhard 

Faber Pencil Co.; Ed Manning, Stein Bros. Mfg. Co.; 

Charles Mueller, Joseph Dixon Crucible Co.; Lee Smith, 

Frederick Post Co. 

F. L. Cotter; Phil Lloyd; Tom White; Harold Wilson. 

G. S. Westlake, Ajax Box Co.; Frank Rainey; Ken Todd; 

Arnold Hedman. 

Tony Peters. 

Minnesota Mining & Mig. Co., Chicago office staff mem- 

bers, who held their golf outing at the Woodridge Club 

on the same day as the Horder Bowling League tourna- 
ment. This group, split up into foursomes, followed the 

Horder players around the fairways. 

10. George Kuhfuss. 

ll. George A. Mueller, Zellerbach Paper Co.; Otto E. Bull, 
Workman Mfg. Co.; E. J. Keeler, Mid-States Gummed Paper 
Co.; W. S. Snelling. 

12. Bill Weber, Ace Fastener Corp.; H. J. Eberle. 

13. Walter Ozog; C. A. Nickle; A. W. Schonne; G. N. Schori. 

14. Jack Johnstone, Wallace Pencil Co.; George Cormack, 
Wilson-Jones Co.; Parle Cooley, Bates Mfg. Co.; John 
Rushmore, Reyburn Mfg. Co. 

15. Homer Schulenburg; Bob Cave; Harvey Larson; Edward 
Powers; Clarence Reynolds. 

16. A. A. Mosher; A. Dreesbach; A. A. Mosher, Jr.; C. Bach; 
B. Baker. 

17. F. White; Peyton Barkley, C. L. Barkley & Co. 

18. R. W. Redin, Superior Type Co.: Homer Sheets, Victor 
Safe & Equipment Co.; A. G. Fales, Superior Type Co. 

19. S. Diniz O. Ryan; Bob Klod; Ben Kania; Bob Overend, 
Eagle Pencil Co.; John Wilson; Ed. Flown. 

20. Harry Calvin, Wilson-Jones Co.; Frank Lazowski; Siedband, 
Jr.: Sam Siedband; O. T. Stahl, Dr. Scat Chemical Co. 

21. Leo Stein, Stein Bros. Mfg. Co.; Elmer Krumwiede, G. J. 
Aigner Co. and Art Steel Co., seated in a caddy cart 
which he used to carry his clubs over the eighteen hole 
course; Joe Domanski; Charlie Jones, C. L. Barkley & Co. 
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HORDER BOWLERS GOLF AT WOODRIDGE 


Sunday, September 8, was the date of the annual 
golf tournament of Horder’s bowling league which was 
held at the Woodridge Golf Club, two miles south of 
Lyle, Ill., and twenty-five miles southwest from down- 
town Chicago. This was the first time the event was 


BIG BUSINESS TAKES TIME OUT TO 
SAMPLE CORN ON THE COB. — This 
picture, snapped at Mr. Foster's Corn 
Roast shows the following, left to right: 
Victor Lombard, president, Ohio Leather 
Company; W. H. Foster, chairman of the 
board, General Fireproofing Company: 
George Ladd, president, United En- 
gineering Company: Henry Roemer, 
president, Pittsburgh Steel Corporation 
and Sharon Steel Corporation; G. C. 
Brainard, president, General Fireproofing 
Company. 
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held at Woodridge, the facilities of which—the spacious 
grounds, private locker room arrangements and spe- 
cial dining room—gave the effect of a private club. 
Golf started about nine o’clock and continued until 
nearly three. Upon finishing play the golfers found 
a tasty chicken dinner awaiting them. 

Manufacturers’ representatives participated along 
with members of the Horder staff. They shared also in 
prizes, all of which were furnished by Horder’s, Inc. 
The winners were as follows: 

John Wilson, a midget radio; H. J. Stevens, dozen 
golf balls; E. E. Long, portable radio; Charlie Jones, 
raincoat; Peyt Barkley, sport shirt; Charles Folkerts, 
midget radio; H. Sheets, oil painting; Bill Boyd, dozen 
golf balls; W. L. Snelling, chipper; George Mueller, 
putter; Homer Schulenburg, portable radio; Leo 
Stein, zipper sports bag; C. St. Clair, Sam Snead golf 
book, awarded for low gross of 148. Other prize win- 
ners were George Hermann, Elmer Krumweide, Harold 
Wilson, William Weber, Arnold Hedman, Eddie Floun, 
Parle Cooley and Arnold Schonne. 

The Chicago sales staff of Minnesota Mining & Man- 
ufacturing Company chose the same place and the 
same day for a golf party. A picture of the group 
will be found in the center of a composite picture 
shown on page 109. 

———. =o ——_— 
BAKER COMPANY HOLDS BUSINESS SHOW 

As a gala part of a celebration marking the opening 
of its new store at Fourteenth street at J avenue, The 
Baker Company, of Lubbock, Tex., last month staged 
a three-day business show which attracted a crowd 
of more than 800 visitors. 

Lennis Baker, aided by the entire company staff 
and a corps of manufacturers’ representatives, offi- 
cially opened the show on September 3, and all through 
the fourth and fifth was kept busy showing his guests 
around the new establishment and answering scores 
of congratulatory messages from well-wishers. 

The manufacturers’ representatives nobly did their 





ABOVE.—Visitors at the 
Baker business show. — 
(Seated L to R) Tom Mc- 
Clure. The General Fire- 
proofing Co., Youngs- 
town; Fred Fenne, Asso- 
ciated Stationers Supply 
Co., Chicago; O. D. Mann. 
The Leopold Co., Burling- 
ton, Iowa; Arch Well- 
born, Southwestern Pa- 
per Co., Fort Worth, Tex. 
(Standing) Ralph Moser, 
Carpenter Paper Co., Ok- 
lahoma City; A. F. Phil- 
lips, Carpenter Paper Co., 
Lubbock, Tex.; Walter 
Calvert, Allen Calcula- 
tors. Inc., Grand Rapids, 
Mich.; Herb. Johnson, 
Wilson-Jones Co., Chica- 
go; Donald Hammond, W. 
H. Gunlocke Chair Co.. 
Wayland, N. Y.; L. H. 
Cameron. Remington Rand 
Inc., Dallas, Tex. (Upper 
right) Exterior of The 
Baker Company store. (At 
right) Interior of the store 
all dressed up with flow- 
ers for the occasion. 





OFFICE APPLIANCES 


part in the show. In addition to making demonstra- 
tions of the equipment on display they helped conduct 
visitors through the plant, explaining the various fea- 
tures as they went along. 

Although the attendance reached well past the 800 
mark, it was a source of pleasure to Mr. Baker and his 
aides that this total represented business men and 
buyers almost entirely, no effort having been made to 
interest the general public in the display. 

The new store vivid with flowers is modern in every 
respect and shared the visitors’ attention equally with 
the printing plant and the newly-installed photo- 
lithograph department. The manner in which this 
process enables the company to reproduce extensive 
color work and intricate layout designs deeply im- 
pressed the guests when its workings were explained 
to them. 

The large displays of office furniture, equipment, 
machines and supplies included the products of the 
following manufacturers: 

Allen Calculators, Inc., Associated Stationers Supply 
Company, Carpenter Paper Company, The General 
Fireproofing Company, W. H. Gunlocke Chair Com- 
pany, The Leopold Company, Remington Rand Inc., 
Southwestern Paper Company and Wilson-Jones Com- 
pany. 

-—- o— oe = -— 


GOLDEN STATE TRAVELERS HOLD OUTING 


The first Fall social activities of the Golden State 
Travelers Club of Southern California had the Fox 
Hills Golf Club in southwest Los Angeles as its locale 
on August 29. 

In the afternoon a hard fought golf tournament, 
arranged by Chairman Willis Palmer, Boorum & Pease 
Company, held the stage. Honors were won by Oxford 
Representative George Morgan, who is the son of the 
late Harry Morgan, well-known to the entire industry 
as a past president of the National Stationers Asso- 
ciation. A fine banquet, arranged by Secretary Blake 
Lockard, was next on the program with incidental 
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entertainment furnished ably and well by Russ Jones, 
W. A. Sheaffer Pen Company, and other talented mem- 
bers of the club. 

While several local stationers were guests of honor, 
the No. 1 visitor was Harold M. Clark, proprietor of 
the H. M. Clark Office Supply Company, Phoenix, Ariz. 
Mr. Clark’s presence at the outing was due to the fact 
that he, together with Mrs. Clark and family, had 
been on a vacation in Los Angeles for nearly a month. 


The next event of the club is the monthly luncheon 
at the Alexandria hotel in Los Angeles, the date of 
which has not yet been announced. These luncheons 
are unique in that there is a total lack of formality 
and speech making, the idea being to take care of the 
inner man, have a good time and meet the boys. In 
this connection Club President Ernie Daniels of Ever- 
sharp, Inc., is always on the lookout to welcome all 
travelers to the noonday gatherings whether members 
of the club or not. 

_ eo 


VICTOR ADDING MACHINE COMPANY HOLDS 
FALL SALES CONFERENCE 


The regional sales conference for district managers 
of the central areas and headquarters executives of 
Victor Adding Machine Company was held on Sep- 
tember 3 and 4 at the Lake Shore Athletic Club of 
Chicago. The purpose of the conference was to review 
progress made during the summer sales campaign, 
and to outline plans for the remaining four months of 
1940. 

Victor’s progress during June, July and August fol- 
lowed the same healthy trend established during the 
earlier months of the year,” declared M. S. Bandoli, 
general sales manager, addressing the group. “It is 
significant that domestic sales during the past three 


THE DOMORE CROWD STEPS OUT.— 
The Domore Employes Club of the 
Domore Chair Company, Elkhart, Ind. 
recently held its annual outing at the 
Spink Wawasee hotel, Lake Wawasee, 
having as guests members of their fam- 
ilies and officers of the company. Lunch- 
eon was served in the hotel dining room 
and entertainment consisted of keno, 
golf, boating, swimming and fishing. 
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A GLOBE-WERNICKE GATHERING.— 
Branch managers and district represen- 
tatives of The Globe-Wernicke Co., Cin- 
cinnati, held their annual sales confer- 
ence at the factory on September 5 to 
7. The accompanying picture shows 
those who attended the business ses- 
sions, including company home execu- 
tives. Harry C. Anderson, general sales 
manager (center of front row), presided 
at the meetings. 


months have practically doubled those of the same 
period a year ago.” 

At this meeting Victor released to the managers of 
the central districts the new portable subtractor, with 
specially developed sales and advertising plans for 
the remainder of the year. The meetings were ad- 
dressed by A. C. Buehler, president; R. O. Buehler, sec- 
retary-treasurer, and various department heads of 
the headquarters organization. Present at the meeting 
were J. L. Jackson of the Michigan, Indiana and Illi- 
nois districts; M. L. Cowan of the southwest; J. C. 
Anderson of southeastern United States; S. S. Smith 
of the west central district; F. C. Allin of the east cen- 
tral states; C. E. Brown of the mountain states; and 
J. W. Thomas of New York, Connecticut and Massa- 
chusetts. 

Following the Chicago meeting, Mr. Bandoli made 
trips to New York and Los Angeles for the purpose 
of presenting the new fall plans to the eastern sea- 
board organization and to that of the west coast. 

OS 


EXPORTER ASSOCIATION FORMED 


In order to establish a medium for advancing the 
interests of the export business in the stationery and 
office supply trade, an association has been formed 
under the name of the American Office Supply Ex- 
porters. 

At a meeting held in New York on September 17 a 
directing committee which will have in charge the 
activities of the organization was elected as follows: 

H. M. Trowern, chairman, Columbia Ribbon & Car- 
bon Manufacturing Company; Charles W. Appplegate, 
Esterbrook Pen Company; George Nicklaus, National 
Blank Book Company; H. A. Seward, R. A. Stewart & 
Company; D. W. Phillips, Le Page’s, Inc.; R. Valle, 
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PEERLESS DISTRICT MANAGERS 
GATHER FOR CONFERENCE, — The 
Peerless Steel Equipment Company, Phil- 
adelphia, recently held a successful sales 
convention of its district sales managers 
at which the feature event was the dis- 
cussion of several changes and additions 
in the company’s well-known lines of 
steel office furniture. Those present were 
(L to R) Conrad Bergmann, treasurer; Ted 
Hughes, West Coast district manager; 
Joe Galen, New York manager: Wray 
Crane, general sales manager; George 
Bergmann, president of the company; 
Clarence Schwartz, Washington mana- 
ger; John Eshleman, Harrisburg manager; 
Bill McCelland, Pennsylvania-New Jer- 
sey manager; Bill Wilhelm, New England 
manager, and Frank Timlin, assistant 
treasurer. 


Hotchkiss Sales Company; A. D. Wyckoff, Jr., American 
Writing Machine Company; Paul Burbank, Eaton 
Paper Corp.; R. A. Weissenborn, General Pencil Com- 
pany; David Manley of the Modern Stationer was 
named secretary of the association. 

Some of the objects and purposes of the association 
are as follows: 

To create among United States manufacturers, an 
enlarged and friendly intercourse and cooperation for 
the purpose of promoting the interests, trade and com- 
merce of members. 

Tt is planned to hold frequent meetings in an in- 
formal manner for the discussion of problems °~~* 
exchange of information affecting the exportation of 
stationery and office supplies. 

a ee 


CORRY-JAMESTOWN BRANCH MANAGERS MEET 


Branch managers of the Corry-Jamestown Manufac- 
turing Company gathered at Corry, Pa., from every 
section of the country for a spirited and enthusiastic 
sales meeting late in August. 

‘The convention was in charge of Roy Edgren, Chi- 
cago branch manager, and consisted of a series of 





Front row: R. E. Larson, L. A. Hansen, Eugene Powers, E. V. 
McClintock, L. A. Vanderhoof, R. S. Burr, E. G. Wright, C. A. 
Linendoll, C. Scott Parnham, C. E. Lindberg, D. Armour Hill- 
strom, William L. Marsh, George Hurlbert. (Center row) R. C. 
Anderson, C. W. Pangborn, W. A. Dunlap, A. E. Okerberg, W. 
Bruce Ellsworth, Floyd Wolf, Roy A. Edgren, Charles H. Blad, 
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discussions on new products and plans for the coming 
year as well as other matters of interest and impor- 
tance to the delegates and company executives alike. 
A highlight of the gathering was a visit paid to the 
summer home of David A. Hillstrom, general manager 
of the company, on Lake Chautauqua, N. Y. This visit 
followed a splendid dinner at Panama Rocks, N. Y. 


>< 


PHILADELPHIA BUSINESS SHOW SET FOR OCT. 23 

A new kind of a business show will be held under the 
auspices of the Philadelphia Stationers Association 
starting at noon until 10 P. M. Tuesday, October 22, 
noon until 10 P. M. October 23, and noon until 5 P. M. 
October 24, ending in the evening by the annual ban- 
quet of the association called for 6:30 P. M. 

The whole affair will be held in the ballroom of the 
Manufacturers Club, Broad and Walnut streets—a 
most central location and close to the larger office 
buildings. It will be open to the office managers, the 
clerks and stenographers, and the senior commercial 
classes of the business colleges and high schools. 

A unique feature will be a buffet luncheon, free of 


(Turn to page 126, please) 











OFFICIALS AND STAFF MEMBERS OF CORRY-JAMESTOWN AT THE SALES CONFERENCE AT CORRY, PA. 
D. A. Hillstrom, Henry R. Clark, Russell S. Alger, Harold W. 


Edgren, John C. Freno, R. Thompson. (Back row) Henry Simon- 


sen, C. C. Rich, W. A. Jones, C. J. Dundon, T. O. Swanson, 
C. C. Ostrander, W. W. Windahl, R. W. Young, W. R. Hultberg, 
P. K. Hillstrom, R. M. Stowe, A. F. Dalhstrand, R. E. Davis, 
A. E. Rehnborg, Walfred Benson, O. A. McClintock, O. A. 


Sorenson. 
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1940, 1740 or 2140—the U.S. Platform of Busi- 
ness is, has been, and always will be— Quality. 

Tory, Whig, Democrat, Republican, or party-to- 
come— it’s still the fine thing, the thing well made, 
we specify, we buy and we want. 

When we go to the Business Poils, we vote the 
straight ticket of quality. When the votes are counted, 
quality wins in a walk. 

* ok * 
From a dollar pocket knife to a diamond-pointed 
drill, there is always the product that will cut, or 
shape, or dig or make what you ask it to. 


For a little less money there is always the “little 


> 


less” product that will cut, or shape, or dig or make 


not what you ask it to—but all you can expect it to. 

When something for kitchen, car or office has 
quality, you keep on being glad you bought it. When 
it hasn’t, you’re sick of it in a few days. 

Quality makes you find excuses to wear one suit; 
lack of quality keeps you fighting another. 


Quality keeps better time. Quality keeps out the 


water. Quality fits the feet. Quality is soft to the skin. 


Quality gives you better light and keeps you warmer. 


No matter how many peaks and valleys there are 
in the business graph, the honest product, the well- 


made product, will win out over the long haul. 


And no matter how many other planks there are 
in the platform, the main one will always be good 


old American quality. 


No matter the year, no matter the issue, here is the 
button for American business to wear upon its lapel: 


Win with Quality. 
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Mimeograp 


MIMEOGRAPH isthe trade-mark 


There are many times in business when this 
question comes up 

‘*Howcan we cuta few corners of expense?”’ 

Naturally, many businesses have extrav- 
agances which may sensibly be eliminated. 

The point is, ‘‘Quality is usually no ex- 
travagance.’’ 

Take for instance the matter of the 
supplies you use with your Mimeograph 
duplicator. 

There are various brands and grades of 
stencil sheets and inks on the market. By 
shopping around, you might seem to save 
a few pennies on a quire of stencil sheets 
or a pound of ink. 

You ask, ‘‘Why not?’’ 

We say there is no report, bulletin, form 
or letter so unimportant as to be shoddy 
or hard to read. 


Mimeograph brand stencil sheets and 
inks are made by exclusive processes to 
produce best results under all conditions. 

The legibility of a good Mimeograph 
copy is up to the high standard set for 
schools to protect the vision of children. 

Every typist knows a Mimeograph stencil 
sheet is easier to work with because there 
are no high spots or low spots—the same 
thickness, the same velvety surface from 
top to bottom. She knows too it is easier 
on her eyes. 

Copies made with Mimeograph brand 
stencil sheets speak the language of qual- 
ity and all things considered save you 
money at the end of the year. More and 
more firms are today insisting on them 
100 per cent... A. B. Dick Company, 
Chicago. Distributors in leading cities. 


h duplicator 
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© 1940, A. 8. DICK COMPANY 
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HUPP JOINS STAFFORD JOHNSON 
Elmer H. Hupp, for the past fifteen years superin- 
tendent of the Gunn Furniture Company, Grand Rap- 
ids, Mich., last month resigned to accept a similar posi- 
tion with the Stafford Johnson Company, Ionia, Mich. 
During his many years in the industry, Mr. Hupp 








































ELMER H. HUPP 


| has had extensive experience in the manufacture of 
wood office desks, tables and other furniture items. 
In his new position he will concentrate on an extensive 
monthly production of desks and tables, the entire 
' output of which will be taken by the Michigan Desk 
Company, Grand Rapids. 
or © 


“DON’T GAMBLE WITH FIRE” CAMPAIGN 

At the height of the forest-fire season in Washing- 
ton residents and visitors to Seattle are stopped by 
the impelling fire hazard campaign to sell fire-resistant 
office record furniture and accessories by the Dando 
Equipment Company of that city. Moreover, like red 
underscoring are large red headlines to the office cabi- 

| nets and filing equipment exhibited. 

The company has an eye-filling buildup of placards 
| and pictures of fire damage to offices, with the big red 
| headline: “Don’t Gamble With Fire.” Against this as 
'a staunch green-clad background are the neatly 
| groomed and green painted office files and record 
| cases, safekeeping equipment for valuable office docu- 
; ee, carbon copies of letters, transfer cases, etc. 
| —CML 


MAKING HISTORY 


Panama and Beaver products are not 
only making history . . . they are 
also making it permanently legible. 





Vanufactured by Identified 
MANIFOLD Ink and Fabric 
SUPPLIES Products of 
COMPANY Superlative 

Nationwide Utility and 

Distribution Quality 
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NEW HOME FOR RUSH FIELDEN COMPANY.—Choosing a 
new ground floor location in which to display its stock of 
Shaw-Walker furniture and Master-Craft loose leaf equipment, 
the Rush Fielden Company, of San Antonio, Tex., has moved 
into a new home at 1121-22 Milam building. The firm was 
| established in 1929 by Mr. Fielden, who formerly was con- 
nected with a local furniture store.—BCR 
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STREAMLINING Pays... 
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d in RIBBONS and CARBONS 
... and in an 
N, making his plans to pierce the well-nigh impass- suit the exacting requirements of modern business. 
able Belgian Congo jungle, Commander Attilio Columbia Ribbons and Carbons contribute faster, 
Gatti gave scant heed to passing styles and fads in neater work and are outstanding for their economy. 
his equipment. Columbia’s highly successful policy of retail sales 
But every inch of his highly successful, modern, cooperation is based on experience gained through 
streamlined “Jungle Yachts” powered by the Inter- years of close relationship with America’s leading 
national Harvester Company, was planned to perform dealers. 
a specific function with the greatest ease and economy. You'll be gratified by the profitable way in which 
Knowledge of the job to be done and ability to this modern plan and this modern merchandise will 
make the products to do it, also characterize Columbia streamline your ribbon and carbon business. Write 
Ribbons and Carbons—streamlined in function to today for details! 


COLUMBIA RIBBON & CARBON MANUFACTURING CO., INC. 
Main Office and Factory: Glen Cove, L. L., N. Y. 


New York Sales and Export: 58-64 W. 406th St. Kansas City, Mo.: Dwight Bldg. 
Factories London, England; Sydney, Australia 


COLUMBIA 


TYPEWRITER RIBBONS & CARBON PAPERS 
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MIDWEST NATURLITE NAMES 3 REPRESENTATIVES 

The Midwest Naturlite Company, 440 North Wells 
street, Chicago, last month named three new repre- 
sentatives who will introduce the firm’s line of office 
lamps to dealers in large territories. They are E. B. 
Mason, Chicago; Henry L. Guth, Wescoville, Pa., and 
W. F. Gigliotti, Houston, Tex. 

Mr. Mason will take over a territory composed of 


Ee 























HENRY L. GUTH 


EARL B. MASON 


Illinois, Wisconsin, Minnesota, Iowa, Nebraska, Mis- 
souri, Michigan, Indiana and Kentucky. 
Mr. Guth will cover New York, New Jersey, Pennsyl- 
vania, Delaware, District of Columbia and Virginia. 
Mr. Gigliotti will take over Florida, Georgia, Ala- 
bama, Mississippi, Arkansas, Louisiana, Oklahoma, 
Texas and part of Tennessee. 
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TRY A KUM-KLEEN LABEL!— 
That is the silent invitation of 
this display device for Kum- 
Kleen labels made available to 
the dealer by the Avery Adhe- 
sives, 336 East Fourth street, 
Los Angeles. The display per- 
mits store customers to take a 
sample from the self-dispensing 
package which is held in a 
heavy metal holder at the base 
of the display. The customer 
merely pulls the tape which 
projects from the package and 
the labels are dispensed, one 
at a time, absolutely flat. The 
label and dispensing device 
were fully described on page 
239 of the September issue of 
Office Appliances. 
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TWO VICTOR WEST COAST MEN PROMOTED 

The Victor Adding Machine Company last month 
announced the promotion of two of its West Coast 
representatives to branch office managerships. They 
are J. K. Young and W. L. Woempner. 

Mr. Young, formerly manager of the Victor San 
Francisco office, goes to Los Angeles to head the branch 
there. Prior to joining Victor he was assistant to the 
western division manager of the Burroughs Adding 
Machine Company, branch manager at Fresno, Oak- 
land and Sacramento and district manager of the 
Burroughs typewriter division. He joined Victor as 
agency branch manager in 1937. 

Mr. Woempner was formerly assistant branch man- 
ager at Portland, Ore., and takes the San Francisco 
office vacated by Mr. Young. He was also previously 
associated with Burroughs as salesman in St. Louis, 
Chicago and Portland and operated that firm’s 
branches at Boise and Portland. For a while he en- 
gaged in private enterprise and then joined Allen- 
Wales as district manager for western Oregon. 
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There I$ 
a difference 


The Platen is truly “The Heart of the 
Typewriter” and Ames Platens are 
accurately compounded, fitted and 


‘ 





ground for perfect impressions. 


s 
CORRECT COMPOUNDS 
AND DENSITIES 


FOR EVERY 
MACHINE AND PURPOSE. 


Install 


AMES PLATENS 


and note that— 


eS ~~~ ~SSSSSSSSNNSSSSANSSSSLLASSSSLSLSSSS SS U NUNS UNL SUUU SSR RSS A SASSAA SAS 


There IS a difference 


AMES SUPPLY COMPANY 


Manufacturers and Distributors of Typewriter and 
Adding Machine parts, tools, equipment, platens, 
ribbons, carbons, and supplies. 


564 W. Randolph St., Chicago 


37 Murray St. 583 Market St. 
New York San Francisco 
206 Lane St. 11 Pryor St. 
Dallas Atlanta 
Agencies in — 
Boston Indianapolis Philadelphia 
Cincinnati Los Angeles Pittsburgh 
Cleveland Minneapolis St. Louis 


Denver New Ouleous Seattle 
Detroit Washington, D.C. 


London, Eng. Mexico City 
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ALUMINUM: - 


b distinctive styles that are 
duty-matched to the office 
job and comfort-matched 


to the individual worker. 
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PROFIT ADVANTAGES OF ¢E 





| 
| 





N® 3507 


De Luxe 


| Comfort Master 
| 


NU 3257 | 


Comfort Master 


NO 3129. 


Comfort Master Jr. | 


| 


NO 2125, 


For those Who 
Contact Customers | 





N° 2121 


For Office 
Production Workers 





NO 2123 


For Typists and 


| MachineOperators | __ ieee ees 2 __ ae 
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CONSIDER THE NEED FOR Seating Comfort 


AMONG THOSE WHO CARRY ON MODERN BUSINESS 


® It is a strange thing that unlike almost 
all other products the buyer of chairs is not conscious of the one 
and only reason for making the purchase ...the one and only reason 


for anyone ever buying chairs. That one reason is COMFORT. 


Individual workers MUST proceed without the undue fatigue caused 
by uncomfortable seating if they are to fulfill their purpose in profit- 


able office production. 


When you sell GoodForm Adjustable Office Chairs, you sell advan- 
tages that are paramount... Adjustability to the physical charac- 


teristics of every user... Freedom for more work and better work. 


The GENERAL FIREPROOFING Company 


==Gar 


TOC RESTO £ + + eee 


Products by GF: METAL DESKS « ALUMINUM CHAIRS « FILING CABINETS 
SAFES « STEEL SHELVING + STORAGE CABINETS « FILING SUPPLIES 
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THE FIRST.: MANY 
NEW cramer 


ANNOUNCEMENTS 


CRAMER 2000 LINE 
ROCK-A-BACK 


POSTURE CHAIR with 


‘“MICRO-GRIP” 







Pat. Pending 


e BIGGER value 
e LOWER price 
e 22 Lbs. net weight 


e “ROCK -A-BACK” 


with counteracting compression springs—fits itself 
to the motion of the body. 


a 


e “MICRO-GRIP" 


a twist of the "MICRO-GRIP" allows back height 
and seat depth adjustments—another twist secures 
the adjustment. 


@ SEAT—LATEX FOAM RUBBER 2” THICK 


Two seat sizes 


— 


@ COVERS REPLACEABLE IN THE FIELD 


Place YOUR reliance on Cramer science. 


Cramer Posture Chair Company 


1210-18 CAMPBELL KANSAS CITY, MO. 
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TAKING THE HEADACHES OUT OF COUPON 
BOOK SELLING 

Stationers using a coupon system on the sale of 
large quantities of typewriter ribbons, carbon and 
other similar supplies often have difficulty keeping 
track of those coupons. If you’ve experienced this 
difficulty or are considering the adoption of a coupon 
set-up, you'll be interested in a highly efficient record 
system which has completely solved the problem for 
the Out West Printing and Stationery Company, Colo- 
rado Springs, Colo. 

When the company first went into coupon selling of 
supplies, several different types of coupon books fur- 
nished by the various manufacturers were used. But 
experience showed that with a variety of coupons 
being used, it was extremely difficult to keep track of 
them. So, several years ago, the Colorado Springs firm 
started printing its own coupons, all of which are 
serially numbered. 

Today, when a coupon book is sold, it is prepared 
especially for that individual customer and is recorded 
as such. Each book consists of a cover which is printed 
by the Out West Company and a specified number of 
tissue paper coupons. The coupon used is printed with 
blank spaces for fill-ins showing the name and address 
of the customer and the name and quantity of the 
item involved. Thus, a book can be made out to cover 
any of the items sold by the company on the coupon 
basis, including typewriter ribbons, carbons, mimeo- 
graph stencils, mimeograph ink and quarts of fountain 
pen ink. Usually, each coupon is made out for just 
one of an item, the book containing either six or 12 
of the coupons. However, with large order customers, 
a Single coupon may sometimes be made out in the 
value of one dozen. The flexibility provided for through 
the set-up used by the Colorado Springs firm has 
proved invaluable in simplifying the conduct of the 
coupon business. 

When a coupon book is sold to a customer, a loose 
leaf record is made out which shows the type and 
quantity of merchandise represented by that book and 
gives the serial numbers of all coupons included. The 
front of the form is printed with five vertical columns, 
each covering a one year period. Shown under the 
current year are the date of the sale, a description of 
the merchandise, along with the quantity, and the sale 
price. Name of the customer and a supplementary 
description of the merchandise appear at the bottom 
of the form. On the reverse side of this sheet are 
stamped all the individual serial numbers of the cou- 
pons in the book. 

As a coupon is redeemed for merchandise, it is can- 
celed and sent to the desk where the coupon record is 
kept. Taking the serial number off the coupon, the 
clerk finds the duplicate number on the record form 
and places opposite it a written record of the current 
date, indicating that this coupon has been used. 


When all but two of the coupons in a customer’s 
book have been used, a fact which is evident at a 
glance from the record, the clerk writes a memo to 
the salesman who covers this account, suggesting that 
it is time to sell a new book here. Under this system, a 
constant follow-through is maintained and numerous 
customers are sold one coupon book after another. 


Of course, the coupon system of buying isn’t recom- 
mended to any but fairly large users. The company 
doesn’t consider a customer as a prospect for a coupon 
sales unless he would be able to use a book of at least 
six during a year. However, in these cases it has 
proved a real asset by increasing consumption of mer- 
chandise and by holding accounts over a long period of 
time. Discounts on ribbons range from 10 per cent on 
a book of 6 on up to as high as 40 per cent on lots of 
one gross or more. Discounts on other items sold under 
the coupon system are in proportion. 

“Once you get a system worked out which does away 
with the headaches of coupon book operation, it can 
be made to produce a lot of profitable extra business,” 





Wy 


and 

dran 
ieauti 
copit 
spon: 
writer 
bof c 


N Sa 





—Deale 
fand | 
1 Old Ti 


Purch 
Wuty to 

inve: 
fso ma 


> TOW 


Secre 
Goutiful 
font inf 
in your 
: he Se 


fA 









3 


ves ial as wha 


RROr guve Secretaries 


Olid Town 


NIK and SABLE 


and Sable for Secretaries” is no lurid Office- 


drama. It is an approved formula for obtain- 


ieautiful, dignified letters and crystal-clear car- 


copies. Executives who demand impressive 
spondence insist on OLD TOWN Pure Silk 
writer Ribbons. Office Managers who know the 


tof clean, sharp carbon records demand OLD 


N Sable, the aristocrat among carbons. 


Dealer: Send for samples to- 


‘and prepare to go to town 
1 Old Town. 


‘Purchasing Agent: As a sim- 
uty to yourself and your com- 
ly investigate the combination 
fso many firms are adopting — 
2 TOWN “Silk & Sable”. 


& Secretary: We have prepared 
Gautiful booklet filled with im- 
font information that will help 
f'n your job. Send for free copy 

he Secret of Beautiful Letters”. 


Lane Truesdale, featured with 
Roger Pryor and his orchestra, 


Oda Town 


Ribbon & Carbon Co.,Ine. 
MANUFACTURERS 


750 PACIFIC STREET, BROOKLYN, N. Y. 


59 East Van Buren Street - + Chicago 
788 Mission Street + + + San Francisco 
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afth Annual 


NATIONAL 
BUSINESS SHOW 


America’s Efficiency Exposition 


GRAND CENTRAL PALACE 


NEW YORK 
CITY 


Week of February 3, 1941 


Prominent manufacturers are cooperating 
to make this important event of exceptional 
value to executives interested in economical 


and efficient business administration. 


demonstrated by specialists qualified to 
analyze and effectively meet the require- 
ments of any and every type of business 


operation. 


Manufacturers desirous of participating 


in this opportunity to demonstrate the ad-_ 


vantages of their equipment and services 
are invited to send for information regard- 


ing exhibit space available. 


NATIONAL BUSINESS SHOW 


Frank E. Tupper, Manager @ Phone Cortlandt 7-1392 


30 CHURCH ST. NEW YORK CITY 
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says William Mason, Jr., president of the company. 
“Of course, the big advantage of the system lies in the 
fact that it keeps accounts on the books over a long 
period of time. When a customer has a coupon book 
for supplies at a local store, he isn’t vulnerable to the 
appeals of cut-rate competition from out-of-town 
sources. In addition, some customers are inclined to 
use supplies more freely when they have them all paid 
for in advance. For instance, a stenographer who 
might neglect to buy a new ribbon for some time if she 
had to buy it outright will order it the minute it’s 
needed when all she has to do is redeem a coupon.— 
BART 
—-_- 
DEALER GETS RESULTS FROM DEPARTMENT 
STORE ADVERTISING METHODS 
Borrowing from the department store policy of mak- 


ing regular and varied special offerings of merchan- 





dise has been productive of stimulated sales of used 
typewriters for the American Writing Machine Com- 
pany, of Dallas, Tex., located in Commerce street at 
St. Paul street, and headed by A. W. Nelson, a veteran 
typewriter man. 

Mr. Nelson began his special offerings with June 1. 
Each week he makes complete change of his spec- 
ialty window, thus accomplishing change not only 
of models but of prices. In this manner he imparts 
to the window a factor of newness which has achieved 
sufficient interest to have brought an upturn in sales 
and a much greater, proportionately, traffic into his 
establishment. 

The company deals extensively in writing machines, 
and consequently has in hand at all times a large 
stock of used and rebuilt equipment. To keep move- 
ment of this accelerated is one of the problems of Mr. 
Nelson and his associates. 

“T felt that if we employed methods somewhat 
similar to those of the department store it would help 
us keep buying interest alive in our offerings in this 
field,” Mr. Nelson explained. “With that in mind we 
began showing each week a group of machines within 
the price range topped at $25. 

“We have been working to make a complete change, 
not only in models offered but in prices, each week. 
The window is postered as one making offering of 


| bargain specials in this line. 
Methods, machines and equipment will be 





“There has been a moderately satisfactory response 
in terms of sales thus far, I feel. In the first week 
they were ten, and indications are they will hold at 
that figure approximately. 

“The idea seems to have been productive of a quite 
measurable increase in customer traffic, although not 
all of it results in sales of typewriters. It is bringing 
people into the store, and that will, obviously, even- 
tually be measurable in terms of merchandise sold 
or services performed.” 

Cost of the showing is virtually none, since it re- 
quires only the window-wide sign directing attention 
to the offerings, and the latter themselves. Each of 
the machines in showing is price tagged, and placards 
announce that purchases may be arranged on easy 


| terms if desired—JDM 


| 


| 


> 

WATERMAN MOVES BUSINESS TO N. Y. C. 
Frank D. Waterman, president of the L. E. Waterman 
Company, manufacturers of fountain pens, last month 


| announced that the plant of the organization will move 


from Newark, N. J., to newly-acquired quarters at 344 
Hudson street, New York, N. Y. 


The announcement was made shortly after Mr. 
Waterman and Col. A. W. J. Pohl, vice-president, 
signed a long-term lease on the eight-story structure 
which will house the company. Mr. Waterman ex- 
plained that one of the principal reasons for moving 
the plant was the necessity of consolidating the office 
and factory. While operating in Newark the firm has 
maintained offices at 55 Broadway, New York. 
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Bhartling, isn t iw— 
the new ROYAL advertising? 





HIS NEW ROYAL ADVERTISING is unselfish 
advertising. Instead of hammering away 


at competitive advantages, it sells the idea of 
owning a Portable! 


We believe that this is the kind of advertis- 
ing you want. And need. Not advertising that 
merely switches prospects from one make to 
another. But advertising that unearths new 
typewriter prospects! 

True, this vast, continuous campaign in 
Life, Post, and Collier’s will make it much 
easier for you to sell Royals. But then, it’s 
always easier to sell the leader, to swim with 
the growing tide of public demand. We'll take 
our chances that, once inside your store, these 
new prospects will pick a Royal—the only 
Standard typewriter in Portable size! 


You have the machine. Now, you have what 
is probably the most powerful advertising ever 
written to help you sell that machine. 


From here on, it’s up to you. 


Happy selling! 





RoyAL 
PORTABLE 


The Only STANDARD Typewriter 
in PORTABLE Size 











Copyright 1940, Royal Typewriter Co., Ine. 
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A Product Developed and Patented by 


B. F. GOODRICH CO. 
Marketed by Seatmaster Co. 


A PATENTED PRODUCT—A MIRACLE CUSHION 


NUKRAFT is a modern comfort miracle made by 
setting thousands of sterilized hairs on end and im- 
pregnating them with pure latex to keep them in this 
position. Here is natural resilience that will retain 
all its spring-like qualities under the most severe 
service conditions. Bear in mind too that NUKRAFT 
IS SO constructed as to permit air circulation. 


Enjoy Increased Sales and Profits from NUKRAFT SEAT 
CUSHIONS. 


GS  HERE‘’S WHY c 
Ay) 








s 
WRINKLED 
BACK 








Business men and women will be grateful to you for 
suggesting NUKRAFT Seat Cushions. They're COOL— 
RESILIENT—-COMFORTABLE. Once your prospect tries 
this cushion, your sale is made. Besides giving genuine 
comfort and satisfaction, NUKRAFT offers YOU money 
making possibilities. They're easy to sell and they’re 
priced to assure a generous margin of profit. Priced to 
retail from $1.00 and up—available in a wide variety of 
materials and combinations of colors to harmonize with 
any office surroundings. 


Write or Wire for Samples and Details 


ealmasler 
COM PAN Y 
50 E. CULLERTON ST., CHICAGO, ILL. 
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FTC COMPLAINT AGAINST EASTMAN KODAK 
BEING WATCHED 

Both proponents and opponents of fair trade price 
maintenance laws viewed as a potential serious threat 
to the future of such legislation a complaint issued 
Trade Commission September 25 
against Eastman Kodak Company, charging violation 
of the Federal Trade Commission Act in that price 
maintenance on its Kodachrome and magazine film 
has the effect of depriving ultimate purchasers of 
price advantages they would otherwise obtain under 
conditions of free competition. 

Belief was expressed by leaders on both sides of the 
fair trade issue that if the FTC complaint is upheld 
fair trade contracts on a wide range of patented and 
copyrighted articles might be invalid or subject to 
similar attack. 

Said to be first instance in which fair trade price 
contracts had been attacked on the ground of lack of 
free and open competition on merchandise of the same 
general class, the FTC complaint held that Eastman’s 
Kodachrome and magazine film are the only prod- 
ucts of their type manufactured in the United States, 
and that there is a single competing distributor of 
film manufactured abroad for use in taking colored 
still pictures, the sales of which are negligible in 
comparison with Eastman’s sales. 

New York State’s fair trade law, known as the Feld- 
Crawford act and similar to fair trade laws operative 
in forty-three other states, permits retail price fixing, 
under certain conditions, relating to the sale or resale 
of “a commodity which bears, or the label or content 
of which bears, the trade-mark, brand or name of the 
producer or owner of such commodity and which is 
in fair and open competition with commodities of the 
same general class produced by others.” 

The Tydings-Miller amendment to the Federal 
Trade Commission Act uses similar phraseology, re- 
ferring to any commodity “which is in free and open 
competition with commodities of the same general 
class produced or distributed by others.” 

Outlining the methods used by Eastman in mer- 
chandising its Kodachrome and magazine film, the 
FTC complaint asserted that the company prevents 
dealers from selling at less than established prices in 
44 states having fair trade acts, and maintains a 
reporting system under which dealers report to the 
company any infractions of the fair trade contracts 
by competing dealers. 

“The direct effect and result of the respondent’s 
system, methods and practices,” the complaint alleges, 
“have been to suppress competition in the sale of 
Kodachrome and magazine film; to prevent dealers 
from selling such products at prices lower than those 
fixed by the respondent, if they so desire, and to 
deprive ultimate purchasers of advantages in price 
they would otherwise obtain under conditions of free 
competition.” 

Thomas J. Hargrave, vice-president and secretary 
of the Eastman Kodak Company, issued the following 
statement at Rochester, after the FTC complaint had 
been received at the company’s offices there: 

“Under the law the company has the right to enter 
into contracts establishing resale prices of any trade- 
marked products which are in open competition with 
other products of the same general class. Since Feb- 
ruary, 1938, the company has entered into contracts 
with its dealers establishing resale prices for most 
of its amateur goods, including Kodachrome film and 
magazine Cine-Kodak film. 

“The Federal Trade Commission now claims that 
prices cannot be established on the two products men- 
tioned, contending that such products are not in open 
competition with other products of the same general 
class. The whole point is a highly technical one, 
involving statutory interpretation only. This com- 
plaint does not question our fair trade contracts so 
far as they affect the many other amateur items 
covered by the contracts.”—BJ 
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VERY wise business man who had built up one 
of the most skilled organizations of its kind in the 
country, often used to remind his associates as to 

where their bread and butter and pie came from. 

‘‘We’re all working for the one boss,’’ he would say, 
‘‘and that boss is the customer.’’ Look at it any way 
you want to, the customer is the man who pays us our 
money. and that’s something for all of us to keep in mind 
in our daily jobs. 

‘It’s not so important that our Tom Jones or our Bill 
Smith should satisfy his immediate superior. But if we 
are to stay in business, it is definitely important that 
each of us should work for the best interest of the cus- 
tomer, all the time.’’ 

There is a thought here, perhaps, for workers in other 
fields. The customer is the man who pays you your salary, 
Mr. Salesman. He is the man who provides the money 


to keep the shop going. It is he who supplies the cash 
for office salaries. The Engineering and Research de- 
partments could not long exist except for him. Without 
him, the Purchasing department would soon find itself 


with nothing to purchase. 

In the last analysis the customer is the man who pays 
the President’s salary; who puts up the sinews of war 
for advertising and selling campaigns; who furnishes 
profits for the owners. 

He is the big boss—that customer. Sometimes we may 
think he is a hard boss, but by and large, he is willing to 
pay us fairly and well, subject only to our keeping his 
interests foremost in our minds. 


Monroe Michigan 





ne ee 


———™ © 20 8 


a 


—<— =~ 2 


—* es se 











ete: 


FP MONROE HICH EA 


fer 











Check Size i 
a 
No. 55GS49 . 
Inside Dimensions : 
4%" High 9%" Wide A 
232" Long 
Letter Size 
No. 55GS91 
Inside Dimensions 
10%" High 122" Wide 
232" Long 


6x9 Card Size 
No 55GS69 


Inside Dimensions 
6%" High 9%" Wide 
232." Long 
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If you are or are not now handling a steel front all green 
fibre transfer, you should have a sample Super Wizard case 
to show your customer, quote them and then be prepared 
for the surprisingly quick acceptance of case and price by 
your prospect. Super Wizards are a line that will enable 
you to get the business. The front of the shell of all Super 
Wizards have an inside square steel reinforcing frame as 
well as an outside steel collar, giving the shell sufficient 
strength to guarantee easy movement of drawer. Back of 
shell is strengthened by a piece of heavy double-lined board. 
Drawers are metal stitched and have metal reinforcements 
along the two top edges to strengthen and keep sides in 
alignment. Locking pins hold stacked cases in alignment 
in front and a metal clamp holds them in alignment at 
back. Super Wizards are shipped knocked down, six cases 
to a carton. Very easily and quickly set up ready for use. 
Letter, Cap, Check and 6x9 Card sizes now ready. 


Ask for Free Sample Case 


Cap Size 


No. 55GS94 


Inside Dimensions 
10%" High 15%" Wide 
23'2' Long 
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The trade has shown generous response to the line of Weis 
steel items. Now another, good selling addition to the line 


has been made 


A Letter Size One Drawer Yule 


The drawer in this No. 1890GS file operates on roller bearings; has pull out stop, but may 
be easily removed by slight upward tilt; equipped with positive locking, steel follow block 
to keep contents in vertical position; a round countersunk locking rod to anchor guides in 
bottom of drawer; brass finished label holder and pull. Inside measurements of drawer are 
108" high, 123" wide, 174" long. Outside measurements of file are 12" high, 134" wide, 18" 
long. Net weight 154 pounds. Entire file made from 24 gauge cold rolled steel, electrically 
welded throughout. No bolts, nuts or rivets. Rubber feet to prevent marring. Nicely finished 
Positive stacking arrangement, nothing left to chance. 
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in standard olive green baked enamel. 
Competitively priced. Next time you order, add No. 1890GS. 


Monroe If le Michigan 
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New York 
The Weis Manufacturing Co., Inc. 
54-56 Franklin St. H 

0 

Chicago n 

Associated Stationers , 
Supply Company : 
Boston tl 

n 

Adams, Cushing & Foster 

Incorporated ( | 
ROLLER BEARING ' 

Omaha b 
Carpenter Paper Company N 
: te 





Oklahoma City 
Carpenter Paper Company 
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(Continued from page 110) 
charge, served to any patron who wishes it, from 12 
noon until 1:30 P. M. The event is an experiment and 
a non-profit show as far as the investment is con- 
cerned, being developed as a new way for the manu- 
facturer to present his merchandise. 

The association expects to distribute 20,000 invita- 
tions to consumers through salesmen, plus a limited 
amount of newspaper publicity. 

The space is limited to forty booths, nine feet across 
the back with a wing on each end extending four feet, 
and has been subscribed to by 40 of our leading sta- 
tionery manufacturers. There will be no office ma- 
chinery or equipment shown, just the every day sta- 
tioners’ items, such as pens, pencils, pencil sharpeners, 
carbon paper and ribbons, loose leaf books, etc. 

———— 


HOLD ANNUAL SALES MEETING OF OXFORD 
FILING SUPPLY COMPANY 


The entire sales staff of the Oxford Filing Supply 
Company met at the main plant of the company in 
Brooklyn for their annual sales conference on Sep- 
tember 4, 5, and 6. Several new Oxford items soon to 
be announced were thoroughly covered as well as all 





THE OXFORD “FAMILY” IN CONVENTION.—(Front row) A. 

Pleininger, S. A. Wood, A. Mott, R. A. Jonas, Sr.; E. A. Laube, 

George Morgan, R. A. Jonas, Jr. (Center row) F. D. Jonas, 

L. C. Goodhand, William Beyer, A. E. Petersen, E. F. Jonas, 

A. Ryan, P. F. Miller, R. P. Jonas. (Back row) H. Armitt, George 

Sanger, W. M. Glenn, Victor Costello, J. T. Hurley, Ernest 
Blest, C. E. Reynell, Robert Keltner. 


details of the company’s promotional program for the 
coming year. On the pleasure side was a luncheon at 
the Terrace cafe at La Guardia field where an excel- 
lent meal was served. The cafe overlooks the entire 
airport and the arrival and departure of planes was 
an interesting spectacle. This was followed the next 
evening by a visit to the New York World’s Fair. 


————o—e 


N. Y. GOLFERS HOLD LADIES DAY 


The Ladies Day outing and game proved to be an 
outstanding success and received enthusiastic com- 
mendation from every one participating. Ezra Treat 
MacIntyre, who was host for the day at the Westches- 
ter Country Club, saw that everybody had a good time 
and Harry Levy, who was responsible for gathering 
the many fine prizes which went to the golfers, did a 
noble job. 

That the ladies can swing as wicked a driver as can 
any of the club members was aptly demonstrated by 
the visitors and guests. Of these Mrs. Robert Sain- 
berg won a low net of 79 in the ladies competition, 
Mrs. T. Rudel was winner in the ladies putting con- 
test, and Mrs. C. P. Finck won the kicker’s handicap. 

Plans are already under way for the final game, to 
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FREEDOM 


to buy what you please, where you please and 
when you please is a part of the glorious and 
priceless tradition of the American people. 





And when, every year, hundreds of typewriter 
dealers throughout the country come to the 
American Writing Machine Company for their 
typewriters, for Adding Machines, for parts and 
supplies, for ribbons, carbon papers, stencils 
and all their other needs . . . there must be, 
and there is, a reason: 


The American Writing Machine Company is 
equipped to give you unsurpassed service on 
all of your needs. Prices are right, shipment 
is fast and the highest standards of quality are 
always maintained. 





TYPEWRITERS 


New Monarch Portables 


Premier Rebuilt Remingtons 
Reconditioned Remingtons 
All makes and models of “roughs.” 
a 
ADDING MACHINES 


A complete and fast-moving line of Monarch 
Portable Adding Machines. 


ae 
PARTS AND SUPPLIES 
for all typewriter makes and models. 
& 
DUPLICATORS 
Monarch, Spartan and Roswell. 


e 
Invincible Ribbons 


Invincible Carbon Paper 
Rubberite Stencils 
Tot Staplers 
& 
Remington Electric Shavers 
and 


a complete stock of typewriter tools and repair shop 
equipment. 


For price lists, samples of dealer helps or 
further information of any kind, write to our 
Dealers’ Service Department at 


AMERICAN WRITING MACHINE CO. 


115-117 WORTH STREET NEW YORK, N. Y 


Est. 1880 
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Your Profit 
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A HANO LITHOGRAPHED 
SNAP-A-PART FORM 
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Don't pass up your customers’ Snap-a-part and 
continuous form orders . . . or believe that hand 
methods equal automatic machinery in cost... 
or quality. Let us show you how you can keep 
this business under your imprint . . . at a profit 
to you. 
WRITE FOR DETAILS 

From autographic register 
forms to complicated Snap- 
a-parts . . . there's a Hano 
Lithographed form for your 
customer and your profit. 
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PHILIP HANO Company 


IncCORPORATED 


HOLYOKE ,MASS. 


OFFICE APPLIANCES 


be played at Youngtakah Country Club, Nutley, N. J. 

Then the boys may put oway their clubs and once more 

settle down to business—until next Spring. 
a 

ENTHUSIASM MARKS ACCO SALES CONFERENCE 

Spirited enthusiasm and an optimistic outlook of 
the future combined to make the keynote of the an- 
nual sales conference of Acco Products, Inc., held 
August 26 to 29 at Long Island City, N. Y. 

Company representatives from every section of the 
country gathered in New York for the four-day con- 
vention and were delighted to find that company of- 
ficials had arranged attractive quarters for them dur- 
ing the conclave at the Lakeville Country Club on 


| Lake Success, L. I. Many of the business sessions of 
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ACCO-ITES IN CONVENTION.—(Back row) J. Kip Edwards, 

Sr., G. L. McEvoy, R. E. Gooley, P. C. Masterson, R. A. Williams, 

Frank Selway, J. Kip Edwards, Jr., R. C. Strafford, W. J. Boyd. 

W. E. Wintrich. (Seated) J. B. Dwyer, G. D. White, W. Joyce, 
G. W. Christie, J. W. Cooper, Jr. 


the convention were held there and others took place 
at the company plant in Long Island City. 

During the gathering officials of the firm and the 
delegates reviewed experiences of the past, directing 
special attention to analyzing both new and old 
products, discussing new ideas and merchandising 
plans for the future. Emphasis was given the com- 
pany’s recently announced eyelet base fastener and 
its various applications. 

A special meeting was held at the plant to cover 
the Accoway blue print filing system at which a new 
model cabinet was shown the visitors for the first 
time. The discussions which followed were under the 
special direction of George B. McGlade, general man- 
ager; C. L. McEvoy, secretary and sales manager, and 
Robert E. Gooley, head of the Accoway division and 
advertising manager of the company. 

A series of heavy rains interfered with a program 
of golf and other outdoor sports but failed to dim 
the enthusiasm of the delegates or quench their voiced 
beliefs that the months to come will see a continued 
and growing demand for their products. 

The convention came to an official end with the an- 
nual banquet, held at the Lakeville Country Club, in 
which the crowd of executives and delegates was 
swelled by the attendance of several company repre- 
sentatives from the offices and plant. 

a 


UEF LOS ANGELES BRANCH HOLDS ANNUAL 
OUTING 


The annual picnic for employes of the Los Angeles 
branch of the Underwood Elliott Fisher Company was 
held at Brookside park, Pasadena, Calif., on Saturday, 
September 14. The UEF-ites took their families along 
for a mid-day picnic dinner, making a total of more 
than 150 persons present. 

The afternoon was spent in sports and competitions 
of various kinds, golf being the major attraction. A 
number of celebrants from the San Diego office, headed 
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HAMMERED METAL FINISH 
ONAL 


(BLACK OPTI AL) 
AT NO INCREASE Pee PRIiG® 


Allen Calculators, Inc., 22 E. 40th Street, New York 
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Acme 
Visible Card 
Cabinets 
“All steel but 
the cards.’’ 
Size illustrated 
is 12 trays with 
tray rest—also 
available with 
6; 7, 123,-38 
tray and du- 
plex cabinets. 
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Insite Tray Cabinet 
High in capacity—Low in price. Cards turn 
on steel hangers. As many as 1909 cards 
in one cabinet, 1814 in. high. 
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Acme Visible Card Books 
Compact, confidential, portable, light 
weight. For every business and professional 


record, they provide all the valuable con- 
trol features of the cabinet units. 


Fic sags ee ee re ee 


The close cooperation between industrial executives and the Acme organiz 
tion has resulted in a vast storehouse of information on record-keep 
methods which is available, through Acme representatives and dealers, 
any executive who wishes to improve his records. 


Acme Six-Tray Cabinet 
An excellent unit for executive use. Cab- 
inets may be had for cards 4 in., up 
to 12% in. wide. 3/16 in. visible margin 
is standard—% in. and 5/16 in. optional. 


By adhering closely to the one idea over the past quarter of a century, A 
has developed a most comprehensive line of visible record equipment. 
there is a type of Acme equipment to meet the requirements of every recg 
and the conditions under which it must be operated. 











Acme Duplex Tray Cabi 
A double row of cards in sight 
For 4 in., 5 in. and 6 in. wide «a 
12 and 13 tray cabinets. 





































Insite 
Double Duty 
Offset 


A new method for 
rapid, automatic, 
positive signaling. 
Available in cab- 
inets and card 
books. 











Acme Two-Door Card Book Cabinet 
Books are easily available from either end. 
Disappearing doors provide means for 
locking records when not in use. 









Acme Visible Pocket Equip 
Provides a protecting transparent 
which is firmly attached to a pod 
especially tough kraft. Die cut to. 


cards of various sizes. 














Acme FLEXOLINE 


A speedy, compact, 
economical visible list- 
ing equipment — for 
every kind of index 
or reference record. 


FLEXOLINE Rotaries 
For the extremely large capacity reference 
records where high speed and compactness 
are essential. Extensively used by telephone 
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FLEXOLINE Desk Stand 


Modern, high-speed reference unit. A few 
hundred or many thousands of listings are 
visibly held for fast and accurate reference. 


companies and department stores, 


Acme 
FLEXOLINE Pricing Stand 
Insite Index Siz 2555) A high-speed ref- 

A handy unit for St-s: erance unit in 

listing names, ' which a very large 

numbers, prices, amount of pricing 
discounts, terms ; — information can be 
and routings, or a THiiitteHi ttt : concentrated into 
any other  infor- a small space. 
P.B. X. Telephone Index mation which af ve Any arrangement 
‘ ates . must be constant- Ti 33) iat as to size, form 

Hundreds or thousands of tele- v5 aa Sg he ES - ly used. Always oan Wem? and visible tabs 

phone numbers are visibly in- accurate and easy Rit 3 i can be made to 

dexed for instant reference Avail Cote to find. | saatnitese : suit requirements. 
where they will save time, pa- ; ae i 15 ; 

tience and money. A size and 

capacity to meet every need. 











e Super-Visible i Acme Super-Visible 
Card System Telefacts 
o Trigger speed in posting 
and reference with the 
utmost convenience and 
space economy. 


—Visible in a large 
of housing units. A 
bh in capacity—a new 
cost. Now more of 
ords may be visua- 
th the attending ben- 


Acme Super-Visible Visifolder 
A light, compact, portable, visible unit 
which will fit into a file drawer or brief 
case. Extra sections may be added, ex- 
panding the capacity as desired. 








IF IT’S A RECORD JOB, ACME VISIBLE WILL DO IT BETTER 


Acme franchised dealers know that Acme has made good on this slogan for their 
customers on countless records and in every case multiplied the value of the records 
and reduced the cost of maintaining them. 

The Acme policy of not selling in competition with Acme franchised dealers has per- 
mitted them to build a permanent and ever increasing volume of profitable business. 


E VISIBLE 
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— SHEAFFER'S 


Christmas Double-Display Plan 


SHEAFFERS 
‘al 





FLUORESCENT LIGHTED MERCHANDISE DISPLAY IN THE STORE 


LIGHTED SALES-MAKING DISPLAY IN 


ven has built the pen-gift 

market for American merchants. 
Sheaffer’s four-color advertising out- 
sells the field, because it sells gifts— 
not just pens and pencils. 


This is the theme of the huge cam- 
paign this Xmas in 73 newspapers— 
44 magazines. 


Alert merchants can tie up and 
CASH IN with the finest gift mer- 
chandise in its field. This DOUBLE 
DISPLAY offer paves the way. A 


THE WINDOW 


representative stock—a fluorescent 
counter unit that sells GIFTS—and 
an outstanding, lighted window trim. 
A complete pen gift department for 
smaller stores—a complete auxiliary 
department plus window set-up for 
larger stores. 


Act now while the special offer is 
available. Write—or wire 


W. A. SHEAFFER PEN COMPANY 
Fort Madison, lowa, “Pen Capital of America” 


SHEAFFER'S 
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by Branch Manager J. L. Hoyt, went up to Los Angeles 
for the occasion and spent a day swapping stories and 
shop talk and in showing that when it comes to golf, 
horseshoes, racing, etc., the San Diego crowd is quite 
capable of holding its own. 

The picnic, which was the fifth affair of its kind, 
was enthusiastically enjoyed by every one present and 





seo | - % a maar 4 
UEF-ITES AT PASADENA OUTING.—(Top) W. J. Dietrick, Los 
Angeles; P. R. Zimmerman, Los Angeles; J. L. Hoyt, San Diego 
branch manager; J. A. Johnson, Los Angeles branch manager: 
H. F. Wagoner, Los Angeles; W. O. Bryant, Los Angeles. (Lower 
left) K. C. “Casey” Kline, Hollywood; Los Angeles Branch Man- 
ager J. A. Johnson; C. H. “Olmy” Olmstead, Long Beach: S. D. 
Cox, Ventura. (Lower right) Jack Hillis, general picnic chair- 

man, and Jack Abell, sports chairman, in a playful mood. 


it was generally agreed that its success was due in 
a great part to the efforts of Jack Hillis and Jack 
Abell, general picnic chairman and sports chairman 
respectively —JET 
———— 92 - 
UEF DES MOINES MEETING INTRODUCES NEW 
ELLIOTT FISHER MACHINE 

The district surrounding Des Moines, Iowa, was for- 
mally introduced last month to the electric keyboard 
Elliott Fisher accounting machine when a number of 
officials of the Underwood Elliott Fisher Company met 
in the Iowa city on September 24. 

The meeting took place in the Pine room of the 
Younker’s department store and was attended by the 
following men: 

Alfred Jensen, accounting machine division sales 
manager; D. Edward Conklin, western district man- 
ager; E. I. Tafel, supervisor of accounting machine ac- 
tivities in the western district; F. C. Snow, Chicago 
branch manager; R. W. Holmes, Davenport, Ia., branch 
manager; F. M. Anglim, Minneapolis branch manager; 
O. E. James, Omaha branch manager; A. V. Longe- 
necker, Rockford, Il., branch manager; W. A. Hazelton, 
South Bend branch manager; E. W. Swain, Springfield, 
Ill., branch manager; George Lomgueville and W. M. 


Sherman. 
. — + 


DOYLE EMPLOYES HOLD OUTING 

Employes of Bill Doyle Office Supplies, Oklahoma 
City, and their families recently picnicked together at 
Belle Isle park. Between twenty and thirty persons 
were present.—EVH 

=> 0— 
BROWER ADDRESSES SQUARE CLUB 

Irving Brower, assistant to Commissioner Hevland, 
New York City’s department of investigation, was the 
guest of honor and principal speaker at a meeting of 
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You can kick 


it around 





©) COURSE, you can’t play football with a 
Canco wastebasket. 


But you can sure kick it around. 


Canco wastebaskets can stand the roughest, 
toughest treatment. They’re made of fortified- 


metal. 


Their durable material is lithographed in a 
wide range of eye-pleasing colors and wood- 
grain finishes that go well with any office. 


It’s no wonder Canco Containers sell so fast. 


We'll be glad to tell you prices and all about 
Canco wastebaskets. Write us TODAY! 


* AMERICAN * 
CAN COMPANY 


CITY PARK AVENUE & HAMILTON STREET 
TOLEDO, OHIO 
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Excellent 
Quality 





Dealers: Don’t overlook this tip! 


The U. S. Government speed program 
on war material is affecting every com- 
munity. Thousands of extra draftsmen 
are now being added and each draftsman 
must have a stool. 


We are receiving orders for the No. 
626 and No. 7206 High Desk Stools in 
greater numbers and for larger quanti- 
ties than ever before. 


You must act quickly while the oppor- 
tunity is wide open; get in 
touch with all plants in your 
area that are making war ma- 
terial. You will find sales 
much easier than in normal 
times. 


Ask for 
Catalog 


Manufactured by 


THE 
TOLEDO 
METAL 
FURNITURE 
COMPANY 


1704 Hastings St. 
TOLEDO, OHIO 
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the Stationers Square Club of Greater New York on 
September 19. The meeting was held in the Greeley 
room of the Governor Clinton hotel, and included a 
dinner in the evening. 

Oi 2 


CONNECTICUT STATIONERS MEET 
The first fall meeting of the Connecticut Valley Sta- 
tioners Association was held on September 17 in the 
Hof-Brau in New Haven. There was a good attend- 
ance, the members listening with interest to Presi- 
dent Stanley McGar who presented several ideas that 
resulted from the meeting for salesmen held last June. 
ee 


UNDERWOOD TYPEWRITER INCLUDED ON FIRST 
AIR TRIP TO NEW ZEALAND 

The first passenger and cargo flight of the Pan 
American Airways from San Francisco, Calif., to Auck- 
land, New Zealand, was inaugurated on August 24. 
Among the cargo carried was a new streamlined Un- 
derwood Master typewriter consigned to Beechey & 
Underwood Limited, Auckland, New Zealand, from the 





AN UNDERWOOD STARTS ON LONG FLIGHT.—F. G. Fink. 

San Francisco manager of the Underwood Elliott Fisher Com- 

pany branch, made history when he placed a new Underwood 

Master typewriter aboard a Pan American Airways clipper 

plane for the first passenger and cargo flight to Auckland, New 

Zealand. This is believed to be the longest distance that a 
typewriter has ever been sent by air. 


international division of the Underwood Elliott Fisher 
Company, 1 Park avenue, New York City. 

The machine was shipped from the Underwood Hart- 
ford factory to F. G. Fink, manager of the. UEF San 
Francisco office, and there placed aboard the Pan 
American Clipper bound for New Zealand. This trip 
of more than eight thousand miles took six days, as 
against seventeen days by regular steamer. 

The Clipper ship took off from San Francisco, 
stopped briefly at Los Angeles, Honolulu, Canton 
Island, Mounea, and arrived in Auckland on August 31. 

9 


STUEHRK JOINS HOOSIER DESK 


Announcement that Carl F. Stuehrk, formerly secre- 
tary and assistant manager of the Tell City Desk 
Company, has been appointed assistant manager of 
the Hoosier Desk Company, Jasper, Ind., was made last 
month by S. G. Norman, treasurer and general man- 
ager of the Hoosier organization. The new appoint- 
ment fills the vacancy created by the death of the 
late George Norman, Jr. 

Mr. Stuehrk is well qualified to take over the respon- 
sibilities of his new position, having acquired a thor- 
ough working knowledge of the office furniture indus- 
try during the many years he spent with his previous 
company. He also possesses a pleasing personality 
which has won him a great many friends in and out 
of the field. 
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“FASTEN THINGS TOGETHER’— 


In almost every type of business there is one or more opera- 
tions which can be performed either better or more economically 
by the use of NEVA-CLOG Stapling Machines and preformed 


staples. 





These devices will fasten together any material which can be 
penetrated with a sharp pointed wire. 























There are many uses for NEVA- 
CLOG Stapling machines in of- 
fices, stores, shipping rooms. 
warehouses, manufacturing 
plants, greenhouses, dry clean- 
ing establishments, laundries; 
from fastening correspondence 
to assembly operations in man- 
ufacturing. 





A colorful 6-page NEVA-CLOG 
folder in three colors will stim- 
ulate your sales volume. Free, 
imprinted. A variety of display 
cards to send you for use with 
NEVA-CLOG _ stapling ma- 
chines, FREE. 











SOME OF THE USES OF 
STAPLING PLIERS 





MODEL J-30 STAPLING PLIER $3.00 


MODEL J-30 is light in weight, yet rugged. Requires but 


are demonstrated in the illus- little space and can be put into the desk drawer or pocket 


trations, but if you desire in- 
formation on specific uses or on 
a special fastening problem, 





write to us. 








MODEL B-100 STA 


For heavy duty and for fastening of tough materials, this 
machine uses a broad flat staple. Fastens such materials 
as fibre, softwood baskets, veneer wood, leather and 
belting. Used for sealing heavy paper or cloth bags, 
packages of corrugated board, and similar difficult op- 
erations. 


Features: Powerful leverage, durable, fool-proof. Sta- 
ples used: NEVA-CLOG B-%. 





when not in use. Indispensable for vertical filing or for 
attaching material to a permanent card. Uses DJ340 
NEVA-CLOG Staples. 


PERMANENT 


APORARY CLINCH $3.50 





100 STAPLING PLIER $4.50 


A rugged, powerful Stapling Machine with 4 to 1 lever- 
age. Will fasten all materials that the staple will pene- 
trate without bending. Particularly designed for produc- 
tion work and hard usage, but can be used for any 
stapling operation within its capacity. Delivers a strong 
sharpened staple and clinches it securely even in light 
material. It will give constant production. Easily and 
quickly loaded with NEVA-CLOG A-1000 or L-1000 
Staples. Guaranteed. 


DEVICES 
RIDGEPORT, CONN. 
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SANTA MONICA, CALIF., CITY HALL 


Where STEELCASE Serves 


Check the busy and important halls of business and in- 
variably you will find STEELCASE craftsmen-built office 
equipment. From coast to coast, in the headquarters of 





hundreds of American businesses both large and small, 
STEELCASE is serving to the satisfaction of its users. 


When new equipment is planned, STEELCASE is fre- 
quently a “‘must” in many offices; its reputation for en- 
during quality, fine appearance and satisfying day in and 
day out service is well known to thousands. That is why 
STEELCASE desks, chairs, files, cabinets, tables, etc., 


signify 
Quick and Profitable Turnover 


for the keenest dealers in every active locality. STEEL- 
CASE has always been a fast moving line of “‘Grade A”’ 
office equipment . . . a combination of “‘saleability” and 
“profitability” not easily obtainable elsewhere. 


If you have never enjoyed the business building power 
of this great line, don’t delay a day longer. Get aboard 
the saleship STEELCASE! The facts are yours for the 
asking. Why not ask for them now? 








STEELCASE 


Susiness Equipment, ic found where business succeeds 





METAL OFFICE FURNITURE CO., GRAND RAPIDS, MICH. 
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Seen and Heard 


in Southern California 


By J. Edward Tufft 
1710 Morada Place, Altadena 


Art C. Hansen, well-known typewriter salesman, is 
back with L. C. Smith & Corona Typewriters Inc., work- 
ing as a salesman out of the branch office at 533 South 
Spring street. Mr. Hansen was with this company pre- 
viously for many years in St. Paul, Minn., Grand Forks, 
N. D., Chicago, and Los Angeles. For a time he con- 
ducted his own business in Los Angeles, but discon- 
tinued that some time ago, when his health failed. He 
is now getting back into shape physically and says he 
is happy with his new-old connection. 

aa * * 

C. J. Harris, branch manager for L. C. Smith & 
Corona Typewriters Inc., who made the trip to Cleve- 
land, Ohio, with the drill corps of Number 9 Com- 
mandery, Knight Templars, Los Angeles, says he had 
one of the most pleasant trips he ever had in his life. 
The boys had three special coaches and en route visited 
Seattle, Banff, Lake Louise, Winnipeg, the Twin Cities 
and other points. They returned by a direct route. 
The occasion was the Triennial Conclave at Cleveland. 
The trip occupied two weeks’ time. 


* * * 


F. C. Heinzman, proprietor of The Fountain Pen 
Shop, 124 West Sixth street, is back from a trip that 
took him and his family to Carlsbad Caverns, Grand 
Canyon, Bryce Canyon, Boulder Dam and other points 
of interest. The most novel event occurring on the trip 
was a hail storm near Bryce Canyon when in a few 
minutes’ time the hail piled so deep along the road 
that the children had the first game of snowball in 
their lives. Speaking of business, Mr. Heinzmann says 
the volume is even above that of 1937. This firm 
maintains one of the largest fountain pen repair serv- 
ices on the Pacific Coast in addition to maintaining a 
sales stand in the Arcade building, 534 South Broadway. 


* * ~ 


Warde Fowler, now head of the Fowler Brothers 
store, books and office supplies, 416 West Sixth street, 
left September 18 for a two weeks’ fishing trip with 
the thought of making headquarters Jackson Hole, 
Wyo. Mrs. Fowler accompanied her husband. Mr. and 
Mrs. Fowler felt the need of a rest following the illness 
and death of Mr. Fowler’s father, J. W. Fowler, founder 
of the business. 

* * » 

John W. Willmore, vice-president and general man- 
ager of the Cooke & Cobb Company, Brooklyn, spent 
a portion of September in Los Angeles on business. 


* * * 


Walter P. Funck, Pacific Coast manager for the F. S. 
Webster Company, made a September trip to the fac- 
tory at Cambridge, Mass. 

* ” ao 

M. S. Wolowitz of the United Typewriter Company, 
Washington, D. C., left September 10 for home after 
spending some time in Los Angeles. While here he 
was the guest of Maurice Rothman, proprietor of The 
Angelus Typewriter Company, 528 South Spring street. 
Mr. Rothman himself only recently returned from an 
extended automobile trip with his family visiting Yel- 
lowstone National Park, Seattle, Yosemite, Sequoia, 
Butte, and other scenic spots. He was accompanied by 
his wife and child. 

The Stationers Corporation, 525 South Spring street, 
reports a splendid school opening business this fall. 
Officials of the company state that they believe this 
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COOKE« COBB 
Jha Pacemaker 


for over /0 yoars 











Everywhere filing specialties are sold 
COOKE & COBB's trademark "FAVOR- 
ITE" is a tradition—a tradition associated 
with high quality. Into every article ever 
manufactured by COOKE & COBB the 
pride of craftsmanship and the regard of 
quality was indelibly impressed. So, through 
nearly three quarters of a century COOKE 
& COBB has set the standards by which 
similar other products have been judged. 


Today, COOKE & COBB fortified with 
new resources, equipment and energies, re- 
asserts its determination to maintain, yes, 
enhance its traditions—and to assist every 
loyal dealer in every way—and to satisfy 
every user. 


Today, you buy from COOKE & COBB 
with greater confidence than ever in the 
quality of the products and the integrity 
of the maker. So, buy today. 


FAVORITE 


THE ONLY LINE OF EXPANDING FILES WITH 
“PATENTED VISIBLE INDEX” 


COOKE & COBB COMPANY 


211-217 STEUBEN ST., BROOKLYN, N. Y. 
ESTABLISHED 1870 





Vrigina fors of £ “pu nding SP e¢ ta har 
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15 or 581 ASE 


WATCH A§e AURORA--- THE 
LINE WITH “SALES MOMENTUM” 
FOR OUTSTANDING VALUES! 


Here are 15 real sales getters—just 15 of 581 reasons why so 
many dealers are making faster sales and bigger profits. Every 
one of the 581 A-S-E Aurora products is a sales-builder in its 
own right! They have developed a SALES MOMENTUM 
without an equal. 

And A-S-E Products are rolling up an ever-increasing accep- 
tance. Your customers easily recognize the superior construc- 
tion, high-quality materials and EXTRA VALUE. 

You can cash-in on this customer demand, too. The coupon 
below is your first step to extra profits. Mail it to us today— 
and see how you can step up your profits and stimulate your 
sales—without additional outlay of time, money or effort. 
There is no obligation. 





A COMPLETE LINE OF CABINETS FOR EVERY FILING NEED 


! 

This emblem " ot 

guarantee n a 

yuatity st low »st 

* 

bse mony 
2 Ts 

28” DEPTH (desk igh) 


No. 7371—2 legal 
and 2 drawers 





* for cards , 
(counter-high) No. 7409— 
GREATER 10 drawers for No. 7405— 
5 x3 cards 3 ledger-size 


rawers 


CAPACITY 


* 
No. 7101— 


s / d ‘ 'e : 
LUSTROUS pocleaey nag 


No. 7501— 
5 drawers 
for letters 





ENAMEL 


* 
OLIVE GREEN 
OR GRAINED 

WOOD 
FINISHES 





No. 7502— No. 7494— 
No. 7201— 5 legal drawers— doubie compart- No. 7481— No. 7303— 
* letter file, 60" high, ments for documents and invoice file 
(desk-high) also $744" high documents legal papers (counter-high) 


ALL-STEEL-EQUIP 


610 JOHN STREET 
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AR. AURORA CABINETS sreapy sates propucers 


Here are some of the best money-makers in a big money-making line— 
A-S-E Aurora Storage and Wardrobe Cabinets are best-sellers the year 
around. You can meet virtually every need with the two complete lines 
—57 models. The Master line includes deluxe cabinets, embodying 
exceptionally high quality. In the Master line of storage cabinets, the 
strikingly handsome appearance is one of the outstanding values—and 
keenest selling points. The Popx/ar line cabinets are designed for cus- 
tomers who insist on maximum value at lowest possible cost. Perform- 
ance and durability are maintained at a high standard. 

A-S-E Cabinets have reinforced doors, secure 3-point latch, disc- 
tumbler lock with two grooved keys. Bases are completely enclosed. 
Shelves can be adjusted easily by hand. Check the coupon for full 
information. 





A-S-E Aurora Desks and Tables come in all popular 
sizes—two full lines. The new A-S-E Diplomat Desks 
are sturdily built, with the modern, streamlined ap- 
pearance preferred by many offices and institutions. 
The Standard line has the attractive, conventional 
design. The workmanship, appearance and durability 
of A-S-E Aurora Desks have won them well deserved 
popularity—makes them a “‘natural’’ for you to sell. 





NEW ASE BLUEPRINT CABINETS 


The new A-S-E Aurora Blueprint Cabinet is built for safe keeping of drawings, trac- 
ings, blueprints and maps in any size up to 38 x 50”. It is unusually strong, well 
proportioned and trim looking. It’s another outstanding reason why the A-S-E Aurora 
line is developing such sales momentum! 


(Left) Model BF-12—latest 1940 model. Has 3 and 5 drawer units. Cabinets available in 
4 sizes—smallest size shown. 


ALL-STEEL-EQUIP CO., Inc. 
610 John St., Aurora, LL 
Mail complete information 
about A-S-E Aurora Files 0 
A-S-E Aurora Storage and 
Wardrobe Cabinets 0 
A-S-E Aurora Desks and 





MAIL THIS COUPON TODAY! 





Tables 0 
The new A-S-E Blueprint 
Cabinet 0 
COMPANY, INC. =~ 
7 e OOD ciiniwnctoanbaneiel 
City . Pe niiddnne 


AURORA, ILLINOIS 
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* Published for and in Behalf of The Harter Corporation * 





HARTER NATIONAL CAMPAIGN IS 
BIGGEST IN STEEL CHAIR FIELD 

















For Top 
Executives 


@ The Harter Presidents : New steel 
chairs designed specifically for busi- 
ness leaders. 

They embody everything one could 
expect of chairs built for top execu- 
tives—luxurious comfort, smart styl- 
ing, enduring strength. In every re- 
spect, from rugged frames, deep foam 
rubber cushioning, to rich colorful 
mohair upholstery, the Presidents re- 
flect character and quality. Indeed 
these are the most beautiful and 
most comfortable steel chairs Harter 
has ever produced. 


Write today for brochure, ‘‘Present- 
ing the Presidents’: The Harter Cor- 
poration, Sturgis, Michigan. 


HARTER 


Harter Chairs In 


Big Atlanta Bank 


BIG - COMFORTABLE STEEL CHAIRS 








The Trust Company of Georgia is equipped 
with Harter Steel Chairs, as is demonstrated 
in the illustration on the right. This view was 
taken in the Atlanta quarters of the Trust 
Company, one of the largest banks in the South 
after it had been completely modernized by 
Ivan Allen Marshall Co., well known office 
equipment dealers in Atlanta. The equipment 
is seal gray finished with white metal trim. 





The Harter branch office in New York 

City is located at 354 Fourth Ave. 

The address of the Chicago Branch 
is 14 East Jackson Elvd. 











| 





Early in 1940 we announced a 
nation-wide advertising campaign. 
At that time we declared that 
Harter was going national in a big 
way. We did exactly that and are 
right now going even stronger than 
ever. 

Harter advertising during the 
coming months will reach an audi- 
ence of approximately six million 
readers. The first in the new series is 
shown at the left. The publication list 
includes Time, Newsweek, Nation’s 
Business, Banking, Office Appliances 
and Geyer’s Topics. 

These national publications reach 
both direct prospects and those who 
are indirectly responsible for large 
scale sales of Harter Steel Chairs. 
This campaign—the biggest and 
strongest on record in behalf of steel 
office chairs—means much to alert 
dealers. As the campaign gets well 
under way they will tie-in with store 
displays of Harter Chairs, with 
dealer direct mail and letters to 
prospects. 

Speaking of direct mail, the new 
Harter pieces are ready for dealer 
distribution. There are two very 
effective folders now going out—one 
of these is: “Presenting the Presi- 
dents” and the other is entitled: 
“The Comfit Line.” 


| 
| 





The new Harter Steel Chair 
Catalog —the finest we 
have ever produced — is 
now ready. If you have not 
already received a copy, 
write today. We will be 
glad to send one to your 
business address. 














New Development 
In Good Seating 


Business leaders have long been convinced 
that chairs for modern offices should be smart 
in design, really comfortable, and rugged 
enough to withstand daily usage. Now though 
they are also stressing the need for good seat- 
ing as an aid to better working efficiency. 

The new Harter Adjustable Steel Chairs— 
the Comfit Line—exactly meet these qualifi- 
cations. They appeal to all office workers who 
want fine chairs designed for efficient and 
comfortable support. 

These new Harter Chairs are easy to adjust 

—no need for extra service. Indeed all con- 
trols are simple and positive and quickly 
made. 

Dealers are urged to write for complete in- 
formation regarding this decidedly different 
line of steel chairs. 





THE HARTER CORPORATION 
STURGIS, MICHIGAN 
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happy status prevailed throughout the Los Angeles 
area. 
* ” * 

Charley Hyatt, representative of Acco Products, Inc., 
and the Defiance Sales Corporation, and Jack Abbott 
of the Ace Fastener Corporation, 846 East Sixth street, 
were among those making the trip to the convention 
by automobile. 





NEW HOME OF THE SOUTHERN CALIFORNIA ADDING MA- 

CHINE COMPANY.—The removal of this Los Angeles firm to 

new quarters at 947 South Broadway was reported in this 

column last month at which time the above picture was not 
available. 


* * * 


J. A. Johnson, branch manager for the Underwood 
Elliott Fisher Company, states that his branch has had 
the best summer since 1937, a decided increase in vol- 
ume of business over 1938 and 1939 being registered. 
Prospects for all the fall months, he states, are good. 
While this increase in business is due in part to the 
defense program of the national government in the 
Los Angeles area, Mr. Johnson thinks that general 
business conditions have much to do with it also. 
There is no better barometer, he says, than office 
appliance and typewriter business. When those busi- 
nesses are good it usually means that all business is 
good. It is sensitive to the least slump as well as 
sensitive to the least boom. In the nation-wide sales 
contest of Underwood Elliott Fisher Company under 
the caption, “Ten-Call-a-Day Three-Round Bout” four- 
teen of the forty-six employes engaged in selling won a 
prize, a sports bag and zipper brief case. In the July 
contest under the caption, “Ten-Call-a-Day Tourna- 
ment,” this branch won special honors when eighteen 
of the forty-six won radios. Incidentally the branch 
manager and all three assistants were winners making 
the 100 per cent quota. The three assistants are: T. L. 
Sloat, in charge of the typewriter division; W. O. 
Bryant, in charge of the adding machine division, and 
Henry Wagoner, in charge of the supply division. 


* ~ x 


Employes of L. C. Smith & Corona Typewriters Inc., 
with their families enjoyed an evening weiner roast 
on the beach at Santa Monica recently. About forty 
were present. In addition to the roast a quaint quiz 
contest was additional zest to the evening. 

© * ” 

L. G. Brinckerhoss, proprietor of the Beverly Station- 
ery at 421 North Beverly drive, Beverly Hills, is con- 
ducting a series of evening sales training meetings for 
his force of employes. A talk by a factory representa- 
tive and a general quiz follows supper at a cafe. 
Increased sales due to this educational program are 
already recorded, Mr. Brinckerhoss states. Mr. and 
Mrs. Brinckerhoss recently returned from a two weeks’ 
outing at Fallen Leaf lake near Lake Tahoe. 

Business is reported as O. K. by the Los Angeles 
branch of International Business Machines Corpora- 
tion, 1670 Wilshire boulevard. Winning trips to Endi- 
cott, N. Y., were the following “One Hundred Per Cent 
Club” members: H. D. Smith, general manager; R. P. 





141 











Alpha-Merical 


The Modern Way of 
Filing and Finding 


Simple — Efficient 
Economical 


Sold Only through Retail Stationers 


THE Wabash CABINET COMPANY 


FILING SUPPLIES EXCLUSIVELY, WABASH, INDIANA 














The Wabash Cabinet Co., Wabash, Ind. 
Send us information about Indexing the Alpha-Merical way. 


Firm i 





Address sanineiinniiiiniilee aici tease 


Individual Bailar rail 
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THANK YOU 
vory much — 


for your generous reception to the announcement of our 
entry into the field which you serve with our very fine 
line of Fluorescent Portable Lamps. The response from 
the trade has been gratifying, indeed— indicating clearly 
that there is a genuine interest and need on the part 
of the stationery, office furniture dealers for a com- 
pletely satisfactory portable lighting unit of the fluore- 
scent type. 

The MIDCO PERFECLITE has created entirely new 

standards of efficiency in distribution of light 

smart and distinctive styling and for quality of 


finishes in both bronze plated and sprayed wrin- 
kle of solid and two-tone effects. 


Model 1001 Finished in two-tone Corduroy 
wrinkle and plated gold finish. 


NOTE IMPORTANT FEATURES: 

1. One basic design with choice of six different finishes for 
the standing lamp model and one for the two clamp-on 
models. 

. The MIDCO PERFECLITE exclusive light control feature 
—its dual reflector—the same efficient light distribution 
on all models regardless of the unit price. 


. The latest improvements in fluorescent electrical units, 
including Manualite Instant Starting switch, eliminating 
all flicker, delay in starting and replacements. 


mh TODAY’S LEADING 
VALUES IN PORTABLE 
LIGHTING UNITS. 


Send for our illustrated, 
descriptive folder with 
lighting charts, prices 
and trade discounts, 
NOW !! 


Mode! No. 1005 Clamp-on 
20” Horizontal over-all extension, 
Vertical and Horizontal adjustment 

single arm, double swing. 


MIDWEST NATURLITE CO. 


440 N. WELLS ST., CHICAGO, ILL. 
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Graham and J. P. Keeley of the electrical adding ma- 
chine division; J. Walter Dickson, Ralph Harris, and 
H. M. Friesley of the electrical writing machine di- 
vision. 

* * > 

Bill Luff, well-known typewriter salesman in Los 
Angeles, is back with L. C. Smith & Corona Typewriters 
Inc., after having been connected with another sales 
force in the city for some time. 

* cm * 

T. L. Sloat, assistant manager for Underwood Elliott 
Fisher in charge of typewriter sales, was called to San 
Jose last month because of the illness of his father. 

Or 


L. A. GIRL WINS L. C. SMITH TYPEWRITER 

C. J. Harris, manager of L. C. Smith & Corona Type- 
writers Inc., Los Angeles branch, had the honor of 
presenting a typewriter as a prize to an international 
champion in general assembly at Woodbury College, 
Los Angelcs, September 2. 

The girl winning the typewriter is Delphia Dallen, 
who broke all previous international collegiate records 


Ne a aes ; 


a 









“DON’T MENTION IT—YOU‘’RE QUITE WELCOME.”—So says 
C. J. Harris, manager of the Los Angeles branch of L. C. Smith 
& Corona Typewriters, Inc., as he presented new L. C. Smith 
machine to Delphia Dallen, Woodbury College speed typist. 


by clipping off 122 words per minute without error. 
The contest is known as the Gregg typing contest and 
entries were submitted from all states in the union 
and from various foreign countries. 

Incidentally second place in the contest was also 
won by a Woodbury student, Miss Zreeta Saterlee, 
who typed ninety-three words per minute without 
error.—JET 

slippage 
FOGG REDECORATES STORE 

Twenty years in business for himself, operating as 
the Joplin Typewriter Company, has been signalized 
with a grand cleanup by Frank H. Fogg. The business 
premises at 318 Joplin street, Joplin, Mo., were com- 
pletely redecorated with new plaster and new paint. 
This required moving the major portion of the com- 
pany stock to the building basement and gave oppor- 
tunity for a “bargain basement” sale of equipment, 
which was a cleanup of laggard merchandise. Next 
step in modernizing for the firm is the plan to install 


a modern store front.—HHB 
oe odiine 


DAVIS TAKES F. & M. TERRITORY 
Raynes Davis has recently taken over a large ter- 
ritory for Finch & McCullouch, Aurora, IIl., and is call- 
ing on the retail trade with that firm’s line of “Mem- 
ory Masterpieces” calendars. The territory consists of 
Arizona, Colorado, Idaho, Montana, Nevada, New Mex- 
ico, Utah and Wyoming. 


























“The Six Hundred’”’ 





“The Nine Hundred”’ 




















“The Monitor” 


No Width | Height Depth 





1000 is” 30'/,' 18°’ 
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“A djusto-Sr.”’ 





A series of new Utility Cabinets for every 
need and purpose, designed to augment 
present office installations. Provides stor- 
age space for stationery, supplies, accessor- 
ies and a thousand and one other articles. 
Made of high grade furniture steel, elec- 
trically welded throughout. ful! flush bese 
rigid reinforced doors, equipped with 
Yale Paracentic keyed locks. 

Finished in oven-baked enamel, in Olive 
Green, Grained Walnut or Grained 
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THE COMPLETE LINE OF 












“‘Adjusto-Jr.”’ 
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700 18 43" 15" 
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Low Priced! 
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4 drawer letter size 
4 drawer legal size 
3 letter and 2 double compartment. 


drawers for 3x5 or 4x6 
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THE COMPLETE LINE OF OFFICE EQUIPMENT 
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16 compartments for 3x5 or 4x6 














| Substantially Built! 
Attractively Finished!| 
DESK HEIGHT 301" | 
402 2 drawer letter size 
402C 2 drawer legal size 
COUNTER HEIGHT 40" 
T= 
Ret 
; 2 | 
i} —_— 
a | 
ss 
403 3 drawer letter size 
403C 3 drawer legal size 
413 2 letter and 2 double compartment 
drawers for 3x5 or 4x6 
IN STEEL 


























OCTOBER, 1940 








WEVOtN GS 


HEINDEL-BRAINARD 


A late summer wedding of social importance took 
place Friday evening, September 6, at St. John’s Epis- 





copal church, Youngstown, Ohio, when Miss Elizabeth | 


Anne Brainard, daughter of Mr. and Mrs. George C. 
Brainard, and Daniel Albert Heindel, Jr., were married. 
The ceremony took place on the twenty-ninth anni- 
versary of the bride’s parents. A reception for more 
than 200 guests followed at the Youngstown Country 
Club, with Mr. and Mrs. Brainard sharing honors with 
their daughter and son-in-law. Mr. Brainard is presi- 
dent of The Genera! Fireproofing Company.—AK 
—_———= 


DAILEY-MATTINGLY 


The announcement of the engagement and ap- 
proaching marriage of Miss Ellen Mattingly of Little 


Rock, Ark., to Dalton J. Dailey, also of that city, has | 


been made by the parents of the bride-elect. Mr. 
Dailey is proprietor of the United Supply Company, 
1208 West Seventh street, Little Rock, dealers in office 
furniture and supplies—ADR 
— OO ue 
HENNIG-WOODFORD 
Edwin J. Hennig, of the Forst Smith Engraving 
Company, Fort Smith, Ark., was married on September 
1 to Miss Ruth Woodford, of Russellville, Ark. Mr. 
Hennig is well-known in the office equipment field in 
his territory where he has been engaged in the en- 
graving business for some time.—ADR 
—_—————-o 
BALABAN-FINKMAN 
S. Allen Balaban, of the Service Office Supply Com- 
pany, Detroit, was married on September 15 to Miss 
Pearl Finkman, also of Detroit. Following the cere- 
mony, the couple left for an extended trip to Cali- 
fornia. 
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STORK VISITS KASTNER COMPANY MANAGER’S | 


HOME 

It’s a girl at the San Francisco home of Mr. and Mrs. 
Henry Peters and the young lady’s arrival has been 
the occasion of many congratulatory messages to the 
happy parents from friends all over the country. Mr. 
Peters is manager of Kastner & Company, San Fran- 
cisco, and is a member of the board of directors of the 
Carbon & Ribbon Dealers Association of Northern Cali- 


fornia.—SS 
a em 


MASTERS McKEE ARRIVE 
Reg McKee, manager of one of the Seattle stores of 


the Lowman & Hanford Company, recently announced | 


a substantial addition to the family when Mrs. McKee 
presented him with twin sons. Prior to joining Low- 
man & Hanford, Mr. McKee conducted his own sta- 
tionery business in Seattle-—CML 
a 
MISS TUBIS ARRIVES 

Harry Tubis, connected with the Dubin Company, 
260 South Fifth street, Philadelphia, is the proud father 
of a baby girl born to Mrs. Tubis on September 5. The 








young lady weighed six and one-half pounds and has 


been named Charlotte Lee. 
——~-o 


MASTER BERNARD GREGORY GIRARDOT 
Master Bernard Gregory Girardot, weighing eight 
pounds, six ounces, arrived on Friday, August 30, the 
son of Mr. and Mrs. Bernard F. Girardot of Fort 
Wayne, Ind. The baby has four sisters. Mr. Girardot is 
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CASH DRAWER—ADDING MACHINE 


Conckéiaillias 


@ Today's merchant must know the status 
of his business from day to day. Any make 
of adding machine, mounted on an Indiana 
Cash Drawer, tells him at a glance, which 
items are most profitable . . . gives him a 
clear picture of cash on hand .. . cash paid 
out. Instantly assembled or disassembled, 
the Indiana Combination functions both as 
adding machine AND cash register—at a 
price any retailer can afford to pay! 


Step up your Sales! 


Whatever make of adding machine you han- 
dle, let us show you how easy it is to sell 
a combination cash register for every three 
adding machines. Mail the coupon... 








today 
INDIANA CASH DRAWER COMPANY 
SHELBYVILLE, INDIANA 
Please send full information, prices, etc., on cash drawers for use 
with an adding machine. 
Check make 
of adding 
machine handled Name 
() Allen Wales 
[) R. C. Allen 
() Barrett Address... 
[} Burroughs 
{} Corona 
[} Monarch City 
(] Remington Rand 
{}) Sundstrand 
L} Victor State 
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VAC-U-CUPS 


SEMI-SOFT RUBBER 


FLOOR LEVELERS 


Keep office desks and appliances in 
alignment, properly spaced. Various 
sizes in round — square — triangular — 
roller caster slotted— interlocking. 





VACUUM-CUSHIONED 


Non-slip—non-scratch—floor leveling sound- 
absorbing floor protectors. Protect costly rugs 
and carpeting, linoleum and polished floor 
surfaces from ghastly marks and indenta- 
tions. Minimize irritating office ‘‘nerve-shock 
fatigue’’—assure better employe efficiency— 
extreme low cost invites complete office in- 
stallation. 





RUBBER SIDE STRIP INTERLOCKING CORNER 
for wood desks—pro- PADS & STRAIGHT LENGTHS 
tects chairs and desk that lock tight with one-piece 
corners —cut to fit appearance—for single file, 
from continuous 10-_ files in batteries, appliances, 
foot rolls—no waste etc. Protect floor surfaces— 
—prevents stocking sanitary—no dirt—no toe 
runs. marks. 


If not carried by local stationer or 
office supply dealer—write direct to 


SIPH-O PRODUCTS CORPN. 


60 INDIA ST., BOSTON, MASS. 


Patented—Trade Marks Registered 
Limited territory now available for responsible 
factory representatives 
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a field representative, covering territory for Cramer 
Posture Chair Company and Gregory Fount-O-Ink 


| Company. In reporting the birth of his son, Mr. 


Girardot mentioned their hope of equaling Eddie Can- 


tor’s record. 
z ielilidaiiniicinied 


NEEL’S NOON NAP BANISHES FATHER TIME 


This is a story about a young fellow of eight-three 
summers and winters who has just completed seventy 


| faithful years of service with William F. Murphy’s 


Sons Company, Philadelphia, and is still going strong! 
And with this introduction, folks, step up and shake 
hands with William W. Neel, of 7810 Loretta avenue, 





~— 
W. W. NEEL 


Philadelphia, the greatest booster for the “Forty Plus” 
movement the Quaker City has ever seen. 

Every morning Mr. Neel leaves his wife at home and 
at 9 o’clock is at his desk in the Murphy establishment 
opening his mail. Until noon he works hard at his 
job of bossing the paper department, then he con- 
sumes his sandwich lunch and then comes the period 
to which the young fellow attributes his ability to be 
up and at ’em in his eighty-third year. 

The recipe is simple. Mr. Neel gets out his worn 
brown pillow, climbs up on a table near his desk in 
the basement, kicks off his shoes and takes a nap! 
Or, if there happens to be a double-header playing he 
turns on his tiny radio and listens to the game. And 
it is the daily noontime nap, he declares, that helps 
him keep the pace with some of the thirty and forty- 
year old babies in the organization. 

Mr. Neel recalls when as a boy of thirteen, he was 
taken downtown by his father, who bound him out as 
an apprentice to the Murphy organization to learn the 
printing trade. First he was feeder boy, then ruler, 
then bookbinder and then folder. He was tickled pink 
when they told him he could take part in the com- 
pany’s show at the Centennial Exposition in 1876. But 
the big, super, colossal thrill came on his twenty-first 
birthday, for on that never-to-be-forgotten date he 
was given fifty dollars and a new suit of clothes. 

Today he sits at his desk next to the one his father 
occupied for sixty-eight years, before he died in 1915. 
And if it isn’t too near time for that noon nap he'll 
tell you about a recent trip he took with Mrs. Neel 
to Jones beach, Asbury Park, and the New York 
World’s Fair. 

As head of his company’s paper department Mr. Neel 
orders all stock, a job he knows so well that he can 
instantly tell the rag or pulp content of a sheet of 
paper by handling it. 

————-0 = 2 —_—___- 
POCKET RULER BRINGS DEALER BUSINESS 


Joe Harding, dealer in business machines at 108 
West Ninth street, Joplin, Mo., uses a celluloid six-inch 
ruler to go after business. The rulers are distributed 
to students and offices in the trade area with an offer 
of a flat ten per cent discount on supplies and ma- 
chines sold to students for school use, providing a ruler 
is returned to the store at the time the student’s pur- 
chases are made.—HHB 
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CARD FILING SYSTEMS 


Three complete systems for card filing. 
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CARDS — PLAIN AND PRINTED 

Plain and ruled cards in six grades 

and four weights—253 stock forms. 

Unequalled facilities for producing 
special forms. 





FASTENER FOLDERS 
Corner-clip and two other types. 
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MISCELLANEOUS ACCESSORIES 
Hundreds of fast-selling over-the- 
counter items. 





SPACE-SAVER GUIDES 
This new, patented guide in all sizes 
and tab positions. 





LETTER FILING SYSTEMS 
Six complete systems of Applied Indexing FILE GUIDES 


for letter filing. 











BUYING FROM more than one 
source of supply may be the rea- 
son why the profit making, busi- 
ness building items pictured don’t 
represent 30% of your volume. 

You can earn these missing 
profits with the 8,000-item Shaw- 
Walker franchise because: 

1. All filing supplies, systems 
and cards your customers use can 
be purchased from Shaw-Walker. 

2. By combining your require- 
ments you earn extra discounts. 

3. Selling is easier. You need 
learn only one sales approach. 

4. Inventories simplified. 

5. Easier for your employees to 
learn the stock. 

6. Line includes hundreds of 
fast selling, repeat items avail- 
able only from the Shaw-Walker 
dealers. 


Selling rights are obtain- 
able in many cities. Write. 


GHAW-WALKER 





Muskegon, Michigan 


— 

















CARD GUIDES 


221 Stock Numbers, Two Grades, Six 


Styles. 





| Everything for the 


CB ESTUESTIN) 










































Two Grades — All Sizes -— 10 Styles — 
Includes plain, celluloid, Space-Saver 
and metal tabs. 


FILE FOLDERS 

212 Stock items — Three 

grades—— Four weights. 
- Includes the famous 
FILIN 

ostaieieaanaie NorthKraft and Berkshire 


ACCESSORIES Manila brands. 





filing department. 
Sorting Tray, File 
Shelfs, Stool, etc. 

















MACHINE BOOKKEEPING 
SYSTEMS 
167 stock forms. Facilities for pro- 
ducing special forms. Five types of 
ledger indexing, all sizes. 






Yours may be one of the cities in which Shaw-Walker 


now wants to improve its representation > (6 4 i es CO) by. 8 & 
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FOR BIGGER CHAIR SALES 
FOR INCREASED STORE PRESTIGE 
FOR SEATING SATISFACTION, 


SELL JASPER CHAIR COS CHAIRS 


Your recommendation of JASPER CHAIR CO. 


office chairs when backed up by the chairs them- 





selves demonstrating their lifetime durability, 
freshness and charm of design and thorough, 
pleasurable comfort—carries the clinching evi- 


dence. 


Important refinements of form and proportion, 
genuine American walnut wood (and a popular 
series in birch) genuine Eagle-Ottawa leathers in 
guaranteed colors, Collier-Keyworth balanced ac- 
tion chair irons are joined and builded by Jasper 
Chair Co. craftsmen in the form of fine office 


chairs—outstanding quality at right prices. 


In addition to our leather upholstered line, we 


have an extensive group of all wood office chairs 





made in solid walnut, quartered oak and birch 
in great variety of style including posture chairs, 
tablet and jury chairs, stools, etc. Take advan- 
tage of these exceptional values; let us explain 
how your display can be made profitable to 


both of us. 





JASPER CHAIR COMPANY 


JASPER, INDIANA 
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By Popular Acclaim..-the Leader 
Jasper Chair Company's Chairs | 
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Jasper Chair Company’s chairs are universal favorites. We 
like to think that this LEADERSHIP is the reward for a job 
well done—for steadfast adherence to good workmanship— 
for never ceasing search for beauty in design—and for an 
understanding of dealer needs in clinching chair sales. We 
look to the future with great confidence. Our dealers will 
share Jasper Chair Company's continued success. We also 
invite new dealers to investigate the outstanding commer- 
cial chair line in the United States and share in its profits. 


JASPER CHAIR COMPANY 


JASPER, INDIANA 


REPRESENTATIVES 
Geo. A. Litchfield, Sales Mar. 
S. H. MacDonald, (West) R. J. Freeman, (Eastern) E. W. Thomas, (Southwest) W. H. Brown (Chicago-Midwest) James S. Fowls, (Southern) 
405 Orpheum Bldg. 383 Madison Ave., 3004 Mountain Ave., Apt. No.2 6708 Glenwood Ave., Chicago 3414 Euclid Heights Bivd. 


Seattle, Wash. New York, N. Y. Birmingham, Ala. (Phone ROGers Park 3644) Cleveland, Ohio 
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Repeat Orders Count! 


TRANSFILE collapsible steel reinforced Fibre 
Board FILES have achieved an enviable record 
as repeaters." They give that real satisfaction 
which makes customers come back and ask for 
them by name. And that, Mr. Dealer, is when 


you make your real profit. It is the repeat 


orders that count. 


a} 
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The DeLuxe 
TRANSFILE 






The Leader 
TRANSFILE 


TRANSFILE FILES are unique. The steel re- 
inforcing carries all the weight of the files 
and their contents. The bottom drawer 
even in a high stack works as freely as the 
top drawer, especially with the steel rol- 
ler and ball bearing models. This insures 
absolute finger tip accessibility, always. 


TRANSFILE FILES with their steel fronts 
and overall olive green finish harmonize 
with regular steel filing equipment. They 
don't need to be shoved into some re- 
mote place they can be placed right in 
the front office. 


In every way, TRANSFILE FILES give com- 

plete satisfaction. Every dealer who con- 

centrates on them makes real profits. 
Why not you? 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK, N. Y. 


Note the neat trim appearance of this 
TRANSFILE FILE installation. 
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C. B. GORDON 

Services for Charles B. Gordon, former vice-presi- 
dent, director and general manager of The Carter’s 
Ink Company, Cambridge, Mass., who died last month, 
were held on Thursday, September 26, at 2:30 P.M. in 
the First Congregational church, Newton Centre, Mass. 

Mr. Gordon was born in Lyme, N. H., in 1869. A 
hard worker from boyhood, he earned a large part of 
his expenses at Dartmouth college. In addition, he 
not only found time to manage the Dartmouth foot- 
ball team, no sinecure in those days—but made so 








THE LATE C. B. GORDON 


good a record that when he graduated in 1893, he was 
the first recommendation of the president to the ink 
company. After seven years in various subordinate 
positions, he was promoted to that of general manager 
which he held for thirty years. During this period, 
owing largely to his industry and efficiency, the com- 
pany developed from a modest status to its size and 
position of today. A director of the company from 
1901, he also held the office of treasurer and more 
recently that of vice-president. 

In addition to business affairs, and many activities 
for various organizations, including his church, Mr. 
Gordon served on the Newton board of aldermen, was 
trustee of the Newton hospital and treasurer of Bridg- 
ton Academy, one of the oldest schools in Maine. He 
was a member of the University Club, Brae Burn 
Country Club and the Villagers’ Club of Newton 
Centre. 

Since his retirement three years ago at the in- 
sistence of his physician, he had the happiness of 
seeing more of his family, but his activity had been 
increasingly restricted. He lived a long and useful 
life and great numbers of men and women who have 
known him through the years, not only in personal 
affairs but among employes, customers and competi- 
tors of the company, have paid him the tribute of 
friendship for himself and admiration for his accom- 
plishment. 

Surviving are his widow, Mrs. Alice S. Gordon; two 
daughters, Mrs. Allan M. Cate of Needham and Mrs. 
J. M. Van Law of Larchmont, N. Y.; and four grand- 
children. 

+; + +& 
O. R. ALLYN 

Oscar R. Allyn, son of the president of the Master- 
craft Corporation, a subsidiary of The Shaw-Walker 
Company, died in a Kalamazoo, Mich., hospital last 
month following a lengthy illness. He was in his 
twenty-seventh year and had been connected with the 
Mastercraft sales staff since graduating from Kala- 
mazoo college in 1935. 

Born June 23, 1913, at Cleveland, Mr. Allyn was 
given his early education at Howe Military Academy, 
Howe, Ind., where he graduated with honors. In recent 
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A New Improved 


"GRAND PRIZE 


Typewriter Ribbon 
@ ACTUALLY LASTS LONGER! 


@ RETAINS DEEP - WRITING 
QUALITY BEYOND EXPECTA- 
TIONS! 


@ COMBINES SHARPNESS WITH 
EXCEPTIONAL RECUPERA- 
TIVE AND EASIER-ERASING 
QUALITIES! 
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This new “Grand Prize” Ribbon 
has been perfected only after years 
of experience in manufacturing su- 
perior quality ribbons. Let “Grand 
Prize’ build big, continuous busi- 


ness for you! 


An Exclusive Agen cy FREE BOOKLET 
on GRAND PRIZE Rib- 


es shons in Get “Carbon Paper Facts” 
paniedhpren daoceemeneng Too! Send for our free book- 
let, “Carbon Paper Facts,” 
which gives you the impor- 
tant facts you should know 
about Carbon Paper! 


your city points the 
way to new proliits 
Write for our dealer 
Proposition booklet 


GRAND PRIZE 


CARBONS and RIBBONS 
PACIFIC CARBON & RIBBON MFG. CO. 


J. FRANCIS O’CONNOR, PRES. 


Head Office and Factory: 
1451 Harrison St., San Francisco 


Los Angeles Denver 
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SHIPMAN WARD 
MFG. CO CHICAGO 





Christmas business. 





Why waste your 
precious time 
wondering where 


you can buy. ai 
Used and Rebuilt 


Adding Machines 
Adding Machine Parts 
and Supplies. 


Calculating Machines 
Calculating Machine Parts 
and Supplies. 


Dictating Machines 
Dictating Machine Parts 
and Supplies. 


Duplicating Machines 
Duplicating Machine Parts 
and Supplies. 

TYPEWRITERS 
Selected Roughs, Rental 


Grade, Reconditioned and 


Rebuilt. 
Platens 
Parts and Supplies 


Ribbons and Carbons 


WHEN SHIPMAN-WARD MFG. CO.—THE 
DEALERS’ QUALITY SUPPLY HOUSE can save 
you time and money by offering our exclusive serv- 


ice of consolidated buying. 


By the Way—tave you given a thought to Moderniz- 
ing your Underwood No. 5s with Shipman-Ward S/DE 
PLATES, including extension knob for ribbon reverse, for 
the Fall Trade? Build your stocks now in anticipation of 


SHIPMAN-WARD MFG. CO. 


“The Dealers’ Quality Supply House’ 


325 N. Wells St., Chicago 
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years he had lived with his parents in the family resi- 
dence at 2026 Oakland drive, Kalamazoo. 

At the Howe academy Mr. Allyn was prominently 
identified with student activities. A member of the 
Alpha Delta Tau fraternity, he was also a member of 
the Dwight football and basketball teams, business 
manager of the Tattler, a yearbook, worked on the 
Herald staff and was a member of the honor card 
group. He also held memberships in the Dramatic 
Society, and the Sword and Sheath Club. 

He matriculated in Kalamazoo college in 1931 and 
was graduated with a bachelor of arts degree in 1935. 
During his junior and senior years he won the William 
G. Howard prize for excellence in the study of eco- 
nomics in which he majored. 

Mr. Allyn is survived by his parents, Mr. and Mrs. 
Leon L. Allyn; an aunt, Miss Hazel Banta; his grand- 
father, Oscar Allyn, and other relatives in Battle Creek 
and Grand Rapids. The illness which resulted in his 
death came upon him shortly after he returned home 
from a vacation spent at a Wyoming ranch. 


+ } + 


GEORGE D. NORMAN, JR. 

Thursday, August 15, George D. Norman, Jr., an ex- 
perienced airplane pilot and assistant manager of the 
Hoosier Desk Company, Jasper, Ind., was instantly 
killed when his light pusher type airplane crashed in 
a field near the Huntingburg airport, just south of 
Jasper. The motor, which is located above the pilot 
seat in pusher planes, crushed Mr. Norman following 
impact with the ground. 

Born January 4, 1915, Mr. Norman was the only son 
of Dr. and Mrs. George E. Norman of Jasper. A 
graduate of the Kentucky Military Institute, where he 
learned to fly, he also attended Illinois College for two 
years. On August 18, 1935, he married Miss Mary 
Catherine Steinkamp, who died of a paralytic stroke 
less than a year later. , 

Since 1934 Mr. Norman had been a member of the 
Hoosier Desk Company staff, where his uncle, S. Guy 
Norman, is manager. For the past two years he had 
served effectively as assistant manager. 

Funeral services were held on Sunday afternoon, 
August 18, in the Trinity Presbyterian church of 
Jasper. Burial was in the Shiloh cemetery, near Ire- 


land, Ind. 
+ i - 
H. L. HUDSON 

Harry L. Hudson, president of The H. L. Hudson 
Company, Brooklyn, N. Y., died late in August at his 
home in Hempstead, N. Y. He was in his seventy-third 
year. 

At the time of his passing Mr. Hudson was in active 
management of the decorated metal box manufactur- 
ing company which he founded. He began his career 
in this field with Somers Bros. and the American Can 
Company, going into business for himself in 1908. 

Mr. Hudson was the inventor of a non-collapsible 
folding box for the stamp pad trade and held a num- 
ber of other patents in the closure field. He was inter- 
ested in fraternal work and was a thirty-second degree 
Mason, having served as master of Bedford Lodge in 
Brooklyn. 

The management of the business will be carried on 
by John E. Skirrow, Mr. Hudson’s son-in-law. 


+; - 
C. J. HAAS 

Carl J. Haas, vice-president of the Eau Claire Book 
& Stationery Company, Eau Claire, Wis., died suddenly 
on August 23 when he was stricken with a heart attack 
at his summer cottage near Cable, Wis. He was in his 
fifty-second year. 

Mr. Haas, who started with the Eau Claire firm in 
1903 as a printer’s “devil” at a salary of three dollars 
a week, was prominently identified with a number of 
other companies at the time of his death. He was 
vice-president of the Hale-Haas Corporation and of 
E. M. Hale & Company, both Wisconsin corporations, 
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... Nothing Exciting 
About a File Folder 


. . nor is there anything very soul stirring about a spark 
plug until you find one missing or not working. File folders 
are dull and uninspiring to talk about, to look at and per- 
haps to buy. But ask an office manager to try and get 


along without them and the subject will suddenly assume 
major importance. 


There isn’t the apparent difference between IMPERIAL 
folders and other brands, that you’ll find between two kinds 
of office chairs or typewriters. Yet folks who have used 
IMPERIAL file folders have discovered that they’re a little 
tougher, wear longer, and gracefully stand the heavy 
punishment of a busy office. 


IMPERIAL makes them of uniformly high quality, tough fibered 
manila stock. You get more for your money when you stock and sell 
IMPERIAL file folders . . . and your customer in the long run will dis- 
cover and appreciate this EXTRA value. The IMPERIAL policy de- 
livers a little more than you expect in quality and profit possibilities 
because .... 


“GOOD WILL IS THE ONE AND ONLY ASSET THAT 
COMPETITION CANNOT UNDERSELL OR DESTROY.” 


To commercial stationers and dealers in office supplies and 
equipment, we address an invitation to investigate our ability 
to help you increase your sales and profits. Our new catalog and 
price list will be mailed on request. Write us today! 
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Above—lIs a reproduction of the 
first sensational announcement of 
the Airline desk which appeared in 
Office Appliances in October, 1936. 


Right—Double Pedestal Art Metal 
Airline desk, island bases center- 
ed under each pedestal add to 
appearance, give more foot room 
and facilitate cleaning. 


RT METAL had been the office-equipment 
leader for many years when in 1936 they 
startled the industry with the now famous 
Airline Desk. This development was the first 
of a series of revolutionary innovations. 


The burden of proof is always on the leader. 


Art Metal knows that and have always tried 


CONSTANTLY IN TOUCH WITH 








to lead the way to continued advancements 


and greater efficiency and values. To do this, 
our engineers carry on constant research in 
modern, well-equipped laboratories —in 
laboratories which saw the first Fold-O-Way 
Typewriter desk, the first convenient height, 


five-drawer file, the first famous Speed-File 


IMPROVED OFFICE METHODS 
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and the first Airline and Mainlinerdesks.Each layout service is available to all our cus- | 
year has seen some new feature that added __tomers. Art Metal's 52-year record for customer iH 
materially to office efficiency—an improve- satisfaction means more business for every iy 
ment that emphasized Art Metal Leadership. Art Metal agent. For this reason Art Metal a 

Art Metal has the most complete line of is well represented in most localities, but a 7 
office equipment on the market. There are few territories remain open. For information, r 


styles, sizes and prices to meet all conditions. write agency division, Art Metal Construction ed 


In addition, our complete engineering and Company, Jamestown, New York. 





Art Metal Adjustable File Supports tilt freely 
with the contents of the file. They may be 
re-spaced at half-inch intervals without inter- 
ference with standard lock rod and guides. 











Ax Metal, Five-Drawer File Art Metal Speed File with its’ Auto-Tilt Compression,” Art Metal “Fold-O-Way” Typewriter Shelf— 
Bokes filing easy for five-foot with its automatic release and lay-back, speeds the largest size standard typewriter has ample 
Gilsand gives 25% more filing filing, finding and reference. clearance in desk pedestal even in a 55-inch 
Bpace per sq. ft. of floor space desk with unequalled ease of operation. 








€ Jopyright 1940, 
Art Metal Construction Co. 
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The finest 
Envelopes on display at the VL. S.A. Show ! 


Now, is your opportunity to 


get behind this dealers line and 





push your profits UP! | 


Feature one of our specialties 


each month and see your sales 


grow. 


This outstanding line is sold 
thru Dealers only 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago, III. 


FACTORY AT ST. PAUL 
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and was president of the Michigan School Service, Inc., 
Lansing, Mich. He was also national director of the 
National School Supply Association, an office he had 
held for several years. 

Deeply interested in fraternal work, Mr. Haas was a 
member of the Eau Claire Consistory, Scottish Rite 
Masonry and of the Elks. 

Mr. Haas is survived. by his widow, who was alone 
with him when the end came and had previously met 
her husband at the train and drove him to the cottage 
when he complained of feeling ill. Death ensued before 
medical aid could be summoned. 

+; - + 
G. W. Schulz 

George W. Schulz, manager of the supplies depart- 
ment of the Yawman and Erbe Manufacturing Com- 
pany, died following a heart attack on September 20. 
He was in his forty-eighth year. A native of Cleveland, 
Ohio, Mr. Schulz had been connected with the Yawman 
and Erbe organization for the past thirty years. He is 
survived by his widow, Mrs. Flora A. Schulz; a brother, 
Aloysius Schulz, of Cleveland, and a sister, Mrs. Julia 
Graham, of Toledo, Ohio. 

Mr. Schulz joined the “Y and E” organization upon 
completing school and for a few years thereafter 
worked as an assistant in the Cleveland branch of the 
company. Some time later he switched his activities 
and entered the banking field to become auditor of 
one of the largest banks in Cleveland. 

Recognizing his abilities Yawman and Erbe again 
employed him, giving him the appointment of man- 
ager of the bank department. A dynamic worker with 
an unusual ability to make and hold friends Mr. 
Schulz soon was responsible for hundreds of modern 
installations in banks from coast to coast. 

During his long association with his company his 
keen mind developed many valuable sales plans for 
the promotion of the Yawman and Erbe line of sup- 
plies which lead to the formation of a separate sup- 
plies department under his personal direction and he 


became creator of many of the standardized practices | 


in the systems and supplies field. 

Mr. Schulz suffered from a heart condition which 
for the past two years had limited his time at his 
office but he continued to work to within a few weeks 
of his passing. 

+: - -& 


J. H. FERRY 

James H. Ferry, retired vice-president of the Na- 
tional Office Supply Company, Waukegan, Ill., and 
associated with a number of large industries in De- 
troit, died late in August in St. Joseph’s hospital, 
Chicago. He was in his sixty-seventh year. 

Mr. Ferry entered the hospital on August 10 for 
treatment of a shoulder injury sustained on a fishing 
trip. Following an operation he failed to rally and 
death ensued. 

Born March 5, 1873, in the old Ferry homestead 


west of Zion, he received his early education in Benton | 
township and continued his studies at a Chicago | 


school of manual training. For twenty-five years after 
that he was a railroad mail clerk, making his home 
in Lake county. 

Mr. Ferry was a director of the Citizens National 
Bank of Waukegan and held a place on the board of 
various organizations in Detroit, including Continental 
Motors. 

Hs is survived by his widow, Mrs. Mary Shaw Ferry; 


a son, James; a brother, H. W. Ferry, Waukegan, and | 


a sister, Mrs. William Meyer, Lansing, Mich. 


- & + 
W. G. RIDLEY, JR. 


W. G. (Will) Ridley, Jr., who with his father has | 


represented the American Pad & Paper Company in 
Chicago under the name of W. G. Ridley & Son, died 
on August 15 following an automobile crash in central 
Illinois. 


Mr. Ridley, Jr., had represented the American Pad | 
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BUSINESS CHOOSES 


The convenience of 


DICTAPHONE 


_J UNDREDS of leading business men write us each 

year to tell us how much they like Dictaphone 

and how it is helping them get more done with less 
effort. 


When you’re equipped with Dictaphone, you don’t 
require the presence of your secretary whenever you 
dictate. She’s free to do other things for you—take 
phone calls and intercept visitors for you, do filing, 
keep records... 


You simply speak your letters, memos, notes and 
reports to your Dictaphone, and your exact words 
are recorded on a revolving cylinder. Then, when 
you are finished, your secretary places the cylinder 
on her transcribing machine which faithfully repro- 
duces your voice. She types as she listens. It’s as 
simple as that! 


Your local Dictaphone distributor will gladly show 
you how you can use this modern dictating machine 
advantageously in your business. He'll even install 
a Dictaphone in your office so you can try it for your- 
self. There’s no expense or obligation. 


DICTAPHONE CORPORATION 


New York, N. Y. 


The word DICTAPHONE is the Registered Trade-Mark of Dictaphone 
Corporation, Makers of Dictating Machines and Accessories to which 
said Trade-Mark is Applied. 


420 Lexington Avenue 





Dictaphone permits executive and secretary to work together as a team. 





The new Cameo model Dictaphones are marvels of compact beauty. 
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Better Business . . . Better Profits 
with Graffco Products 
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These superior Maptacks, for instance, are in real demand 
for bringing graphic life and value to maps and charts. 
They visualize sales and distribution, indicate locations, 
emphasize trends and changes. Widely used by political 
and governmental organizations, ete. Unbreakable heads; 
needle points. A thousand combinations of colors, sym- 
bols, ete. 


MAPTACKS... 


naffer 


SIGNALS... 


Graffco’s modern Signals in- 
crease the efficiency and ref- 
erence speed of vertical and 
visible records by 50% to 
200%. A complete line for 
every type of system. 







e NU-VISE e 


The new Signal for vertical card rec- 


ords. Easier to attach; grips firmly. 
No projections to catch on other cards. 
No increase in thickness. In 12 bril- 


liant colors, and printed sets. 





e NU-VIZ e 


The “streamlined” Signal for vis- 


No 04 


No.08 No.09 No.02_ 
fF f 





ible records. Patented construc- 
tion for ease of attaching. No up- 
turned lip to catch on other cards 
Of plated steel, in 4 


widths, 12 


s or sheets. 
styles, 3 brilliant 


colors. 


e CELLUGRAF e 


The unique celluloid Signal with the grip 
of steel . . . for visible systems. Trans- 
parent style in 6 colors and 2 sizes gives 
full visibility to data. Opaque style in 4 
colors and 2 sizes, with matte surface 
for added pen or pencil notations. 


Also ... the famous Vise and Viz Sig- 
nals, Vise Clips, Index Tabs. and other 


items. 





Write us for samples and prices. 


GEORGE B. GRAFF COMPANY 


54 Washburn Ave. Cambridge, Mass. 
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& Paper Company for twenty years, while his father 
has been associated with the firm for more than fifty 
years. The two men maintained their business estab- 
lishment at 173 West Madison street in Chicago. 
+; + + 
J. D. CARDINELL 
John Douglass Cardinell, president of the Cardinell 


Corporation, of Montclair, N. J., manufacturers of 


drawing materials, tracing papers and ink eradicators, 
died August 25 at the Hotel Suburban, East 
Orange, N. J. 

Mr. Cardinell had returned East a week earlier after 
a three-years’ stay in California and was stopping in 
East Orange preparatory to reopening his home in 
Montclair. He had gone to California after suffering 
a stroke, in an effort to regain his health. 

A native of San Francisco, Mr. Cardinell established 
his business in California in 1898. Upon receiving gov- 
ernment contracts in 1917, he moved his business to 
Montclair and formed his corporation in 1933. He was 
official photographer for the San Francisco exposition 
in 1915 and Philadelphia Sesquicentennial of 1926. 

Mr. Cardinell was active in civic affairs in Montclair, 
and was an unsuccessful candidate for the town com- 
mission there in 1924. He was a member of Knights 
Templar of San Francisco and a Mason. 

Surviving are his widow, Mrs. Edna Peer Cardinell; 
three sons, John D. Jr., Richard L. and Robert S. 
Cardinell; a sister and a half brother —BJ 


it & + 


J. W. FOWLER 


J. W. Fowler, seventy-eight, one of the two brothers 
who founded Fowler Brothers book and office equip- 
ment store in Los Angeles in 1884 and who never sev- 
ered his connection with that institution, died at his 
home in South Pasadena, August 5, after an illness of 
nearly one year. 

When Mr. Fowler went to Los Angeles from Glen- 
wood, Iowa, in 1884, the city had only 34,000 inhabi- 
tants. He and a brother, R. A. Fowler, founded the 
business, now one of the oldest of the kind under 
one ownership on the Pacific coast. 

Mr. Fowler himself devoted most of his time to the 
book department and had a special interest in selling 
Bibles and religious books. 

Surviving in addition to Mrs. Fowler are one son, 
Warde Fowler, who has been in business with his 
father for many years, and three daughters. 

The business located at 416 East Sixth street, started 
in a small way with limited capital but has long been 
recognized as one of the outstanding firms of its kind 
in the territory —JET 

+; | + 


A. 8S. ARNOLD 


Apparently stricken with a heart attack shortly after 
he registered at the Palmer House, Chicago, to attend 
the National Stationers Association convention, Arthur 
S. Arnold, manager of the bank supply department of 
The Shaw-Walker Company, was found dead in bed 
on the morning of September 24. Mr. Arnold’s passing 
became known when other members of the Shaw- 
Walker staff failed to receive a response when they 
knocked upon his hotel room door. Investigation dis- 
closed the fact that he had died in the night shortly 
after retiring. It is expected that a report of his 
career in the office equipment field will be available 
for presentation in the November issue. 


- bt + 


R. C. KINGSLEY 


Robert Caswell Kingsley, for thirty years manager 
of the Richmond-Backus Company, Detroit, died last 
month after an illness of more than a year. Born on 
December 15, 1875, he was in his sixty-fourth year. 

Mr. Kingsley was raised in Hartford, Conn., going to 
Detroit thirty-one years ago. He was well-known in 
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We are happy 


to cooperate 


“DYNAFORM is the Name, Sir’ 


Introducing the very latest Sikes conception of what forward-looking executives 
will want. For you, that means. . . easier to sell! 


The desk chair has the patented Sikes Fixed-Floating Seat which assures all-day 
working energy. Its seat, back and arms are built for lasting 

comfort, with latex topping over springs. In the smart-looking 
guest chair, this special cushioning applies to the seat con- 
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Dynaform . . . another good reason why "A Sikes Dealer- 


p Means LEADERSHIP." 


BUSINESS CHAIR MANUFACTURERS 


BUFFALO 





NEW YORK 

















Fully described .. . 
with a number of 
other new Executive 
Office Chairs, in 
Supplement No. | to 
be issued shortly. 
Send for it! 
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the industry and possessed a keen knowledge of the 

office equipment and supply industry in all its phases. 
He is survived by his widow, Mrs. Mary Kingsley, and 

a sister, Mrs. May Kingsley Hertle, of Hartford, Conn. 


' bf + 


G. P. TILLOTSON 


George P. Tillotson, owner of Tillotson’s, typewriter 
and office equipment firm at 23 South Fourth street, 
Harrisburg, Pa., died September 4 in a New Jersey hos- 
pital. He was in his fifty-sixth year. 

Mr. Tillotson was well known to the industry in his 
section of the country and had been a dealer in 
Harrisburg since 1935 in products of L. C. Smith & 
Corona Typewriters Inc. 

Born in West Chester County, Pa., Mr. Tillotson 
went to Harrisburg twenty-eight years ago and started 
his office equipment company. At first it was located 
in Fourth street and after being transferred to Locust 


street for a short time, it was again moved to Fourth | 


street. 


An ardent fisherman, he spent much of his time at | 


the shore. At the time of his passing he was in the 
Royal Pines hospital, Pinewald, N. J., where he had 
been ill for several months. 


He was a member of the Harrisburg Rotary Club, | 
the Engineering Society of Pennsylvania, and a grad- | 


uate of Girard college. 


Surviving are his widow, Mrs. Eva Tillotson; a daugh- | 


ter, Miss Evelyn Tillotson, and a brother, Frank Tillot- 


son.—BJ 
- - | 


MRS. BESS HECKTMAN 


Mrs. Bess Hecktman, wife of Harry Hecktman, who is 
secretary-treasurer of the Utility Supply Company, 
Chicago, Ill., died suddenly on September 2. Her pass- 
ing was unexpected and came as a severe shock to her 
family and friends. 

Apparently in the best of health Mrs. Hecktman had 
been hostess at a party given at the Twin Orchard 
Club three days prior to her death. She was an active 
and popular member of the club and had welcomed a 
large number of friends to the party with her usual 
gayety. 

Mrs. Hecktman is survived by her husband and two 
young children. 

+t - + 


G. H. DOWLING 


George H. Dowling, for many years The National 
Cash Register Company’s branch manager at Seattle, 
Wash., died last month following a heart attack. He 
was in his seventy-first year. Born in Wheeling, W. Va., 
Mr. Dowling had been connected with National from 
the turn of the present century to his retirement a 
short time ago. He is survived by a daughter, Mrs. 
J. Clark Wing, of Seattle, and a son, George H., of 
Yakima, Wash.—CML 


> 
T. G. D. BELL 


Thomas G. D. Bell, for many years associated with 
the Underwood Typewriter Company, Toronto, Ont., 
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AT LAST! a great tacker 


that gives you a 











RESPECTABLE PROFIT! 





ae at 


| $650 


It’s a winner! In rigid tests on our own proving ma- 
| chines, Speedmatic out-performed all competitors in 
| driving power and wear. It’s an engineering triumph 
in true “Swingline” tradition. Not only non-jammable 
and non-breakable, but chock-full of new “Better 
Work” features. Compare Speedmatic with any other 
tacker! And remember—it’s a Dealer product giving 


respectable dealer profits. 








any 
staple. 


2. RELOAD SIGNAL. Red flag pops into view when magazine 


is almost empty. 
3. NARROW WIDTH. Drives staples within 1/16” of uprights. 
4. CONSTRUCTION. Solid steel with hardened moving parts. 


| Non-breakable. 


Canada, died recently at the Toronto General hos- | 


pital in his sixty-seventh year. He is survived by his 
widow.—_SJL 
————_o— 


ELSMAN ARRANGES NACA LECTURE SERIES 


T. R. Elsman of the Monroe Calculating Machine 
Company, Orange, N. J., is director of education for 
the Newark chapter, National Association of Cost Ac- 
countants, which will conduct a series of lectures at 
the University of Newark during the academic year 
of 1940-41. One of the speakers in the lecture series 
will be D. D. Richardson, also of Monroe Calculating 
Machine Company, who on December 11 will discuss 


Wage-Hour Laws.’—BJ 


5. FINISH. Non-glare black casing. Easier on the eyes. 


6. STAPLES. Loads three staple sizes—3/16”, 1/4”, 5/16”. 
Heavy gauge, chisel pointed wire. Box of 5000, $2.00. Special 


| small “Pocket Pack” of 1000 1/4” staples available for men 


on the road. 


ANOTHER ZZ PRODUCT 


For complete details, write 


SPEED PRODUCTS COMPANY 


“Payroll Accounting Under the Social Security and | 


37-18 Northern Blvd. Long Island City, N. Y. 
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THE BIG WRITING JOB IN THE 


OFF ICES 5 AT WORK EX. HIBIT 


FOUNT-O-INK turns writing trouble into writing 
joy. Ends the nuisance of a dry or empty pen. 
FOUNT-O-INK pen actually fills itself! It needs only 
to be set into the fount receptacle. Never dry, 
FOUNT-O-INK pen always starts instantly. The 
quantity ink supply is visible and automatic. No 
Non-corrosive, smooth writ- 
Light restful pen 


messy well filling ever. 
ing, long wearing pen points. 
holder. Appealing in beauty, fascinating in opera- 
tion, FOUNT-O-INK Writing Set is a thrill to use. 


Chosen for its efficiency in offices around the world. 





Double and sin- 
gle sets. Variety 
of models and 
color combina- 
tions. Price be- 


gins at $2.50. 














No. 22-AM4OBR Double Set..88.00 
Onyx and bronze finish. 


Matching single set $4.00 


Supply bottle is in- 
verted in the set 
No ink spills. In- 
duction feed con- 


trol. 


MR. DEALER: FOUNT-O-INK IS A GOLDEN OP- 
PORTUNITY FOR VOLUME SALES AND BUSINESS 
BUILD UP. 


Write now: for Catalog and opportunity details. 


GG Sant-0-1nw co. 


2652 Pasadena Ave., Los Angeles, Calif. 





BEWARE OF DISAPPOINTING IMITATIONS 
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VICTOR AWARDS 77 OPPORTUNITY CASH PRIZES 

One thousand dollars in cash prizes were distributed 
among seventy-seven Victor Adding Machine Com- 
pany dealers and agency salesmen at a special award 
meeting held in the company’s Chicago sales office, 
Tuesday afternoon, September 10. 

These cash awards included part of the prize offers 
made by Victor for extra organized sales efforts dur- 
ing the summer season. This special effort was planned 
under the contest theme “Going to Town With Victor.” 
Merchandise prizes in large numbers were given to 
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VICTOR OFFICIALS AND PRIZE “HANDER-OUTER” POSE 
FOR CAMERA IN CHICAGO OFFICE.—(L to R) J. A. Proven, 
manager of the agency division; K. Vasen, manager, dealer 
division; R. O. Buehler, secretary-treasurer; Knox Armstrong, 
director of advertising and sales promotion; Paul J. Schutt, 
merchandising manager; A. F. Bakewell, assistant sales man- 
ager; J. A. Gilbert, secretary and business manager, Office 
Appliances, who acted as official distributor of the awards. 
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all dealers and salesmen who reached or exceeded 
their special summer objective. 

First “Grand Opportunity” cash prize of $250 was 
awarded to Rowland & Newman, of Sacramento, Calif. 
Second grand prize went to Robert Rosengarten of 
Camden, N. J. Third grand prize was awarded to 
R. C. Vorbau, salesman in the Chicago Victor sales 
office. 

Four cash prizes of $25 each were awarded to Ira E. 
Stouffer and Norman K. Eisenoff, Victor salesmen in 
the Milwaukee and New York agency offices respec- 
tively, and to the H. W. Nichols Salesbook Company, 
Cincinnati, and the General Office Equipment Cor- 
poration, Pittsburgh, Pa. 

In addition, thirty cash prizes of $10 each and forty 
cash prizes of $5 each were awarded seventy Victor 
salesmen and dealers in all parts of the country. 

Distribution of the cash prize awards was supervised 
by John A. Gilbert, secretary and business manager of 
OFFICE APPLIANCES. The meeting was attended by Vic- 
tor officials and department heads of the headquarters 
office and by the Chicago sales force. 

“We heartily congratulate all winners,” said R. O. 
Buehler, Victor’s secretary-treasurer. “This effort goes 
to prove that summer months need not be written off 
or seriously written down as business producers— 
provided an organization has a sound product to be- 
gin with, a well developed plan—and provided they 
really work their plan.” 

It is reported that Victor’s domestic sales during 
June, July and August practically doubled those of 
the same period in 1939. 




















ee 








OCTOBER, 1940 163 


FOR OFFICE FURNITURE WEEK, FEATURE — 


Cardineer-the Rotary Record System 


that Finds Facts Faster 


Join the Dealers from Coast to Coast Who Are 
Profiting from Cardineer Demonstrations Now 





Cardineer is literally REVOLUTIONizing card record sys- 
tems. To see Cardineer operate is to be convinced that 
any other method of housing a wide variety of card 
records is a waste of time, space and equipment dollars. 































: 4 
S080 Card Recesda, sight or You need not be a systems expert to put a Cardineer in 
BE Sh ot eye em ee. your car and demonstrate its unique advantages. Present 
cards can often be punched for Cardineer and the change- 
over made in a few hours. 





When the department manager sees 6000 cards housed in 
one unit, that’s where he calls in the purchasing agent. 
When one operator groups 8 Cardineers around her desk 
to handle 48,000 records without ever leaving her chair, 
that’s where you call in the office manager. It's the low 
cost per record, per operator that sells these boys. 


But Cardineer does the small job just as economically. 
| The desk model spins 1600 cards for instant reference. 
; It weighs 17 pounds, sits on a desk. e 

So, large or small, go get ‘em. 
with a Cardineer. How? The 
Cardineer direct mail campaign 
is ready to use. 


Here is a money maker with a 
market as broad as your terri- 
tory. Here is a unit that can be 
transported, demonstrated and 
sold with intelligent, tried and 
tested material and information. 


If you did not see the Cardineer 
at the convention, write or wire 
Geo. Baxter. Your territory may 
be open. Complete information, 
applications and sizes will be 
furnished, Act quickly. 


Without leaving her 
chair, 48,000 records 
instantly available. 


SAFE &€ LOCK CO., Canton, Ohio 











SYSTEM AND PROTECTION ENGINEERS FOR OVER EIGHTY YEARS 










































General Office & Factory: 409 Mulberry St., 


New York City, 321 Broadway 
Detroit, 803 American Radiator Building 
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IMPERIAL 
HECTOGRAPH 
CARBON 


Opens Ylow 


Profit Avenucs 
for Dealers — 


and. Specialists ! 


Profit-minded Dealers and Carbon Specialists! This announce- 
ment means dollars in your pocket, new accounts you never 
were able to approach and a whole new field of sales and 
profits! 

After years of intensive laboratory experiment, IMPERIAL 
proudly offers a new hectograph carbon as far ahead of 
ordinary carbons as a 1941 streamlined motorcar is ahead 
of a 1928 model. Think of it! A hectograph carbon that 
produces more than 700 beautiful clean copies from one 
master—long after other hectograph carbons have faded 
into illegibility. A carbon rich in color, with amazing sharpness 
of write. 

Can you visualize the reception of consumers and pur- 
chasing agents to a carbon that produces two and three times 
as many copies as they have ever obtained heretofore? 
Especially when the cost is no more than for ordinary carbon! 
Can you envision what this means to you? Now—this minute 
—send for samples. Run off tests in your customers’ offices 
that will make the eyes of a skeptic pop with wonder. Un- 
limber the heavy sales artillery and knock off some real 


orders. The order is FULL STEAM AHEAD! 





{available for both gelatin or spirit process} 








PEERLESS KEY-IMPERIAL MFG. CO., INC. 


Newark, N. J. 
THE KEY MEN OF AMERICA—Manufacturers with the dealers’ 
view point. 
BRANCHES: 


Chicago, 19 South Wells St. 
Los Angeles, 827 S, Main St. 





OFFICE APPLIANCES 


| MONROE “HIGH POINT CLUB” ELECTS OFFICERS 


Results of the recent election of the 1940 High Point 
Club of the Monroe Calculating Machine Company, 
Inc., gave the highest office in that honorary sales 
organization to J. E. Moore, assistant district manager 
of the Monroe Company’s downtown New York office. 
Mr. Moore has been a Monroe sales representative for 
over fifteen years, located for the greater part of that 





J. E. MOORE B. H. SAWYER 


time in New York City, and he has qualified for the 
High Point Club each year since 1932. 

First vice-president of the club is B. H. Sawyer, 
manager of the district at Little Rock, Ark., since 
1925, and another nine-year member of the High 
Point Club. 

The office of second vice-president went to H. A. 
Hylen, district manager at Hammond, Ind., and that 
of secretary-treasurer to A. L. Jones, assistant district 
manager at Huntin. ‘ton, W. Va. Both of these men 
qualified this year ic. their sixth High Point Club. 

Another High Point Club honor which has just 
been announced by W. G. Zaenglein, president of the 
Monroe Company, is that of the president’s award tc 





A. L. JONES H. A. HYLEN 


district managers. These awards, silver mounted wall 
plaques, are presented each year to two district man- 
agers in each of the Company’s five sales divisions, in 
recognition of outstanding achievement for the High 
Point Club year. The 1940 plaques went to the follow- 
ing men: 

R. Trego, New York downtown; S. H. Billington, Jr., 


| New Haven, Conn.; H. S. Borden, Pittsburgh, Pa.; C. 


W. Chilcote, Cincinnati, Ohio; Hugh Price, Atlanta, 


Ga.; F. J. Bernhard, Beaumont, Tex.; A. R. Perry, 


Davenport, Iowa; B. H. Stusrud, Fargo, N. D.; R. Tem- 
pleton, Oakland, Cal.; and Robert Burns, San Jose, 


Cal. 
a 


FILING EQUIPMENT SERVICE ADDS 
STATIONERY DEPARTMENT 


The Filing Equipment Service Company, 227 West 
Van Buren street, Chicago, now in its tenth year, has 
added a stationery department to its establishment. 
The new department, according to Frank W. Johnson, 
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Designed for Dealer Sales 


Hotchkiss made these new Palmfit Models so that you can sell 
them. Your customers will like the way they fit the hand and the 
way they operate. You know they want machines which use stand- 
ard staples. Each one of these models uses standard staples. Sur- 
prisingly low list prices assure volume sales for you . .. and each 
Hotchkiss Palmfit Model bears the Hotchkiss guarantee. 





"Palmfit”’ MODEL 
122A 


List Price 


$150 





One of the handiest—most durable 


machines you can possibly sell. It 
holds 105 standard staples and has 
a full length rubber base pad to 
prevent scratching desks. These fea- 
tures combined with the low list 
price give you a great selling prop- 


osition for your quantity buyers. 


"Palmfit” MODEL 
101A 


The World’s Foremost Stapler 


Now furnished with the new pat- 
ented Quadriclinch anvil. Staples 
in any one of the four ways illus- 
trated in description of 120A below. 


FAST FRONT LOADING 











Press button, drop staples on 
slide—in front! 


List Price 





The best machine, in appearance and 
performance that you can offer your 
customers. It loads easier than any 
other machine—can't be overloaded. 
Holds 210 standard Hotchkiss chisel- 
pointed staples. The machine that stood 
the auto test. (Run over by a car with- 
out damage.) 








The Hotchkiss Guarantee 
Protects You 
and Your Customers 





"Palmfit”’ MODEL 120A 


—SS——— 


STANDARD CLINCH MOTCHKISS TEMPORARY CLINCH 


HS 


EXTRA FLAT CLINCH 


— TS ESS 


The new patented Hotchkiss Quadri- 

clinch anvil makes it four staplers in 

one. It will staple in any one of the 
four ways illustrated. 








i eee 
USED AS A TACKER 


Removable head makes it an efficient 
tacker. 


List Price 





The most versatile machine you can put in the 
hands of your customers. Full size with plastic top 
and rubber base pad. Holds 210 standard staples 

It has fewer working parts all of them fully 
hardened. 





"Palmfit” MODEL 
122P 


List Price 





A stapler and tacker combined. Fits in 
purse or pocket. Squeeze like a plier 
to operate. Small enough to fit a 
woman's hand. Holds 105 standard 
staples. 





USED AS A TACKER 


Swing the base down and around. 
Then it’s ready to drive twinpoint 
tacks for dozens of uses. Here’s a 
vast opportunity for home and in- 
dustrial sales. 





HOTCHKIS 


NORWALK, 


CONNECTICUT 


“Pioneers in all that’s best in stapling.” 
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X-SITE visible RECORDS 
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@ Flat Back in half-open posting position 
produces true flat-writing surface through- 
out entire binder. Back is self-balancing 
and spill-proof. 





@ Wide prong opening pro- 
vides easiest insertion, re- 
moval and shifting of sheets. 
Note how back is supported 
when open. 





@ Square-Back when 
closed means economy 
in space and presents 
no storage problems. 
Note how back is con- 
tracted. 


The new Model Vv Flex-Site provides authorized dealers with 
the opportunity to build a highly profitable visible business and 
z P to maintain leadership in the visible systems field in their respec- 
Produced by the originators and largest ve — aurers tive communities. EXCLUSIVE dealer policy protects prices and 
of visible loose leaf devices, Model Vv Flex-Site incorporates _ 1. efforts and avoids the confusion which occurs when several 


Model Vv Flex-Site is the latest and most efficient development 


in Visible Loose Leaf Prong Binders in the low priced field. 


many highly important features and refinements which years of local dealers handle identical products. 


manufacturing, sales, installation and service experience have Read below the exclusive features which help to sell the 
proven essential and desirable for efficient operation. Model Vv Flex-Site. 
1. Flex-Site Original Built-in Automatic Shift. 9. Absolute Cover-to-Cover Capacity. Illustrated below is 4-page two 
2. Self-balancing Back Produces a 10. Maximum Capacity Per Inch of Prongs. color Model Vv circular. Ask for 

— on Every Bank Throughout Entire 11. Non-exposed, Protected Center Shift Hinge. copy. 
3. Combined Square Back and Fiat Back Effi- 12. Stainless Steel and Fibre Bound Telescoping 

ciency. Back. 

13. Large End and Back Label Holders. 


Completely Automatic Shift Lock. 

Feather Touch Single Release Lever. 
Synchronized Independent Half-Opening Lock. 
Automatic Back Closer Prevents Spilling Sheets. 
Accurately Formed—tlectrically Welded 
Prongs. 


14. Cover Hinges Recessed to Prevent Scratching. 
15. Concealed Tubular Rivets Attaching Covers. 
16. Patented Reinforced Stainless Steel Cover Rims. 
17. Genuine Dupont Fabrikoid Bound Covers. 

18. Compact—Smallest Overall Dimensions. 


ONO e 


Send for literature, prices and details on our liberal discount and 
protected-exclusive dealer policy. 


VISIBLE RECORDS EQUIPMENT CO. 


1432 ALTGELD ST. CHICAGO, ILL. 
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proprietor, will feature the W. A. Sheaffer Pen Com- 

pany’s fountain pens, automatic pencils and pen and 

pencil sets, Boorum & Pease loose leaf equipment and 

a complete line of stationery and office supplies. 
——_ = 2 
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FEDERMAN & GRAND MOVES.—This attractive building at 

55 Main street, Yonkers, N.Y., is the new home of Federman & 

Grand, Inc., well-known New York office furniture house form- 

erly located at 3 Palisade avenue. The firm carries a full line of 

typewriters, commercial and social stationery, office machines 
and furniture. 


— etme 


FIFTY-EIGHT YEARS OF SERVICE 


Charles Leonard Smith, president of Smith Bros., 
Oakland, Calif., recalls how fifty-eight years ago they 
sold lacy valentines and glittering Christmas cards to 
the parents and some of the grandparents of many of 
their present-day best customers. So on the sixteenth 
of August of each year they announce a birthday party, 
the favors being decided price reductions on a most 
desirable line of merchandise. 

For many years after the company opened their 
store at 480 Thirteenth street they were in the heart of 
the business sector, convenient to both the business 
men’s trade and the “carriage trade.” But the business 
center kept pushing northward, so in 1931 they added 
the present spacious quarters extending through the 
block from 1721 Broadway to 1718 Telegraph avenue, a 
beautiful, up-to-date emporium convenient to the 
newer business section. Again, however, as the busi- 
ness area of the city expanded, they required more 
room to accommodate their rapidly expanding trade 
in chairs, desks, filing equipment and other office 
fixtures; so in 1938 they added a third store at 1614 
Franklin street, where these larger items are given 
adequate display space. 

Mr. Smith is very proud of the clientele that each 
year helps his firm celebrate each recurring birthday. 
—SS 

— —-+ —— 
WESTERN STATES EMPLOYES VISIT PRODUCTS 
SOURCE 

In line with the general desire during summer to 
go north, the eighty employes of the Western States 
Envelope Company, Milwaukee, decided that combin- 
ing a little vacation with quenching their thirst for 
knowledge would be a good thing this year. 

So they chartered a large bus and the entire force 
made a trip to the source of the raw material used 
by the company. The Flambeau Paper Company, lo- 
cated in Park Falls, Wis., from whose plant the paper 
for envelopes is obtained, was the destination. The 
crowd left Milwaukee on Friday, August 23, returning 
on Saturday night.—_JEH 
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salesman 


in his own 





and Carbon 
A veteran niben > the trade 


informal waY ~*~ 








I STARTED in the Ribbon and Carbon busi- 
ness about the time the Maine went down. . 
and I've been at it ever since... . so I really 
ought to know something about the subject by 


this time. 


Quality merchandise comes first with me, 
and after that I ask for co-operation from the 
home office. ‘"M&V" gives me both. I can leok 
a dealer square in the face and promise him 
selling helps from my outfit that will honestly 
help him to do a better selling job. 


Besides putting out a raft of blotters and 
leaflets, window displays, decals and other ad- 
vertising, we issue for your buyers the REF- 
ERENCE BOOK here illustrated. This is the 
last word . . . the combined knowledge of 56 
years’ manufacturing experience, set simply 
between two plain covers as the job was 


NEVER done before. 










Purchasing Agents 
REFERENCE 
INKED RIBBONS 
CARBON PAPERS 











With this book, your 
customers get aq new 
idea of Ribbon and 
Carbon specifications. 
The busier and more 
harried they are, the 
more they appreciate 
our loose-leaf REFER- 
ENCE BOOK. They 
use it as a sort of Bible 
when they order... 
and that’s a saving of 
your time as well as 
theirs. In all my long 
and checkered career, 
I do not think I have 
ever seen one small 


volume so helpful to the dealer in stabbing 


out for more business. 


A copy of this REFERENCE BOOK may be had 


by letting the home office know you want one. 


ped {he 


MATCHED PRCHAGES 


MITTAG & VOLGER., Inc 


PARK RIDGE 





NEW JERSEY 
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The Dawa Manufacturing Corn. 


HALL-WELTER CO, INC. 


12 CHAMPENEY TER. 


ROCHESTER, N. Y. 





OFFICE APPLIANCES 


New Machines and Devices ya 
Continued from Page 97 


invoices, office copies, file copies and any other record 
copies as well as three or more bills of lading at one 
writing through a billing machine or standard type- 
writer, the Hano continuous snap-a-part forms can be 
made in two or more sections. This permits the writ- 
ing of the entire set of forms through one-time car- 
bons at a single writing and the first section of the 
snap-a-part, which can consist of one or more parts, 
may be detached and filed as an individual snap-a- 


























THE SNAP-A-PART CONTINUOUS FORM 


| part. The second section, which generally consists of 
| the factory copies, including the bill of lading, can 
| be snapped apart, removing the carbons, and sent into 
| the shop for the manufacturing operation. 
| Following the completion of the order the audit 
copy can be returned to the office and the original 
| part of the snap-a-part pulled from the file with the 
| carbon still intact in place in the form, reinserted into 
| the billing machine and the prices extended. The form 
| can then be snapped apart exactly as using an in- 
| dividual snap-a-part and the carbons discarded. 
| Exact matching of the one-time carbon to the in- 
| dividual billing machine or typewriter, according to 
to the manufacturer, gives unusually legible copies. 
Through a design department the individual jobs are 
tailored to the peculiar requirements of each customer. 
The new forms can be either lithographed or letter- 
press printed. Since the forms feed through a billing 
machine or typewriter in a continuous strip they are 
considerably faster than the individual snap-a-part 
sets which require loading after each Set. 


ee 2 


FAULTLESS ANNOUNCED “CONDUX” CASTER 


The Faultless Caster Corporation, Evansville, Ind., 
has recently developed and announced a new type of 
caster embodying a safety feature which is named 
the Condux. The new wheel was created principally 
for use in hospitals because, due to its construction, 
it is capable of grounding static electricity charges 
and thus prevent explosions which have often been 
reported as occurring in operating rooms. 

The scientific explanation of this feature as given 
in illustrated literature of the company reads as 
follows: “Condux wheels, available only in Faultless 
hospital casters, provide a safe conductor with a re- 
sistance running as low as 100 ohms per centimeter 
cube compared with specific resistance of ordinary 
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THERE’S A BIG FIELD 











SPECIAL CHAIRS, 
STOOLS, COUCHES, 
SETTEES, TABLES, 
ETC., FOR ALMOST 
EVERY 
REQUIREMENT 


Shoe Shops, Milliners, Restaurants, 
Schools, Hospitals, Manufacturing 
Plants, Institutions, Hotels, Grills, 
Recreation Parks, Athletic Clubs, 
are only a few of the many pros- 
pects. 


———. Royal 


“Metal Furniture since 
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When you handle the big Royalchrome line, almost every establishment 
or shop is a prospect. The city territory has so many possible prospects 
that greater returns are received through local newspaper advertising 
and less hard footwork required of salesmen. 


Concentrated sales effort is always more profitable—that's why Royal- 
chrome dealers are prosperous—Royalchrome boosters for years. Join 
the march for more ‘41 business. The big, new catalog in color leaves 
little for the imagination—sells the questionable prospect. 


ROYAL METAL MANUFACTURING CO. 


187 North Michigan Avenue, Dept. A, CHICAGO 
New York Los Angeles Toronto 
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OFFICE APPLIANCES 


SQUEAKLESS 
CHAIR IRONS 

















OFFICE 
POSTURE 
TYPEWRITER 
AND STOOL IRONS 
—A COMPLETE LINE. 
CATALOG ON REQUEST 

































COLLIER-KEYWORTH COMPANY 


GARDNER, MASS. U S.A 














EQUIPPED 

WITH RUBBER 
CUSHIONS OR STEEL 
SPRINGS, C-K IRONS ARE 






OVER 
a WELL BUILT OF HIGHEST 
EXPERIENCE QUALITY AND ARE GUARANTEED 


IN BUILDING 


CHAIR IRONS TO GIVE SATISFACTORY SERVICE 
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rubber of around one hundred million ohms per cen- 
timeter cube.” 

Because of other features of the Condux, including 
silent operation and long life, the Condux caster is 
equally useful in offices and business establishments. 

mt 
ADJUSTABLE FURNITURE GLIDE ANNOUNCED 

The Adjustable Caster Company, 1411 Walnut street, 
Philadelphia, has announced to the trade a new ad- 
justable furniture glide which has been given the 
trade name of Scrujak and is capable of allowing legs 
of furniture pieces to be individually adjusted to com- 
pensate for uneven floors, floor covering, etc. 

The Scrujak equipment consists of a strong threaded 
spindle and well-spaced teeth enclosed in a socket, 





THE ADJUSTABLE GLIDE 


which is embedded in the furniture leg. The socket is 
closed at the top to prevent foreign matter reaching 
the mechanism, is thoroughly rustproof and is easily 
installed. The Scrujak cannot stick in the threads and 
a stop in the socket, with an unthreaded nose in the 
stem, prevents any shallow threads from being en- 
tered. 

The threaded stem of the Scrujak glide will always 
turn when the base is turned because the stem is 
firmly in the Bakelite of the base when it is molded, 
and the Bakelite base is provided for better protection 
to floors and floor coverings. There is a specific model 
for all purposes including wood legs, factory installa- 
tion, metal legs and tubular legs. 

—-- o—am 9 


ROUNDED RIM FEATURES CONICAL CUP 
The Paper Container Manufacturing Company, 1752- 
60 East Seventy-fifth street, Chicago, Ill., has an- 





THE ROL-RIM CUP 


nounced a new type of paper drinking cup which is 
featured by a completely rolled rim. 

The new item, according to the manufacturers, is 
equipped with the new rolled rim which was hitherto 
available only on the flat bottom type cups. The new 
rim, coupled with the four-ply, blunt tip, adds firmness 
and strength and makes the cup easier to handle. 

Named the Rol-Rim, the new cup is an addition to 
the company’s line of Spiral and Trojan brands of 
office drinking cups. Further details will be furnished 
dealers promptly on request to the manufacturers. 
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HERE’S YOUR AUTOPOINT 
PENCIL, MR. SMITH! 

















ONE AUTOPOINT ITEM SELLS ANOTHER! 
DISPLAY WORKS LIKE MAGIC! 


Autopoint’s ‘“‘related-item’’ display rings ‘‘double 
sales’’ out of many customers who intended to pur- 
chase only one item. No wonder dealers everywhere 
are using Autopoint’s “related selling plan.”’ It means 
extra profits! Autopoint items are useful, built to last, 
and are nationally advertised! When leads, pencils, 
and desk accessories are properly displayed, they 
literally sell themselves. Customers say: “I need that”’ 
or ‘‘How much is this?’’ You’ll be amazed how easily 
sales flow in. So strike out today for extra profits! 
Discover how Autopoint ‘‘Related-item” display 
swells daily sales. Write today for Free Catalog and 
complete details about this sensational selling plan! 


No. 153——-Perpetual Calendar 
Memo Case—shows month, 
date and day. Flick of the fin- 
gers removes a 3" x5" memo 
sheet—-yet pack of 230 loose 
sheets remains neatly in place. 
Gleaming walnut case made of 
BAKELITE molding material. 





No. 52GS- New Deluxe 
Autopoint, the aristo- 
crat of pencils. Inlaid 
gold filled crown on cap 
and tip. Gold filled trim. 
Made of BAKELITE 
molding material in six 
attractive colors. Avail- 
able for standard or No. 246—Cigador—Cigarette pops 
Real Thin Lead. Fa- up with twist of top. Holds 20 ciga- 





mous Grip-Tite Tip rettes. Chrome finished ash tray and 
lead can’t wobble, trim. Burgundy, ivory or russet 
twist, fall out brown Fabrikoid band. 


AUTOPOINT COMPANY, 18621 West Foster, Chicago, Il. 


THE | BETTER PENCH 
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VISIBLE RECORDS ANNOUNCED THE TRA-DEX 


The Visible Records Equipment Company, 1432 Alt- 
/ geld street, Chicago, has announced a new and im- 


S ure ° proved Tra-Dex file for use in connection with a 


HIGHER QUALITY 
HIGHER PRICE! 














coe. AS 


THE TRA-DEX SECTION OPENED FOR REMOVAL OF A 
RECORD CARD 


posting machine and the process of posting business 
| records. 

The new Tra-Dex is in a compact and portable form 
and is sectional, making it possible to remove any part 
of the record for posting, checking or other routine 
use. Or sections can be operated in multiples, per- 

| mitting the same easy accessibility to many records. 
Records in the Tra-Dex are instantly available to the 
operator and there are no levers, keys, compressors or 
other gadgets to work before removing records. Other 
features include the following: 

Work-ups are eliminated and accurate alignment 
| obtained, uniform visible exposure of 3g inch, or mul- 
| tiples, to provide marginal indexing, and visible mar- 
| gins for follow-up signals and other numerous means 

of control. 
Expansion or rearrangement of records is easily done 
| and “out” indicators show when a record is not in 
the file or has been returned incorrectly. Manufac- 
ture is of high grade furniture steel electrically welded 
| with cover hinges of continuous piano type. Exterior 
finish is black morocco grain baked enamel and in- 
| terior is smooth black enamel. Label holder and 
handles are chrome plated brass. 








—— 
ECONOMICAL ANNOUNCES NEW FLUORESCENT 

Brute strength. Long wear. Beautiful UNIT 
: . The tit Bn Eetol, The Economical Lighting Company, 251-315 East 
appearance. ese constitute the higher Grand avenue, Chicago, has produced a new fluores- 


quality that brings you a higher price 
over the counter for Acco Clamps. 


Users who have compared clamp values 
and performances, come back again and 
again for MORE Accos! 


ACCO 


PRODUCTS, Ine. FLUORESCENT UTILITY UNIT 


39th Avenue & 24th Street, Long Island City | cent light unit made to be plugged in where a regular 
fluorescent light is unavailable. It can be used in such 
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OFFICES EVERYWHERE NEED 
TRANSFER SUPPLIES AND 
OTHER USEFUL ACCESSORIES 


The transfer season brings many opportunities to sell 
dependable Globe-Wernicke storage cases folders, 
guides and other office accessories. Every office will soon 
need these supplies. 


Now is the time to check your stock and order dependable 
G/W merchandise so you can give prompt service to your 
customers. These timely items assure the dealer of a good 
profit, plus rapid turnover of his stock. 


Write for catalog, prices and details of our attractive propo- 
sition to dealers. 




















“‘TUFTEAR'’ MANILA FOLDERS 


Furnished in three weights . 
medium, heavy and extra heavy, 
all of which are available in 
standard styles of tabbing with 
single or double tabs. 














STYLES OF | ee y “Ace aor er 
STANDARD TABBING m J | Wood Desk: Trey ee 4 
= nae op ete 
1 on all four 
me “A and bottom ete, sc also mala 
make it easy to peavey o> le 
Straight Edge One-Half Cut handle papers. and legal sizes, 










G/W Waste Baskets 










NERO MERE 


A BRR” TERRI PTET 8 


G/W Box Files ee ; 

Meet most ever ractive stee 

Double Tab type of filing a pm for 
ement. Avail- — home. . 

in fifteen differ- ha keep clean 
om sizes with many ith pay eae: 

styles of indexing. veilely of finish pe 






















One-Fifth Cut 


One-Third Cut 












G/W Transfer Cases 


These storage and trans- 
fer cases provide eco- 
nomical and Ee 
storage filing. Th 
distinctive exc Borie 
G/W features and give 
dependable service. Fur- 
ished in a wide selec- 
tion of styles and sizes. — 


Globe Wernieke 


(Oatetlalar-lemmelarie 


MAKERS OF OVER 4000 ITEMS NEEDED IN OFFICES 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Specialt Stee! 
and Wood Equipment for Libraries, Schools and Public Buildings-—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Stee! Shelving 










18. $8) 2), O18) 88) >) 


For letter, cap, bill and card index 
files .. . made with angular cellu- 
loid, flat celluloid, plain, flat metal, 












and angular metal tabs. 















Service 
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A MESSAGE OF GREAT IMPORTANCE 
TO ALL MURPHY CHAIR DEALERS! 


MURPHY CHAIR CO. offers substantial 
cash prizes for the best window display 


featuring Murphy Chairs during National Office Furniture Week—Cct. 
14-19, Prize winning windows will be selected from photographs. Three 
prominent judges—H. R. Wilson, display manager, Horder’s Ince. 

E. A. Spuehler, prominent artist——-A. Jackson, sales consultant. Photo- 


graphs must reach Owensboro, Ky., not later than Oct. 25. 


You’ve always made money selling Murphy Chairs. NOW-you can 


make money by displaying MURPHY CHAIRS. 








MURPHY CHAIRS ARE ALWAYS PRIZE WINNERS 
Here are Two Blue Ribbon Champions—See Our Catalog No. 68 for the Others. 







Genuine leather upholstered 
office chairs with “Murph-Ease” 
spring cushions offer fine quality 
at moderate cost, in ten hand- 
some designs. 
Our great line 
of all wood 
executive and 
secretarial 
chairs fea- 
tures rounded 
corners, deep 
saddled seats 
and perfect 
fitting pos- 
ture backs. 


No. 9263 


Let us tell you about the extra selling advantages of the Murphy line. 


Murphy Chair Company 


INCORPORATED 


Owensboro Kentucky 
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places as closets, near tables or benches or as a ceiling 
light. 
The unit is available in a single or double fifteen J U i i Ny j IME 
watt tube and white or daylight bulbs can be had. 
The prices for the single and double tube are $6.40 


° 
and $9.80 respectively. + fo) 
in respectively a or your ig 
. 
Fall Business 


AMFILES FOR PRINTS AND NEGATIVES 
i 


vw 


meee cree 








The Amberg File & Index Company, Kankakee, II1., 
has recently announced a new filing device for photo- 
graphic and motion picture prints and negatives under 
the name of Amfiles. 

Amfiles are made in the form of box files the size 
of books and bound in a manner to resemb!e books. 
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NEGATIVE AND PRINT AMFILE 





: The Amfile for movie reels when closed looks like a | 
set of three books. Included in the entire line are a 
miniature negative Amfile which accommodates 20 full 
rolls of 35 mm negatives, or up to 720 pictures; one 
for flat negatives up to 31% by 5 inches and one for 
flat negatives up to 5 by 7% inches. For mounting | 
prints there is an Amfile loose leaf album which when 
closed is the size of the average book. 

The Amfile for movie reels is priced at $1.50 and the 
other files at $1 each. 


oe ee ae CARTER’ NEW CUBE-WELL 
INTRODUCING THE PHOTOGRAM | WITH BASE 


The Photogram Company, 15 East Twenty-sixth 
street, New York, N. Y., has introduced to the market ARTER’S NEW CUBE-WELL is even better 





than its predecessor. Its lustrous rubber 
base anchors it firmly to desk or writing table. 
The self-starting pen writes pages with one dip- 
ping. There’s the same visible ink supply —a gen- 
erous 10¢ Carter's Cube of Midnight Blue-Black 
Ink. Make sure you're ready for the big fall busi- 
ness for office, home or classroom. Order now! 


For your Christmas business you can have the 
new Cube-Well with sparkling Christmas wrap 
at no extra price. You'll also need the new Duplex 


Cube-Well which has Blue-Black and Red Ink. 





THE PHOTOGRAM UNIT 


a new photographic copying device which is trade- 
named the Photogram and is featured by a five-minute 
operation. 

The Photogram produces a photographic copy of a 
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keep up your standard 


with 







Grippit 





paper cement 


fs 





=e 


, GCripplt 





You can depend on Grippit to deliver UNIFORM 


PERFORMANCE guaranteed by strict laboratory 
control — in every package from two-ounce 


tube to gallon can or 55-gallon drum 


v 


Grippit’s PURITY insures that you can trust 
it with your finest work without fear of stain- 
ing — Furthermore, it will always rub off clean, 


leaving no residue 


v 


Because Grippit is NON-INFLAMMABLE you can 
store any quantity without special city per- 
mits or extra cost for fire insurance — You can 


use it while smoking or where static is present 








REMOVABLE 











CANNOT WRINKLE 











Ask your jobber or write for sample to 


HARRIMAN-WELTS PRODUCTS CO. 


200 Summer Street, Boston, Mass. 
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document and does not require a dark room for opera- 
tion. It has the ability to indicate a color or com- 
bination of colors in shades of black and gray. It can 
be operated on an ordinary office desk or table under 
a normal office light. The only three phases involved 
are (1) exposure to light, (2) developing and (3) fixing, 
all of which are accomplished in less than five minutes. 
Made to sell for $47.50, f.o.b. New York, the device 
measures 10 by 12 by 13 inches and operates on either 
A.C. or D.C. current. It is sold complete with three 
trays and an electric dryer. 
<cincensdeeneaiiili 
INTRODUCING THE WIND-O-GUARD 
A new device designed to provide healthful ventila- 
tion, protection against the elements and security 
against intruders has been announced to the trade by 
Wind-O-Guard, Inc., 319 Orleans street, Detroit, Mich. 
The device is trade-named the Wind-O-Guard. 
Made of steel, the Wind-O-Guard consists of a heavy 








THE WIND-O-GUARD INSTALLED 


frame and a number of louvres which may be raised 
or lowered and securely locked in place by finger-tip 
pressure. The louvres are so constructed as to not only 
provide privacy but correctly direct a flow of air 
into a room. 

The device is of Armco steel and is made in three 
sizes to fit window openings measuring 14 to 22 inches, 
22 to 34 inches and 34 to 54 inches in width. The finish 
is neutral ivory baked enamel to harmonize with vene- 


tian blinds and woodwork. 
Ran Se 


NEW CALCULATOR BY SYSTEMS 
Systems, Inc., 53 West Jackson boulevard, Chicago, 
has announced a new, low cost calculator specially de- 


R | 














THE L-B MODEL NO. 2 CALCULATOR 


signed for the transportation industry. It is listed as 
the L-B Model No. 2, and retails at $17.50. 
The calculator is used in extending and checking 
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“ THIS GLEAMING COMBINATION 


For sheer salesmanlike appearance, you can’t beat the team of three 
shining aids to demonstration shown above. Any customer whose men 
show samples, photographs, catalog-pages*, swatches, sketches, plans 
or working data will go for this combination in a big way: 


National Transparent Folders protect fragile or soilable samples. 
They dramatize and snap up every kind of picture just the way putting 
it under glass would. They add immensely to sales effectiveness where 
showing is a part of selling. 


National “‘Metal-Holed”’ reenforcements of ultra-thin copper are 
being used in sales work with the copper side up. Salesmen find they 
make a smart impression on prospects. 


National Steel Hinge Ring Books are, of course, the last word in 
durable, businesslike books. They can take a terrific amount of punish- 
ment in use and still preserve their shining freshness. They lie flat when 
opened, too -- a great help in sales presentation. 


every customer feels confidence in the National eagle trade mark. 

He knows from long experience that it stands for quality in manu- 

facture, as well as for progressiveness in design. That’s why sta- 
tioners who specialize in National Feature Items have fewer price- 
objections, more immediate acceptance of their suggestions. 


NATIONAL BLANK BOOK COMPANY 
Holyoke, Massachusetts 


CHICAGO BOSTON SAN FRANCISCO 


328 S. Jefferson St. 45 Franklin St. 747 Rialto Bldg. 
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Office Furniture Dealers and Manufac- 
turers! Investigate this new and better 
way. Be the first to offer your cus- 


tomers secretarial desks built with the 
L # S PA t rE T | ia b E-Z LIFT Secretarial Desk Attachment 
, . The feature that opens a vast, 


profitable new market for the sale of 
and LABO R SAVI N G millions of new secretarial desks. Write 
M p R 0 V E M F N T today for complete information. 


Manufactured by the St. Louis Hard- 








ware Mfg. Company with 38 years’ 


S EC “ ETA A L D E S K S experience in manufacture of furni- 
MAKES PREVIOUS METHODS OBSOLETE 














ST. LOUIS HARDWARE MFG. CO. 


1500 North 18th St. ST. LOUIS, MO. 
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it's DIFFERENT... it s BETTER 


The new E-Z LIFT Secretarial Desk Attachment has a 
patented fold-down carriage operating on a specially de- 
signed track. This patented feature easily accommodates 
all standard and larger sized typewriters. So compact 
is this arrangement that it permits construction of 52-inch 
secretarial desks (or even smaller size) that have big 
desk efliciency of drawer space, knee room, sturdiness and 














other advantages besides conserving valuable office space. ;' . 

Have the E-Z LIFT Secretarial Desk Attachment in- | OPEN PEDESTAL DOOR—L ig ht finger-tip 

cluded in your next order for secretarial desks. The ing seat) starts carriage in forward and upward 
motion. 





E-Z LIFT Secretarial Desk Attachment is available to 
all manufacturers of office furniture. 


Note These Advantages 
of the E-Z LIFT 
Secretarial Desk Attachment 
@ SAVES SPACE 


Makes possible smaller sized desks with big desk drawer space. 
Provides a balanced desk in 55-inch length with both pedestals 


13%4-inch drawer front. 

@ PERMITS WIDER-CARRIAGE TYPEWRITERS 
In 32-inch depth desk, platform is 17 inches wide and 22 inches 
long. This permits use of up to 20-inch carriage typewriters. 
Wider desks can accommodate even larger machines. 




















@ MINIMUM VIBRATION . 
Special door hinges automatically lock platform to door _in 2 LIFT UP. No effort required. Automatic 
writing position providing rigid three-point support with “spring action starts upward move- 


ment. Finger-tip lift brings platform in position. 


minimum vibration. 
Automatically locked in rigid position. 


@ EFFORTLESS ACTION 
Easiest-operating secretarial 
Fingertip touch opens or closes almost 
typist leaving seated position. 


@ SAFE ACTION 


Fool proof in operation. Minimum of wear. Cannot be returned 
into desk until in correct position. Patented safety catch posi- 
tively prevents damage to typewriter by making it im- 
possible to lift or return typewriter until in 
correct position. 





desk attachment on the market. 
automatically without 


























ial 7904 
ECR _ 
S gtallation tions- 
O T l C E OF je signed : Ti desl a for 
achm red for Wn desk 
+ Attat ui 
1 Desk ° spanges a 
tural oh 
your - ~ 
wo 3 TO RELEASE—P ress release lock. Typewriter 
is then easily lowered without 


jarring or banging. Finger-tip push returns 
carriage into desk. 











(wr emeww www wenn hte anicindthiatniipttd evenemarensanabined 
' 
D E A L c R S$ : ST LOUIS HARDWARE MFG. Co.., i 
Cash in on the demand being created for secretarial g 1500 North 18th St., St. Louis, Mo. ; 
desks with the E-Z LIFT feature. Demand this : Gentlemen : Please send me literature and complete in- ! 
improvement from vour regular manufacturer ... i formation about your E-Z LIFT Secretarial Desk Attachment. - 
or write us for names of available source of supply. : _— 
i 
{ Address : 
i ' 
. - ! ' 
Mail This Coupon Today (im wee | 
¥y ' My Secretarial Desk manufacturer is: I 
: | 
' 
ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee | 
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Yow FINGER-TIP CONTROL" 
MEANS GREATER EFFICIENCY 
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THOUSANDS OF TYPISTS WILL 
ACCLAIM THE “MYRCO” E. Z. 
LIFT SECRETARIAL DESK 


Here is a desk that’s just what the doctor ordered for harassed typists who are tired of 
wrestling with old-type typewriter platforms. 

The new “Myrco” E. Z. Lift can be operated from sitting position with finger tip 
touch—the platform automatically locking to door when in writing position—provid- 
ing rigid three-point support for minimum vibration. Typewriter platforms are full 
size—17%4” wide by 19%” long and will accomodate all standard make typewriters 


with carriages up to 18”. 
Here is an outstanding SALES-MAKER for Myrtle Dealers! We'll be glad to 
furnish more descriptive particulars and prices. 


NEW CATALOG JUST OFF THE PRESS—WRITE FOR YOUR COPY TODAY! 


MYRTLE DESK COMPANY 


HIGH POINT, NORTH CAROLINA 
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freight charges, prorating charges and divisions, audit- 
ing freight charges and interline settlements in the 
traffic departments of rail, water and motor carriers. 
It is also used in the receiving and shipping depart- 
ments and mercantile and industrial concerns. 

In operation the device is simplicity itself, producing 
immediate and accurate results at, with a little prac- 
tice on the part of the operator, unusual speed. The 


sum of any multiplication up to 80,000 pounds, at the | 


rates of from five cents to $2.50 per hundred pounds 
is set up in the calculator in accurate and final form. 
Decimals and fractions do not appear in the finals. 

A dealer bulletin concerning this device is available 

on request. 
tea 
STANDARD’S NEW VISIBLE CARD HOLDER 

The Standard Visible File Company, 8 South Dear- 
born street, Chicago, has introduced a new device for 
indexing visible records under the name of the Stand- 
ard Visible card holder. 

Constructed of the finest tempered steel by skilled 
workmen, the card holder makes possible rapid in- 
stallation and permits quick insertion and withdrawal 
of cards, perfect marginal alignment, even visible 


ecieemetloatonel 





THE VISIBLE CARD HOLDER IN USE 


typing and the elimination of card spoilage due to | 


errors. 

The device is unconditionally guaranteed against 

manufacturing defects. It has a chrome finish and is 
sold in boxed individual sets. 
—-¢ 


DOLGORUKOV’S NEW DESK UTILITY UNIT 
The Dolgorukov Manufacturing Company, 2336 Union 
Guardian building, Detroit, Mich., is announcing its 





THE UTILITY DESK UNIT 


is the efficient 
clock stand, if 
‘tter opener, 


new patented desk utility article, which 
combination of pen stand, book ends, 
desired, and a holder for pencils, ruler, le 
etc. 


It was designed to act as work organizer in con- 
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“VAIL 


is a synonym for 


HEARTY 
HEALER 
CUOPERATION 





















“Get in line” and sell 
this complete Dealers’ 
line of metal paper 


fasteners. 


You will find every item 
in our comprehensive 
line will help you make 
a satisfied and repeat 
customer (at a profit to 
you). 


WRITE FOR LATEST 
PRICE LIST TODAY! 


VAIL 
MANUFACTURING 
COMPANY 
900 E. 95th St. Chicago, Ill. 


iat LO VAIL” 
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Hew), \\NMATCHED 
SELLING ADVANTAGES! 
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CONTROLLED 
 \. FLUORESCENT, 
\ ‘PLUS ZONE” 
4 ORDINARY 
FLUORESCENT 
/ LIGHT 
/ 
EVEN LIGHT 

















coanemn we a 


at GREATER AREA, 
. 
} 1 | 


Created and 
Engineered by 


_ a 


Patent Pending 


new 




















A completely shade 


design with revolutionary 
baffle louvers—directs light uniformly—under CON 
TROL. The amount of light wanted on a certain 


Insufficient light 
“glare spots” The 
greatest sales accomplishment in Fuorescent engineer 
ing! Unmatched distinctiveness to clinch greater sales. 
Retail Price for desk lamp, $13.50. Excellent dealer 


profit. 


desk area can easily be directed there. 


area, and shadows are eliminated. 





A Complete Line of Faries Fluorescent 
Lamps for All Uses 

ideal principle of lighting, 

and exact 


With this new, 
operator controls amount of light 


area covered. By varying opening of patented 
Faries Concentric Cylindrical Shutters, 


is better CONTROLLED than ever before! 


SERV-A-LITE 


SELLS _s 


Distinguished 


4 
light 














Get Set—NOW 
WRITE! 


Don’t 
power of Fares CONTROLLED : provid : 
vr . ~ c 1 ovides < 
luo g. Get ll . 
| Fluorescent Lighting ful mokingstead, 


miss the dynamic sales 


in appearance, 





details and prices. Ask for the gre oe 

| Faries catalog of more than 200 tray an i L 
lamp leaders. Write TODAY. er (no wires) 

: all in ome 
| b 4 Mf eC Available in a 
aries g- oO. Variety of 


styles and finishes. P RE FERRED 


1010 Grand Ave Decatur, Ill. 
by clubs, offices, hotels, hor 


S. Robert Schwartz, Div. 








| for desk pads which has been given the trade name of 


| is an exclusive feature of the Aigner new line of desk 


| livers gunshell coin wrappers for convenient use of an 
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centrating all the articles a desk user usually has lying 
about in confusion. It is being produced in phenolic 
resins of different colors and blends to suit the choice 
of the purchaser. 

—_>-— 


NEW DESK PAD BACKING BY AIGNER 


The G. J. Aigner Company, 503 South Jefferson 
street, Chicago, has announced a new type of backing 


Aico Feltex. The material is capable of securely hold- 





THE FELTEX-EQUIPPED AIGNER DESK PAD 


ing a desk pad in place without scratching or marring 
the desk top. Feltex is unconditionally guaranteed and 


pads. 


_—- 


BOWNEY PRESENTS NEW FEED RACK AND 
AUTOMATIC CRIMPER 


The C. L. Downey Company, Cincinnati, Ohio, has 
developed an automatic gravity feed rack which de- 


Wi Wiis 
bain 





THE DOWNEY COIN PACKING ENSEMBLE.—At left is the 
Downey crimping machine and at right the Downey gravity 
feed machine placed ready for operation. 

(Kaufmann & Fabry photograph) 


operator running a high speed, electrically driven coin 
counting machine. As a companion product, the com- 
pany has designed an automatic crimping machine. 
An operator seated directly in front of the coin counter 
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What line of filing supplies is 


EASIEST for the DEALER to SELL? 


* As a quiz question, that would be a pushover! 
Everyone knows that the line which SELLS IN LARGER 
VOLUME THAN ANY OTHER BRAND is always the easiest 
to sell. More consumers use it. More consumers know of it. 
e More consumers ASK for it. You don’t have to sell it. It is 
BOUGHT. 
In filing supplies that line is ONFORD. 
No other manufacturer, distributing through independent 


dealers, can match the sales volume of Oxford. Oxford filing 


supplies are the easiest for the dealer to sell. 


The reason for this sales leadership is sevenfold: 


* 1. Filing supplies are not a division of the Oxford line— 


they are the whole business. 


2. The line is modern in design and precise in workman- 
ship, providing the utmost in filing convenience and 
a efficiency. 
3. High test standards are rigidly maintained. 
1. The line is complete. 
5. Advertising and sales helps are freely provided. 


6. New products are constantly being developed. 


~] 


Prices are competitive. 


On every count, the Oxford line brings you sales leadership 
and profit, with greater certainty and at the least effort. 

Do this about it today: Send for the Oxford Handbook of 
Information and Prices and representative samples of the 


Oxford line. Prepare to profit from Oxford Sales Leadership! 


OXFORD FILING SUPPLY CO., 340 Morgan Ave., Brooklyn « 125 South 8th St., St. Louis 
AAT OS AT | RAN 
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SEATING 








DO/MORE 


as of the fact that Domore originated posture seating 
service and in addition, has constantly led in development of 
this art, itis possible for us to give you considerable added value. 


Domore has assembled an outstanding organization of men 
trained in the science of posture seating. Domore has always 
rendered a complete seating service through its educational 
program which consists of instructing both employer and 
employee in the effects of sitting habits and how to sit correctly 
in order that the greatest benefit will accrue. 

The Domore idea of seating and educational service has 
the approval of many state and national medical and health 
associations. The consequent result is that Do/More Chairs, 
whether for Executive, Clerical or Factory use, stand in a class 
by themselves. Both Do/More chair designs and actual installa- 
tions in your organization are supervised by scientifically trained 
posture specialists. 

Send for complete details of the entire line of Do/More 
Chairs. Tests in your own organization can be arranged 
absolutely without obligation. 


There are still opportunities available for high type dealers. 


DOMORE CHAIR COMPANY, INC. 
1001 FRANKLIN STREET, ELKHART, INDIANA 





Licensed by Posture Research Corporation 


POSTURE CHAIRS FOR EVERY SEATED OCCUPATION—EXECUTIVE, CLERICAL, FACTORY 

















OCTOBER, 1940 


reaches for the gunshell wrapper in the rack, holds 
it in position for filling and drops it into the new 
crimping machine at a high rate of speed. 

The Downey wrappers are packed in cartons holding 
1000. When the carton is opened it is placed on the 
rack in such a way that the wrappers drop into posi- 
tion in rows, readily available to the operator. 


The crimping machine renders a new service by | 


registering each rouleau as it passes through the ma- 
chine and automatically signaling when the pre-deter- 
mined number of rouleaus have been deposited in a 
sack positioned below the crimping device. The result 
is high speed, accurate crimping. 


Because it can be set to signal the operator when | 


twenty, twenty-five, fifty or 100 rouleaus have been 
crimped, the machine has a broad usage. It can also 
be set for continuous crimping, if automatic counting 
is not required. 


sill i las 
INSERTS FOR NORTHWEST’S MANAGERIAL FILE 

The Northwest Metal Products Company, 1337 East 
Mason street, Green Bay, Wis., manufacturers of steel 
office furniture and metal speciaities, now has avail- 
able a series of compartment inserts for its new mana- 
gerial file which was described in a recent issue. The 
inserts can be had in either two or three compartments 
for both upper and lower drawers, adapting the unit 
to special work and adding to the flexibility of the 
files. The inserts are equipped with positive action 
followers to provide full filing convenience and utility. 
Illustrated literature is available on request to the 


company. 





AN INSTALLATION OF COMMERCIAL VISIBLE INDEX.—R. H. 
Muir, Inc., a New Jersey department store, recently installed 
almost 20,000 pocket type Commercial visible index in the two 
cabinets shown above as a credit record file. These records 
contain a three-year history of every charge account. In the 
photograph the credit clerk is answering a telephone inquiry 
without moving from her chair. In this manner she may reach 
for any record at point in the file without getting up. The 
form designed for this equipment, made by Commercial Visi- 
ble Systems, 326-330 Broadway, N.Y.C., shows monthly bal- 
ances and payments, contains all information regarding letters 
and calls to delinquent accounts as well as showing the original 
application card filed by the account. 


Se Se 

BOSSE ESTATE NEARLY $200,000 
Value of stocks, bonds, cash and real estate of the 
late Mrs. Anna Bosse, widow of the late Benjamin 


Bosse, for over eight years mayor of Evansville, has | 


been placed at $199,550.43, according to an inventory 
filed in the Vanderburgh county probate court at 
Evansville, Ind. 

Mrs. Bosse held stock in the Imperial Desk Com- 
pany, the Globe-Bosse-World Furniture Company, and 
several other large local manufacturing concerns at 
her death. Her late husband was president of the Im- 
perial Desk Company and several other large local 
concerns and was widely known.—WBC 





The Supner-Geature 
ADDING MACHINE ROLL 


wee day ! 
250 feet in every 


roll. 


y 


Every roll is hard 
wound, no. breaks, 
no patches. 


3 


Every roll has warning 
signal in red, three feet 
before the end of the roll. 


| 


Every roll is smooth, indiyid- 
ually sanded, vacuumed and 
brushed. Clean, easy to handle, 
easy to use. 


+) 


Cores are hardwood ; wax- 
dipped. clean and free of splinters. 


) 
Every roll in any of the 6 grades is 
uniform in quality, texture and weight — 
standard for the particular grade. 


7 
NO WASTE IN STARTING THE ROLL 
This patented feature makes starting a new roll 
easy ... and eliminates practically all waste. 
Full measure in SPOTSEALD ROLLS and you 
can use all of every roll. 








PAPER SPECIALISTS FOR THE STATIONER 


ROCKWELL-BARNES CoO. 


1525 West 38th Street Chicago 
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Door Receded 


PROTECTION 
CONVENIENCE 
and 
UTILITY 


are 


COMBINED 
IN 


x 
MOSLER 
INSULATED RECORD CONTAINERS 


WITH LETTER FILES OR LEGAL CAP FILES 
AND SUBSTITUTE INSERT DRAWERS 


MADE IN THREE AND FOUR DRAWER UNITS 


The Only File Bearing the Underwriters’ Laboratories 
One-Hour Fire Label with Drop or Impact Test. 




















UFACTURERS NATIONAL ASSOCI¢T/oy aol 


FIRE INSULATED SAFE 
SMNA RATING MEM HR EXPOSURE: CAT. NO 





The Only File bearing the Safe Manufacturers Na- 
tional Association One-Hour Fire Label with Drop 
or Impact Test. 


THIS EQUIPMENT HAS UNUSUAL CUS- 
TOMER APPEAL BECAUSE OF ITS PRO- 
TECTION AGAINST FIRE. PLUS THE 
MANY OUTSTANDING FEATURES IN- 
CORPORATED IN ITS CONSTRUCTION. 


We shall be glad to explain these features 
to you. 


DEALERS 


In addition to the Insulated 
Record Containers, MOSLER 


also offers a profitable line of 
















Fire-Resistive Vault Doors, 
Safes and Burglary-Resistive 
Chests. 


Write Dept. D of The Mosler 
Safe Co., Hamilton, Ohio, for 


catalogs, prices andinforma- ~~ 





tion about our proposition. °°**? Applied F 


THE MOSLER SAFE CO. 


The Largest Builders of Safes and Vaults in the World 
320 FIFTH AVI FACTORIES: 
NEW YORK CITY HAMILTON, OHIO 
ROS] PITTSBURGH 
n Trust Bldg 





LDallas, Kansas City, 
3) 


>» angna 
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PACIFIC NORTHWEST NOTES 


Batteries of new office machines and business tools 
and accessories are featured in the latest acquisitions 
of Wilson’s Modern Business College, to keep that 
“modern” note in its equipment at Seattle. Samuel F. 
Racine, in preparing for the new back-to-business- 
school movement, stated at the onrush of the season: 
“Social security and defense programs are steadily 
creating new opportunities for people with experience 
in operation of the new machines, especially card- 
punching machines used in census tabulations and sta- 
tistics for conscription purposes.” He has installed a 
large quantity of the latest office method devices, such 
as a group of fourteen of the newest card punch ma- 
chines used in census, social security and conscription 
work. Tabulation is being taught and youngsters are 
schooled in the various business machines at his mod- 
ern setup, which was established in Seattle in 1895, 
but has steadily expanded enrollment to where posi- 
tions were secured by its placement bureau for 1272 
graduates last year. 

* * 

Joining the staff of the Lois Olson School of Calcu- 
lating at Seattle as a teacher is Miss Marie Krinbring. 
She will teach typewriter operation, brush-up and 
speeding. Calculating class instruction is conducted 
under personal direction of Miss Olson, who has an 
unusual background of business office machine data 
operation. Altogether she has had six years in this 
field. 

x * * 

Installation of the latest type office appliances in 
| large number has recently been completed in the main 
study hall of the Griffin-Murphy Business College of 
'Seattle. Improvements keep pace with latest trend in 
the business machine world, as well as office furniture 
and other equipment. J. F. Griffin, head of this com- 

|mercial college, has had set up comfortable seating 
'and posture arrangements in line with improvements 
/in modern large industrial and other business estab- 
| lishments. 
* * Bd 

Adding new lines of office supply merchandise, the 
| Washington Bookstore has just removed from 4320 
| University Way to much larger quarters at 4316 Uni- 
| versity Way, Seattle, not far from the campus of the 
large University of Washington. C. L. Elliott, pro- 
prietor, made the removal of his organization to satisfy 
demands of an expanding clientele. There is a stock 
of about 50,000 used textbooks in this store, which 
holds membership in the National Association of Col- 
lege stores. In the new location fountain pens, pencils, 
typewriters, notebooks, paper and miscellaneous office 
|or student supplies will be carried. The store follows 
| the policy of giving a rebate to students either in cash 
| or merchandise at the end of the school term. 


* * * 





| A.B. Dick Company has established new representa- 
| tion to serve North Central Washington, fertile fruit 
| valley region of the Northwest state, with its Mimeo- 
graph needs. Sales of Mimeograph duplicators and 
|supplies as well as service, will be handled out of 
Wenatchee by Johnson Doell & Company, located at 23 
South Mission street, Wenatchee, Wash. The Mimeo- 
graph department in the Doell organization will serve 
business needs in Douglas, Chelan, Okanogan, Grant 
and Ferry counties of the state of Washington. Law- 
rence Shadbolt has been placed in charge of the 
department and is being assisted by a skilled mechanic. 
Both are being currently trained in their respective 
jobs by a factory representative. 


* * * 


Recently closed for refurnishing and reequipping 
with the finest business machines extant, the We- 
natchee Business College in the Ellis building, We- 
natchee, has been opened for the new Fall school 
‘season with a battery of the latest model streamlined 
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Still Going Strong 
after 51 Years 
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Desk Pen buys 
the famous 
Parker Vacu- 
matic Blue , ) 
Diamond Life 
Guaranteed 











Today, when there are many makes 
of pens with lavish guarantees, it is well 
for you and your customers to stop, 
look, and listen. To ask who’s behind 
this guarantee and that. And to learn 
what basis the maker has for guaran- 
teeing his pen or pencil for life or longer. 

Or you can save yourself that trou- 
ble, and probably a lot more later, by 
featuring the Pen bearing Parker's 
Blue Diamond mark. 

For among the 40 to 50 million Par- 
ker Pens in use today, are many old- 
timers like the one Mr. Pember writes 
about—the first we ever made, 51 years 
ago. They were not guaranteed for life 
like today’s Parker Vacumatic, but 
were so ingrained with natural good- 
ness that many lasted for life. 


Parker 





BD— VAC VACZATIC HH — 


4 


Pens marked with the Bive Diamond ore gucranteed for the 
life of the owner against everything except loss or intentiona! 
damage, subiect only to a charge of 35¢ for postage, insurance 
ond handling, provided complete pen is returned for service 





Only $2.50 ma ther “A fk 
more than our F ane wer Uv + 
lowest priced hm wn i - 


there's a reo 
deaconnoc Parker*s GEARANTEE FOR LIFE 
on Parker ¢ Blue Diamond Pens today 





for 


The modern Parker Vacumatic em- 
bodies the heritage of that old-time 
Parker skill. But today we guide it un- 
erringly with our own scientific meth- 
ods— methods so highly advanced that 
no other maker we know attempts to 
equal them. 

That’s why these modern Parkers with- 
stand savage tests of acids, breakage, 
wear, and stepped-up aging. But more— 

They carry nearly TWICE as much 
ink as our old style—show days ahead 
if the ink is running low. And, due to 
their resilient, non-brittle 14 K Gold 
Points tipped with extra dense, high- 
polished Osmiridium, write **as smooth 
as oil” as long as the owner lives! 


Their crowning glory is that smart, 
streamlined Pearl and Jet style—RING 
UPON RING, as shimmering as velvet 
—winner of the Pen Beauty contest. 

Survey after survey proves beyond 
all dispute they're the fastest selling, 
largest selling Pens today. It is not 
too late to order Christmas styles in 
beautifully boxed Pen and Pencil Sets 
and Desk Sets. Please write or wire 
for catalog. 

The Parker Pen Co., New York, Chicago, San 


Francisco. Factories at Janesville, Wisconsin 
and Toronto, Canada. 







TELEVISION 


ink supply 


Pens, 
$5 to $13.75 


Writefine Pencils 
to match, 


$3.50 to $6 


the EASIEST, most convenient to 
opercte, as verified by Deovitt 
Laboratories, Chicago, testing 24 
models of best-known brands 





Parker Vacumatic Pens are sold by the maker direct to the authorized RETAIL trade exclusively 
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“It'll handle any 
figure problem." 





HIS is the adding machine 
that every business, large or 
small, has been hoping would 
come along some day. A full- 
duty portable with direct sub- 
traction! It has everything—feath- 
er-light touch; silky-smooth, 
silent operation; stay-put steadi- 
ness; streamlined beauty; mi- 
crometer-gauged fine workman- 
ship; trouble-free simplification; 
scientific weight reduction; and 
astonishing price... climaxing 
twenty-two years of Victor engi- 
neering leadership! A new right 


“Such beautiful 
modern lines.” 


E NEW 









hand for busi- 

ness, perching 
ondesk corner orcounter—where 
you need it, when you need it... 
Victor portables without sub- 
traction, priced as low as $47.50, 
are outstanding in their field, too 
—asare Victor Electrics, starting 
at $114.50. Ask your dealer for 
a demonstration of the revolu- 
tionary new Victor Subtractor. 
And write for descriptive litera- 
ture... Victor Adding Machine 
Company, Dept. T-10, 3900 N. 
Rockwell Street, Chicago, Illinois. 


“So sturdy and 
compact.” 


“Yes, and easy 
to carry, too.”’ 
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MASTER OF THEM ALL 











GET READY FOR 


IRST to revolutionize add- 
ing machine manufacturing 

by using light, steel stampings 
instead of heavy castings .. . 
first to create new volume and 
profits for dealers with a line of 
standard adding machines sell- 
ing at $100... firstto step up deal- 
ers’ sales again with a practical, 
full-duty portable adding ma- 
chine priced from $47.50 to $70. 
And NOW the master sales- 







builder of them all—a full duty 
portable adding machine with 
direct subtraction! 

Stay in the lead with Victor. 
Order your stock of new sub- 
tractors now! If you are not a 
Victor dealer, the profit-sure 
Victor franchise in your terri- 
tory may still be open. Write 
today for details to Victor Add- 
ing Machine Co., Dept. A-8, 3900 
N. Rockwell St., Chicago. 


EVERY BUSINESS A PROSPECT! 
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SELLING 
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ITS WHATS IN 





THAT COUNT 


Beneath the finish of Faultless Casters you'll find the real 
reason for their universal popularity. Where endurance, 
easy swiveling and long life are demanded, Faultless 
Casters are able to out-perform because of their genuine 


HELPS . 3 FAULTLESS z , , 
: rout ai nates srs | double ball bearing construction. From the moment this 


feature is demonstrated, a prospect is no longer satisfied 


A. Counter Demonstrator oa 8 oe amare | 
—s with the ordinary kind. That’s one reason why more and 


B. Illustrated Literature 
C. Modern Display Packages 


more dealers are using Faultless Office Chair Casters as 
the wedge to new and bigger business. For full particulars, 


COMPLETE SELLING LINE ask for your copy of the LG Catalog. No obligation. 


No matter where you call—what 
your customers require — the 
Faultless complete line of cas- 
ters, glides, cups, etc., wins the 
order on quality, performance 
and value. Each item helps sell 
companion products—from the 
highest grade ball bearing cas- 
ters to the lower priced com- 
petitive items. 





Faultless quiet Cushion 
Chair Glides are mount- 
ed in live rubber. Steel 
reinforcing frame pre- 
vents nail pulling out. 





and Ruberex Cups for heavy, stationary furniture 
protect floor coverings. Round and square shapes. 


FAULTLESS CASTER CORPORATION 





FAULTLESS 


OFFICE CHAIR 


See CASTERS 


Representatives in Principal Cities 
EVANSVILLE, INDIANA = Canadian Factory: Stratford, Ontario 
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office appliances, and training under management of 
Russell Conklin. 
* on . 

Extensive remodeling has recently been completed 
at the stationery store of J. K. Gill Company of Port- 
land, Ore. Among the departments given a stream- 
lined touch with new counters and sales appurtenances 
are the sheet music section of the large store, as well 
as the enlarged record and disc department and divi- 
sion for radios. Business of the store was increased 
with the renovations carried out this early Fall season. 

* ” ~ 

Collected by the International Business 
Corporation, a huge exhibit of paintings gathered from 
the cream of the art crop in seventy-nine countries 
opened its first Pacific Coast showing at Seattle on 
September 16 to 27. This exhibit, sponsored by the 
Puget Sound group of Northwest painters, is making 
art history in the auditorium of Frederick & Nelson, 
the Seattle unit of Marshall Field & Company, and in 
full measure shows the close relationship between art 
and business, especially international business as de- 
veloped by the IBM organization. 

* * x 


With the turn of September, Auerswald’s Accounting 
& Secretarial School moved into fine new quarters in 
the Old Times building, Seattle, with batteries of busi- 
ness machines to the fore. E. G. Auerswald, head of 
this school, with many new machines installed, is con- 
vinced heavy demand for those trained on latest de- 
vices will follow in the wake of the national defense 
and preparedness program now under way.—CML 
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WEIS BOOKCASES GOING TO COLLEGE.—This carload of 

sectional bookcases, made by the Weis Manufacturing Com- 

pany, Monroe, Mich., was on its way to the Pennsylvania State 

College as a result of a large order obtained by a Weis dealer 
in Harrisburg, Pa. 


—————— > —____ 


CROSS ON FULL TIME WAR SERVICE 
Promotion has been announced for Paul B. Cross, of 
Seaman & Cross, Halifax, N. S., office appliance dealers 
and distributors, in the Canadian naval service. Last 
September 1, he was ordered on permanent duty as 
second in command of the naval activities at St. John, 


Machine | 





N. B., his home town. Since then he has been on full | 


time duty with the rank of lieutenant commander. 
Recently, he was advanced to rank of full commander, 
and continuing as second in command at St. John. 
Before going to Halifax about two years ago, he was 
in the office equipment business at St. John, and in 
command of the Canadian naval reserve there. As 
such, he had made a number of winter cruises with 
the British war fleet to the West Indies, for training 
periods.—_WJM 
—--——_—— 
DENZER COMPANY IN NEW LOCATION 

The C. F. Denzer Company, stationery and office 
supply firm of Sandusky, Ohio, last month moved into 
new quarters at 142 East Market street. It is planned 
to hold a formal opening in the near future, at which 
time a report of the event as well as pictures will be 
presented within these pages. 
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Saskia 


CUSTOM-MADE 
OFFICE FURNITURE 


Costs Less! 





Private office of Merlin H. Aylesworth 


SLOANE custom-made office furniture has a qual- 
ity reputation money can’t buy. Yet Sloane’s prices 
are frequently more attractive than those of com- 
peting manufacturers in the same class. Why? 

I. Because Sloane have on file designs of every 
style executed by them over a long period of years. 
2. Because complete, full-size drawings of these de- 


signs are also on hand, thereby avoiding the neces- 


sity and added expense of making working drawings. 


MASTER PLANS like these cut down costs. They 
serve as a basis for whatever design may be desired. 
With them, Sloane can put your requirements in 
production in their factories...economically and 


immediately. 


SEND FOR OUR LITERATURE on custom-made 
and stock office furniture. Also prices and details 


on our liberal discount and protected dealer policy. 


WHOLESALE OFFICE FURNITURE DIVISION 


W& J SLOANE 


575 FIFTH AVENUE - NEW YORK 











How COMMERCIAL 


VISIBLE INDEX Solved 





MYSTERY: What kind of system would give credit information 
on any of the store's 10,000 charge accounts in split seconds? 


CLUES: Limited floor space available, limited expenditure, system 
must carry original information obtained from customer when charge 
account was opened, credit clerk must secure and give information 


without leaving desk or telephone. 


SOLUTION: Commercial Visible Index, in 4x6 pocket size. CVI 
occupies one-tenth the cubic space required by other systems con- 
sidered. CVI costs approximately 40% less. In addition, CVI did 
such a bang-up job the store is able to make two bookkeeping 
machines suffice whereas it originally intended to purchase four— 
an immediate accessory saving of $1500.00. The visible margin in 
CVI is at the top of the record as in all normal office records—not 
at the bottom as in other systems. This factor speeds-up the process 
of locating information instantly. The 10,000 CVI records are housed 
in only two cabinets, with any record within easy sitting reach. The 
CVI pockets designed for this store permits the use of a fold-over 
card containing information obtained from customer in the customer's 


own handwriting. 


This is an actual case history taken from CVI files. 
Progressive dealers are invited to write for name of 
the department store and for detailed information 
to help them make similar installations in local stores. 


COMMERCIAL VISIBLE SYSTEMS 


328 BROADWAY NEW YORK, N. Y. 
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| FAIR COMPANY TO SPECIALIZE ON COSTUMERS 


The Fair Furniture Company, 215 Chestnut street, 
Newark, N. J., has announced to the trade that it will 
discontinue the manufacture of all other items to 
specialize on costumers exclusively. 

By specialization and large scale production the 
company has improved its products and carries a stock 
sufficiently large to assure immediate shipments. A 
new price list and catalogue have been made ready 
for distribution and the firm is enlarging its activities 
by seeking new distributors in many territories. 


oie = 
H. B. COMFORT NAMED HEAD OF COMFORT CO. 


Hartley B. Comfort has been elected president of the 
Comfort Printing & Stationery Company of St. Louis, 
large office furniture, supply and printing firm. He is 
a son of the late Clarence R. Comfort, who was chair- 
man of the board, and he succeeds W. S. Cummings, 
who died recently. Hartley Comfort had been vice- 
president and sales manager. 

Sim Beam Comfort, a son of Clarence Comfort, who 
was connected with another Comfort business enter- 
prise, was made vice-president. C. A. Wood will con- 
tinue as secretary-treasurer. James A. Collum, who 
had been manager of the company’s furniture depart- 
ment, was made sales manager of the parent firm. 

The Comfort Company will not make any changes 
in policy, it was said, and will continue to operate in 
four divisions which include the office equipment and 
office supplies unit; book publishing; standardized 
office forms, and the Locust Investment Company, 
which controls the Comfort real estate holdings. The 
firm was established in 1900. 

The Comfort Company’s office supplies store and 
general offices are at 107 North Eighth street. 

Only three weeks separated the deaths of the Com- 
fort Company executives, Mr. Comfort passing away 
July 26 and Mr. Cummings on August 15——HB 
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COVER OF THE PARKER PEN COMPANY CATALOGUE 
WHICH IS DESCRIBED ELSEWHERE IN THIS ISSUE 


——- oo 


ELBE MOVES TO FALL RIVER, MASS. 

The Elbe File & Binder Company, Inc., formerly 
located in New York City, last month moved its factory 
and offices to Fall River, Mass., where a new building 
provides the firm with 120,000 square feet of space as 
against 32,000 in the old location. 

Situated on fourteen acres and overlooking two lakes, 
the new plant is modern in every particular. Months 
of planning preceded the move which resulted in each 
department being set up to provide the maximum in 
operating economy and efficiency. 
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Mr. Dealer 
HERE'S YOUR LINE! ! 


You want a line that meets competition—gives 





satisfaction—and brings customers back to your 
store. A line easy to demonstrate—and easy to 
sell. A line that gives you a legitimate profit— 


and is backed by unfailing service. 


THIS LINE — OF COURSE — IS 


THE (COLUMBIA LINE 





COLUMBIA STEEL EQUIPMENT CO. 


LINCOLN-LIBERTY BUILDING PHILADELPHIA, PA. 
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27TARS IN THE 
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FLUORESCENT LINE 
Valuc 


$Q75 FOR aa. 
Less Tusr TOUR DRAFTING 
BOARD 


It’s the lamp you've been 
waiting for. Solid walnut 
base, solid bronze pen 













MODEL 1277 


and every location in office or 
factory. Adjustable in all direc- 
tions—folds compactly when not 


rest and appointments. ' BC : 
BAeel for ia aihen desk. in use. Finished in Van Dyke 
halaet <é@slepenntchie Morocco Brown and Bronze. Ad- 
mowse gv justable in height and of most 
the home and wherever a rugged construction. For 15 watt 
wealth of glareless, standard tube, A.C. current. 
artificial daylight is im- Maximum extension 28”. 


portant. Model No. 900. Model 1277, $4 6° 


less tube 
THE ULTIMATE IN FLUORESCENT DESK 
LAMPS 





WRITE 
FOR LITERATURE 
IMMEDIATELY! 





JUST PIN IT UP 
te ANYWERE 
ON THE WALL 











THE IDEAL 
GIFT 





Genuine hand-rubbed solid walnut base with solid bronze pen rests and 
appointments. Exquisitely finished in PLATED dark bronze. Has nationally 
advertised electric clock and instantaneous manual type switch and ballast. 
Uses 15 watt standard tube. For A.C. current only. 





$g50 LESS TUBE 


Simply hang it over a small hook or nail—it's light in weight. 
Finished in beautiful Morocco Brown or Ivory with solid bronze 
strip—adjustable joint permits throwing the light in any direction 
—3’ of approved rubber cord. Uses standard 15 watt tube. 
Extension 8 inches; shade 18” long. 





Fluorescent Fixtures are 
easily sold and mean 


EXTRA PROFITS. 
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= 
Ideal for office, store or home. Comes in 2, 3. Simpl Id gl d : 
r , ae ply remove old glass an Large fl t fixt i i 
- 4—24” tubes for either ceiling or suspended screw in the new fluorescent take ocean gooey herr nan ag Reausiday tobhes ‘a 
es. i i 
yp fixture. polished and etched chromium. MODEL 4004. 


VAN TYRE INDUSTRIES 


2857 S. HALSTED STREET CHICAGO, ILLINOIS, U.S.A 
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GREAT LAKES TRAVELERS CLUB NOTES 

Bert M. Morris of Los Angeles, Calif.. was a guest 
of Ralph Maneval at the Great Lakes Travelers meet- 
ing September 6. In honor of the visitor the club 
staged a special performance, consisting of an over- 
flow attendance which necessitated setting up two 
additional tables. Mr. Morris, formerly a manufac- 
turers’ representaive, now is manufacturer of Morriset 
Pen-Ink units which are sold through the stationery 
trade. 

” a a 

Two new members were accepted into the ranks of 
the club at the September 13 meeting. They are Dan 
Consodine, Richard Best Pencil Company, and G. L. 
Robbins, who represents the Gregory Fount-O-Ink 
Company. Mr. Consodine is a brother of Charlie Conso- 
dine, who left the office equipment industry some time 
ago to enter a new field. 

*« +. * 

At the Great Lakes Travelers Club luncheon of Fri- 
day, September 20, a suitably engraved gavel was pre- 
sented to President Charles Mueller, following some 
pleasant comments made by Secretary Tom Gillice. Mr. 
Mueller expressed his gratitude and then called on 
John Gilbert of Orrice APPLIANCEs to lead the group in 
singing “God Bless America.” 

Harry Balch of Quality Park Envelope Company, as 
chairman of the Chicago N. S. A. convention commit- 
tee, reported that the advance registrations and hotel 
reservations for the annual conclave were more than 
double what they were at the same time in 1938. Every- 
thing points to the greatest convention ever held. 

Rus Carpenter, Sanford Ink Company, chairman of 
the convention golf committee, presented the facts 
and figures which included the interesting informa- 
tion that seventy-five golfers had sent in advance 
registrations. 

The new membership roster of the club was dis- 
tributed and elicited many approving comments. 

z ee er 
FREE COURSE INCREASES TYPEWRITER SALES 

Souther Sales and Service, typewriter dealership at 
315 North Presa street, San Antonio, Tex., has inaug- 
urated a plan for building sales among residential 
prospects that has increased business in this group by 
approximately forty per cent. 

Arrangements have been made with a local school 
that teaches typing, whereby purchasers of a new or 
used machine through this firm, will receive a course 
in typing without charge. This has proven an effective 
selling argument among housewives, students and 
others who are anxious to own and operate a type- 
writer, but who have hesitated to make the purchase 
because they did not know how it was operated. 


The firm sponsors a fifteen-minute radio broadcast 
each Sunday over one of the local stations. Through 
the arrangements concluded with the school, mention 
is made of the courses offered by this institution. A 
further attraction for the school resides in the fact 
that many students who take the typing course be- 
come interested in further education and subscribe to 
the shorthand, or general business course. 

Souther Sales and Service is owned and operated by 
two brothers, W. P. and P. F. Souther, both having 
served as local salesmen for other firms before enter- 
ing into business for themselves.—BCR 


————> 2 — 
NEW PACKAGING FOR MAY’S “MACO” LINE 

The J. L. May Company, 111 West Nineteenth street, 
New York City, manufacturers of tags and labels, has 
adopted a new packaging for its line of Maco station- 
ery items. This was displayed for the first time at the 
N. S. A. convention. 

Next year the company will celebrate its twenty- 
fifth anniversary, having been formed in 1916. The 
event will include plans for closer dealer cooperation 
and expansion of manufacturing facilities. 











The Symbol of 
Stapling Perfection 





| “ACE” GLIDER 








In WORD and DEED 


—ACE Stapling Machines 
have proved their pre-em- 
inence. They can ‘TAKE 
IT’’— without flinching — 
without jamming —without 


“ACE” $6§00° 


repairs. 


Millions of users and 
thousands of dealers know 
that ACE precision, all-steel 
construction and Self- 
Clearing feature makes 
ACE Lifetime Guarantee of 
Satisfaction and Perfor- 
mance a reality. 


“ace” PILOT $400" 





“ace” CADET $300° 


Investigate ACE Undulated 
Staples for Controlled Sales. 





——F “Ace” CLIPPER $450 
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ACE FASTENER CORPORATION 


3415 N. Ashland Ave., Chicago 


Makers of 
THE WORLD'S BEST STAPLING MACHINES 
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Sie. Lime 
““PRESFIL’’ rountain pen 


School students, office workers—everybody— 
will ENTHUSIASTICALLY COMPARE this 
outstanding dollar pen with all others—AND 

BUY IT IN BIG VOLUME! xe 










14 Carat Gold Reinforced 
Point (Fine, Medium and 
Broad Points) 


*Trans-Vue Visible Ink Supply 
Large Capacity 

Instant Starting 

Leak Proof Feed and Cap 
Rich Appearance 





Men’s and Women’s Sizes 


Individually Gift Boxed 


100 


CHEVRON 
STRIPE 
COLORS 


*Reg. U.S. Pat. Off 


NEW... 


And the Extra Value 
GIFT SET 


Containing the Wearever 
De Luxe No. 839 Pen and 
a Wearever Quality Pen- 
cil to match in a fine pre- 


sentation $ 1 50 


box 


Grey 
Green 
Morocco 
Gold 
Solid Black 


_,. Lnvites 
comparison 
and sales! 














David Kahn, Inc., North Bergen, N. J. 
Kindly send your handsomely illustrated gift catalog and 
list of attractive prices. 


SEE oa Ye Tre 
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ADVANCING THE CAUSE OF GOOD WILL 

In a recent issue of “Comercio Ecuatoriano,” pub- 
lished by the Chamber of Commerce of Quito, Ecuador, 
appears a statement that contributes substantially to 
realization of the goal of more extensive commercial! 
and social relations between the Americas. The state- 
ment is in the form of a message to the Houston, 
Texas, Chamber of Commerce, whose members were 
making a good will tour in South America. Cementing 
relations between the United States and neighbors to 
the south, the goal of Pan Americanism, is facilitated 
by present economic conditions, according to the state- 
ment of the Quito Chamber. The prospect is now 
bright for “turning what until now was a mere theory 
into reality.” Similar messages sent to other leading 
cities in the United States have elicited many favor- 
able responses. 

Among the suggestions offered in the communica- 
tions are extension of the system of exchanging sam- 
ples of products for display by codperating Chambers 
of Commerce, enlargement of facilities for granting 
credit, and encouragement of tourism. The latter is 
of particular significance because it rests upon the 
premise that when people have opportunities to meet 
in person, most of the difficulties of assuring happy 
relations are eliminated. 

The purpose and hope of Pan Americanism is 
summed up impressively in the following paragraphs 
from the message of the Quito Chamber to the Los 
Angeles Commerce group: 

“Exactly as this continent is made up by the ter- 
ritories of every one of the American nations, it is 
also necessary to bring together the economical and 
cultural bulk of these countries, in the common desire 
of improving, so as to reinforce the great spiritual 
ideal of America. 

“In order to accomplish the inevitable law of evolu- 
tion, the individuals, as well as the peoples themselves, 
must not evade that obligation of coming together, as 
it is the only means by which we can harmonize the 


inter-American development in every respect.” 
senile cag 


KRUEGER ACQUIRES CHICAGO FIRM 

An expansion program, which meant the addition 
of new lines, recently caused removal of the plant of 
W. A. Krueger & Company, Milwaukee, to a new loca- 
tion, affording about 15,000 square feet of floor space. 

Late in August the business of the Northern Litho- 
graphing Company, Chicago, was acquired, which en- 
abled the Krueger company to broaden its activities. 
The Chicago concern taken over has been moved to 
the Milwaukee plant of the Krueger concern. 

Starting with only one employe in 1934, the Krueger 
company now has fifty-two on its payroll, with a 
prospect of more to be added as business increases in 
volume. In discussing the change Mr. Krueger Said: 
“Our decision to branch out into other fields of litho- 
graphic printing is an indication not only of our faith 
in the great future of offset printing, but also it re- 
flects our confidence in general business conditions as 
well.” 

With the addition of the Northern Lithographing 
activities, Mr. Krueger said, the business of the Krueger 
company will be doubled. The Northern firm was about 
forty-nine years old—JEH 


oo 
REBHAN AND PALMER TO AID SALVATION 
ARMY DRIVE 


Two prominent members of the office equipment 
industry in New England have recently signified their 
willingness to aid the Salvation Army drive for funds 
in Boston. 

Albert F. Rebhan, president, Blake & Rebhan Com- 
pany, 115 Federal street, Boston, will take command 
of the stationery group in the campaign which is 
known as the Greater Boston Maintenance Appeal of 
the Salvation Army. 

Lionel G. H. Palmer, president, The General Fire- 
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“Yand E” STYLE-MASTER STEEL DESKS 


The fastest selling line of steel desks on the market—offers 

you greater turnover and profit. “Y and E”’ Style-Master 

Steel Desks are easy to sell because they earn top place in 

your prospect’s mind on three counts: 

| Style-Master Design gives executive and general offices a smart 
appearance which suggests successful and progressive manage- 
ment. System planned drawers increase efficiency and enable the 
user to do more work in less time. and with less effort. 

? Neutra-Tone Gray finish harmonizes with any decorating scheme 
—reduces glare and subsequent eye fatigue—is scientifically 
correct. 

3 Eighty-one different models to meet every one of your prospect's 
needs—whether it be for a complete suite for a top executive, or 
a single pedestal desk for a junior clerk. Tables, files, book- 
cases, telephone stands, and waste baskets are available in 
matching finishes. 

Sell Style-Master Steel Desks and you will learn the real value of the 

“Y and E” Franchise. We have a few open territories available. 

Write us. 

FOREMOST FOR SIXTY YEARS 


YAWMAN AND ERBE MFG. CO. 


1059 JAY STREET * ROCHESTER, NEW YORK 


Left—The “Y and E” 
Styled Executive. 
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| MR. DEALER- 
Doors. This (Convince You ? 


This is a picture of a Douglas Aircraft plane in the de- 

signing of which CARBO-WELD KIM-BER-LY DRAW- 

ING Pencils were used. Read what the Douglas Aircraft 
Company, Inc., of Santa Monica, Calif., wrote us: 


The Engineering Department of the Douglas Aircraft Company, Inc. has 
used Kimberly drawing pencils extensively for several years. We have found 
them to be consistently high in quality and to be very dependable for use in 
the tremendous amount of drafting work involved in developing and design- 
ing various types of Aircraft manufactured by the Douglas Company. 


Yours very truly, 


DOUGLAS AIRCRAFT COMPANY, INC. 


Signed 
S. E. EADES 
Purchasing Agent 


By 
J. D. WILLSON 





GENERAL PENCIL CO. 


1889 —— FIFTY YEARS OF PROGRESS — 1940 
Jersey City, N. J. U. S.A. 


Makers of Carbo- Whld semi-Hex 


AND KIM-BER-LY THIN LEAD COLORED PENCILS 
SOLD ALL OVER THE WORLD 








| 








OCTOBER, 1940 


proofing Corporation, 714 Beacon street, Boston, is to 
head the office equipment and furniture group. These 
two men will act in codperation with other group 
leaders in an effort to secure the $200,000 quota set 
by the Salvation Army. 





—>.———___. 


ART STEEL REACHES 20TH MILESTONE 

Twenty years ago a man with very little capital but 
a wealth of ideas coupled with an earnest desire to 
launch a successful business founded a little organ- 
ization at 313 East Twenty-second street in New York 
City. Lack of equipment was counteracted by a deter- 
mination to “get somewhere,” and the modesty of the 
corner of a top floor loft was balanced by the en- 
thusiasm with which the man rolled up his sleeves 
and went to it. 

All of which is by way of informing the industry 
that the Art Steel Company, Inc., 300 East 145th street, 
New York, is celebrating its twentieth anniversary and 
founding in 1920 by Alexander Burger. 

Mr. Burger’s business gave its first lusty infant yells 
via a catalogue made up of six photographs and a 
stock consisting of a small line of cash boxes and 
boxes for bonds and for office uses. These items met 
an instant success and within a short time were aug- 
mented by new numbers, including collapsible trans- 
fer cases, letter files and the whole output was given 
the trade name of Asco. It was (and is now) the com- 
pany’s boast that the organization was the first to 
introduce all of its items made of cold rolled steel 
electrically welded. 

In 1924 the firm was incorporated and simultane- 
ously moved to larger quarters at 401 East Twenty- 
third street. 

By 1929 Art Steel had passed the teething stage and 
was a husky youngster which was rapidly gaining 
recognition as a power in the office equipment indus- 
try. It was in this year that steel storage cabinets 








and steel vertical files were added and adopted into | 


the Asco family of letter trays, coin trays and acces- 
sories, waste baskets, card index cases and bankers 
note cases. 

Today the firm occupies its own four-story brick 


building where the latest types of machinery and | 
equipment can turn out the products which make Art | 


Steel one of the most prominent manufacturing con- 
cerns in the country. 

Officers of today are Joseph Burger, president; 
Irving M. Levy, vice-president and sales manager, and 
Arthur S. Burger, secretary. 

—-<e od 


DEALERS WATCH INSTALLMENT CONTRACT BILL 


Stationers and office equipment dealers of the Dis- 
trict of Columbia are giving close attention to a new 
bill (H. R. 9860) which would seriously affect present 
practices in installment financing, and is being widely 
circulated as a model bill for the consideration of state 
legislatures 

Introduced in the House of Representatives by Rep- 
resentative Jennings Randolph (W. Va.), chairman of 
the committee in the District of Columbia, the bill 
would provide several major changes in the present 
installment selling and buying set-up. It would declare 
that (1) repossessions cannot be made within fifteen 
days from the date notice of default is given; (2) re- 
possessions must be held thirty days, and (3) all con- 
tracts must be printed in no less than eight-point 
boldface type and a copy delivered to the buyer at 
time of execution. 

The second provision would permit the buyer to 
redeem, within the first fifteen days, by paying all 
charges including reasonable repossession, storage, and 
similar fees, or demand, within the thirty days, that 
the property be sold at auction in which case the 
buyer assumes liability for a deficiency judgment.— 
ATW 


BEAUTIFUL o USEFUL 


New Gift Item in Plastic ; 
Capacity “Princess” ? 
U Postal 4 
Pound Scale | 
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The “PRINCESS” Postal Scale is produced in four 
attractive finishes—Variegated Marble, Mother of Pearl, 
Circassian Walnut and Ebony Onyx. The illustration 
shows the Variegated Marble finish. 


The dial is etched on frosted brass. It indicates the 
cost of postage in cents on all classes of mail matter. 
Simply place the letter on the platform, read the dial 
and affix the postage. This beautiful scale will prove 
an attractive gift item for all occasions. > 
Attractively designed for the individual desk, library 
table or the Executives desk. The modern desk set is 
not complete without a "Princess" Postal Scale. 


Write for price list. For Sale by Leading Dealers 


PELOUZE MANUFACTURING CO 


232-242 EAST OHIO STREET 





STEN.) DLE BACK 
maesteyable... 
instantly! 


A handy machine for use in offices or small binderies 
where catalog and booklet assembling is done. 

Uses four different leg length staples, namely 1/4”, 
5/16”, 3/8” and 1/2”, without any mechanical change 
and has a 12” reach. Can bind from two sheets to 4 
3/8” thickness. Both saddle back and flat interchange- 
able tables are standard equipment, 

Look into this and other Acme Staplers. Send today 
for our "'Silverstreak"’ folder describing the various 
types of Acme Stapling equipment. 


The ACME Silverstreak Line 
of Office Binders and Staplers 


MIDGET DESK STAPLER e ACME NO. 1 
ACME NO. 2 e SURE SHOT e ro een RE A 








ACME STAPLE co. 


1648 HADDON AVENUE, 





'G= | @.1c Omnia! 





CAMDEN, N. 
ee 


ae. 
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nue anita ones 
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Jhe NATIONAL Line for 
THE HOLIDAY TRADE 
















IDEAL 
GIFTS 
for 
Students, 
Salesmen 
and 


Executives 





Be sure to see the 1941 National line. 
Meets every requirement with its wide 
range of quality and designs. 


National Brief Case Mfg. Co. 


512 S. Peoria St. Chicago, Ill. 
New Address in New York 10 East 34th St. 
New Address in Los Angeles 1709 W. 8th St. 


























AUTOMATIC COIN WRAPPERS 


Stationers! It’s your Line. Exclusively! 


Steel-Strong” Products are sold through Stationers and 
Office Supply Dealers only. We have no retail salesmen to 
pirate your customers and cash in on your missionary work. 
Write for liberal discounts and sales help on: 
Coin Wrappers Lead Seals 
Bill Straps Seal Presses 
Coin Bags Teller’s Moisteners 
Currency Bags Manual Coin Counters 
Draw String Bags Currency Racks 
‘ Metal Clasp Bags Wrapper Cabinets 
Night Depository Bags Sorting Trays 
| Linen Shipping Tags Coin Storage Trays 


Downey Change Trays 








Pe GEwOWNELY CO. cincinnavin 
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NEW DEALER ESTABLISHED IN AURORA 

F. F. Garrison, Jr. has organized The Service Office 
Equipment & Supply Company at 18 Downer place, 
Aurora, Ill. He has made connections with a number 
of well-known manufacturers of commercial stationery 
lines. Others are in prospect. 

Mr. Garrison is an experienced office equipment 
salesman, who temporarily departed from the field in 
1930, after ten years’ connection with a retailer in 
Aurora. For about five years he was associated with 
the motion picture industry in Hollywood, and then for 
two years served as assistant manager of the Holly- 
wood store of the Stationers Corporation. He was on 
the staff of the Industrial Printing & Stationery Com- 
pany for a short time and then returned to the Middle 
West as a salesman in the furniture department of 
the Marshall-Jackson Company, Chicago. 

In addition to conducting the Service Office Equip- 
ment & Supply Company, Mr. Garrison also operates 
the Haunted Book Shop, located in a woolen mills 
building which is one hundred six years old. He still 
has time to ride his hobby of motion pictures for 
home use. 

ee en 

ROYAL PROMOTES HULT TO MANAGERSHIP 

The Royal Typewriter Company, Inc., has announced 
the promotion of Lenus C. Hult to the managership of 
the Oklahoma City branch office of that company. It 
became effective last month. 

Mr. Hult first came to be associated with his com- 
pany in June, 1933, as a salesman attached to the Den- 








L. C. HULT 
ver office. Five years later he was promoted to field- 
man in the portable division of the company, in Sep- 
tember, 1938. 

His excellent record won him further recognition 


when he was made manager of the Oklahoma City 
branch office and qualified him for his new position 


there. 
nN 
PHILLIPS AND CROWN RIBBON IN MERGER 

George F. Yancey, president of the Phillips Ribbon 
& Carbon Company, Rochester, N. Y., last month an- 
nounced the purchase by his company of the Crown 
Ribbon & Carbon Company, also of Rochester. The 
two organizations will be merged. 

At the same time it was announced that the Case- 
Hoyt Corporation, specializing in decorative printing, 
has purchased the Crown plant and will convert it into 
an addition of the Case-Hoyt main plant. 

Mr. Yancey, who is one of the leaders in the ribbon 
and carbon industry and is prominently identified 
with the Eastern field, also disclosed plans which go 
into operation immediately. These include moving the 
entire equipment and machinery of the Crown organi- 
zation to the Phillips plant and the continued manu- 
facture of Crown products. Mr. Yancey said in part: 

“WwW. B. Pannell, vice-president of the Crown com- 
pany, as well as that organization’s key employes are 
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FAULILESs 
THE MOST COMPLETE LINE 


STRICTLY COMMERCIAL LOOSE LEAF BOOKS 


FAULTLESg 

MERCHANDISE IS NEVER SOLD IN CHAIN STORES 
FAULTLESg 

MERCHANDISE IS NEVER SOLD DIRECT 

FAULTLESg 

MERCHANDISE IS ALL THAT THE NAME IMPLIES 
FAULTLESg 

MERCHANDISE COMMANDS REPEAT BUSINESS... 


















FAULTLESS TYPE “A” 
VISIBLE RECORD BINDER 


THE ORIGINAL 
SLIDE OPENING 
RING BINDER 


The sheets lie flatter 
—wear longer—more 
rings to carry sheets 
.- when in posting 
position. 


with Zipper Case. Its Pat- 
ented Sheet Lifter prevents 
the tearing of sheets. All 
Standard Bindings with or 
without Zippers. 






SECTIONAL 
POST 
BINDERS 








4a 4a 
Progress 

“Rapidiock”’ 

“Stalok”’ 








EXCELLO 
POST BINDER 


Slotted Lock with 
Slide Button and 





Patented Safety FLEXI-POST 
Catch. The First Chain Post 
Binder . . . and still 
The Leader. 


Write for Catalog. 


STATIONERS LOOSE LEAF COMPANY 


524 NORTH BROADWAY + MILWAUKEE . . . NEW YORK «+ 237 LAFAYETTE STREET 
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all to be added to the Phillips’ staff so that the clientele 
of the Crown company will be assured of the same 
service they have received in the past plus the added 
a of the facilities of the Phillips’ offices and 
plant.” 

As a result of the merger, which was engineered by 
Mr. Yancey, the Phillips organization will have a total 
sales volume approximating $500,000 annually, making 
the company a big factor in the national carbon and 
ribbon field. 





Purchasing Agents 
REFERENCE 
INKED RIBBONS 


CARBON PAPERS 

















NEW M. & V. OFFERING.—Above is pictured the “Reference 

Book for Purchasing Agents,” a counterpart of the valuable 

“Salesmen’s Guide” recently offered to the trade by Mittag 

& Volger, Inc., Park Ridge, N. J. The new book, properly dis- 

tributed by dealers, will help to educate the consumer and 
thereby improve business. 


_———0—=a oe - 
GRAHAM COMPANY BEGINS SECOND HALF 
CENTURY 


Fifty-first birthday anniversary marks another half 
century begun by the John W. Graham Company of 
Spokane, Wash. A full fifty years having been rounded 
out last year, this early autumn season marks entry 
of another half century cycle, so that a full century 
may yet be completed by the pioneer stationery house. 

Throughout every section of the store were bargain 
birthday items, and many practical reductions in other 
items—although, the management currently points out 
in page broadsides and sales promotion that hail the 
fifty-first milestone, there are some items of pledged 
price, some articles held on merchandise contract or 
subject to fixed sale by manufacturers which of course 
cannot be reduced, no matter what the occasion, even 
the splendid annual celebration that stands at the 
height of retail events in the Inland Empire. 

Doors flung open to the traditional event at 708 to 
716 First avenue when the fifty-first birthday celebra- 
tion was under way recently, accommodated thousands 
of shoppers from the First avenue side, while the doors 
at 707 to 711 Sprague avenue admitted the Sprague 
avenue following. 

The large store staff, trained for this annual event, 
was on hand to wait on the augmented groups of cus- 
tomers participating in the birthday party of Graham’s 
that took the form of “presents” in the matter of sta- 
tionery savings effected wherever possible-—CML 

——  « ~—m e - 


BLOTTERS AS CUSTOMER REMINDERS 

Free blotters, given out to aid customers and pros- 
pects remember the firm’s sales representatives are 
proving effective for Bushong & Company, Portland, 
Ore., office equipment and supply house. 

These blotters, with the firm’s name prominently 
printed upon them, tell what services are available 
as well as the merchandise stocked. While calling 
attention to stationery and office supplies, the printed 
message on the blotter also lists printing, bookbinding, 
lithographing of every kind, as well as filing cabinets, 
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POSTURE CHAIRS 
A 
For Comfort . . For Health . . For 


Efficiency 


ADJUSTMENTS 


“A Model for Every 
Need” 







No. 505 with 
VENTILATED SEAT 
EASY TO SELL AND EASY TO DEMONSTRATE 


Sold Exclusively Through pv ng 
Write today for complete catal 


STURGIS POSTURE CHAIR. co. 


STURGIS, MICHIGAN 


EASY ® QUICK © POSITIVE 











THE EASY WAY 


@ From coast to coast, dealers in office equipment have 
come to think of the St. Johns line of office tables as the 
‘Easy Way’’ to volume sales. And there is good reason 
for it, for the St. Johns Table Company never relaxes its 
efforts to promote goes will between the dealer and his 
customers. It adher es rigidly to its standards of good 
design, durable cons uction and excellent finish at prices 
that will allow the dealer a profitable mark-up and yet en- 
ables him to give his customers good value. 


Pictured below is our No. 28 table which is made of spe- 
cially selected Plain Oak in Office Golden and School 
Brown Finish. This table and our No. 29 table which is of 
the same design made of Solid Northern Michigan Hard 
Maple in Walnut or Mahogany finish have all the qualities 
that have made the St. Johns line of office tables earn its 
enviable reputation 


Write for the New St. Johns catalog showing this and many 
other distinctive fast selling tables in the St. Johns line. 


inches thick 


Plank edge top, 1'/, 
with extra frame underneath to 


prevent war ping Legs are 2% 
inches. 6 foot length table has 3'/, 
inch legs. Drawers are dovetailed 
front and back with framed in 3 





lengt! e drawer only. 


SIZES 
32 x 60 inches 
34 x 72 inches 


4x 36 in 
30 x 48 inches 











ST. JOHNS TABLE COMPANY 


CADILLAC, MICHIGAN 


_ Office Furniture Werehouse waste 578 pacino N.Y. C. 
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FOR NUMBERING 
bigger discount gives 
you a bigger margin 


Send for prices, discounts and descriptive circulars 


The “Big Six,” a quality grouping, offers the advantage of 
a wide selection of any of its numbers, with the privilege 
of obtaining the greatest quantity discount ever offered on 
any line of numbering machines! 


MODEL 49 


A popular low-priced automatic 
numbering machine with Consecu- 
tive, Duplicate and Repeat actions. 
Triplicate or Quadruplicate may be 
substituted for Duplicate. At $7.50 
list, it cannot be duplicated for 
value, performance or profit. 


ROBERTS NUMBERING MACHINE CO. 


694-710 Jamaica Avenue, Brooklyn, N. Y. 





Western Distributor 
LOUIS MELIND CO. 


362 W. Chicago Ave. 593 Market St. 
CHICAGO, ILL. SAN FRANCISCO 

















POSTURE 
CHAIRS 


Nationally known 

companies through- 

out the country are 
standardizing on 
Facility chairs. The 
reasons are apparent 
. . they’re better 
built, have quick and 
easy adjustments and 
are priced right. 






No. 550-L 


e rt te > Our new “500 Line” is just now 
@) NS ready, write for new catalog just 


; 2 NS 
“7 1URY off the press. 








THE FRITZ-CROSS COMPANY 


304 E. 4TH ST. ST. PAUL, MINN. 
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desks, chairs and office equipment. Every time a re- 
cipient of a blotter uses it, he perceives the printed 
notices are the names of the twelve sales representa- 
tives of this company printed around the edges of the 
blotter, at the bottom and top. 

Customers or prospects many times remember the 
last name of a salesman, or mentally pigeonhole the 
name and when they want to recall it find that it is 
easy to forget exactly what the name was. A glance 
at the names on the blotter usually brings the name 
back to the mind. It’s so easy to call up Bushong & 
Company, then, and ask for the name of the particular 
sales representative who has called upon them. Such a 
novel method of advertising, it is believed, has much 
to do with the “personalized” service this organization 
features in dealing with prospects and customers called 
upon by salesmen representing them to the buying 


public.—BART 
———- = —___— 


SUNDSTRAND TOTALS N. Y. FAIR ATTENDANCE 

Minute by minute visitors to the World’s Fair of 
1940 in New York can observe the attendance figures 
at each gate by standing before a modest exhibit in 
the Communications building. 

F. B. Troutman of Elmhurst, Ill., designed and oper- 
ates the official World’s Fair attendance recorder. This 
system records the number of people entering and 
leaving the Fair through each of the entrances and 
all exits. 

As each visitor passes through the turnstiles, an 
electric impulse is registered, hundreds of relays and 
stepping switches automatically accumulate these im- 
pulses and record them on a Series of dials. 

On a panel on the back wall of the booth are twenty- 
five dials. The entrance and exit recorder for each 
gate, a daily entrance and exit recorder and an accu- 
mulative grand total dial. 

These figures are transmitted by tens, and in order 
to justify and compute the exact totals, a new stream- 
lined Underwood Sundstrand adding-figuring machine 
with direct subtraction and credit balance is used. 

Thousands and thousands of Fair visitors have wit- 


| nessed the operation of this Sundstrand in the hands 


of most capable operators. One operator, particularly, 
Mr. Siipola, uses over a roll of standard length adding 
machine tape every day. 

Last year, the Fair did this same work, but behind 
the scenes. This year, it was decided that this opera- 
tion had sufficient interest to be put on public display, 
and this judgment has been more than rewarded by 


the interest shown. 
FS >= 


MEMPHIS TYPISTS FORM CLUB 

Stenographers and typists of Memphis, Tenn., have 
recently formed an organization known as the Mid- 
South Typists’ Club, the chief aim of which is to school 
its members for and promote interest in various speed 
typing contests. In existence only four weeks, the club 
already boasts a membership of twenty-seven despite 
the efficiency requirements for membership, which in- 
clude an ability to type sixty-five words per minute 


| with not more than five errors.—CG 


ooo 


NEW WAY TO SELL ODDS AND ENDS 

The Clegg Company of San Antonio, Tex., has en- 
joyed some success in weeding out odds and ends by 
featuring such articles on a small display table near 
the entrance where they are readily seen by patrons 
entering the store, and where the sales are better. 

“There is a psychological angle to the arrangement 
of these items that has to be taken into considera- 
tion,” William C. Clegg, member of the firm and a 
past president of the NSA, stated, in discussing the 
plan. “I came in one morning and noted that the 
various items were arranged in a haphazard manner 
and got after the boys. They explained that this was 
the most successful manner of moving them. If the 
arrangement was orderly, people hesitated to touch 
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An exclusive, patent-protected Invincible 
innovatior that is winning sensational sales 
for dealers from coast to coast. Only In- 
vincible gives you these outstanding sales- 
builders and backs them with national ad- 
vertising. Concealed Safe Units are one of 
the SALES-PLUS features of the entire 





Invincible Line of matched business furni- 
ture, dead record storage units and a com- 
plete line of files in all sizes and grades 
with big range of drawer and height com- 
binations. 

Write TODAY —-for full advantages of 
selling the entire INVINCIBLE Line. 


INVINCIBLE METAL FURNITURE COMPANY 


2610 Franklin Street 


Manitowoc, Wisconsin 


Eastern Warehouse: 401 North Broad Street, Philadelphia 
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SS CONCEALED SAFE UNITS 
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THE WHITE BAND 


REG.U.S. PAT. OFF. 















PRECISION 
BUILT ANDA 
FAVORITE WITH 
BIG CONSUMERS 












Are you acquainted with 
the Ben. Franklin Fran- 
chise Protection Plan? 
Ask us, if not. 
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them for fear of breaking up the arrangement, but 
if they are in the form of a hash display, people pick 
out what they want, and the items move well. 

“This display has done much to keep our stock rid of 
odds and ends, items that we have discontinued, and 
Similiar merchandise that, otherwise, would become 
shopworn and result in a loss.”—-BCR. 

<= —___ 
GEIL SELLING FOR CENTRAL DESK IN 
WESTERN STATES 

Lester L. Geil is the new western representative for 
Central Desk Manufacturing Company. He has been 
calling upon office furniture dealers and stationers 
with office furniture departments in the West for years 

















LESTER L. GEIL 


and is well known throughout the area. His connection 
with Central was effective the first of October. Other 
companies he represents include All-Steel-Equip Com- 
pany, Wabash Cabinet Company, Marble & Shattuck 
Chair Company, and the Wagner Furniture Company. 
— >. ——__— 


VISIBLE RECORDS EXTENDS DEALER 
DISTRIBUTION 

The Visible Records Equipment Company, Chicago, 
has been giving an increasing number of exclusive 
franchises to dealers who are interested in developing 
the sale of visible equipment. The company has de- 
veloped a dealer help program which includes the 
services of counsellors trained in the sale and applica- 
tion of visible records, who work with the trade lend- 
ing specific assistance and recommending precise visi- 
ble installations. The company also maintains a bul- 
letin service, each issue of which is devoted to a 
specific problem. It presents case studies showing 
practical applications of visible records. Several new 
circulars are also available to the trade for selling pur- 
poses. All literature is designed to carry dealer im- 
print. A library of stock and special forms is main- 
tained numbering some 50,000 items. This material is 
also available to the trade. 

The company exhibited its complete line at the re- 
cent National Stationers convention in Chicago. It 
was the first public showing of Tra-Dex, a new item 
in the company’s list of products. 

0 —ee 


BOMBS FAIL TO REACH L. C. SMITH OFFICE 

London, Sept. 11.—Despite the havoc wrought and 
the as yet uncounted total of persons killed by the 
German bombing of the city, the cheering news has 
reached America that the 100 employes of the London 
office of L. C. Smith & Corona Typewriters Inc., have 
so far escaped injury. 

The building in which the branch is housed has not 
been bombed, although it is situated in the north cen- 
tral section of London. The Smith-Corona organiza- 
tion occupies two floors of the five-story structure 
which is fireproof and damage-resistant. 

As a means of allaying anxiety felt for the safety 
of the London employes Sidney Price, acting manager 
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Why Not Feature Our Leatherette 
Line of Office Chairs? 


We offer: 

GOOD MATERIALS 

STURDY CONSTRUC- 
TION 


EXCELLENT CABINET 
WORK AND FINISH 











Price attractive 
—generous 
profits 


We invite 
your 
inquiry. 


Write for 
catalog. 


JASPER SEATING COMPANY 


JASPER, INDIANA 








Po 
wa 
SOLD BY LEADING DEALERS EVERYWHERE 





11LO. HARDING co F 
436 W. Pico Blvd., Los Angeles, Calif. 
617 Commonwealth Annex, Pittsburgh, Pa. 
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A NEW LOW-PRICED HAND-OPERATED 


MULTIPOST ENVELOPE SEALER 
Model SS — Price $55.00 


An automatic feed sealer, backed by our 28 years’ experience. Positive 
separation, perfect moistening—at a speed of 75 envelopes per minute. 
An ideal envelope sealer for the small or medium sized office. 

We also make a geared, hand-operated Model SH Sealer at $90. 
Seals 150 envelopes per minute. Also a motor driven Model SM at 
~~" ag model is the finest machine of its kind. Seals 350 envelopes 
@ minute, 


We also manufacture: 

4 Models LETTER OPENERS, 
2 Hand-operated, $850 and $90 
2 Motor driven, $110 and $150. 

4 Models MULTIPOST STAMP AFFIXERS, prices from 
$20 to $35. 

THE MULTIPLE MULTIPOST, an automatic stamp dis- 
penser, for handling various denominations of stamps. 


ALL machines shipped on approval—no obligation. 
DEALERS—Write for booklet and get dealer proposition. 


MULTIPOST CO., 100 Centre Pk., ROCHESTER, N. Y. 











New Improved AIRMAIL Model 


—_ 


TRINER! 
Airmail A 
Special /7 | 
No.300 ff J 


EXTRA 
FINE 
CONSTRUCTION 


Capacity 1 lb. x Y% os. 


for automatically indicating with highly improved 
legibility of figures: 

Airmail 

First-class Mail (local & out-of-town) 

Foreign First-class 

Merchandise & Printed Matter 

Catalogs, Books, Newspapers 

Publications, ete. 
Built throughout of steel, highly sensitive and accur- 
ate, handsomely finished in chrome and satin black. 
This special model offers a new range of opportuni- 
ties for selling scales for Airmail as well as general 
mail, 

Write for Circular X. 


TRINE SCALE & MFG. CO. 
2714 W. 21st St. Chicago, Ill. 

















OFFICE APPLIANCES 


and director of the British branch, yesterday sent the 
following cable to Hurlbut Smith, president of the 
company: 

“London office sends greetings. All’s well with per- 
sonnel and property British organization. Spirit of 
endeavor and will to win in trying circumstances high- 


est ever.” 
ne en eee 


STATIONERS AID BETTERMENT PROJECT 

Just how much can be accomplished when a whole 
community backs a betterment project has been clearly 
demonstrated at Menominee, Mich., where an extensive 
retail construction program is nearly three-fourths 
completed. 

Office supply dealers who helped to put this across 
were W. B. Gregory and the Office Supply Company. 

Menominee has secured five new stores during the 
past year, by going after them armed with petitions 
signed by hundreds of local residents and carrying a 
promise to patronize such stores. This has been the 
outgrowth of a determination to make Menominee a 
trading center as attractive as their neighbor, Mar- 
inette, Wis., which lies just across the Menominee 
River. The towns are of similar size—about 13,000. 

First step was a complete reorganization of the 
Chamber of Commerce. A full time secretary, Frank- 
lin Merritt, was hired. Mr. Merritt’s record at Ash- 
land, Wis., in similar work, was excellent. 

A program was instituted to make the people of 
the community more conscious of the advantages of 
trading at home. Essay contests were held among the 
school children on the subject, “Why It Pays to Buy 
in Menominee.” The efforts of the children to secure 
help and ideas from parents started the whole town 
talking and thinking. 

Menominee badly needed a good hardware store, 
and this was the first store secured through the peti- 
tion method. Two hardware men from another city 
were induced to open a fine store there, in an excellent 
location. The whole city took part in a gala opening, 
with bands playing and speeches by city officials. 

Two fine ladies’ ready-to-wear stores, one children’s 
clothing store and a number of smaller stores were 
secured in short order. 

There remained one big job to do in the Menominee 
program. A large building, formerly occupied by a 
department store that failed, stood vacant in Menomi- 
nee, a mute reminder of a not too bright past in 
Menominee merchandising. This was a community 
building, erected by the citizens, some fourteen years 
ago, with the hope that a fine store might make its 
place in the community. The store had failed. 

Odd as it may seem, the Chamber of Commerce cir- 
culated petitions requesting Montgomery Ward to come 
to Menominee, with a branch store. Contrasted with 
the usual antagonistic attitude toward chain stores, 
the 3,000 signatures were more than surprising. 

Montgomery Ward will occupy a part of the build- 
ing, as will also the A. & P. super market. To make 
shopping easier, the city has purchased some land to 
increase available facilities to park cars. 

All of these activities left only one available store 
building in the retail section of the city. To care for 
further expansion, the Chamber of Commerce induced 
one of their men to purchase a piece of property in 
the retail section and construct a store building upon 
it. The option on the property was secured by the 
President of the Chamber of Commerce and was turned 
over to the builder. 

Other buildings have been planned and local capital 
has been induced to invest in these enterprises. 

One outstanding thing in the search for new retail 
business for Menominee has been the manner in which 
the Chamber of Commerce has investigated the 
prospective businesses. They wanted nothing but sub- 
stantial businesses, and those of doubtful financial 
backing were discouraged. This will, they feel, assure 
a long period of progress in shopping conditions in 
Menominee.—NPS 
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AWRENCE was always a pushover for a nice pair of cogs and fell like 

a ton of brick for this mechanical marmalade spreader. “But I don’t 

like streamlined toast,” cries his wife and now they'll either have to chuck 

the toast factory or open a lunch room: a plain case of the wrong machine 

for the situation. Here it was harmless extravagance—but if it happened 
with figuring machines in any business, it would be serious. 


IT CAN’T HAPPEN WITH MONROE 
Monroe has so many models it can fit any condition in any business. Take 
adding-calculators: Monroe has no less than 24 models! From the small, 
hand operated Model L to the great Model A-1, “master mind” of all 
automatic calculating machines. And— Monroe offers practical advice, 
based on thousands of case histories, as to exactly which machine best 
fits your business. 


In short, only Monroe can give you the machine plus the figuring 
service that fits like a glove. Phone the nearest Monroe branch, or write 
us for literature. 


MONROE 


There is a Monroe machine for every type 


Lowest priced keyboard add- 

ing-caleulator on the market 

Model L. Multiplies, divides, 
adds, subtracts. Spot-proof keyboard 
“Velvet Touch.”’ Light weight portability. 
d i ‘ Hatd operated ideal for office or home. 
of business figuring—adding-calculators, 
adding-listing, bookkeeping, check For easing the load of volume figures, 
Monroe Calculator A-i has no equal. 
Completely automatic, with automatic 
short-cut multiplication — a 
new and unique time saver 
in mechanical figuring. 


writing and check signing machines. 





MONROE CALCULATING MACHINE COMPANY, INC. - ORANGE, NEW JERSEY 
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No. 4028 $3950 


WITHOUT BASE 


PRONTO 


STEEL BLUE-PRINT CABINET 


An eight drawer Blue-Print Cabinet designed for the safe keeping of 
drawings, maps, tracings, art work and blueprints up to 24” x 35”. Made 
of heavy gauge furniture steel. Electrically welded throughout. Drawers 
glide smoothly and easily. A hood in the rear and a lift compressor in 
the front of each drawer keeps prints and drawings in perfect order. 
Cabinets can be bolted into solid batteries. 


Outside Housing 377,” w. 2334” h. 26%” d. 
Inside Drawer 7 ow, 2'/5” h. 25” d. 
BASE for above cabinet 14!/g” high $6.00 


PRONTO FILE CORPORATION, NEW YORK CITY 





PRONTO STEEL CARD CABINETS 


PRONTO STEEL TRANSFER CASE 


A high-grade steel Transfer Case. Can be 


Single or two drawer units for all standard card sizes, SAGER de cousin este andthe Glen 


Built of a fine grade steel. Equipped with rubber feet. green, baked enamel finish, brass plated 
Drawer stop prevents drawer from falling out. Improved 
spring compressor. 
Pronto build-up fea- 


ture for stacking. LETTER faze 
Solid brass hard- 12%” 30 iy” 
ware. Olive xa 
green, grained $949 
walnut and ma- 
hogany finishes. PRONTO 
for 3x5 cards one Aneel tite 


$2 75 


PRONTO FILE CORPORATION, NEW YORK CITY 





eard holder and solid steel 
handle. Electrically welded 
throughout. 


No. C112 


NEW YORK, 
N. Y. 


































ceiling. 


CORP., 
NEW YORK CITY 





PRONTO FILE~ 













PRONTO “Cancelled Check” FILES 


Designed for cancelled checks, drafts and deposit tickets. Made 
of a heavy grade furniture steel yet costs only a few cents 
more than corrugated board paper files. Equipped with beautiful 
plated card holder and handle. Olive green baked enamel finish. 

Can be interlocked into solid units and built as high as the STEEL 


INSIDE DIMENSIONS 
9” wide—4!,” high 
—24” deep 





PRONTO 


SORTERS 


A newly designed sorter constructed en- 


PRONTO FILE CORPORATION, NEW YORK CITY 











Price 

tirely of heavy gauge steel, equipped No. 345 
$495 with gliding compartments, name plates 9 compart- 

attached. Can be labelled A to Z for $0” ee 13” 
filing purposes. A splendid work or- jy x 1274” D 
ganizer or main distributor. Also used 
as a sample rack. Olive green baked $4 1°° 
enamel finish. 

No. C 109 











Letter Size 


$479 


PRONTO 


Corrugated Board 
STORAGE FILES 


Made in 35 
Popular Sizes 
Steel Reinforced 
Steel Front 


PRONTO FILE CORP., 


NEW YORK CITY 





Are You Working on a 
Catalog or Mailing Piece 


Successful literature always carries 
popular PRONTO and COLE items. 
Ask for a list of stock cuts. There is 
no charge for this service. 


PRONTO FILE CORP. 
349 BROADWAY, NEW YORK, N. Y. 
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SCHOOL WORKS OUT WELL FOR INEXPERIENCED 
OFFICE GIRLS 

The problem of efficient substitute help, as well as 
replacements in his staff is one which every business 
man must face occasionally, whether he hires one girl 
or 100 girls. A few days’ or a few weeks’ illness of a 
regular employe can completely disrupt an office rou- 
tine, if the business man must depend upon girls from 
some high school or business college who have had no 
actual office experience. 

On the other hand, the problem of gaining experi- 
ence in a business world where practically every em- 
ployer demands experienced help is a major one for 
the new graduate. 

The business men of Newport, Kentucky, together 
with the local Chamber of Commerce of Campbell 
County, have found a solution that works out ex- 
tremely well for both the employers and the girls. 

The Chamber of Commerce, in their own office, have 
established a “school of experience” for inexperienced 
girls. They select only the best of the business college 
and high school commercial department graduates. 
Under an extensive training period of six months to 
a year, the girls become efficient office workers, and 
since Chamber of Commerce girls are in great demand, 
the list of girls desiring training is always a long one. 

No more than three girls are ever taken at any time, 
and it is found that two is to be preferred. These 
are taken at slightly different times so that they are 
at different stages of the work. The girls must agree 
to give the Chamber six months to a year, without a 
salary. They are then added to the regular staff. 

Considerable study is demanded of the girls. Text 
books are supplied to the trainees. Also, the office is 
equipped with various styles of typewriters so that the 
girls become efficient in the use of all makes. The 
agents and sales organizations of various office equip- 
ment supply special appliances. 

Soon after the girls enter the office, they are allowed 
to handle simple inquiries, composing the letters of 
reply, etc. 

When their accuracy has developed a little, they are 
sent to the A. B. Dick School for specialized training 
in the use and operation of the mimeograph. This is 
followed by work on handling form mailings and rou- 
tine correspondence with special attention to the prob- 
lems of mail campaigns, collection letters, etc. When 
the trainees have become efficient enough to handle 
commercial work, in the letter shop, etc., they contract 
work for the letter shop and secure any amounts over 
and above the cost of the work. 

One important phase of their training is that re- 
ceived in the credit bureau division. 

From credit bureau work, they go into routine gen- 
eral office practice, in other departments, begin to 
take on work that comes in from members of the 
organization, lodges, clubs and others in need of re- 
cording or duplicating, making up and mailing invita- 
tions, various form letter work with color work, art 
work, matching and filling in, etc. 

In the mean time, the development of a fine tele- 
phone and counter personality has been stressed. 

To assist the girls in meeting the public, they are 
sent out to make calls on Chamber members, to handle 
their requirements for extra emergency help, etc. All 
outside work is paid for on regular scale and the girls 
draw that. This gives them experience and their rec- 
ommendations that they so badly need when they are 
finally ready for a full time position. 

Ali business men in the community take a tre- 
mendous interest in the training girls receive, and 
even though they may not be Chamber members, send 
in as much work for them to handle, as possible. 

When the girls have been with the Chamber from 
six to eight months, they usually secure very good 
positions, for their training has been much above the 
average. The girls are required to take a civil service 
examination and many of them pass into rather excep- 
tional positions. 
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1317 S. Sixth St. 


I Have 


a Small Standardized Stationery 


CATALOG 


Covering the Outstanding Items 


of the Business 
YOU MAY 


Make up your own cover specifications. Change 
any or all prices at a small charge. Have any 
steel equipment line shown. Add pages at a 
nominal charge. Set up your own wood furniture 
page. 


I WILL 


Sell only one dealer in a town. 
Furnish sample on request. 
Give you any information you desire about it, 


providing your town is still open, if you will 
drop me a line. 


BASE PRICES 


250 20c_ ea. 1000 ct SO OM 
500 17'/oc ea. 2500 .....12Ye ea. 
Price changes 10c ea. 


JACK R. LAWS 


Springfield, Til. 























FOR 


advertising ... 


opportunities. 


Retail (black or colors) $1.00 up 
Duracrome Re-New-Points 25c 
Osmiridium Tipped 50c and 75c 


THE ESTERBROOK PEN COMPANY 
86 Cooper Street 
Camden, N. J., or 
The Brown Brothers, Limited 
Toronto, Canada 


bstertrvok 


RE-NEW-POINT FOUNTAIN PENS 


HIGHER prorits 
and LOWER /nventories 


With 18 Re-New-Point Styles and a 
basic color assortment, Esterbrook 
Fountain Pens make it possible for 
you to completely satisfy any cus- 
tomer whenever it’s a matter of point 
or price. Backed by strong national 
with a rapid turnover 
guaranteed by limited inventories . . 
Esterbrook Fountain Pens offer sta- 
tioners one of today’s finest profit 
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BRIGHT 


Leather Office Furniture 


Here is supreme achievement in the con- 
version of beautiful leathers and woods into 
luxurious, comfortable and durable furni- 
ture. Its installation brings impressive ele- 
gance to the executive office. 


The BRIGHT catalog shows variety o/ style 
and design suiting most demands. For those 
who must have something entirely different 
and distinctive, our designers and stylists 
offer a special service. 


BRIGHT CHAIR CO. 


INCORPORATED 
127-133 BLEECKER ST., NEW YORK 
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144 SALES IDEAS 


AT LESS THAN A DIME APIECE 


This WORK AND IDEA BOOK 
contains 144 proved ideas for pro- 
moting sales. It is chock full of 
material for conducting sales meet- 
ings, sales contests, making sales 


PRINTERS a : , 
INK presentations, writing direct mail 
and letters; as well as meaty meth- 
WEEKLY ods for answering sales problems 
SAYS and handling salesmen. It is called 
STEP BY STEP IN EFFECTIVE 
" SALES PROMOTION, bound in 
A book that loose-leaf attractive Linder, size 
is worth in- 8% x ll. 
vestigating Material similar to that which is 
by anyone contained in this book is sold as 


a monthly service for as much as 
10 times the cost of this work. 


The price of this book is $10. 
WITH THE GUARANTEE THAT 
ANY IDEA OBTAINED FROM IT 
WILL NET MANY TIMES MORE 


seeking ways 
and means of 
helping sales- 
men operate 
more effi- 











ciently.” THAN ITS TOTAL COST. 
SEND FOR YOUR COPY 
TODAY. 


ANTHONY ATWELL 


and Associates 


1369 E. 57th St. Chicago, Ill. 
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Too, many of them are found to be so satisfactory 
on substitute work that they secure regular employ- 
ment through this channel, when a member has an 
opening in his organization. The girls are more or less 
familiar with the member’s routine and make fine 
employes from the very start. 

The girls who are accepted as trainees must have 
the recommendation of some member of the Chamber 
of Commerce, and this ties the membership in with 
the work in a highly desirable way.—NPS 

— @ — — 


NOISE ABATEMENT DRIVE PLANNED 


The first concrete move toward the proposed ob- 
servance of Noise Abatement Week on October 21-26 
was made last month when representatives of nine 
major manufacturing firms met at Buffalo, N. Y., and 
formed the National Noise Abatement Council. 

Among the business organizations heading the drive 
are Remington Rand, Inc., and the Underwood Elliott 
Fisher Company. The remaining seven companies par- 
ticipating in plans for the campaign represent practi- 
cally every major industry in America. 

At the conference a statement was issued which, 
after explaining that noise costs American business 
in excess of $2,000,000 a day, and outlining the objec- 
tive of the drive, read in part: 

“Business is interested because it recognizes that 
quiet surroundings lead to better work, better health, 
lower operating costs—because it has come to realize 
that quiet working conditions more than pay for the 
cost of securing them in the increased efficiency and 
well being that results.” 








———— ————————— 


TO REPRESENT ART METAL.—S. D. 

Bradner who succeeds Roy E. Wells in 

the agency district No. 7 of the Art 

Metal Construction Company, James- 
town, N. Y. 


- —_>- ——— 
CANADIAN NEWS NOTES 

Tyrrell’s Book Store, Yonge street, established fifty 
years ago in Toronto, Ont., has greatly expanded the 
firm’s commercial stationery department in recent 
weeks. 

Wiancko Bros., stationery store on Yonge street, 
Toronto, Ont., has ceased business. 

* = * 

The Dixon Pencil Company, Ltd., Newmarket, Ont., 
has guaranteed the position of any member of the 
staff enlisting for services in the armed forces of 
Canada. The firm will also respect the employes’ 
seniority and equalize the difference between their 
regular salary and their army pay. 

* * . 

J. S. Luckett, Jr., of the Luckett Loose Leaf Com- 
pany, Toronto, Montreal and Winnipeg, was recently 
blessed with the arrival of a daughter. 

- . + 


Jack Wilson, of the Viceroy Manufacturing Com- 











OCTOBER, 1940 213 


MORE XMAS BUSINESS FOR STATIONERS 


Bates presents New gift items 
popular mn appeal and price 


Just realize that every customer that comes into your store for Xmas cards 
is a fine prospect for attractive, new gift items. Give these new Bates Prod- 


ucts good display—they are ideal gifts for man or woman in home or office. 


DIALIST, *1.50 NEW LIST FINDER 


+1. MODEL A 


Beautiful new grained mahog- 
any finish, goes well with any 
desk or table in home or of- 
fice. A moderate priced gift 
for man or woman. 






New, exciting index. Dial the 
letter you want just like a 
phone dial. Cover pops open 
and there you are. All metal, 
handsome rich mahogany and 
gold finish. Rubber feet to 
anchor it and protect the desk. 
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CALENDARKIT, 79c MEMOKIT, 59c 






A compact 1941 calendar Four compartments to hold 
for appointments and re- stamps, clips, rubber bands; 
minders. Two days on all the things you want right 
each sheet. New pad, in- at hand. Rich, brown, plastic. 
serted in a second, no Cover is handy memo pad to 
fussing with ring binders jot down anything the min- 


or complicated punched ute you think of it. Replace- 
sheets—a wonderfully mentpads,eithersingleorsplit 
useful and handsome gift. —_ sheets,sold through stationers. 


THE BATES MFG. CO., ORANGE, N. J., NEW YORK OFFICE, 30 VESEY ST. 


Makers of Bates Numbering Machines, Bates Staplers, etc. 


SPECIAL NOTE: All these items are going big, imprinted as advertising good-will builders. Write our 


New York office for prices imprinted in quantities— these orders mean good volume and good profit for you. 
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HERES NEWS! 


Out goes the old, flimsy, perishable, paper transfer case. Never was a 
bargain—never delivered satisfactory service. 


The new Macey case is all steel, electrically welded and beautifully 
finished. No cardboard, screws, rivets, clamps or gadgets to get loose 
‘and fall out. Here's a case built to do a real job—full 24 inch depth, 
closed flush sides, top, back, bottom. Has non-tipping and side locking 
clamps. All set up ready for use—packed four to a carton. Letter and 
legal size—and the price letter size:— 


$3.00 


What's the Discount? 
You'll be Surprised. 
Write Us. 


THE MACEY COMPANY 


EXECUTIVE OFFICES AND FACTORIES 


GRAND RAPIDS, MICHIGAN 


Desks—Tables—Chairs—Filing Equipment—Filing Supplies—Storage Cupboards—Wardrobes 
Library Shelving—Commercial Shelving—High Line Equipment—Safes—Sectional Bookcases 





























“Pioneers for Fifty Years” 
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pany, Toronto, Ont., is making satisfactory progress in 
his recovery from an infection. 
* o x 
Major Angus Barwick, of Barwick’s, Ltd., wholesale 
and retail stationers of Montreal, Que., has resigned 
from the president of the Montreal Stationers Asso- 
ciation, because of his army activities. He is second in 


command, Canadian Grenadier Guards. 
+‘ + - 


Bertram Ashby, operator of the L. D. S. wholesale | 


paper and office supplies firm, has moved his business 
from 529 Dundas street, Woodstock, Ont., to much 
larger premises at 521 Dundas street, same city. George 
Sutherland, who has been associated with him for the 
past year, has retired from the firm. 


* * * 


J. Wilton has opened a stationery store at Gros- | 


venor and Waterloo streets, London, Ont.—SJL 
— a <- 


SOUTHERN NEWS NOTES 

Ivan Allen, Sr., chairman of the board of the Ivan 
Allen-Marshall Company, Atlanta, Ga., has been 
named chairman of the Fulton County Board of Pub- 
lic Welfare, succeeding W. E. Mitchell, who recently 
resigned. In commenting editorially on the appoint- 
ment, the Atlantic Journal calls attention to the fact 
that Mr. Allen was chairman of the commission 








which, a few years ago, so successfully advertised the | 


city that 700 new industries were attracted to it; was 
one of the organizers of the now famous Southeastern 
Fair, and was instrumental in raising a $250,000 endow- 
ment fund for Oglethorpe University, near Atlanta. 
Mr. Allen’s appointment was unanimously approved 


by the Fulton County commissioners. He will devote | 
a considerable portion of nis time during the next few | 


months to the affairs of this important board. 
* * * 

The first stationery store employe to be “called to 
the colors” in Atlanta was Hayden C. Jones, of the 
Ivan Allen-Marshall Company, who was recently 
ordered out for duty with the National Guard. 

* ~ * 


The R. C. Allen Company, formerly located at 57 
Pryor street, N.E., Atlanta, has moved to new quar- 
ters at 65 Pryor street, N.W. 

A permanent order has been signed by Judge W. E. 
Thomas, in the Valdosta Superior Court, enjoining the 
city of Columbus, Ga., from enforcing its new chain 
store tax ordinance. The ordinance placed a license 
tax on chain stores in the city ranging from $25.00 
a year on stores in chains of less than twenty-five to 
$400 a year on stores where there were 375 or more 
units in the national chain. This is the second chain 
store tax to be invalidated for Columbus by the courts, 
and the order will effect all other chain store tax 
ordinance in the state, it is expected —JHR 

— 2 —— 


HOTCHKISS INCREASES TERRITORY FOR SHARP 


E. R. Sharp, well-known traveler in the mid-West 
for The Hotchkiss Sales Company, last month an- 
nounced a change of address and can now be reached 
at 4622 Bedford avenue, Omaha, Nebr. 

At the same time Mr. Sharp said he had taken on 
an increased territory for Hotchkiss to include the 
following six states: North Dakota, South Dakota, 
Nebraska, Kansas, Minnesota and Iowa. 


sncsienasiiiiiailiaiatduiaaeai 
ALLIED BULLETIN SERVICE PRAISED BY DEALERS 

The new bulletin service entitled “Opened By Mis- 
take” which was recently inaugurated by the Allied 
Carbon & Ribbon Manufacturing Corporation, 165 
Duane street, New York City, has resulted in the re- 
ceipt of a number of enthusiastic letters from dealers. 
According to officials of the company many of their 
dealers have described the service, which is furnished 
free upon request, as a great aid in more intelligently 
applying and selling carbons and ribbons. 
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‘You Come Away 
With an Order 


WHEN YOU 


Show this Card! 









Wa a, Code 8 


RTA SS 


HANDY 
SAMPLER 


‘CONTAINS ACTUAL SIGNALS 


This handy card contains a representative assort- 
ment of Cook’s Stainless Steel File Signals in 12 
standard colors. A type for every filing and record 
keeping need. Easily detachable for examination. 

A “catalog” the size of a double postcard. Sales- 
men everywhere like them and use them. They add 
little to your kits and much to your profits! No 


charge to the trade. How many? 


THE H. C. COOK CO., 14 BEAVER STREET, ANSONIA, CONN. 


“ONE HUNDRED PERCENT DEALER PROTECTION” 





TECHNYGRAPH RAINBOW STYLI 


@® A REMARKABLE 
NEW LINE of plastic 
handle styli in trans- 
parent containers. 


AWS ~ Sere. 
— 


@® 29 DIFFERENT 
STYLI, including ball 
points, loop, wheel, 
and shading. 


@FEATHER.- 
WEIGHT, bright-hued, 
non-breakable, non- 
fading Leamarith. 


‘3 


@ PLEASING TO THE 
EYES, smooth to the 
touch, easy to clean 
and keep clean. 


@ THE SOFT, NEU- 
TRAL TONE beige- 
mottled Lumarith at 
the leading end of the 
handle averts eye-fa- 
tigue. Knurling near 
the tip gives the index 
finger a firm grip. 


< 
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a 
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@ MADE IN U. S. A. 


@ DEALERS: Write 
us today for the four 

£3235 page broadside show- 
STYLI TIPS ARE ® ing the styli in actual 


CADMIUM-PLATED ~ 
size and color. 





THE TECHNYGRAPH, TECHNY, ILL. 
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WARSHAW Strrur 
SUPPLIES 
are a sound investment for every 
dealer and every user. To the dealer 
they represent quality at competi- 


tive prices. To the user, satisfaction 
at fair market price. 


Here's a profit combination hard to 
beat. Prices and samples at your re- 
quest. 


THE WARSHAW MFG. CO., Inc. 


BROOKLYN, N. Y. 


1 MAIN STREET 





















ROLL LABELS 
GUIDES 
INDEX CARDS 


REINFORCED 
FOLDERS 


PROTEX 
STICKONS 


MENDING TAPE 


GUMMED 
INDEX TABS 

















LANUUE 


Premium Ink 


FOR FINEST 
1330) me) a sericea 

P| CR AOR 

STENCIL DUPLICATING ae 


MACHINES!! 


This ink will help you make satisfied 
users and increase your repeat ink busi- 
ness. The Quality of PREMIUM INK is 
vest bheht-tiel-te ll oh amb det-Et-ieR AME E-Fele}a- tie) @ am Ct ( 
of all raw materials. 


A Sample 1s Yours — 
for the ashing ! 


Well be glad to send complete 
prices and dealers discounts. 


INK SPECIALTIES CO., INC. 


525 S. LAFLIN STREET . . . . CHICAGO 
FRED B. CANODE, PRES. 





OFFICE APPLIANCES 


NORTHWEST TRAVELERS NOTES 


By A. J. Nordstrom, Correspondent 





Merrill Hasty, of the Sengbusch Self-Closing Ink- 
stand Company, Milwaukee, reports a pleasant visit 
with Jim Irvine and H. C. Willson, Willson Stationery 
Company, Winnipeg. Merrill made a tour of western 
Canada, calling on the various Willson stores accom- 
panied by Mr. Willson. 

The king has been vanquished! Claude Fleet has 
lost the title of King of the Water Hole. This dubious 
honor now goes to Kar! Kiesel, The Carter’s Ink Com- 
pany, who is reported to have driven twenty-two golf 
balls into the water. If the report is entirely true, as 
testified to by the caddies, this is some kind of a 
record. Heretofore Claude’s record was twelve or four- 
teen balls trickled into the drink. There was some 
doubt regarding giving the title to Karl when rumors 
had it that Ned Gilgore had dropped a similar number 
of balls into the water. But the judges later voted in 
favor of the carbon paper dispenser. 

* * * 

Jack Autry, Wilson-Jones Company, was a visitor 
in the Twin City territory in recent weeks and reports 
pleasant dealings with Twin City stationers. 

Bill Neison, of Wilson-Jones Company, and George 
Hansen, former W-J-ite but now with Boorum & 
Pease Company, were visitors in Green Bay in late 
August. 

* * * 

Among the Twin City stationers seen in Chicago 
during the N. S. A. convention were E. H. Hansen, Art 
Grayston, Sterley Jerue, Mr. and Mrs. Cliff Talty. 


—- 





oN OH IN 


Ameriean Red Cross 





INDUSTRY LEADERS HEAD N. A. M. 

Manufacturers of office equipment and supplies are 
prominently represented in the leadership of the Na- 
tional Association of Manufacturers, whose current 
program has assumed increased significance because 
of its contributions to the national defense program. 

Membership of the association’s board of directors 
includes James H. Rand Jr., president, Remington 
Rand Inc., and Craig R. Sheaffer, president, W. A. 
Sheaffer Pen Company. The latter also is a member 
of several important standing committees. 

Among others serving on association standing com- 
mittees are: Merrill B. Sands, president, Dictaphone 
Corporation; C. E. Bradford, secretary, Todd Company, 
Inc., Rochester, N. Y.; A. G. Frost, president, Ester- 





| brook Pen Company; L. C. Stowell, executive vice- 
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“CRazzle-dazzle Gets Me Results, too, Son!” 





@ This boy’s Dad is talking about just one thing... his new 
Remington Rand Printing Calculator. It 1s doing all the original 
division and multiplication work in his office, as it has never 


been done before. Because it prints all factors of every problem IT CAN PROFIT YOU 


instantaneously on tape, the Printing Calculator saves time and 
ee a \ : z : 1. It’s an electric listing-adding-direct 
proves accuracy immediately. No more running the figures twice subsiectinn seesiie 


on ordinary calculating machines. No more dependence on spe- 2. It multiplies electrically, divides aete 
- a cf. ; . and 


cially-trained operators ... its simple, compact 10-key numeral matically. 
keyboard can be quickly mastered by anyone...‘‘Razzle-dazzle’’ 3. In branch office or chain store, it re- 
in the office? Brilliant performance? Surely ... and the fact places two — part-time’ office machines- 


: : : ; ° reduces machine investment. 
remains that this sensational machine is today turning a nice a 


4. Unsurpassed on all original calculat- 
ing~ ideal for payroll and order extending, 
inventory, discounts, interest, pricing, etc. 


profit for thousands of businessmen, everywhere. Chances are 
it can do the same thing for you! 


A full demonstration costs nothing, obligates 
you it no way, wi surely be an eye-opener. 
Arrange for one now. Phone vour nearest 
Remington Rand office. Or write Remington 
Rand Inc., Buffalo, New York. In Canada: 
Remington Rand Ltd., Toronto. 





The Remington Rand 
Printing Calculator 


ONLY Rand NOISELESS, STANDARD AND PORTABLE TYPEWRITERS ... ADDING, CALCULATING, BOOKKEEPING AND PUNCHED-CARD ACCOUNTING MACHINES . .- RECORD 
Remington PROTECTION ... VERTICAL, LOOSE-LEAF AND KARDEX VISIBLE SYSTEMS OF BUSINESS CONTROL... PHOTOGRAPHIC RECORDS EQUIPMENT... AND OTHER 
npr PRECISION PRODUCTS INCLUDING THE FAMOUS REMINGTON RAND DUAL CLOSE-SHAVER — DEALERS, SALES AND SERVICE OFFICES IN 517 CITIES 











EVERY OFFICE NEED 
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... Victor provides the dealer with this wide 
selection of proven, quality equipment and 
supply items with which to effectively serve 


the needs of modern business. 





Small or large, you will find every Victor 
product conforms to all three of these 


major requirements 


1— QUALITY 
Carefully and accurately made of the 


finest materials. 


2— PRACTICAL USE 


Fills a real business need—a product 





that will sell readily. 


“VICTOR VISIBLE RECORD CABINETS 
3— DEALER PROFIT 


Pays the dealer a real profit and builds 


future business. 


You will find your answer to the question 
“What lines can | sell most profitably’”’ in 
the products pictured on this page .. . 





which are representative of the many thou- 
sands of items in the complete Victor Lines. 


Write today for information and prices. 


*These lines sold through franchise dealers only — the money- 
making Victor franchise may still be open in your city. 





VISIBLE REFERENCE EQUIPMENT 





VICTOR UNIT FILER VICTOR TREASURE CHEST VICTOR DUPLICATOR SUPPLIES 


THE VICTOR SAFE & EQUIPMENT CO., INC. 


NORTH TONAWANDA 


FROM INDEX TABS...TO SAFES 








REG. U.S.A. 








OFFICE APPLIANCES 





VICTOR CERTIFIED SAFES 


STEEL FILING EQUIPMENT 


“INSULATED FILES 


FILING SYSTEMS & SUPPLIES 





VICTOR SORTER 





NEW YORK 
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president, Underwood Elliott Fisher Company, E. M. 
Cabaniss, vice-president in charge of manufacturing, 
Joseph Dixon Crucible Company; Edgar B. Jessup, 
president and general manager, Marchant Calculating 
Machine Company. 

Also, H. H. Eckert, vice-president, Thomas A. Edison, 
Inc.; Tracy Higgins, president, Charles M. Higgins & 
Company, Inc., Brooklyn; B. M. Jeffris, secretary and 
treasurer, Parker Pen Company; J. S. Sprott, president, 
The Globe-Wernicke Co.; H. M. Wade, president, Wade 
Manufacturing Company; H. W. Armstrong, secretary, 
Joseph Dixon Crucible Company; James S. Gilbert, 
president, Dexter Folder Company, Pearl River, N. Y.; 
Henry Lanahan, vice-president and general manager, 
Thomas A. Edison, Inc.; L. E. Lentz, vice-president, 
Underwood Elliott Fisher Company; Earl Harding, 
public relations counsel, Remington Rand Inc., and 
Thomas J. Watson, president, International Business 
Machines Corp.—BJ. 

cil at 
NEW ENGLAND TRAVELERS CLUB NOTES 

Members will be glad to know that Edmund Little, 
that progressive Haverhill stationer who underwent a 
serious operation some time ago, is well on the road to 
recovery although it will be several weeks before he 
concludes the convalescent stage. 

ad * * 

The Bruhn Office Equipment Company, Burlington, 
Vt., has recently moved to new quarters at 102 Church 
street, where a large store, attractively decorated in 
modern Style will give the firm ample space in which 
to operate and display their stocks. 

* * * 

At a recent meeting of the executive committee the 
following resignations were received and accepted due 
to the fact that the men no longer travel in or near 
Boston: Harry Ferry, National Blank Book Company; 
Harrie Copeland, Atlas Stationery Company; George 
Heris, of Hartford, Conn. The club announces these 
resignations with regret but with the hope that all 
three of these well-known travelers will return to the 
fold some day. 

* * * 

The club is glad to welcome into membership Harold 
A. Seward who represents the R. A. Stewart Company 
in the Boston district. Mr. Seward resides at 30 West 
Lincoln street, Verona, N. J. 

* a + 

A. N. Geist, former club member and representative 
of the Eberhard Faber Pencil Company and Spen- 
cerian Pen Company and more recently in business at 
Fitchburg, Mass., has joined the sales staff of Blake 
& Rebhan Company, Boston. 

* * * 

The above news items were gleaned from the pages of 
the N. E. T. Club News, official house organ of the New 
England Travelers Club. 


WOLFE GOES ON MILITARY DUTY 
Gibson G. Wolfe, manager of the Wolfe Stamp Com- 
pany, an office equipment store at 718 Main street, 
Joplin, Mo., is off on a year’s duty with Uncle Sam, 
acting in his capacity as first lieutenant of Battery B, 
203rd Anti-Aircraft Artillery regiment of the Coast 
Artillery, Missouri National Guard. His son, Gibson M. 
Wolfe, is to have charge of the business during the 
lieutenant’s absence on duty—-HHB 
—— ee =e 0 


HILDRETH RETURNS FROM WEST COAST TOUR 

Joe Hildreth, salesman emeritus of the Esterbrook 
Pen Company, has just returned from a leisurely tour 
of the West Coast and is back in Chicago greeting and 
being greeted by a large number of old pals in the 
industry. 

Tired of looking at the ocean at Newport Beach, 
Calif., Mr. Hildreth visited Pasadena and Hollywood 
for a ten day stay and then drove to Chicago via King 
Canyon and Salt Lake City. 
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There's lots 


AIR MA 


PAPERS 
designed especially for Typewriter Use 


Special, lightweight papers, designed for Air Mail use, are a 
modern necessity in every office and place of business! The 
tremendous increase in Post-Office Air Mail poundage points 
out the big, new market for typewriter papers designed for 
Air Mail Use! EATON HAS PIONEERED in this field—has the 
largest selection of Air Mail papers, including exclusive de- 
signs that gain preferred attention for correspondence written 
on them. 


GET YOUR SHARE OF THIS NEW BUSINESS .. . 
CARRY THE COMPLETE BERKSHIRE LINE OF 
AIR MAIL PAPERS 

. Write for complete details and samples vy 


EATON’S BERKSHIRE TYPEWRITER PAPERS, PITTSFIELD, MASS. 





ital - Rabe | 
At sea, a terrifying signal, but in the home or office 
the GAYLO S.0.S. (Saver Of Steps) Utility Stand is a 
real step saver. Father can find dozens of places in 
the office where it will come in handy and at home, 
well ... Mother simply would not be without it. In 
the kitchen, dining room, sun parlor, sick room and 
innumerable other places it provides just that extra 
space so often needed. 
Available in mahogany, walnut, olive green and 
white. A promotional item that Dealers can feature 
most profitably. 


WRITE TO GAYLO FOR REMARKABLY 
LOW PRICES AND DEALERS DISCOUNTS 


Yaylo Manufactwung (o., Inc. 


820 NORTH MICHIGAN AVENUE + CH/ICAGO 
























Again a hit is scored 
by introducing the 
latest in office outfits 
that open up a new 
avenue of profit for 


CELLOPHANE 
WRAPPED 


Deeply moulded characters, accurate 
in height and body, assure perfect 
alignment and sharp impressions. 


You'll find these sets the most complete and modern on the market today with MANY 
NEW FEATURES such as... mew characters and much needed business wording for 
daily office usage . . two generous sized type holders (NOT ONE)..a finer stamp pad.. 
the striking, more colorful and modern designed box that invites immediate customer 
attention, cellophane wrapped for protection. All these features at no increase in price! 


it will pay you handsome dividends to STOCK SUPERB OFFICE OUTFITS. 


Get complete facts - write us today - no obligation. 


LOUIS MELIND COMPANY 


39 Cortlandt St. 362 W. Chicago Ave. 543 Market St. 
NEW YORK CITY CHICAGO SAN FRANCISCO 








STARK CALENDAR 
Line 
for 1941 


Investigate 
the NEW 
Features 


of the Complete STARK Line! 


Each pad is printed in two colors (RED & BLUE) on 
high-grade hond paper... . . Also. printing has been re- 
arranged to give maximum writing surface and to show 
the “THREE MONTHS AT A GLANCE?” feature. 

STARK Calendar REFILLS and STANDS are inter- 
changeal le with others on the market. Many other fea- 
tures make the STARK 
line the best line for you 
to sell, 








Write NOW for New 
complete catalog and 
price schedule. Sample 
sheets gladly sent on re- 
quest, 


STARK CALENDARS, Inc. 
525 S. Dearborn St. 
Chicago, Ill. 
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REMINDERS OF AMERICAN LIBERTY 

In this time of national crisis and world unrest many 
individuals and business organizations in the office 
equipment industry are doing their part to remind the 
nation of America and America’s ideals as well as the 
citizen’s obligation as a citizen to stand squarely be- 
hind them. 

Among examples of these fine efforts is one issued by 
The Globe-Wernicke Co., Cincinnati, Ohio. This is an 
art print, in color, of a sunset over a lake, upon the 
face of which is printed “The American Prayer,” by 
R. L. Bartel, artist and World War veteran. The in- 
spiring sentiment of the message is exemplified by the 
last paragraph, which reads as follows: 

“Let each and every one of us remember that Lib- 
erty is a gift not lightly given; that we, within our- 
selves, must preserve for generations yet unborn a 
vision of brotherhood among men, until one day all 
the world shall be ready to share it.” 

Another outstanding example, entitled “The Amer- 
ica We Love,” deals with our national emblem, the 
flag, and was published by J. C. Jacobs, president, the 
Jaco-Lac Decal Corporation, 188 West Randolph street, 
Chicago. This stirring plea to the nation to pay 
homage to the “glorious symbol] to our national unity 
and pride” concludes with: 

“Let Old Glory be everywhere visible. Let us whom 
it protects and shelters give it the utmost of our crea- 
tive devotion, our determined resolve to work for 
America in tranquility and justice, our everlasting de- 
cision that under the Stars and Stripes men will 
always be free in the brotherhood of honor and 


strength.” 
> —_—_— 


FAIR TRADE LAWS FACE MAJOR BATTLE 

Fair trade legislation adherents may face a “major 
battle” in the next Congress for its retention, inasmuch 
as neither political party has bound itself to protect 
the Tydings-Miller Enabling Act, according to the re- 
port of Albert C. Fritz as president of the National 
Association of Retail Druggists to the group’s annual 
convention September 23-26 at the Hotel Pennsylvania, 
New York City. 

Repeal of the Tydings-Miller Act would jeopardize 
the fair trade laws which are now operative in forty- 
four states authorizing minimum resale price con- 
tracts between manufacturers and retailers. Only 
Delaware, Missouri, Vermont and Texas are now with- 
out such laws, although they have become contro- 
versial issues in several states. Deriving the bulk of 
their original support from independent retail drug- 
gists and grocers seeking relief from chain store com- 
petition, the laws have also become factors in numerous 
other merchandising fields, including office appliances 
and supplies, and are applicable to all—BJ 

<ciasiengeal all ieiiacepeais 
OFFICE EQUIPMENT FIRMS WIN PLASTICS 
COMPETITION AWARDS 

A number of well-known manufacturers in the office 
equipment and supply trade have been awarded prizes 
or honorable mention in the fifth annual modern plas- 
tics competition sponsored by Modern Plastics maga- 
zine. 

The W. A. Sheaffer Pen Company, Fort Madison, 
Iowa, received honorable mention for the efficiency 


| and attractive appearance of its pen sets and pen and 


letter opener sets. 

The Zephyr-American Corporation, New York City, 
received a similar award on its line of Autodex index, 
Rollodex and Thermodex. These are respectively an 
automatic index, a memo paper dispensing unit and a 
combination thermometer, penholder and paper- 
weight. 

The Gibson Art Company won a top award on its 
new plastic appliques designed to modernize greeting 
cards. 

The United Autographic Register Company won rec- 
ognition with a new portable sales register. The 
awards are to be presented at a dinner on October 15. 
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Ginst af the POST. . .Ginst at the FINISH 


IN THE RACE FOR SALES! 
Sfandarda 
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POST BINDERS 
The Line that leads the field! 


Standard Boorum & Pease Post Binders are the most efficient bind- 
ers yet devised for housing records in a manner that permits easy 
reference when information on past transactions is required. They 
combine quick accessibility with maximum security, and are made 
in all standard sizes in a range of styles to meet every requirement. 
Several of the most popular lines are shown here. 
























nie ) 
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A BANNER Post Binder. Endlock and Slide Button Toplock styles. Sectional 
Posts, x" and %%” diameter. Heavyweight Green Canvas with Black 
Fabrihide corners. 


B MAJESTIC Post Binder. Exclusive transfer features. Toplock and Endlock 
styles. Sectional posts, \\" and %” diameter. Corduroy sides, with back 
and corners of high grade cowhide, gold tooled. 


C PROGRESS Post Binder. Three styles of mechanism: Endlock, Toplock 
and Slide Button Toplock. Sectional posts, \" and 3%” diameter. Heavy- 
weight Green Canvas sides, with Red Leather corners. 


D BING! SPEED BINDER. An exclusive Standard B & P product—no protrud- 
ing posts, instantaneous action. Bound in Full Black Fabrihide or Canvas 
with Leather Corners. 


E SURELOCK Post Binder. Popular, low-priced. Extensively used for trans- 
fer purposes. Sectional or Solid Posts, ;;" diameter. Heavyweight Green 
Canvas, with Red Fabrihide corners. 


F IMPERIAL Post Binders. Endlock and Toplock styles. Sectional posts 1)” 
and 3,” diameter. Full heavyweight Black Fabrihide binding. This line 
also supplied with Monel Metal Rim. 


Consult our Catalog No. L-23 for sizes, detailed description, etc. 




















BOSTON ST. LOUIS CHICAGO 
29 Otis Street 115 S. 8th Street 538 S. Wells Street 


A Young Organization with Nearly a Century of Experience 






VISIT OUR NEW YORK DISPLAY ROOMS AT 349 BROADWAY 
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OFFICE APPLIANCES 


A POPULAR DESK FROM THE ALMA 1100 SERIES 


Ne. 1160-¢ 
60x32” 
Quartered Oak 


Also in Combination Walnut 
or Mahogany 





When your customer asks for a good strong desk—at low cost—the 7] 
ALMA Line will fill his requirements in every respect. In the above desk, typewriter 
compartment may be had in right hand pedestal by special request. 





ALMA DESK COMPANY) HiGH POINT, NORTH CAROLINAS 

















“TOPS” FOR VALUE 


in any competition! 


High Point's 6410 Series 
Popular Priced Chairs 





No. 8411 





No. 8410 


e Double reverse curved Known from Coast to Coast! Sold from Coast to Coast! 
spindle back High Point's 8410 series is recognized by dealers everywhere as a busi- 


» Flach Beck ness builder in the popular priced bracket. Get your share of this PLUS 


business by featuring this series. 


e Balanced Action Rubber 


Cushion Iron 


vii Merween rg HIGH POINT BENDING & CHATR CO. 


Walnut, Mahogany or Light 


Office Oak Finishes. SILER CITY, NORTH CAROLINA 


Write for prices and descriptive information today! 
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“LITTLE BITS ABOUT BIG MEN” 

The first major book in years by B. C. Forbes, famous 
author of “Men Who Are Making America” and na- 
tionally known newspaper writer, magazine publisher 
and business biographer, is scheduled for publication 
October 25. It is titled “Little Bits About Big Men” 
and features lively, intimate, fruitful anecdotes about 
hundreds of business leaders and men in public life 
the author knows personally or interviewed during his 
forty years of reporting. 

The book reveals such intimate episodes as the time 
the author interviewed a member of royalty while the 
latter was stark naked in a bathtub and the time a 
prominent banker kicked the writer out of his office. 

Through his years of experience in interviewing busi- 
ness leaders of yesterday and today, the author gives 
first hand accounts of the hobbies, the business philos- 
ophies, the peculiarities and personalities of many 
businessmen and men in public life who made head- 
lines in their day—of many who are making front page 
news today. 

“Little Bits About Big Men” by B. C. Forbes and 
selling for $2.50 will be published October 25 by the 
B. C. Forbes Publishing Company, 120 Fifth Avenue, 
New York, N. Y. 

—————-o—_—__— 
DUNCAN “Y” HONORS FOUNDER 

Joseph S. Duncan, inventor of the Addressograph 
and for many years president of the company, and 
Mrs. Duncan were guests of honor at a dinner given a 
few weeks ago by the board of directors of the Duncan 
Y. M. C. A. at the Duncan Boys Camp near Volo, Il. 

The Duncan Y and the Duncan Camp founded by 
him are Mr. Duncan’s chief business in the years of 
his retirement. His funds support them. A grand work 
of great value. 

- o—- eS 
TAFEL JOINS UEF WESTERN OFFICE 

E. I. Tafel last month was appointed to the western 
district office of the Underwood Elliott Fisher Com- 
pany at Chicago where he will undertake the super- 
vision of the accounting machine division activities 
in the territory. 

The appointment was announced by D. Edward 
Conklin, western district manager, who also reported 
that the sales volume of typewriters, adding and ac- 
counting machines and supplies has shown a sub- 
stantial increase over that of last year. 

© 


PARKER TRANSFERS AND PROMOTES NORRIS 


T. H. Norris, traveling representative of the Parker 
Pen Company at Atlanta, Ga., has been promoted from 
junior to senior salesman and has been transferred to 
a new territory, with headquarters in Little Rock, Ark., 
where he and Mrs. Norris will make their home. Mr. 
Norris’ new territory includes all of Arkansas, western 
Tennessee and some territory in eastern Texas, near 
the Arkansas border. The couple has taken an apart- 
ment at 2201 Main street, Little Rock —ADR 


>> 








SCHOOL DIRECTORS HONOR CUSHING 

Directors of the Medford High School Field Asso- 
ciation, Medford, Mass., last month paid high honors 
to W. F. Cushing, treasurer of Adams, Cushing & 
Foster, Inc., Boston, when they recommended to the 
mayor that a new athletic field be named Cushing 
Field. Mr. Cushing is a charter member of the field 
association and a director and treasurer since it was 
founded in 1907. He has advanced large sums of money 
when funds were needed to continue its operation. 

oo - o-—___— 


CULP TO HANDLE KEELER ADVERTISING 
E. T. Keeler & Company, 500 North Dearborn street, 
Chicago, last month announced the appointment of 
O. T. Culp as manager of the firm’s advertising depart- 
ment. Mr. Culp is well known as a commercial artist. 























“KILIAN 


Unground Ball Bearings for the 
Metal Office Furniture Industry 


(U. 8. Patent 1,782,622. Canadia: Patent 324,059. Other patents pending.) 


All parts machined {zon: bar stock and heat-treated, 
outer races are one piece and can be made in any desired 
shape. (No soft stampings used whatsoever.) For cradle 
slides our ball bearings and rivets are in one unit for 
quick assembly. 95% of filing cabinet drawer slides in 
United States and Canada operate on “Kilian” unground 
bearings. Samples made to your specifications. 


Kilian Manufacturing Corp. 


1728-1736 Burnet Avenue Syracuse, New York 











MUTSCHLER BROS. CO. 


NAPPANEE, INDIANA, U.S.A. 
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[ mportant 
Message 


to Dealers 
NOW IS THE TIME~— 


To consider your source of supply from the angle of 
QUALITY OF PRODUCT and DEPENDABILITY of Manu- 
facturer. Quality merchandise insures satisfactory margin 
of profit. Dependability of source of supply is assurance 
of maintenance of quality standards and prompt filling of 
orders. It is most important to the Dealer NOW to care- 
fully consider his source of supply. 


FIFTY YEARS building Quality merchandise is the 
Dealer's answer for dependability and a satisfactory 
margin of profit to enable you to get your fair share of the 
best type of consumer requirements at a good margin 


of profit. 
of. 2 ITTLE. 
a to the Trade Ce 
Years. 


TYPE WRITER RIBBONS, CARBON PAPERS, ETC. 
1888 Factory, Rochester, N. Y. 1940 














Girt SALES flow to You 












RETAILS 
UNDER 


* The Ideal Gift * 


For Holiday Promotion feature this 
smart, popular-priced Pen in Ink Set. 
...+ “The Pen that never fails!" . . . 
Specially constructed fountain. Holds 
several months’ supply of ink. Can’‘t 
tip over. Eliminates messy ink wells. 

. « Pen holder comes in several 
colors and point styles. 


* 


Order NOW for Holiday Sales. Samples 
forwarded upon receipt of inquiries written 
upon business stationery by authorized 
executive. 





u 
ria unconditionally guaranteed 


CORPORATION 


1810 DIVISION AVE., S.. GRAND RAPIDS, MICH. 
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DESCRIPTIONS OF EXHIBITS AT FIVE CENTURIES 
OF PROGRESS EXPOSITION 
(Continued from page 28) 


Bankers Box Company, Chicago, i!l.—Displayed three products for record 
storage filing purposes. Liberty storage boxes, Staxonsteel, the transfer 
file which “builds its own steel shelving,’’ and Liberty permanent storage 
binders for all loose leaf forms. In attendance were President H. L. 
Fellowes; Secretary-Treasurer W. J. Nickel; Sales Manager Folger Fel 
lowes; F, S. Sorenson and John E. Fellowes; and District Kepresentatives 
Jim W. Cooper, Jr.; Horace T. Hamilton, Frank Rising, Jr. and Charles 
I. Schnell. 

Bates Manufacturing Company, The, Orange, N. J.—Displayed the full 
line of Bates products, as well as a new line of Kits, the new grained 
mahogany List Finder, and especially featuring the Dialist teiephone 
index, shown for the first time. Chicago Representative Parle Cooley in 


charge, assisted by Keith Chandor and Assistant Sales Manager 


l. B. Gowen. 

Boorum & Pease Company, Brooklyn, N. Y.—Showed Bing speed binders, 
slide lock ring binders, Nolear sheets and indexes, blank books, complete 
line of columnar pads, flexible hinge ring books, county record books, 
chain post binders, “Standard” diaries, and their latest improved visible 
prong type binders and NoTear visible sheets. C. H. Law was in charge, 
assisted by John Uden, Fred Coleman and Duncan Conklin. From out-ot- 
town were Arthur Bingham and Leo Downey of Brooklyn; Ted Barthel 
of St. Louis and Harry Bergquist of Peoria. 

Carter's Ink Company, The, Boston, Mass.—Displayed inks and adhe 
sives, Midnight carbon paper and typewriter ribbons, and the new 
Christmas wrapped Cube-Well. Especially featured were their modern 
ink and adhesive store fixtures. In attendarce were General Manager 
Ss. D. Wonders, Chicago Manager K. H. Kiesel, Assistant Chicago Man- 
ger H. C. Bates, W. H. Cox, Albert H. Baugher, Kenneth Henderson 
and Dale Galbraith of the Chicago district sales force. 

Columbia Ribbon & Carbon Manufacturing Company, Glen Cove, L. 1., 
N. Y¥.—Featured Marathon silk ribbons. The new 1941 catalogue was 
introduced to the trade. Sales Manager F. R. Nichols, R. C. Moore, 
C. R. Land and H, B. Holmes were in attendance. 

Columbian Art Works, Inc., Milwaukee, Wise.—Displayed the several 
calendar lines including Success desk types; Tear Kleen wall models and 
Executive 4 in 1 and 3 in 1 styles. Harry L. Short and T. W. Norris were 


in charge. 

Commercial Visible Systems, New York, N. Y.—-Exhibit arranged as 

window display which featured every size from three by five to legal 
and pocket style with celluloid 


in the various forms, both in card type 
protective edges. Sales Manager R. 3. Daniel was in charge. 

Cooks’ Inc., Camden, N. J.—Ful-Vu visual binders in many types, made 

Mikafilm, were on display. President Carl B. Cook was in charge. 

Corry-Jamestown Mfg. Corp., Corry, Penna.—Steel Age executive type 
desks, a tabulating file and Steel Age and Corrian conventional lines of 
filing cabinets were displayed. In attendance were Chicago Manager Roy 
1. Edgren and R. C. Anderson, W. Bruce Ellsworth and C. C. Rich of the 
iome office. 

Cramer Posture Chair Company, Kansas City, Mo.—Exhibited posture 
chairs in several models, including new chairs in the lower priced range. 
Demonstrated was a principle of tension control applied to a posture 
chair controlling the tension of the reclining back. The feature of the 
iechanism is that there are no moving parts except a ball bearing 

iler which requires no lubricant. 

Dennison Manufacturing Company, Framingham, Mass.—Exhibited for 
the first time a new series of nine window and counter display cards 

ituring important items in the Dennison line. Two side counters fea- 
tured some of the newer merchandise stressing patriotic goods. A con- 
tinuous motion picture in color gave visitors a quick trip through the 
Dennison plant. Director R. A. Maish was in charge. Also in attendance 
were Advertising Manager J. J. Ford; Chicago Regional Manager W. F. 
Somerville; Chicago Sales Manager of dealer line Kimball Bullard and 
Cleveland Regional Manager P. A. Schneider. 

Diebold Safe & Lock Company, Canton, Ohio.—Demonstrated Cardineers 
in manually operated model and the new electrically equipped type; desk 
styles in 1500 and 3000 capacity, and new streamlined safes. George M. 
Baxter, manager of dealer sales was in charge. 

Dixon Crucible Company, Joseph, Jersey City, N. J.—Eldorado, Ticon 
deroga, Anadel and other pencils, as well as crayons and erasers were 
lisplayed. Rite-Rite Threadline pencil was also shown. H. B. Van Dorn 
was in charge. Others in attendance included John Leckie, Charles P. 
Mueller, William B. Allen, Otis C. Steele, W. J. Becker and T. H. 
Wright, vice-president of Rite-Rite Manufacturing Company. 

Domore Chair Company, Elkhart, Ind.—Displayed and demonstrated 
the features embodied in their new Executive and Air-Duct models. 
Vice-President H. 8. Walcott was in charge, assisted by R. O. Grover 

Downey Company, The C. L., Cincinnati, Ohio.—In addition to dis- 
playing the complete coin handling line comprising all styles of coin 
wrappers, flat, tubular and gunshell, as well as bill straps, lead seals, 
coin trays, etc., there was a separate exhibit of automatic machinery 
which counts, crimps and bags coins at high speed using gunshell wrap- 
pers. Attendants comprised President C. Lee Downey; Mrs. L. C. 
Jackson, assistant treasurer; Superintendent Fred Somme rfe ld; Engineer 
Glenn Keyes; Mrs. Raleigh Pate and Mrs. Allyne Cammack. 

Eagle Pencil Company, New York, N. Y.—A general line of the com- 
pany’s pencils and related products were shown. A feature of the exhibit 
was the Electronic Attrition Mill, an Eagle invention, which reduces 
particles of graphite to an extreme fineness. In attendance were Herman 
Price, vice-president and general manager; Leo Solinger, sales manager; 
Robert Overend, manager of the Chicago district; William Sahm, Harry 
Heymann and Arthur Armstrong. 

Eaton Paper Corporation, Pittsfield, Mass.—Displayed Berkshire type- 
writer papers, including Corrasable bond, air mail papers and legal papers. 
Present were L. G. Morris, George Clayson, F. H. Palmer and W. G 
Oliver. 

Esterbrook Pen Company, Camden, N. J.—Steel pens, pocket fountain 
pens, desk fountain pen sets, Dip-less desk sets and matching push 
pencils were exhibited. Emphasis was placed on selling by point style, 
to fit each customer with the exact point style for his writing. Sales 
Manager R. N. Wood was in charge, assisted by District Sales Manager 
R. B. Gingland and H. F. Blun Also in attendance was President 
A. G. Frost. 

Ever Ready Calendar Manufacturing Company, Jersey City, N. J.— 
Exhibited the Ever Ready and the Ever Lite lines of calendar pads 
Charles H. Ramsey was in charge, assisted by J. B. Kemp, Jr. 

Eversharp, tInc., Chicago, Ill.—Exhibited Eversharp repeating 
pens and desk sets. Holt Hornbeck was in charge. 


pencils 


] 


Faber Pencil Company, Eberhard, Brooklyn, N. Y.—Featured Mongol 
pencils in several styles, pink Pearl and Van 
In attendance were Genera 


Dyke typewriter erasers 
Manager J. C. Musser, Sales Manager L. M. 
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e ¢ ¢ What this famous signature is to art, the 
name L. L. Brown is to paper. For nearly 
100 years it has guaranteed permanence, 
utmost durability, quality and value in 
ledgers, light-weight papers, bonds and 
specialties. For this reason you can buy, 
use and recommend every L. L. Brown 


product with full confidence that “It 





must be best: it’san L.L. Brown paper.” 


Courtesy M. Knoedler & Co, 


Ll fJUUMOM) HOME Wot 


STANDS BEHIND THESE 4 NEW PAPERS 


a gf C4 2g 
Brrwurd Brrward Cxcorl Cs rort 


LINEN LEDGER ... BOND... 100% New Rag LEDGER AND MA- BOND...50% New Rag 

100% New Rag Cuttings ce , z b ; =r CHIN E POSTI NG eee Cuttings... tub-sized and 
© Cuttings...ideal for station- ae ne : a 

50% New Rag Cuttings air-dried, with a special 


unequalled for non-perma- ) cing 
ery and for documents which ...a unique dual-purpose finish that makes it an 


nent records which must 
paper, equally and per unusually serviceable 


ai aid , must defy hard use, yet need 
nevertheless withstand hard , fectly suited both to ledg paper for stationery, rec- 


use. not last permanently.3 er and machine posting. ords and forms. 





Use these other L. L. Brown Papers for other needs 


Rags ‘ Rags Rags 

L. L. Brown’s Linen Ledger 100% L. L. Brown’s Finet 35% L. L. Brown’s Linen} 100% 

Advance Linen Ledger 100% Greylock Linen Ledger 85% Advance Bondt 100% 

Resistall Linen Ledgert 100% Greylock Linen Ledger,Hinged 85% Resistall Index Bristolt 100% 
tHydroil Process tEnvelopes to match 


\o 4 Y Drown Dupers 


LEDGERS: LINENS: BONDS 
PERMANENT - DURABLE~ DEPENDABLE 


LL. BROWN PAPER COMPANY « ADAMS, MASSACHUSETTS 
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STEP UP YOUR PROFITS 
THIS FALL WITH DESKS 
BEARING THE MARK OF 


Imperial CRAFTSMANSHIP 


ARE you ready for bigger business this fall? Are 
you prepared to show your customers office furni- 
ture that’s styled right, built right and priced right? 

If you want to pep up your sales and step up 
your profits, it will pay you to investigate the 
Imperial line. 

Here are handsome desks, tables and matched 
suites—in a complete range of grades and prices— 
that measure up to the famous Imperial tradition 





OFFICE APPLIANCES 









No. 2967 — Full Walnut ex 
terier. Drawer fronts and back 
panels of Quarter Stripe Wal 
nut, V-matched in center. Cast 
brass pulls, antique English 
finish, 


for sound, durable construction and long-lived 
service. Imperial’s trade-mark on a desk or table 
is your best guarantee to your customers that they 
are getting the most for their money. 

Write—today—for your copy of the latest Im- 
perial catalog. 


IMPERIAL DESK COMPANY 


Evansville, Indiana 

















The new “MEILINK BUILT” 





HERCULES 
INSULATED FILE 


Certified One Hour Protection 


for the SAFE KEEPING of all 


LETTER AND LEGAL SIZE 


RECORDS 


The new Meilink HERCULES FILE is now in production and 
your orders will be shipped promptly upon receipt. 

The principle of design and construction of the HERCULES 
FILE is entirely new yet embodying all of the structural strength 


and protective qualities known in Meilink built equipment. 


Write for Complete Information 


MEILINK STEEL SAFE COMPANY 
NEW YORK TOLEDO, OHIO CHICAGO 
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Brown, Chicago District Manager A. C. Van Horne, San Francisco Dis 
trict Manager T. W. McElroy and J. A. McWilliams 

Faries Manufacturing Company, Decatur, Ill.Featured two new im 
provements in lamps so constructed that no light goes back to light up 
wall. All light utilized by spreading it over the desk area. Controlled 
fluorescent lighting using louvre or baffle plates also attracted much atten 
tron. Advertising Manager J. V. Everard in charge 


Finch & McCullouch, Aurora, I1l._-Presented the line of “Memory Mas 
terpieces” made of select solid walnut, solid maple and fabricated leather, 
including desk sets with perpetual calendars, five-year calendars, monthly 
calendars, weekly calendars, combinations of clocks and fountain pen 
equipment, “pop-up” cigarette dispensers, alphabetical list finder combina- 
tions; memo pads, memo sheet and envelope holders; rock blotters; desk 
pads; wall calendars; daily memo books, perpetual memo books; desk 
calendars and appointment pads, etc. President William L. MeCullouch, 
Sales Manager George W. Reinhardt, Ed. Grennan and Phil Mohan were 
in attendance. 


Fritz-Cross Company, The, St. Paul, Minn.—Displayed various models 
of their Facility posture chairs. Also the new No. 500 line recently 
announced. Mrs. Elizabeth Mulliken was in charge. 

Globe-Wernicke Co., The, Cincinnati, Ohio.—Exhibited Everyday files, 
index tabs, ‘‘Accesso’’ wood desk trays, Agate card index trays, angular 
celluloid tab guides, and steel card index cabinets, as well as the new 
‘‘Streamliner”’ suite, including executive desk, file and chair, in the new 
seal gray finish. Modern sectional bookcases were also featured. Presi 
dent J. S. Sprott, Sales Manager H. C. Anderson, Sales Promotion Man- 
ager C. W. Hamilton, A. R. Frey, manager, filing supplies and stationery 
division; H. J. Warnock, Chicago branch manager; Gordon Kickels 


Chicago branch, and L. J. Schubert, district representative, were in 


attendance. 


Graff Company, George B., Cambridge, Mass. Displayed CGraffeo Vise, 
Viz, Nu-Vise, Nu-Viz and Cellugraf signals, clips, maptacks, maptack 
and signal combination outfits, Vise index tabs, Cellu-Vise tabs and 
other of their products. Charles W. Lipman and Harold D. Leach were 
in attendance. 

Gregg Publishing Company, New York, N. Y.—Displayed its line of 


spiral bound note books. In attendance were G. W. Phillips and W. Gregg 
Fry. 

Gregory Fount-0-Ink Company, Los Angeles, Calif.__Featured Fount- 
O-Ink writing sets. C. G. Gregory, president, was in charge, assisted 
by M. A. Gregory and District Managers G. L. Robbins and B. F 
Girardot. 

Hano Company, Philip, Holyoke, Mass. 


Lithographed forms, autographi 


registers and forms, continuous and manifolding forms, Holyoke Hano 
carbon pack, Hanohandi manifold book, individual and continuous Snap 
4-Part sets and continuous forms interleaved with one-time carbon made 


in charge 


Mich. 


up this exhibit. L. R. Hanna was 
Harter Corporation, The, Sturgis, 


Displayed the “Presidents” 


and “‘Comfit’’ suites of office steel chairs, and a complete line of posture 
clerical chairs featuring a new simplified adjustment control, E. C 
Harter, A. A. Davis, H ’. Lawrence and D. G. Hopkins were in 
attendance. 

Heyer Corporation, The, Chicago, Il. Demonstrated the complete line 
of Lettergraphs, accessories and supplies. George Herrmann in charge 
Higgins & Company, Inc., Charlies M., Brooklyn, N. Y. Presented 
a “dress parade’ of drawing inks, writing inks, adhesives and sealing 
wax. In attendance were Sales Manager Harry Tehan and Jim Mont 
gomery, west coast representative. Jim Bradley, resident representative, 
was in charge of all arrangements 


three new models 
Kuch was in 
Ohio, and 


Hotchkiss Sales Company, Norwalk, Conn.—-Featured 
of staplers—120-A, 122-A and 122-P. Chicago Manager J 
charge. Also in attendance were Jack Hallam of Daytor 
E. R. Sharp, Omaha, Nebr. 

Hunt Pen Company, C. Howard, Camden, N. J.— Especially featured was 


the new Speedball Flicker pen. Also demonstrated were Boston pencil 
sharpeners, including the portable Silver Comet; Speedball linoleum 
block printing materials; inks; paper clips and Hunt steel pens. Sales 


Manager John G. Kolb was in charge, assisted by other representatives 


Invincible Metal Furniture Company, Manitowoc, Wisc.—. Modernaire 
desks, files and dead record storage units were displayed. Vice-President 
George H. Alter, J. R. Bate and C. T. Schnell were in attendance 

Jasper Chair Company, Jasper, Ind.-.Several leather upholstered and 
wood numbers were on display, featured by an exhibition of miniature 
leather upholstered chairs, which are exact duplicates of standard 
numbers. General Manager Louis T. Koerner was in charge, assisted by 
Arthur A. Barth, assistant manager; George A. Litchfield, sales manager, 


and William H. 
Kisco Company, 


Chicago 


St. Louis, 


srown, 
Inc., 


representative 


Mo.—The Circulair air circulator in 


several models was demonstrated. W. W. Welch and M. E. Havlick were 
in charge. In attendance were Charles Ottinger, Lawrence Welch and 
Fred White. 

Koh-I-Noor Pencil Company, Inc., New York, N. Y¥.—Featured merchan 
dise manufactured in the company’s plant at Bloomsbury, N. J. Gerald 


M. Favor, William C. Lipner, Walter C. Fandorf and John E, Hayward 


were in attendance. 

Lynn Paper Manufacturing Company, Detroit, Mich. ( register rolls, 
teletypewriter rolls, adding machine rolls and the recently added line of 
Stenotype pads were displayed An interesting feature was an animated 
background of paper making in semi-comiec forn President George Nelban 
was in charge. 

Mashek & Company, Frank, Chicago, III. Displayed omplete line of 
zip ring binders, zip underarm cases, brief cases imple cases, et 
with exclusive features. R. J. Vojta, J. B. Holmes and P. Mohan were 
in attendance. 

May Company, The J. L., New York, N. Y.— Lal tags, pin tickets, 
Folderol labels and strip folder labels were exhibited. Shown for the 
first time was new packaging for the label line. Frank May was in charge 

McDonald Products Corporation, Buffalo, N. Y.—Showed Duk-It ash 
receptacles and floor smokers E. F. MeDonald and George A. Gould 
were in charge 

ne-hour letter 


Meilink Steel Safe Company, 


Underwriters’ certified fireproo 


Toledo, Ohio. Hercules 


lated card files 


“Manager E. F. 





ind posting safes were displayed. Sales g Daily, Carl F 
Johnson, northwestern representative und Ed. W. Sayles, Chicago branch 
manager, were in attendance. 

Merriam Company, G. & C., Springfield, Mass..-Webster’s New Inter- 
national dictionary, second edition, Webster's Collegiate dictionary, fifth 
edition, and Merriam-Webster dictionary table were showr Ingham C 
Baker was in charge 

Metal Office Furniture Company, Grand Rapids, Mich.Displayed new 
modernistic steel desks with rolled edge ind base incorporating new 
features of construction and ad ior enc for the user. The 
Steelcase Easvrest’’ chair line was also s wT An electrically operated 
filing cabinet with glass sides pert ting bservatior f the mechanical 
features attracted much attentior D. D. Hunting, manager of sales 
ind George Ohland were in charge 

Miami Systems Corporation, Cincinnati, Ohio..-Exhibited and demon- 
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Show your customer what you can offer for the 
money he wants to spend and the rest is easy— 
Ehrlich upholstery has all the “Sales Value” built 
into every piece—lIt is your guar- 

antee for a satisfactory profit mak- 

ing sale—Sell Ehrlich Leather 

Furniture. 


Write for fully illustrated 
catalogue today. 


Ehrlich Upholstery Works 


520 West 43rd Street New York, N. Y. 


New! 


—and destined to become 





this year’s most popular 
desk utility set for regu- 


lar and Xmas gift trade. 





It is an ingenious patented combination of Book Ends, Holder for 
Pencils, Letter Opener, Ruler, etc.; Pen Stand, and Clock Stand, if 
desired. ; ; 

As a desk organizer, it has unsurpassed sales appeal. Never before 
have these four useful articles been combined to provide the desk 
user with all he needs within quick, easy reach, and along one line of 
vision. That's efficiency—plus! 

Its modern, streamlined plastic form and 
harmoniously colorful beauty make it ideal 
for both office and home. And a perfect 
individual or corporation gift. 





Priced to meet today’s market, con- 
sumer demand has already begun 
through national publicity and ad- 
So, don’t delay—write 
now for full information. 


vertising. 





DOLGORUKOV MANUFACTURING COMPANY 


baab 


2 Union Guardian Building 
Detroit, Michigan 






































Blotter SALES Increase with 
SHOWBLOTT, Jr. on the Job 


The glass “show window” of this handsomely 
finished, streamlined cabinet displays the Wrenn 
Embossed Desk Blotters on its shelves so effectively 
that sales are automatic ... you merely wrap up 
the blotters and take the money! Initial stock 
turnover pays for blotters and cabinet. Stationers 
everywhere are enjoying quick blotter profits and 
repeat blotter business, thanks to Showblott, Jr. 
Write for complete information today. 


THE WRENN PAPER COMPANY 
MIDDLETOWN, OHIO 








“MEMORY MASTERPIECES” 
USEFUL 
DIGNIFIED 
ECONOMICAL 


Mbeiek Gifts for All 2 erry 


No. 523 
5 yr. Calendar 
Solid Walnut 
Retails at 
$2.00 





Write for circular illustrating the many items for retail 


or advertising use 


FINCH & McCULLOUCH 


MANUFACTURERS OF 


“MEMORY MASTERPIECES” 


Reg. U. S. Pat. Off. 


AURORA ILLINOIS 











OFFICE APPLIANCES 


strated plastic portable and metal counter model autographie registers, 
Miami FastForm attachment for using continuous forms with a_ type- 
writer and samples of continuous forms for autographie registers and 
typewriter billing machines Walter { Konerman, Robert Konerman 
ind Frank X. Overbeck were in charge. 

Mittag & Volger, Inc., Park Ridge, N. J... Showed their various ribbons 
ind carbons in matched packages. White birch window display material 
for dealers’ use was also featured Treasurer Vernon Stark; Assistant 
Sales Manager Paul Foster; Chicago Manager C. B. Doyle; C. N. Murray, 
Kansas City sales agent; Wallace H taldwin, O. M. Wilson and Gene 
Mavhall, sales representatives, were in attendance. 

Moore Push-Pin Company, Philadelphia, Penna...Had a complete dis 
play of Push-less hangers, push-pins, map-tacks, thumb tacks, ete. 
Featured was an American flag made up of thumb tacks. In attendance 
were Vice-President F. W. Sampson, Sales Manager H. C. Hooks, H. P 
Reinke and C. R. Burton. 

Nagel-Chase Mfg. Co., The, Chicago, Ill._Many styles of ‘‘Ash-Away” 
smokers were on display. E, E. Seaborg was in charge. 

National Blank Book Company, Holyoke, Mass.—Many new items were 
shown, including typewriter Eye-Ease analysis pads, tabulating and 
figuring pads, two and one-quarter inch capacity prong visible binders, 
display binders with transparent envelopes, ringfolio covers, loose leaf 
memo covers, bound milk book, et« Merchandise Manager A. E. Farr 
was in charge, assisted by R. V. Schumacher, R. L. Hammond, J. R. 8. 
soyd, J. Hawker, L. Rose, and R. 8. Bauer, sales representatives. Also 
present were Vice-President J. M. Towne, Assistant Treasurer R. P. 
fowne, and H. Hansen, manager of the special order department. 

Norma Multikolor, Inc., New York, N. Y.—-Featured the Norma Multi 
kolor pencils. Samuel Jacobs was in charge. 

Oxford Filing Supply Company, Brooklyn, N. Y.—Displayed a _ repre- 
sentative assortment of filing and indexing supplies, including the new 
space-saving Thindex guides, Flexindex card systems, and color-bar 
Rol-labels. Also Steel-Clad transfer files. In charge was C. E. Reynell 
issisted by L. C. Goodhand. R. A, Jonas, Sr., president, was also in 
ittendance. 

Parker Pen Company, The, Janesville, Wisc. Exhibited were models of 
the Da-Lite fluorescent lighted case; the new eye-level display; 440 
counter service lamps; point selector; school opening display, and show- 
ings of new merchandise, including the Imperial line and the industrial 
ind college line. Present were Vice-President C. L. Frederick; General 
Sales Manager J. N. Black; M. M. Morrissey, Chicago divisional manager; 
D. H. Guilett, Cleveland divisional manager; and George Whiteside and 
Mr. Wright of the home office. 

Pelouze Manufacturing Company, Chicago, Il.—Showed for the first 
time the Princess postal scale in plastic, in four different finishes: 
Circasian walnut, variegated marble, mother-of-pearl and ebony onyx. 
Boyd McDowell was in charge. 

Postindex Division, Art Metal Construction Company, Jamestown, N. Y. 

Displayed visible record systems and sales helps. J. A. Johnson, man- 
iger of Postindex agency sales, was in charge, assisted by C. J. Petithory, 
district manager of agencies. Also in attendance was Sales Manager 
Roy E. Wells 

Quality Park Envelope Company, St. Paul, Minn.—Red rope file pockets 
and wallets equipped with slide fasteners; executive desk files and clasp 
envelopes were the features of this exhibit. General Manager E. E. 
tates, Chicago Manager Harry Balch, and E. M. Metz, western repre 
sentative, were in attendance. 

Reyburn Manufacturing Company, tInc., The, Philadelphia, Penna. 
This exhibit was arranged showing a color scheme of red and black 
with gold trim. The background and pedestals were made up of the 
company’s display materials. In open boxes, tags, labels, pin tickets 
ind crepe paper were shown. Featured was the new pressure-sensitive 
transparent tape. John B. Rushmore of the Chicago office, was in 
charge, assisted by Harry P. Venet of Chicago, and Don W. Sharpe of 
Milwaukee. 

Robinson Manufacturing Company, Westfield, Mass.—Displayed Pen- 
in-Ink, Billminders and reminders. President H. 8. Robinson was in 
charge Also in attendance was Hugh MeNally. 

Sainberg & Company, Inc., New York, N. Y.—On display was the 
company's general line of desk pads, sets and accessories in leather 
R. B. Sainberg, president, was in charge, assisted by Leon Banov and 
E. B. Mason. 

Sanford ink Company, Chicago, Ill.-Displayed inks, library paste, 
mucilage, rubber cement, Tempora showcard colors, Solvene and type 
writer oil. Those present included W. S. Carpenter, H. T. Griswold 
R. P. Carpenter and C. W. Lofgren. 

Security Steel Equipment Corporation, Avenel, N. J.-Featured the 
Administor desks with accompanying pieces, including bookcases, cos 
typewriter desk with mechanism 
and a complete line of files 
President 


new 


tumers, storage cabinets and files; a 
which folds away in a standard size opening, 
0. A. Wilkerson, Jr., was in charge Also in attendance was 
O. A. Wilkerson, Sr 

Sengbusch Self-Closing Inkstand Company, Milwaukee, Wisc.—-Displayed 
the Sengbusch line of modern desk equipment and office specialties. Fea 
tured were new models of Handi-pen desk sets and Adapto desk sets 
In attendance were President G. J. Sengbusch; A. G. Schaefer, secretary 
and sales manager; C. J. Cooper, Chicago representative; Ward H 
Silliman, southern representative, and~-A. F, Sengbusch, midwestern 
representative. 

Sheaffer Pen Company, W. A., Fort Madison, iowa.—A complete model 
pen department which featured fluorescent lighting in both the eye level 
ind floor cases. Floor cases also emphasized roller-bearing sliding trays 
to make all the fountain pen merchandise readily accessible. Christmas 
season displays were brought to the attention of visitors. President 
C. R. Sheaffer, Chicago Manager J. Graham Orr and Sales Auditor 
G. C., Holt were in charge. 

Southworth Company, West Springfield, Mass.—Featured the strength 
of their lightest weight paper by suspending a safe by a few strands 
f this all rag paper. Paul W. Cheney and Garry E. Dell were in 
ittendance 

Speed-O-Print Corporation, Chicago, Ill.—A modernistic booth, in blue, 
silver and red, with canopy over it. Displayed were the ‘Pulpit.’ 
1utomatic feed machine, cabinet, stencils, inks and other supplies. In 
ittendance were A. Samuels, S. J. Graff, A. Sideman, Harry Ayres, 
Sig. Rest, J. Sideman, N. Kramer and Robert Kane 

Stafford, Inc., S. S., New York, N. Y.—Inks and adhesives were dis- 
played, featuring white rubber cement in dispenser packages of various 
sizes. In attendance were President W. S. Stafford; William J. Tynan, 
Chicago sales manager, and Fred Deutsch, southwestern representative 

Stationers Loose Leaf Company, Milwaukee, Wisc.—Slide-opening ring 
binder, visible records, county records, Flexi-Post binders, minute books, 

tional post binders and standard loose leaf merchandise were on dis 
play. General Manager F. M. Von Ritter was in charge, assisted by 


J. J. Kerns, D. A. MacDougall, Roy T. Bansemer and Carl H. Schmits 


Stein Brothers Manufacturing Company, Chicago, I!l.—Featured some 
fine leathers for holiday gifts and several new items especially designed 
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The widest selection of good rough 
typewriters 





Visit the REGAL Stock Depot nearest you 
and make your OWN selection 
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There Are REGAL 
STOCK DEPOTS REGAL TYPEWRITER COMPANY, INC. 


in all principal 75 Varick Street New York, N. Y. 
cities of the 


United States Cable: Regaltype 























230 





OFFICE APPLIANCES 









The Broad AUTOMATIC Line 
of Steel Office Equipment 





leads the field in Advanced and 
Exclusive Features that are in 


Demand :— 


**Dual 





Expansion- 





Compression” 












Executive 
File 


The AUTOMATIC Name Means— 
LEADERSHIP S 
* * * . 


Capacity and 





p 





‘“*‘GCreatest 





Convenience’’ 











4-Drawer 
File 


AUTOMATIC FILE & INDEX CO. 


629 W. Washington Blvd., Dept. A-45 








xk * 





Tabulating 
File 







A rare opportunity 
exists for Dealers to 
profit from Auto- 
matic Pioneering 
and constant Improvement 
that “‘Insures” both present 
and future sales. Investi- 












gate Now! 









Chicago, Ill. 








BURNS COPYHOLDERS Have All Seven 
Important Features—Sell For Only $15 


NON-SLIP HOLDER 4336 
ADJUSTABLE 
GUIDE BAR 








< 


STURDY STEEL 











CONSTRUCTION 
ae BLACK SATIN 
FINISH 
SINGLE, DOUBLE, 
OR TRIPLE SPACING 
, FINGERTIP 
LINE-GUIDE 
CONTROL 


FIRM, NON-SKID 





BASE 


< 








Count them—the seven important features 
that make the Burns Copyholder unsur- 
passed in quality and performance. Only 
in price does the Burns Copyholder differ 


materially from expensive copyholders. 


It's easy to see why these copyholders are 
making cash register music for dealers 
throughout the land. Top quality and 
moderate prices are an unbeatable combi- 


nation. 


Other Burns models sell for as little as 
$3.00. Write today for details and dis- 


counts, 


OFFICE SPECIALTIES 


American Automatic Electric Sales Company 
1033 W. Van Buren St., Chicago, Ill. 





TELEPHONE BRACKETS * COPYHOLDERS * GOOSENECK LAMPS ® CHAIR & DESK PADS 
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for commercial and industrial business, including Visualope, Salesfoto 
Visualizer, three inch capacity zipper prong binder, etc., also a new 


printed form for selection of a model store stock. E. R. Manning, 
vice-president and sales manager, was in charge, assisted by several 
members of the sales force. 
Sturgis Posture Chair Company, Sturgis, Mich.—Exhibited square iM ON MY WAY TO BUY 
tubular conventional chairs, also spring back and rigid back adjustable 
posture chairs. President R. C. Huntley was in charge, assisted by Don 










C. Hanover, H. Pilkington and A. C. Burton. SOME MO ‘ 
Superior Type Company, Chicago, tll.—Showed Vari-Line printing kits, 


rubber type outfits, sign markers, inks and pads, daters and numberers, 
picture and type sets, and featured a new rotary printing press. 
A. C. Dent was in charge, assisted by A. G. Fales and Misses Kay and 
Palmer. 

Triner Scale & Manufacturing Company, Chicago, Ill.—Exhibited a 
complete line of mail and parcel post scales, including several models 
which are used by the U. 8. Post Office department for weighing and 


rechecking air mail and regular mail. Especially featured was the 
No. 300 air mail special, one pound capacity, which shows rates for air 
mail and general postal rates. F. A. Lang and F. J. Campbell were 
in charge. 

Underwood Elliott F sher Company, New York, N. Y.—Al!l models of 
portable typewriters, as well as the new built-in stand case, were fea- 
tured in this displav. Wholesale Representative Joe Burton was in charge 

Victor Safe & Equipment Company, North Tonawanda, N. Y.— 
Mak-ur-own index tab metal display and stock cabinet were shown. Also 
featured were Victor-Rand visible record equipment, Firemaster insulated 
files; Victor steel files; filing systems and supplies; insulated treasure 
chests; a new unit file; duplicator stencils and supplies; visible listing 
equipment; miscellaneous business time savers In attendance were 
President W. F. Block, H. F. Sheets, A. B. Gould, T. G. Hanley, E. M. 
Swanson, F. C. Leonhard 

ee 


Visible Records Equipment Company, Chicago, I!!.—Displayed several 
models of Flex-Site visible loose leaf binders: Tra-Dex, and the line of 

















Comparative Analysis and Strip Accounting equipment. Karl Knochen- @ Boys and girls are going back t« 
hauer, Clete McLaughlin and Hop Talmage attended school and it’s open season for sathadh 
Waterman Company, L. E., New York, N. Y¥.—Displayed the new, work and home work. Students are 
complete line of Waterman’s Hundred Year pen. Those in attendance is ‘ad tnt ff ae 1 they 
were President Frank D. Waterman, Jr.; Col. A. W. J. Pohl, vice- going to nced lots of pens—and they 
president; Clyde H. Waterman, sales manager; C. L. Birmingham, have to be good pens. One of the 
Chicago supervisor, and J. H. Killough, Pacific Coast supervisor most popular pens for school and 
Webster Company, F. S., Cambridge, Mass.—Featured complete Webster home work is the Spencerian No. 40 No. 40—Falcon. 
lines of carbon papers and typewriter ribbons. General Sales Manager , a ae an : : int. Sil- 
F. H. Caswell was in charge, assisted by Chicago Manager John C. it has a en eR gett weeny wai * k 
Krueger and J. H. Ellis and Rov C. Clarke ful silverine finish and is sturdy and verine finish. Smooth, 
Weis Manufacturing Company, The, Monroe, Mich.—Instead of exhibit durable. For more sales—and resales firm action. The per- 
ing filing supplies, steel and wood cabinets, fibre storage cases, ete —maintain adequate stocks of No. 40 fect pen for students. 
exposition visitors were photographed, and at regular intervals certain and other popular Spencerians. 
ones were awarded prizes. In attendance were Karl! Castle, L. A. Colomb - rs _ 
Harry L. Nichols. S. M. Woodruff, W. P. Nichols nd H. C. McPike : 
from’ ties theese ollee , , Spencerian Pen Co., 434 Broadway, Dept. P, New York 


Wilson-Jones Company, Chicago, tll._Displaved DeLuxe and I-P loose 
leaf products including catalogue binders and county record books: Shaw 
line of ruled bound hooks, LeatherLife expanding files, wallets, clasp 
envelopes and file folders. Shown for the first time were a double 


— 
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jointed ring binder with a new type of metal providing for three and AONE OI 

four inch capacities: a new type Fastlock catalogue binder post style, \ THE NAME FOR WRITING 
featuring flat opening and expanding capacities; storage binders with 

flush lock and self-locking posts and new No. 1 manila file folders 

Demonstrations of machine posting and visib record equipment added 


to the interest of visitors 


N. S. A. CONVENTION REGISTRATION 


(Continued from page 62) 


Equipment Co., North Tona- Brown, W H., Jasper Chair Co.. 
wanda, N. Y. Tasper, Ind 


Boemer, T. H., Henry F. Wedel Bullard. Kimball S., Dennison Mfg 


aed . St. Paul, Minn Co., Chicego, H sil; H 
nek tee ae eee «De, Ee ed en The Chair Iron of a Million Tilts 








Co., Chicago, Ill Indianapolis, Ind 

Boone, Charles T.. Boone Bros Burns, D. L.. Mansfield T. W. & 
Co., Touisville. Ky. Off. Sup. Co., Mansfield, Ohio 

Bosse, Gilbert H., Imperial Desk Burns, R G.. W. & J. Sloane, 
Co., Evansville. Ind New York. N. Y. 

Boyd, Guy F., The Shaw-Walker Burows, V.. R.. Commercial Fur- 
Co., Muskegon. Mich niture Co.. Chicago, Ill. 

Bovd, Tack. National Blank Book 3urras, Cless O., Cless Burras 
Co., Holyoke, Mass. Staty. Co. Inc.. Oak Park, Ill 

Boyd, Omar E.. Stationers Corp., Burton, A. C.. manufacturers’ rep 
Los Angeles, Calif resentative, Chic ago, Iii 

Bovd, William J. Acco Products, Burton, ‘oe, WInderwood Elliott 
Inc., Chicago, Il Fisher Co. “ew York. N , 

Boyer, Kenneth Newell B. New- Butterfield. Sidrev Smith & But 
ton Co.. Toledo, Ohio terfield Cx Tvansville. Ind 
Bradiev, F. J., Chas. M. Hiegins Byers. W. E., Pvers Office Equip 
& Co., Inc., Des Plaines, Til ment Co., Davennort, Iowa Bolens Chair Iron Testing Machine. 


Brainard, George C., The General 


Fireproofing Co., Youngstown, Cc 
Ohio. Callahen, 1D. Harry. C. R. Gibson , ? 
Brandt, Estee. McMillan Prtg. Co.. & Co.. Norwalk. Conn. BOLENS best chair irons are sold only after enduring 
Monroe Mich. Camo. R. R., R. B. Camp & Co., Tr : 1 hi hat dest 
nan WV Ww CBee & Atleits Ge million tilt tests on a special machine (see cut) that destroys 
Associates. Indianapolis, Ind Cannon, W. F., Fidlar & Cham- inferior mechanisms 
Bredesen, F. C., Bredesen Bros., bers. Dav jonport Towa 
Beloit. Wisc. Caracci. Lon The Nor-Wood Latest BOLENS features include peened coil springs, new 
Brett, Ro W., Th G. Vol- Co.. New Yo rk, N. Y es 
a Mie Co PR inaPay N. T Carlson, A. G.. Carlson Bros.. type rubber cushions, rubber stops, oil impregnated bear- 
Brinson. G. Park, The White Co., Moline, Ill 
Columbre. Ge Carlson,’ C H., Horder’s, Inc., ings and other great features. 
ae tol ee Koch Bros., Des Chasen ais P. Sanford Ink Today's best office chair actions are built by BOLENS 
Brockmann. F. E., Cecil’s Of ce Cc Chicago. TIl for tilting office chairs, executive posture chairs, steno- 
urritt Oo i oin -arpenter f S., Sanford . . 
Ay en Ss ae wee ig AR i, aisepeiadnies graphic chairs, jury chairs, office stools, etc. 
Brohm, B. H., Eagle Pencil C€ Castle, Karl, Weis Mfg. Co., Chi 
Chicago Ill cago, Ill e 
ivewn. Joke A.. J. RB. Wddia C Castle. W. B.. Castle Prtg. Co., BOLENS Ae C0 gt Wi 
Pittsburgh, Penna. Shreeport. Ind FG. *¢ Port Washin on, 1S. 


Brown, I M Fbherhard Faber Caswell F. H F. S. Webster 
Pencil Co., Brooklyn, N. J Co., Cambridge, Mass 
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SURE FIRE! 


Ideal All-Metal Stands 


A sure fire item for the stock carrying dealer— 
quick sales and substantial repeat orders. The 
low-priced all-metal stand that always delivers 
solid satisfaction. It’s a sturdy, dependable stand 
for business machines—not a toy. 


Rigid 

Compact 

No rough edges 
Safely portable 
Generous leg room 


Handsomely 
finished 


Metal top 18 x 16 


Metal shelf 12 x 16 
Convertible drop 
shelf sets flush or 
raised, right or 
left, at will 


An order now for Ideal All-Metal Stands will bring 
you quick profits. Write to-day for complete details 
and dealer’s proposition. It will pay you to get 
acquainted with this splendid revenue producer. 


SHERMAN-MANSON MFG. CO. 
625 South Kolmar Ave., Chicago 


Pacific Coast Representative: C. J. Schubert, Jr., 339 East Third St., Los Angeles 





Model 41C 
All Metal Stand 






















BENTSON “600” 


Get your share of the 
profits on this fast turn- 
over, constant profit- 
making file! 










The 600 Line of filing cab- 
inets (available in every size 
and drawer combination) is 
packed full of selling features 
that make it today's "best 
buy" in its price range. 












281/,” deep outside—26%,” 
clear filing inches in each 
drawer. 









Send for brochure describing 
this file in full. 


The BENTSON Mfg. Co. 


AURORA, ILL. 

















Cavanaugh, W., Jr., Henri Petetin, 
Inc., New Orleans, La. 

Chambers, Glenn W., Scripto Mfg. 
Co., Atlanta, Ga. 

Chandor, Keith, Bates Mfg. Co., 
Washington, D. C. 

Cheney, Paul W., Southworth Co., 
West Springfield, Mass. 

Chesick, Henry, Century Press, 
New Castle, Ind. 

Chumley, Harry H., Woodworth’s 
Book Store, Chicago, Ill. 

Chute, Mortimer H., Jr., Bain- 
bridge, Kimpton & Haupt, Inc., 
New York, N. Y. 

Clarke, R. C., F. S. Webster Co., 
Minneapolis, Minn. 

Clayson, George, Eaton Paper 
Corp., Pittsfield, Mass. 

Clegg, William C., The Clegg Co., 
San Antonio, Tex. 

Cody, C. F., The C. F. Cody Co., 
Dubuque, Iowa. 
Cody, Jack, C. F. Cody Co., 

Dubuque, Iowa. 

Coggin, F. L., Sun Rubber Co., 
Barberton, Ohio. 

Cole, Leo, Better Office Supply 
Co., Chicago, IIl. 

Cole. W. W., General Pencil Co., 
Atlanta, Ga. 

Coleman, Fred, Boorum & Pease 
Co,, Chicago, Il. 

Collins, Sidney E., Automatic Pen 
cil Sharpener Division, Chicago, 
Ill. 

Collson, C. R., Gallup’s, Inc., Kan- 
sas City, Mo. 

Colomb, Lionel A., Weis Mfg. Co., 
New Orleans, La. 

Conger, Claude M., Trussell Mfg. 
Co., Poughkeepsie, N. Y. 

Conklin, Duncan, Boorum & Pease 
Co., Chicago, Ill. 

Conlon, J. E., Rockwell-Barnes 
Co., Chicago, II. 

Consodine, Dan J.. Richard Best 
Pencil Co., Inc., Irvington, N. J. 

Cook, Carl B., Cooks’, Inc., Cam- 
den, N. J. 

Cooley, Parle, Bates Mfg. Co., 
Orange, N. J. 

Cooper, C. J., Sengbusch Self- 
Closing Ink Stand Co., Mil- 
waukee, Wisc. 

Cooper, F. §., Codo Mfg. Co., 
Corapolis, Penna. 

Cooper, J. W., Jr., Atlanta, Ga. 

Cooper, R. D., Art Metal Con 
struction Co., Chicago, III. 

Cormack, G., Wilson-Jones Co., 
Chicago, III. 

Cornish, I. R., Yawman & Erbe 
Mfg. Co., Rochester, N. Y. 

Cowles, G. Donald, Gill Prtg. & 
Staty. Co., Mobile, Ala. 

Cox, W. H., The Carter’s Ink 
Co., Chicago, Il. 


Cramer Posture Chair Co., Kan- 
sas City, Mo. 
Crile, Don A., Office Equipment 


Co., Canton, Ohio. 
Crow, Jack, Hall Staty. Co., 
Topeka, Kans. 

Cunningham, Norman, Arch Cun 
ningham & Co., Boise, Idaho. 
Curtiss, Frank, Neva-Clog Prod 
ucts, Inc., New Haven, Conn. 


D 


D’Armond, A. J., 
Chicago, III. 
Daily, E. F., Meilink Steel Safe 

Co., Toledo, Ohio. 

Dalton, William J.. Andrew Geyer, 
Inc., Chicago, IIl. 

Daniel, R. S., Commercial Visible 
Systems, New York, N. : 
Danner, Burford, Wm B. Burford 
Prtg. Co., Indianapolis, Ind. 
Davis. Charles A., Automatic Pen- 
cil Sharpener Division, Chicago, 

Ill. 

Davis, George P., Bank and Office 
Stationery Co., Indianapolis, Ind. 

Davis, Grenville, Chicago, Ill. 

Dawson, Ed. B., Koch Bros., Des 
Moines, Iowa. 

Dean, Herman P.. Standard Prtg 
& Publishing Co., Huntington, 
W. Va. 

Decker, Howard, Decker’s, Inc., 
LaFayette, Ind. 

Deli, Frank, Autopoint Co., Chi 
cago, Il. 

Dent, Arthur C., 
Co., Chicago, III. 

Denzer, Carl F., C. F 
Co., Sandusky, Ohio 

Dering, R. M., Gary Office Equip- 
ment, Gary, Ind. 

Deutsch, Fred, S. S. Stafford, Inc., 
New York, N. Y. 

Dell, Garry E., Southworth Co., 

Chicago, Il. 


Horder’s, Inc., 


Superior Type 


Denzer 
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Dick, H. C., Redeker & Dick, Inc., 
Cincinnati, Ohio. 

Dickinson, J. L., Zac Smith Staty. 
Co., Birmingham, Ala. 

Diehl, William, Jr., Diehl Office 
Equipment Co., Columbus, Ohio. 

Diehl, William, Sr., Diehl Office 
Equipment Co., Columbus, Ohio. 

Dillon, M. A., Associated Station- 
ers Supply Co., Chicago, Ill. 

Dimmitt, M. S., Witioser Somes Co., 
Chicago, Ill. 

Dodge, Ed. F., Jr., Johnson Chair 
Co., Chicago, IIl. 

Donahue, J. E., Yawman & Erbe 
Mfg. Co., Rochester, N. Y. 
Dopke, Tony, Peerless Key Co., 

Inc., Newark, N. J. 
Dorsey, Henry, Jr., The Dorsey 
Co., Dallas, Tex. 
Dotson, Robert R., Ohio Office 
Supply Co., Zanesville, Ohio. 
Downey, C. Lee, The C. L. 
Downey Co., Cincinnati, Ohio. 
Downs, Fred, Downs-Randolph 
Co., Tulsa, Okla. 

Drake, M. W Drake-Lindsay 
Co., Shreveport, La. 

Draper, Carl W., Noesting Pin 
Ticket Co., Inc., New York, 


N. Y. 

Dressel, Harry E., Autopoint Co., 
Chicago, IIl. 

Dryden, James, Redeker & Dick, 
Cincinnati, Ohio. 

Dykema, Raymond, Doubleday 
Bros., Kalamazoo, Mich. 


E 


Eadon, Bert, C. Howard Hunt Pen 
Co., Camden, N. J. 

Edgren, R. A., Corry-Jamestown 
Mfg. Co., Corry, Penna. 

Eichenlaub, Ray J., Service Steel 
Products Corp., Chicago, III. 

Eisele, L. E., Office Appliances, 
Chicago, IIl. 

Elam, S. P., Austin Office Supply, 
Austin, Minn. 

Ellis, R. H., Stationers, Inc., In- 
dianapolis, Ind. 

Ellis, Jack, F. F. S. Webster Co., 
Cambridge, Mass. 

Ellsworth, W. Bruce, Corry- 
Jamestown Mfg. Corp., Corry, 
Penna. 

Emerson, Tom, Eversharp, Inc., 
Chicago, Il. 

Emery, Lynn B., Lynn B. Emery, 
Inc., Detroit, Mich. 

Emmons, Myron F., Emmons 
Staty. & Office Supply Co., 
Stevens Point, Wisc. 

Engel, W. P., L. W. Holley & 
Sons Co., Des Moines, Iowa. 
Erickson, Clarence. Diebold Safe 

& Lock Co., Chicago, II. 

Everend, Robert B., Eagle Pencil 
Co., New York, N. Y. 

Everly, Charles H., Office Appli- 
ances, New York, N. Y. 


F 


Faber, Eberhard, Eberhard Faber 
Pencil Co., New York, N. Y. 
Fargo, Frank H., Frank H. Fargo 

Co., Bridgeport, Conn. 

Farr, Albert E., National Blank 
Book Co., Holyoke, Mass. 

Favor, Gerald M.. Koh-I-Noor 
Pencil Co., New York, N. Y. 

Fecho, J. S., Burrows Bros. Co., 
Cleveland, Ohio. 

Fellowes, H. Folger, Bankers Box 
Co., Chicago, IIl. 

Fellowes, H. L., Bankers Box Co., 
Chicago, Ill. 

Fellowes, John, Bankers Box Co., 
Chicago, IIl. 

Fendorf, Walter, Koh-I-Noor Pen- 
cil Co., St. Louis, Mo. 

Ferguson, C L., Bramwood Press, 
Indianapolis, Ind. 

Fitzgerald. E., Rockwell - Barnes 
Co., Chicago, Il. 

Fleming, Robert, The Leopold Co., 
Burlington, Iowa. 

Follin. M. V., Riverside, Ill. 

Fontaine, Art, Commercial Station- 
ers of Indiana, Indianapolis, Ind. 

Ford, J. J. Dennison Mfg. Co., 
Framingham, Mass. 

Ford, John, Ir., Peterson Litho- 
graph & Prtg. Co., Omaha, 
Nebr. 

Foreshew, E. Martin, Foreshew 
Supply Co., Pierre, S. D. 

Foster, Paul L., Mittag & Volger, 
Inc., Park Ridge, N. J. 

Fraser, R. M., Marshall-Smith, 
Inc., Cleveland, Ohio. 

Frederick, C. L., The Parker Pen 
Co., Janesville, Wisc. 

Frederick, H. P., All-Steel-Equip 
Co., Aurora, IIl. 
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THE Complete LINE IS THE 
STRAIGHT LINE TO Profits 


Study This List—It Means More Business—Repeat Business—To You 





CLEANGRIP 
CARBON PAPER 


Its distinctive appearance catches the eye. 

Its efficiency, cleanliness, long wear and RESISTANCE 
TO CURL make it the carbon paper preferred by busy 
users. 

Cleangrip combines all the desirable features of good 
carbon papers plus the highly important special features 
possessed by no others. 

It is profitable to the dealer as it brings new business 
and holds it against competition. 

DEALERS: Don’t overlook this business getter. Write 
for samples and prices. 











CARBON 

PAPERS 
Cleangrip 
Whitedge 
Clean Pull 
Cameo 
American 
Reliance 


Carbons in all 
weights and 
finishes 





CARBON 
ROLLS 
Tailor’s Marking 
Photo Offset 
Billing Rolls for Elliott- 
Fisher Machines 
Billing Rolls for 
Burroughs Posting 
Machines 
Register Rolls 
Tally Rolls 
Teletype Carbonized 
Rolls 
Rolls for Elliott- 
Addressing Machines 
Special Rolls 





INKED 
RIBBONS 


Stormtex Silk 
Stormtex Cotton 
Cameo 

American 
Reliance 


Ribbons for Address- 
ograph-Multigraph 
Speedaumat 


Dupligraph, etc., ete. 








H. M. STORMS COMPANY 


Makers of “The Complete Line” of Carbon Papers and Inked Ribbons 


561 GRAND AVE. 


BROOKLYN, N. Y. 











To help YOU increase your sales of HIGGINS American Drawing Inks 


effective selling messages such as this advertisement appear regularly in Pencil Points, Professional 
Art Magazine, School Arts, American Artist, Industrial Arts, Scholastic and The Artist. For 
60 years architects, artists, engineers and draftsmen have insisted on Higgins. Keep up your stocks 


— place your order today, or write us for name of nearest distributor. 





HIGGINS AMERICAN DRAWING INKS = The Perfect''Take-off”’ 
for your ideas — the easiest way to “set them down” 


Man's dream becomes reality when that dream is finally set down in ink on paper. To 
craftsmen who demand the best, Higgins Inks have been the standard for 60 years. Their 
uniformity, even flow and true color make them easier to work with and their permanent, 
non-fading, non-smudging qualities insure accuracy. 

Higgins American Drawing Inks come in Waterproof and Soluble Blacks, and 17 lucid 
waterproof colors. Specify Higgins on your next order and ask your dealer for one of the 
new Color Wheels showing Higgins Inks actually applied on drawing paper. 
















HIGGINS 


CHAS. M. HIGGINS & 
271 NINTH STREET, BROOKLYN, N, Y, 





Higgins 





co., INC. 
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A COAST 10 COAST ~ 


Since 1845 


A FINE AND LOYAL STAFF TO SERVE YOUR EVERY NEED 


PACIFIC COAST % - NEW ENGLAND 
"Mel" G. Wheeler 


Franklin E. Rising, Jr. 
GREATER NEW YORK 


MIDWEST & SOUTHWEST C87 Arthur G. Gilbert 
W. H. "Bill" Wallace WL eo aaa 
SOUTHERN STATES MIDDLE ATLANTIC 

W. S. "Bill" Beeken & N. J. Sampson 
9 
A 


FAST, DEPENDABLE, COMPLETE SERVICE 
BAINBRIDGE, KIMPTON & HAUPT, INC. 


218 GREENWICH ST., NEW YORK, N. Y. 


STATIONERY WHOLESALERS * DISTRIBUTORS 
IMPORTERS . STATIONERY MANUFACTURERS 























OCTOBER, 1940 


Frey, Arthur R., The Globe- 
Wernicke Co., Cincinnati, Ohio. 
Frost, A. G., Esterbrook Steel 
Pen Mf Co., Camden, N. J. 
Fry, W. Sen. Grete ee 
Co., New York, 


G 

om, Nevin I., Office Appliances, 
hicago, Ill. 

Gail, M. T., General Office Supply 
Co., Detroit, Mich. 

Gallup, F. E., Gallup’s, Inc., Kan- 
sas City, Mo. 

Gardner, L. B., Hill Prtg. & 
Staty. Co., Waco, Tex. 

Garrard, Robert J., Twin City 
Prtg. Co., Champaign, III. 

Garvin, Charles P., National Sta- 
tioners Assn., Washington, D. C. 

Gerth, N. A., Imperial Desk Co., 
Evansville, Ind. 

Geuther, O. R., Marshall-Jackson 
o., Chicago, Ill. 

Gigliotti, W. F., Johnson Chair 
0., Houston, Tex. 

Gilbert, John A., Office Appliances, 
Chicago, IIl. 

Gillice, Tom W., Rockwell-Barnes 
o., Chicago, Ill. 

Gingland, R. B., Esterbrook Steel 
Pen Mfg. Co., Chicago, II. 
Girardot, B. F., Gregory Fount- 
O-Ink Co., Los Angeles, Calif. 
Goldberg, L. T., David Kahn, Inc., 

North Bergen, N. J. 

Goldsmith, Ike, Goldsmith Book & 
Stationery Co., Wichita, Kans. 

Goldstein, Hy, Rochester Staty. 
Co., Rochester, N. Y. 

Goltzman, Samuel, Mutual Staty. 
Co., Inc., New York, N. Y. 

Goodhand, L. C., Oxford Filing 
Supply Co., Brooklyn, ma ms 

Goold, George A., McDonald 
Products Corp., Buffalo, N. Y. 

Gormley, Arthur, The H. C, Cook 
Co., Ansonia, Conn. 

Gosnell, George, Messenger Prtg. 
Co., Fort Dodge, Iowa. 

Gould, A. B., Victor Safe & 
Equipment Co., Columbus, Ohio. 

Gowen, I. B., Bates Mfg. Co., 
New York, N. Y. 

Gram, J. S., J. L. Hanson Co., 


Chicago, Ill. 
Grant, D. C., McMillan Book Co., 
Syracuse, N. 


Grayson, Ben S., Ace Fastener 
Corp., Chicago, Ti. 

Grayson, Herbert, Ace Fastener 
Corp., Chicago, Ill. 

Grayston, Arthur, Thomas & 
Grayston Co., Minneapolis, Minn. 

Greenberg, Lou, Jacobson Fixture 
Exch., Inc., Minneapolis, Minn. 

Gregory, C. G., Gregory Fount-O- 
Ink Co., Los Angeles, Calif. 

Gregory, S. E., The Heyer Corp., 
Chicago, IIL. 

Grennan, E., Finch & McCullouch, 
Aurora, IIl. 

Griebel, Stanley L., Yawman & 
Erbe Mfg. Co., Minneapolis, 
Minn. 

Griffiths, G. F., Noesting Pin 
Ticket Co., New York, N. Y. 
Griswold, H. T., Sanford Ink Co., 

Chicago, Ill. 

Gross. Kirk, Waterloo Office Sup- 
ply Co., Waterloo, Iowa. 

Grover, R. O., Domore Chair Co., 
Elkhart, Ind. 

Gruner, Jerry, Franklin DeKleine 
o., Lansing, Mich, 

Gunlocke, Howard W., W. H. 
— Chair Co., Wayland, 

= 


on Walter C., Arkansas Prtg. & 
Lithographing Co., Little Rock, 
Ark. 


H 


Haage, Jack, Blaisdell Pencil Co., 
Philadelphia, Penna. 
Hale, F. Raymond, The J. L. 
May Co., New York, N. Y. 
Hale, Joe D., manufacturers’ rep- 
resentative, Los Angeles, Calif. 
Hall, Dean A., Gage’s, Battle 
Creek, Mich. 

Hall, Van Holt, Scripto Mfg. Co., 
Atlanta, Ga. 

Hallam, Jack, Hotchkiss Sales Co., 
Dayton, Ohio. 

Haller, Harry, Blaisdell Pencil Co., 
Philadelphia, Penna. 

Hamilton, Clarence W., The Globe 
Wernicke Co., Cincinnati, Ohio 

Hamilton, H. T., manufacturers’ 
representative, Dallas, Tex. 

Hamlin, Guy E., McMillan Book 
Co., Syracuse, N. Y. 

Hammarborg, S. R., Dennison 
Manufacturing Co., Chicago, IIl. 

Hammond, R. L., National Blank 





Book Co., Des Moines, Iowa. 
Hampton, Harold J., Indianapolis 
— Supply Co., Indianapolis, 


Kale Thomas G., Victor Safe & 
Equipment _ North Tona- 
wanda, , 

Hanna, L. Rn. Philip Hano Co., 
Inc., Holyoke, Mass. 

Hanna, Norman, Philip Hano Co., 
Inc., Holyoke, Mass. 

Hanover, Don C., Sturgis Posture 
Chair Co., Sturgis, Mich. 

Hansen, E. M., Miller-Davis Co., 
Minneapolis, Minn. 

Hansell, Morris E., F. F. Han- 
sell & Bro., Ltd., New Orleans, 


La. 

Hansen, Harold, National Blank 
Book Co., a a" Mass. 

Hanson, E. E., W. & J. Sloane, 
New York, N. en 

Harnischfeger, Carl, Bramwood 
Press, Indianapolis, Ind. 

Harper, Jack, General Supply Co., 
Albuquerque, N. M. 

Haskell, J: P., Hallett School & 
Office Supply Co., Sterling, Il. 

Havlick, M. E., Kisco Co., Inc., 
St. Louis, Mo. 

Hawker, J. P., National Blank 
Book Co., Chicago, Il. 
Hayes, George R., Boston Sta- 
tioners Assn., Boston, Mass. 
Hayward, John E., Koh-I-Noor 
Pencil Co., New York, N. Y. 
Healy, Dick, Santa Fe Book & 
Staty. Co., Santa Fe, N. M. 
Heath, Harry M., Richard Best 
Pencil Co., Inc., Irvington, N. J. 
Heller, Abe J., Wilson-Jones Co., 
Chicago, IIl. 

Helmers, F, C., Dennison Mfg. 
Co., Chicago, Ill. 

Helwig, Charlie, Portland, Ore. 

Henderson, B. L., Art Metal Con- 
struction Co., Jamestown, N. Y. 

Henderson, J. O., J. O. Hender- 
son, Inc., Bloomington, Ind. 

Herrema, Cy, Economy Office Sup- 
ply Co., Grand Rapids, Mich. 

Herrmann, George, Heyer Corp., 
Chicago, Ill. 

Heusner, A. M., Carpenter Paper 
Co., Omaha, Nebr. 

Heymann, Harry, Eagle Pencil 
Co., New York,  < 

High, S. F., George F. High & 
Son, Medina, Ohio. 

Hills, Guy D., Seneca Falls Rule 
& Block Co., Seneca Falls, 


> 
Hodge R . Garry Office Equip- 
ment _ yn Ind. 
Hoelscher, L. H., Hoelscher Staty. 
Co., Buffalo, N. Y. 
Hoffman, John P., MacTaggart- 
Hoffman Co., Port Huron, Mich. 
Hoffman, G. ae Biddle Co., New 


N. 

Hoffman, Herold I.. Smead Mfg. 
Co., Hastings, Minn. 

Hoge, William, The General Fire- 
proofing Co., Youngstown, Ohio. 

Holley, J. M., L. W. Holley & 
Sons Co., Des Moines, Iowa. 

Holmes, F. L., Prompt Press Co., 
Detroit, Mich, 

Holmes, H. B., Columbia Ribbon 
& apg we. Co., Glen Cove, 


N. 

Holt, Tee. orge <e W. A. Sheaffer 
Pen Co., Fort Madison. Iowa. 
Hooker, L. E.. Columbia Steel 
Equipment Co., Youngstown, 

Ohio 

Hooker, Paul, Decker’s, Inc., La- 
Fayette, Ind. 

Huet, H. C., Moore Push-Pin 

Bellerose, N. Y. 

Hooper, E. R., Stuart-Hooper Co., 
Chicago, II. 

Hopkins, D. G., Harter Corp., 
Sturgis, Mich. 

Horder, Edward Y., Horder’s, Inc., 
Chicago, Ill 

Horder, Harry G., Horder’s, Inc., 
Chicago, IIl. 

Hornbeck, H., Eversharp, Inc., 
Chicago, Ill 

Hosselet, F., Swan Pencil Co., 
Inc. New York, N. Y. 

Howell, C. H., T. H. Payne Co., 
Chattanooga, Tenn. 

Huggins, P. J.. Godwin Staty. 
Co., Springfield, Ala. 

Hughes, Frank, Automatic Pencil 
Sharpener Division, Chicago, III 

Hume, Charles. Frederick Paper & 
Twine Co., Lima, Ohio 

Hunn, Robert A., The H. H 
West Co., Milwaukee, Wisc 

Hunting. David D., Metal Office 
Furniture Co., Grand Rapids, 
Mich. 

Huntley, R. C Sturgis Posture 
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Originators and Specialists in Zipper Ring Binders Only. 


116 W. ILLINOIS ST. 


Join the Parade With the Sales LEADER 


pldco 


by 









you that 


Est. 1870 


Here is an item whose sales 
are growing by 
bounds. A Christmas display 
in your window of Feldco Pop- 
ular Price zipper ring binders 
will answer your call for a 
Christmas sales leader. 


leaps and 







A Christmas order will convince 
KLASSY KASE Zipper 
ring binders set the pace all year 
‘round BECAUSE they have qualities and advance fea- 
tures that are in demand. At the new selling prices 
student and commercial users are a READY market. 
your local jobber cannot supply you, write direct. 


FELDCO LOOSE LEAF CORP. 


If 


CHICAGO 






























COSTUMERS 


MADE and PRICED 
TO SELL 


Presenting the FAIR line 
of lacquer-finished quality 
costumers in a wide range 
of low prices made possi- 
ble by specialization and 
large scale production. 


FAIR costumers are made 
with square, tapered, and 
turned columns walnut, 
mahogany, green, maple 
finishes and all other de- 
sired finishes and genuine 
oak. 


Write now for our catalog 
and price list. 





FAIR FURNITURE CO. 


215 CHESTNUT STREET, NEWARK, N. J. 
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YOUR FIRST SALE IS 
ONLY THE BEGINHING 





Libertys repeat year after year! Each 
year’s accumulation of records means 
another sale of Liberty Boxes, for 
once a customer starts using them it’s 
10 to 1 he won't stop. Libertys are 
too efficient and economical. 












Libertys give you talking points that 
mean a quick sale—their strong re- 
inforced corrugated fibre board con- 
struction, patented closing device that 
eliminates the old method of “thread- 
ing” eyelets, labeling system and 
handy pull ring. These are but a few 
of the Liberty features. 


A LEADER 
FOR 23 YEARS 


——,, 














Gree $ 


r complete details 


f 
Write today '° FREE Sample, 


—Catalog, Price List, 
and dealer discounts. 


BANKERS BOX COMPANY 


CHICAGO, ILL. 





536 S. CLARK STREET 





ALWAYS ON GUARD! 
SCHWAB SAFES 


There never has been a time when business so 
urgently needed PROTECTION for valuable rec- 
ords and correspondence. Schwab Safe dealers 
can capitalize, on this pressing need. 


100% 
Fire and Theft 
Protection 


You can depend on 
SCHWAB SAFES coming 
through every test of fire 
and theft with flying col- 
ors. When Schwab Safes 
are installed in accord- 
ance with Schwab specifi- 
cations, the ultimate in 
protection is offered your 
customer. This thoroughly 
reliable equipment is of- 
fered at so low cost that 
no business man can af- 
ford to be without it. We 
offer a wide range of ca- 
pacities for all bus 
records and for postof- 
fices, banks, furriers, jew- 
elers, ete., and fireproofed 
for all emergencies. Send 
for the Schwab catalog— 
investigate our dealer 
sales plan. 





THE SCHWAB SAFE COMPANY 


Lafayette, Indiana 











Chair Co., Sturgis, Mich. 
Hyatt, Charles H., Defiance Sales 


Corp., e York, N. Y. 
Hyde, G. _— Specialties Co., 
Fargo, nN” 


Jacobs, Samuel, Norma Multikolor, 
Inc., New York, N. : 

Jacquin, W. C., Jacquin & Co., 
Peoria, IIl. 
James, Gordon E., American 
Crayon Co., Sandusky, Ohio. 
Jaques, Wash L., —— & Co., 
New York, N. 

Jerue, Sterley, McCiain & Hedman 
Co., St. Paul, Minn. 

Johnson, Evan, Office Appliances, 
Chicago, Il. 

Johnson, Herbert G., Kendrick- 
Bellamy Co., Denver, Colo. 

Johnson, J. Arthur, Postinex Co., 
Jamestown, N. Y. 

Johnson, O. B.. Johnson Chair 
Co., Chicago, IIl. 

Johnston, Robert H., Johnston 
Press Co., Wichita, Kans. 

Johnstone, C. H. (Jack), Wallace 
Pencil Co., Chicago, III. 

Jonas, Richard A., Sr., Oxford 
Filing Supply Co., Brooklyn, 
ee 


Jones, Fred H., Jr., Horder’s, 
Inc., Chicago, Il. 

Jorde, Morris B., The Dunleavy 
Co., Boston, Mass. 

Josephson, Ben, Josephson Mfg. 
Corp., New York, N. Y 

Just. Eldon, Just & Son, Chicago, 
Ill 


K 

Kahn, Julius M., David Kahn, 
Inc., North Bergen, N. J. 

Kauffman, Carl, Speed Products 
Co., Chicago, III. 

Keeling, E. A., Art Metal Con- 
struction Co., Jamestown, N. Y 

Keiffer, Lloyd B., Compton, Calif. 

Kelly, W. P., Office Equipment 
Co., Inc., Louisville, Ky. 

Kemp, John B., Jr., Ever Ready 
Calendar Mfg. Co., Jersey City, 
N. J 


Kemske, R. R. Kemske Paper Co., 
New Ulm, Minn. 

Kendrick, C. R., The Kendrick- 
3ellamy Co., Denver, Colo. 

Kendrick, H. M., American Lead 
Pencil Co., Hoboken, N. 

Kennedy, Jack, Trussell Mfg. Co. 
Grafton, Mass. 

Kenworthy, A. G., Storey-Ken 
worthy Co., Des Moines, lowa 
Kerin, Anthony J., Tower-Cross- 
man Corp., New York, N. Y. 
Kerns, John J., Stationers Loose 
Leaf Co., Philadelphia, Penna. 
Kickels, Gordon, The Globe-Wer- 
nicke Co., Cincinnati, Ohio. 
Kiesel, K. H., The Carter’s Ink 

Co., Cambridge, Mass. 
Killough, J. H., L. E. Waterman 
Co., Newark, N. 
King, Karl, Office Engineers, Inc., 
South Bend, Inc. 
Kistler, Erle C., W. H. Kistler 
Stationery Co., Denver, Colo 
Klebba, Edward J., Klebba’s, Royal 
Oak, Mich. 

Knapp, C. J., Matt Parrott & Sons 
Co., Waterloo, Iowa. 

Knochenhauer, Karl L., Visible 
Records Equipment Co., Chi 
cago, Ill. 

Koch, William, Koch Bros., Des 
Moines, Iowa. 

Kochheiser, Earl R., The Chas 
Ritter Co., Mansfield, Ohio. 
Koerner, Louis T., Jasper Chair 

Co., Jasper, Ind. 
Kolb, John G., C. Howard Hunt 
Pen Co., Camden, N. J. 
Konerman, Robert W., Miami Sys- 
tems Corp., Cincinnati, Ohio 
Konerman, Walter A., Miami Sys- 
tems Corp., Cincinnati, Ohio. 
Kongsvik, Floyd, Curtis 1000, Inc., 
St. Paul, Minn. 
Kral, Joseph S., Buckeye Office 
Supply Co., Cleveland, Ohio 
Kretchmer, O., Peerless Key-Im- 
perial Mfg. Co., Newark, N. J 
Krohne, A. H., American Lead 
Pencil Co., Hoboken, N. 

Krueger, John, F. S. Webster Co.. 
Chicago, IIl. 

Krumwiede, Elmer, G. J. Aigner 
Co., Park Ridge, III. 

Kuch, Edward J., Hotchkiss Sales 
Ce . Norwalk, Conn. 

Kulp, Benjamin, Wilson-Jones Co., 
Chicago, Il. 

Kulp, Harry, Wilson-Jones C« 
Chicago, Ill 

Kuresman, Jack, The Pounsford 
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Staty. Co., Cincinnati, Ohio. 
Kurth, W. H., The Heyer Corp., 
Chicago, II. 


L 

Land, Carl R., Columbia Ribbon 
& Carbon Mfg. Co., Chicago, Ill. 

Lang, Carl, Binney & Smith Co., 
New York, N. 

Lane, F. A., Triner "Scale & Mfg. 

Chicago, Ill. 

jo. E, L., Baxter & Larsen, 
Owosso, Mich. 

Larson, A, J. E., Art Metal Con- 
struction Co., Jamestown, N. ; 

Last, Stewart M., A. W. Faber, 
Inc., Los Angeles, Calif. 

Laurence, Gordon, Allen Calcu- 
lators, Inc., New York, N. Y. 

Law, C. H., Boorum & Pease Co., 
Chicago, II. 

Laws, C. R., Springfield, Il. 

Layman, Mason M., Dennison Mfg. 
Co., Chicago, Til. 

Leach, Harold D., George B. Graff 
Co., Cambridge, Mass. 

Leineweber, W. T., Associated 
Stationers Supply Co., Chicago, 
Ill 


tale T. E., Arkansas Prtg. 
& Litho. Co., Little Rock, Ark. 

Lennartson, Walter S., Office Ap- 
pliances, Chicago, IIl. 

Leonard, C. W., Leonard & Co., 
Detroit, Mich. 

Leonhard, F. C., Victor Safe & 
Equipment Co., North Tona- 
wanda, N. Y. 

Leroux, Joseph, Franklin Prtg. & 
Eng. Co., Toledo, Ohio. 

Lessard, E. J., Lessard Prtg. & 
Staty. Co., St. Louis, Mo. 

Levine, Maurice I., Reliance Pencil 
Co., Mt. Vernon, . 3 

Levy, Irving M., Art Steel Co., 
Inc., New York, m. %- 

Lewis, M. J. Zephyr-American 
Corp., New York, N. Y. 

Linden, Hy, Ace Fastener Corp., 
Chicago, Il. 

Lindhorst, A. F., Gibson & Perin 
Co., Cincinnati, Ohio. 

Link, Charles L., Weldon Roberts 
Rubber Co., Newark, N. J. 
Linn, R. E., S. C. Toof & Co., 

Memphis, Tenn. 

Linsky, Jack, Speed Products Co., 
Long Island City, N. Y. 

Lipman, Charles, George W. Graff 
Co., Cambridge, Mass. 

Lipner, W. C., Koh-I-Noor Pencil 
Co., Chicago, IIl. 

Lipp, Gus C., W. H. Kistler Sta- 
tionery Co., Denver, Colo. 

Little, Edward L., Wabash Cabi- 
net Co., Wabash, Ind. 

Lofgren, C. W., Sanford Ink Co., 
Chicago, II. 

Longshore, W. R., Acme Visible 
Records, Inc., Chicago, III. 

Lowe, C. Guy, The Office Supply 
Co., Jackson, Miss. 

Lowe, Lee, Browne-Morse Co., 
Muskegon, Mich. 

Lowe, W. E., E. L. White & Co., 
Fort Worth, Tex. 

Lundeen, Victor, Victor Lundeen 
Co., Fergus Falls, Minn. 
Lutz, George F., Ryan & Wil- 

liams, Inc., Buffalo, N. Y. 


M 
Maas, Walter F., Rockwell-Barnes 
Co., Chicago, IIl. 
MacDougall, D. A., Stationers 
Loose Leaf Co., Kansas City, 


Mo. 

MacKenzie, C. K., The P. F. Vol- 
land Co., Joliet, Ill. 

MacNeill, H. J., Binney & Smith 
Co., New York, N. ¥. 

Maish, R. A., Dennison Mfg. Co., 
Framingham, Mass. 

Malody, C. H., Associated Sta- 
tioners Supply Co., Chicago, Ill. 

Maneval, R. V., A. W. Faber, 
Inc., Newark, N. J. 

Mannhardt, E. A., American Lead 
Pencil Co., Hoboken, N. J. 

Manning, E. R., Stein Bros. Mfg. 
Co., Chicago, IIl. 

Mark, L. R., A. B. Dick Co., Chi- 
cago, IIl. 

Markelz, A. J., The Book Shop, 
Inc., Joliet, Ill. 

Marquis, O. M., The Ankeney Co., 
Cumberland, Md. 

Marshall, Charles M., Ivan Allen- 
Marshall Co., Atlanta, Ga. 

Martin, J. J., Martin Office Equip- 
ment Co., Jackson, Mich. 

Martin, O. Clinton, G. J. Aigner 
Co., Chicago, IIl. 

Mashek, Frank, Frank Mashek & 
Co., Chicago, Ill. 

Maul, Irma, The Prompt Press 
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l STYLEOTYPE BLACK 


[> First Grade ... Free Flowing 


nN 
wae 
“SJ 








RED FEATHER PRODUCTS 
Styleotype & Red Feather 
STENCILS, INKS, CORRECTION 
AND CLEANING FLUIDS 
Packaged in conformity with the 
Stencils after which they are named 
Write for Dealers’ Discount Sheet and illus- 


trated descriptive Catalog, No. 41, today 


_ 





Long Run... Fast Drying 






SS 


RED FEATHER PRODUCTS MAKE A GOOD IMPPESSION 


RED FEATHER PRODUCTS, LTD. 


Manufacturers and Distributors, 431 BUSH ST. 
Wholesale only. SAN FRANCISCO, CAL. 

















PEERLESS STEEL EQUIPMENT CO. 


UNRUH AND HASBROOK STS. PHILADELPHIA 
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LIS : EN TO A DEALER* WHO 
TALKS FROM EXPERIENCE 


“As a dealer, as a rapid typist and as a 
repairman, | am completely sold on the 


peoie'snme ‘MASTER GRADE’ UNDERWOOD’ 


on request 
He sells his customers guaranteed type- 


writer performance for 40% less than the 
cost of a new machine. They like it. He 
likes it. What a profit combination for 
every dealer. 

You, too, will have the same profitable 
experience when you concentrate on 


“MASTER GRADES” 


THE WHOLESALE TYPEWRITER COMPANY 
155 SIXTH AVENUE CABLE SALETYPE NEW YORK, N. Y. 




















To get the full 
effect of 










NW OCTOBER fy 
Bay | A th.tolSth ae 
|) 

i 

Display and 

Demonstrate 


JACKSON 
DESKS tee 


America is keying up for a test in which business men are 


to give important service and they need to be equipped with 
best facilities. To the appeal of National Office Furniture 60 by 36—and there are four sizes of tables, telephone 





Week, new furniture with specific advantages in construc- stand, telephone cabinet, waste basket and costumer to 
tion, filing and storage space, working convenience and gen- match. 
eral design, adds conclusive argument. ; 

g g Full details are given in the Jackson catalog which also 


illustrates and describes eight other handsome designs of 
improved utility and moderate cost including executive and 
secretarial designs and attractive accessory furniture. See 
the catalog or contact our representatives. 


The Jackson Chippendale Desk shown here is offered in 
genuine walnut and genuine mahogany, finished standard 
brown walnut and mahogany dull rubbed all over. The ex- 
ecutive desk is made in three sizes—-72 by 38, 66 by 36, and 


Jasper Office Furniture Company —Jasper, Indiana 


Representatives: Howard Maley, 115 Tarbell! Ave., Bedford, Ohio. 

George B. Wray, 130 W. 42nd St., Room 415, New York Marion V. Follin, 220 Fairbanks Road, Riverside, II! 
Charies L. Pettibone, Bedford, Ohio. tL. H. McDaniel, 2718 Cockrel! Ave., Ft. Worth, Tex 
S. R. Evans, 421 Hampton Court, Athens, Ga. James H. Davison, Hote! Figueroa, Los Angeles, Calif. 
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Co., Detroit, Mich, 

May, Frank, The J. L. May Co., 
New York, N. 

Mayo, Floyd, Bixby’ Office Supply 
Co., Grand Rapids, Mich. 

McCaine, W. &£., Wilson-Jones 
Co., Memphis, Tenn. 

McCaleb, G. B., Associated Sta- 
tioners Supply Co., Chicago, lll. 

McCarron, R. N., Klipto Loose 
Leaf Co., Mason City, lowa. 

McClenathan, W. C., McClenathan 
Prtg. Co., Dunkirk, N. Y. 

McCormick, Joseph W., Jr., Ash- 
i eel, Co., bridgeton, 


a 
McCuilouch, W. L., Finch & Mc- 
Cullouch, Aurora, II. 


McDaniels, L. H., Jasper Office 
Furniture Co., Jasper, Ind. 

McDowell, Boyd, Pelouze Mfg. 
Co., Chicago, Ill. 


McElroy, Thomas, Eberhard Faber 
Pencil Co., San Francisco, Calif. 
McEvoy, Jerry, Acco Products, 
Inc., Long Island City, N. Y. 
McFarland, H. D., Illinois Book- 


sellers & Stationers Assn., Mo- 
line, Ill. 
McGar, S. M., Connecticut Valley 


Stationers Assn., Meriden, Conn. 
McGowan, R. H., The Shaw- 
Walker Co., Muskegon, Mich. 
McNally, Hugh, Robinson Mfg. 
Co., Westfield, Mass. 

McNiff, W. H., The Shaw-Walker 
Co., Muskegon, Mich. 

McPike, H. C., Weis Mfg. Co., 
Monroe, Mich, 

McWilliams, J. A., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 

Mendenhall, E. V., McMillan Book 
Co., Syracuse, N. Y. 


Merrill, Frank J., George D. 

Barnard Staty. Co., St. Louis, 
oO. 

Meth, A. R., McCloy Co., Pitts- 
burgh, Penna, 

Metz, E. M., Quality Park En- 
velope Co., Fargo, N. D. 

Mitchell, E, J., St. Louis, Mo. 

Modene, O. F., Marshali-Jackson 
Co., Chicago, Ill. 

Montgomery, James W., Chas. M. 
Higgins & Co., Inc., Los An- 
geles, Calif. 

Moore, Joe, Blaisdell Pencil Co., 
Philadelphia, Penna, 

Moore, G. H., Pound & Moore 
Co., Charlotte, N. C, 


Moore, R. C., Columbia Ribbon & 
Carbon Mfg. Co., Kansas City, 


Mo 

Morgan, H. S., Associated Station- 
ers Supply Co., Minneapolis, 
Minn, 

Morley, William, Bramwood Press, 
Indianapolis, Ind. 

Morris, Bert M., Los 
Calif. 

Morris, L. G., Eaton Paper Corp., 
Pittsfield, Mass. 

Morse, Frank, Browne-Morse Co., 
Muskegon, Mich. 


Angeles, 


Morton, Harry E., Indianapolis 
Office Supply Co., Indianapolis, 

nd. 

Mueller, Charles P., Joseph Dixon 
Crucible Co., Chicago, Ill, 

Murrett, Martin J., Ryan & Wil- 
liams, Inc., Buftalo, N. Y. 

Murrett, Peter J., Ryan & Wil- 
liams, Inc., Buffalo, N. YY. 

Musser, J. C., Eberhard Faber 
Pencil Co., Brooklyn, N. Y. 

Myers, Claude, Jr., Myers Office 
Furniture Co., Kansas City, Mo. 

N 

Natenberg, Robert, Art Specialty 
Co., Chicago, Ill. 

Navrat, Milton, Hutchinson Office 
Supply & Prtg. Co., Hutchinson, 
Kans, 

Neary, James E., Andrew Geyer, 
Inc.,, New York, N. ¥. 

Nelban, G., Lynn Paper Products 
Mfg. Co., Detroit, Mich 

Newlin, Stewart, Newlin Office 
Supply Co., Wichita Falls, Tex. 

Nichols, E. A., The Daniels Co., 
Muskegon, Mich, 

Nichols, Frank R., Columbia Rib- 
bon & Carbon Mfg. Co., Glen 
Cove, L. i., N. Y¥. 

Nichols, Harry L., Weis Mfg. Co., 
Columbus, Ohio. 


Nichols, Walter P., Weis Mfg. Co., 
Concord, Mass. 


Nicholson, W. Tom, Matt Par- 
rott & Sons Co., Waterloo, Iowa. 

Nickel, W. J., Bankers Box Co., 
Chicago, Ill. 

Noel, J. T., Carpenter Paper Co., 
Oklahoma City, Okla. 

Nolan, Gerard, American Lead 


Pencil Co., Hoboken, N. J 


Norman, 3S. Guy., Hoosier Desk 
Co,, jasper, Ind. 
Norris, ‘1. W., Columbian Art 
Works, Inc., Miiwaukee, Wisc. 
Oo 
Obstfeld, A. 1., Markwell Mfg. 
Co., New York, N. Y 


Ohiand, George C., Metal Office 


Furniture Co., Grand Rapids, 
Mich 

Oliver, * William G., Eaton Paper 
Corp., Pittsteld, Mass, 


Oom, jay C., Kconomy Uffice Sup- 
ply Co., Grand Rapids, Mich, 
Orr, J. G, W. A. Sheatter 

Co., Chicago, Ill. 
Ortega, Geraid L., Blaisdell 
cil Co., Philadelphia, Penna. 
Overbeck, Frank X., Miami Sys- 
tems Corp., Cincinnati, Ohio. 


Pen 


Pen- 


Pp 
Frank H., Eaton 
Pittsheld, Mass. 
M., Matt Parrott & 
Sons Co., Waterloo, lowa. 
Parrott, J. S., Matt Parrott & 
Sons Co., Waterloo, lowa. 
Parrott, R. W., Matt Parrott & 
Sons Co., Waterloo, lowa. 
Patterson, Alex, Alex Patterson 
Co., Birmingham, Ala. 
Patton, W. L., sterbrook Steel 
Pen Mfg. Co., Camden, N. J 
Peck, Frank E., Peterson Litho- 


Palmer, Paper 
Corp., 


Parrott, J. 


gtaph & Prtg. Co., Omaha, 
inebr, 
Perdue, D. J., Klipto Loose Leaf 


Co., Mason City, lowa. 
Petithory, C. J., Postindex 
Jamestown, N. 


Co., 


Phillips, George W., The Gregg 
Publishing Co., New York, 
N. Y 


Picknell, P. G., Haines & Essick 
Co., Decatur, Ill. 


Pierce, N. H., Western Adv. Co., 
Menard, Tex. 

Pinch, Marry, University of Chi- 
cago Book Store, Chicago, iil. 

Pinney, D. R., Acme Visipie Kec- 
oras, Inc., Chicago, Ill. 

Pitt, Fred D., Wiuison-Jones Co., 
Kansas City, Mo. 

Plant, W. S., Western Bank & 
Othce Supply Co., Oklahoma 
City, Okla. 


Pohl, Col, A. W. J., L. E. Water- 
man Co., New York, N. Y. 

Popple, J. O., W. H. Zaiser Spe- 
cialty Co., Des Moines, Lowa. 


Potter, Roy H., Autopoint Co., 
Chicago, Ill. 

Powell, B. J., A. W. Faber, Inc., 
Chicago, II. 

Powell, W. E., The B. F. Good- 
rich Rubber Co., Akron, Ohio. 
Praetorius, H. O., John P. Mor- 
ton & Co., Inc., Louisville, Ky. 
Price, Herman, Eagle Pencil Co., 


New York, N. 
Pritchard, J. W., 
o., Chicago, Ill. 


va 
Pritchard Staty. 


Pullen, E. G., Matt Parrott & 
Sons Co., Waterloo, Iowa. 
Pydlek, John C., Blaisdell Pencil 


Co., Philadelphia, Penna, 


Q 
Quay, M. E., The General Fire- 
proofing Co., Youngstown, Ohio. 


R 


Ramma, John J., 
cil Sharpener Division, 
Ill 


Automatic Pen- 
Chicago, 


Ramsey, Charles H., Ever Ready 
Calendar Mfg. Co., Jersey City, 

Reveill” George E., Commander 
Prtg. & Staty. Co., Tulsa, Okla. 

Ray, Bill, Buchanan Staty, Co., 
Wichita Falls, Tex. 

Reid, Robert V., American Pad & 


Paper Co., Santa Monica, Calif. 
Reinhardt, G. W., Finch & Mc- 
Cullouch, Aurora, IIL 


Reinke, H., Moore Push-Pin Co., 
Chicago, IIL 
Reynell, Charles E., Oxford Fil- 


ing Supply Co., Brooklyn, N. Y. 

Rich, C. &., Corry- Jamestown Mfg. 
Corp., Corry, Penna. 

Richmond, Fred A., Richmond & 
Backus Co., Detroit, Mich. 

Riley, H. S., Out West Prtg. & 
Staty. Co., Colorado Springs, 
Colo, 

Rising, F. E., Jr., Bankers Box 
Co., Los Angeles, Calif. 

Rivera, H. Dameron-Pierson 
Co., Ltd., New Orleans, La. 
Robbins, G. L., Gregory Fount-O- 
Ink Co., Los Angeles, Calif. 


Calling All 


Office Equipment _ 


Dealers... 


. . . the LAST word . .. the BEST word , . . in modern 
Inter-Communication Systems. 


Every office and 

factory in your vicinity 
without an efficient Inter-Communi- 
cation System is a first rate prospect for 





money for every executive. 


daily use in hundreds of plants the country over. Get in 
on this new source of good quick profits by writing us 
for the full facts today. It will pay you well. Webster- 
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Saves time, steps and 
AMPLICALL is in successful é 






Chicago Corpora- 
tion, Sec. 0-54, 
5622 Blooming- 
dale Ave., Chi- 
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Many Dealers have put their ribbon and carbon departments on 
a basis of better profit and superior service with 
Let us show you. 


Codo- MANUFACTURING CORP. 


509 South Franklin St., 


270 Lafayette St., 
Factory 


Carbon Papers & 
Typewriter Ribbons 


Topflight businessmen and wo- 
men like Codo Carbons and Rib- 
bons because the written results 
are consistently clear, sharp and 
lasting. Super-Kote, Keen-Rite, 
Typocraft and Stenocopy serve 
practically every business typing 
requirement. Most of them are 
in four weights and four finishes. 


Codo Hectograph Carbon 
is available in two types, 
for spirit and for gelatine 
roll duplicators. We have 
prices and samples of roll 
carbon, one time carbon, 
carbonized newsprint, etc. 
for your sales promotion. 


Codo Super-Fiber Ribbon 
tops a popular line, vari- 
ous grades outstanding 
for production, economy 
and bright color through- 
out long service. 


odo Brands 


Chicago 
New York 





Coraopolis, Pa. 
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Doing a good job — 
of not going anywhere! 









That is the job that we ask of our new 
Feltex Desk Pad base and the job 
that it does. 

































We hope that you saw 
the demonstration at the Na- 

tional Stationer's Convention. If not, 
won't you drop us a line and let us tell you the 
advantages of this new backing that keeps your desk 
pad from slipping. 


G. J. Aigner Company 


503 South Jefferson Street Chicago, Illinois 













PROVED 
PERFORMANCE! 


FULTON 
“ All-Weather” 


WOOD BLOCK 
STAMP PAD 

















For clean, sharp rubber stamp im- 
pressions, regardless of tempera- 
ture or humidity. Won't collect 
dust. Won't get soggy. Won't 
dry out. 


FULTON 


SPECIALTY CO. 








FACTORY, ELIZABETH, N. J 
Sales Office: 200 Fifth Avenue, New York City 











Robbins, W. G., Carolina Office 
Equipment Co., Rocky Mount, 
N.C 


Robinson, Charles, American Lead 
Pencil Co., San Francisco, Calif. 

Robinson, C. P., Acme Visible Rec- 
ords, Inc., Chicago, Ill. 

Robinson, H. S., Robinson Mfg 
Co., Westfield, Mass. 

Rockwell, Harvey P., Yawman & 
Erbe Mfg. Co., Rochester, N. Y. 

Rodenkirch, Oscar, Fond du Lac 
Office Supply Co., Fond du Lac, 

isc, 

Rohrs, Edward, Eaton Paper Corp., 
Chicago, II. 

Roland, C. S., Marshall-Jackson 
Co., Chicago, III. 

Rose, Leonard O., National Blank 
Book Co., Chicago, III. 

Roth, C. W., Roth Office Equip 
ment Co., Dayton, Ohio. 

Ruch, H. E., Stationers, Inc., In- 
dianapolis, Ind. 

Ruck, George, Columbia Steel 
Equipment Co., Philadelphia, 
Penna. 

Rucker, W. A., Parker Pen Co., 
Chicago, III. 

Ruedy, Walter, S. G. Adams Co., 
St. Louis, Mo. 

Rushmore, John B., The Reyburn 
Mfg. Co., Inc., Chicago, II. 

Ryan, Frank M., Sanford Ink 
Co., Milwaukee, Wisc. 

Rybak, Ed., Schiller & Schmidt, 
Chicago, Ill. 


Ss 


Sahm, William H., Eagle Pencil 
Co., New York, N. Y. 

Sainberg, R. B., Sainberg & Co., 
Inc., New York, N. Y. 

Samson, F. W., Moore Push-Pin 
Co., Philadelphia, Penna. 

Sanders, H. S., Stationers & Pub- 
lishers Board of Trade, New 
Tor, Bt. 

Sargent, F. M., The Heyer Corp., 
Chicago, IIl. 

Sauter, Robert, A. W. Faber, Inc., 
Newark, N. J. 

Schaefer, Arthur G., Sengbusch 
Self-Closing Inkstand Co., Mil- 
waukee, Wisc. 

Schiller & Schmidt, 


A. E., Atlas Stationers, 


Schmits, Carl H., Stationers Loose 
Leaf Co., Milwaukee, Wisc. 
Schneider, P. Dennison Mfg. 

Co., Framingham, Mass. 
Schnell, Charles T., Invincible 
Metal Furniture Co., Manitowoc, 
Wisc. 
Schoen, Charles P., American 
Lead Pencil Co., Hoboken, N. J 
Schooley, Arthur. Sr., Schooley 
poate. & Prtg. Co., Kansas City, 


oO. 

Schreiber, Nels, Messenger Prtg 
Co., Fort Dodge, Iowa. 

Schubert, L., The Globe-Wernicke 
Co., Cincinnati, Ohio. 

Schulhof, William, The Office, 
New York, N. Y. 

Schumacher, Ray V., National 
Blank Book Co., Columbus, 
Ohio. 

Seaborg, E. B., Nagel-Chase Mfg. 
Co., Chicago, Il. 

Seiler, A. G., New York, N. Y 

Sengbusch, G. J.. Sengbusch Self 
Closing Inkstand Co., Milwaukee, 
Wisc. 

Seymour, F. P., Horder’s, Inc., 


Sharpe, Don P., The Reyburn 
Mfg. Co., Inc., Chicago, IIl. 
Sheaffer. C. R., W. A. Sheaffer 
Pen Co., Fort Madison, Iowa 
Sheets, Homer F., Victor Safe & 
Equipment Co., Chicago, III. 
Shipley, A. F., Office Eoncialties 

Sup. Co., Fargo, N. D. 

Short, Harry L., manufacturers’ 
representative, Chicago, IIl 

Siekert, Fred J., Siekert & Baum 
Staty. Co., Milwaukee, Wisc. 

Silliman, Ward H., Sengbusch 
Self-Closing Inkstand Co., Hous- 
ton, Tex. 

Sime, H. L., Office Appliances, 
Chicago, IIl. 

Simpson, J. H., National Fiber- 
stoK Envelope Co., Philadel 
phia, Penna. 

Skagseth, A., Skagseth Staty. Co., 
Miami, Fla. 

Skibbe, Alvin R., Associated Sta 
tioners Supply Co., Chicago, IIl. 

Slye, R. H., Tribune Prtg. & Sup. 
Co., Great Falls, Mont. 
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Smith, T. W., Jr., Sun Rubber 
Co., Oak Park, Ill. 

Smith, W. E., Ace Fastener Corp., 
Chicago, Il. 

Smith, Zac, Zac Smith Staty. Co., 
Birmingham, Ala. 

Smythe, John M., Andrew Geyer, 
Inc., New York, N. Y. 

Solinger, Leo, Eagle Pencil Co., 
New York, N. Y. 

Somerville, Walter F., Dennison 
Mfg. Co., Chicago, Ill. 

Sommer, Joe, Wm. B. Burford 
Prtg. Co., Indianapolis, Ind. 
Downey Co., Cincinnati, Ohio. 

Sommerfield, Fred W., C. L. Dow- 
ney Co., Cincinnati, Ohio. 

Sorenson, F. §S., Bankers Box Co., 
Chicago, Ill. 

Sprague, R. H., Weis Mfg. Co., 
Monroe, Mich. 

Sprott, J. S., The Globe-Wernicke 
Co., Cincinnati, Ohio. 

Stafford, W. S., S. S. Stafford, 
Inc., New York, N. Y. 

Stapleton, B. C., Transylvania 
Prtg. Co., Lexington, Ky. 

Stark, Joe, Boorum & Pease Co., 
Chicago, II. 

Stationers Assn. of Detroit, De- 
troit, Mich. (H. C. Wilking) 

Steele, Otis C., Joseph Dixon Cru- 
cible Co., Jersey City, N. J. 

Stein, Leo, Stein Bros. Mfg. Co., 
Chicago, IIl. 

Steinhilber, Fred, Andrew Geyer, 
Inc., New York, N. Y. 

Stephens, H. J., Neva-Clog Pro- 
ducts, Inc., Chicago, Ill. 

Stephenson, Viola, Prompt Press 
Co., Detroit, Mich. 

Stevens, George O., Stevens, Ma- 
loney & Co., Chicago, III. 

Stewart, W. Neill, Jr., Stewart 
Office Supply Co., Dallas, Tex. 

Stockett, W. E., Jr., Stockett- 
Fiske Co., Washington, D. C. 

Stoner, Charles, C. Howard Hunt 
Pen Co., Camden, N. J. 

Strafford, R. C. III, Atlanta, Ga. 

Strauss, J. C., Automatic Pencil 
Sharpener Div., New York, N. 
= 


Stringe, A. R., Commercial Furn. 
Co., Chicago, Il. 

Sturdevant, Harry, Ace Fastener 
Corp., Chicago, Ill. 

Sunderland, W. J., National Pen- 
cil Co., Shelbyville, Tenn. 

Swanson, E. M., Victor Safe & 
Equipment Co., Minneapolis, 

inn. 

Swisher, Jim, Bartlesville Staty. 
Co., Bartlesville, Okla. 

Sylvester, Harry B., Sylvester & 
Nielsen, Inc., Appleton, Wisc. 


T 

Taber, Donald R., American Pad 
& Pencil Co., Holyoke, Mass. 

Talmage, J. H., Visible Records 
Equipment Co., Chicago, IIl. 

Talty, C. W., Poucher Prtg. Litho. 
Co., Minneapolis, Minn. 

Tavernier, L. H., Fulton Specialty 
Co., Elizabeth, N. J. 

Tehan, Harry, Chas. M. Higgins 
& Co., Inc., Brooklyn, N. Y. 
Ten Hoor, Henry, Office Supplies, 

Inc., Muskegon, Mich. 

Thom, C. A. H., Gregory, Mayer 
& Thom Co., Detroit, Mich. 
Thomas, W. F., Findlay Prtg. & 

Sup. Co., Findlay, Ohio. 

Thompson, George A., W. H. Kis- 
tler Staty. Co., Denver, Colo. 

Thompson, Morrie, The Shaw- 
Walker Co., Muskegon, Mich. 

Thompson, Russ, Decker’s Inc., 
Anderson, Ind. 

Thorn, G. S., Paul Anderson Co., 
San Antonio, Tex. 

Tope, Ronald E., Tope Book & 
Supply Co., New Philadelphia, 
Ohio. 

Towne, Joseph M., National Blank 
Book Co., Holyoke, Mass. 

Towne, R. P., National Blank 
Book Co., Holyoke, Mass. 

Tracht, Fred, University of Chi- 
cago Bookstore, Chicago, III. 

Tuesley, Prescott, Yakima _ Bind- 
ery & Prtg. Co., Yakima, Wash. 

Turner, George E., Matt Parrott 
& Sons Co., Waterloo, Iowa. 

Turnquist, A. L., A. & E. Supply 
Co., Duluth, Minn. 

Tussing, R. M., York, Penna. 

Tynan, W. J., S. S. Stafford Co., 
New York, N. Y. 


U 
Uden, John A., Boorum & Pease 
Co., Chicago, Ill. 
Underwood, C. F., Fulton Spe- 
cialty Co., Elizabeth, N. J. 
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: Put a Speed-O-Print PUL- 
Expertly constructed of selected PIT in your store. It will 
gum wood, natural finish — 22” “4 increase your duplicator 
wide, 17” deep; front height 41”, r j supply sales and profits — 
h ‘A quickly, just as it has for 
so many other dealers. 
Write at once for details on 
how you can get one — 
without one cent of extra 
cost. 














Speed-O-Print products are 
now the finest packaged 
line of duplicating supplies 
on the market. Each item 
is individually contained 
in its own colorful carton 
—giving complete descrip- 
tion, stock number, and 
price. That’s why any one 
can sell them. 








| The PULPIT is a combination 
|merchandise display and 
stock cabinet that was origi- 
|nated by Speed - O - Print to 
produce increased sales. . 


































and . . . extra profits for 
Speed-O-Print dealers every- 
where. 


It has an eye-appealing, bril- 
liantly illuminated glass en- 
closed front panel that dis- 
plays Speed-O-Print products, 
invites purchase, and stimu- 
lates buying. And the conven- 
ient and roomy shelved cab- 
inet in the back facilitates 
instant selling of any item in 
the line. 


Because the Speed-O-Print 
PULPIT does a remarkable 
job of point-of-sale advertis- 
ing and point-of-sale selling 
ithas increased dealer sales 
and profits in a most surpris- 
ing manner. 
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In designing this » ” Scope, Speed-O.p,:,4 
turned © the newest Most Modern of all 
Materials _ as beautit.,) Molded BAKELITE; 
With its ebony black Chassis com 
Piece, there can re) Warping, 
Misalignmen, Trimmed in co 
With re 
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Urmston, R. 


J.. J. S. Staedtler, 
Inc., New York, oo 


V 
Vail, R. B., Vail Mfg. Co., Chi 
cago, IIL. 
Vanderford, Ben H., A. R. Taylor 
Co., Memphis, Tenn, 
Van Dorn, H. B., Joseph Dixon 


Crucible Co., Jersey City, N. J. 
Van Horne, A. C., Eberhard Faber 


Pencil Co., Brooklyn, N. Y 
Venet, Harry P., The Reyburn 
Mfg. Co., Inc., Chicago, II. 
Vojta, R. J., Frank Mashek & 


Co., Chicago, Ill. 


Volzer, Paul W., Baers’, Canton, 
Ohio, 
Von Ritter, F. M., Stationers 
Loose Leaf Co., Milwaukee, 
Wisc. 


Ww 
Waddy, Woodson P., Everett Wad- 


dey Co., Richmond, Va. 
Wadsworth, Charles, American 
Lead Pencil Co., Hoboken, N. J. 
Walcott, H. §., DoMore Chair 
Co., Elkhart, Ind. 
Waldman, Irvin, Houston Prtg. & 
Staty. Co., Houston, Tex. 


Walker, Arthur J., Farnham Staty. 
& School Supply Co., Minneap- 
olis, inn. 

Wallace, J. A., Jasper Office Fur- 
niture Co., Jasper, Ind. 

Wallace, James J., Carithers-Wal- 
lace-Courtenay Co., Atlanta, Ga. 

Walsh, Herbert J., Ace Fastener 
Corp., Chicago, Ill. 


Warnock, Ham, The Globe-Wer- 
nicke Co., Chicago, III. 

Waterman, C. H., L. E. Water- 
man Co., Newark, N. J 


Waterman, F. D., Jr. L. E. 
Waterman Co., New York, N. Y. 

Watts, Norman, Stationers Assn. 
of Louisville, Louisville, Ky. 

Weber, William F., Ace Fastener 
Corp., Chicago, IIl. 

Weck, . M., Haines & Essick, 
Decatur, III. 

Weinberg, B., McCloy Co., 
burgh, Penna. 
Weingaertner, M. 
Stationery Co., 
Weis, E. T., Weis Mfg. Co., 

roe, Mich. 


Pitts- 


T., Egyptian 
Belleville, Ill. 
Mon- 


Weissenborn, R. A., General Pen- 
cil Co., Jersey City, N. J. 

Welch, Taft, Scott Rice Co., Tul- 
sa, Okla. 

Welch, W. W., Kisco Co., Inc., 


Jamestown, N. Y. 

Wenner, Frank, Matt Parrott & 
Sons Co., Waterloo, Iowa. 

White, J. L., The White Co., Co- 
lumbus, Ga. 

Whiteside, G. W., The Parker Pen 
Co., Janesville, Wisc. 

Whitney, G. R., Artility Metal 
Products, Elkhart, Ind. 

Wilcox, Leonard B., Roberts Prtg. 
& Staty. Co., Hutchinson, Kans. 

Wiley, B. G., All-Steel-Equip. Co., 
Inc., Aurora, Ill. 

Wiley, M. A., General Pencil Co., 
Jersey City, N. J 


Wilkerson, O. A., Jr., Security 
Steel Equipment Corp., Avenel, 
N. Jj. 

Wilking, H. C., B. C. D. Office 
Equipment, Inc., Detroit, Mich. 

Willenborg, Frank G., Willenborg 
Staty. & Prtg. Co., Cincinnati, 
Ohio. 

Williams, F. C., Yawman and 


Erbe Manufacturing Co., Ro- 
chester, N. J. 
Williams, R. B., Yawman and 
Erbe Mfg. Co., Rochester, N. Y. 


Williamson, J. H., Acme Visible 


Records, Inc., Chicago, III. 
Wilson, E. C., Wilson Staty. & 
Prtg. Co., Houston, Tex. 
Wingert, L. P., General Pencil 
Co., St. Louis, Mo. 

Wittgen, Leo H., Smith & But- 
terfield Co., Evansville, Ind. 
Wolcott, George H., Wilson-Jones 

Co., Chicago, II. 
Wolf, Calvin A., The Mayer 
Schairer Co., Ann Arbor, Mich. 
Wonders, S. D., The Carter’s Ink 


Co., Boston, Mass. 

Woodruff, S. M., Weis Mfg. Co., 
Monroe, Mich, 

Wood, R. N., 
Pen Mfg. Co., Camden, 

Wren, J. L., Jr., House of Wren, 
Oklahoma City, Okla. 


Esterbrook Steel 


Wright, T. H., Rite-Rite Mfg. Co., 
Chicago, Ill. 
x 
Yager, Harry, David Kahn, Inc., 
North Bergen, é 
Yawman, Philip H., Yawman and 


Roc hester, N. Y. 


Erbe Mfg. Co., 
Autopoint Co., 


Young, W. B., 
Chicago, Ill. 


Z 
Zoeckler, C. R., Zoeckler Co., 
Davenport, Iowa. 


St. Louis, Mo. Zuck, R., Rite-Rite Mfg. Co., Chi- 
Wells, Roy E., Postindex Co., cago, Ill. 
REGISTRATION—LADIES 
Abrams, Mrs. A. B., New York, Caswell, Mrs. F. H., Cambridge, 
ae ass. 
Aigner, Mrs. Al, Chicago, III. Cavanaugh, Mrs. W., Jr., New Or- 
Allen, Mrs. Claude, Youngstown, leans, La. 

Ohio. Clegg, Mrs. W. C., San Antonio, 
Armstrong, Mrs. A. D., Chicago, Tex, 

Ill. Cody, Mrs. C, F., Dubuque, Iowa. 

Coggin, Mrs. F. L., Oak Park, 
B Ill. 
Baker, Mrs. L. M., Lubbock, Tex. Cooper, Mrs. F. S., Golf, Iil. 
Balch, Mrs. Harry, Chicago, III. Cormack, Mrs. G., Chicago, IIl. 
Bansemer, Mrs. R. T., Milwaukee, Cornish, Mrs. I. R., Yawman and 

Wisc. Erbe Mfg. Co., Rochester, N. Y. 
Barkley, Mrs. P. H., Chicago, IIl. Cowles, Mrs. G. Donald, Mobile, 
Barr, Mrs. E. R., Emporia, Kans. Ala. 

Oust Mrs. Jack, Jamestown, Craig, Mrs. M., Golf, Ill. 

N. Crile, Mrs. Don, Canton, Ohio. 

Bates, Tin E. E., St. Paul, Minn. 
Baugher, Mrs. A. H., Chicago, III. D 
Bayless, Mrs. Owen G., Seattle, Dalton, Mrs. Wm. J., Chicago, III. 

Wash. Davis, Mrs. George P., Indianap- 
Beach, Miss Hazel M., Sioux Falls, olis, Ind. 

S. D. Deli, Mrs. Frank, Chicago, III. 
Benner, Mrs. Dan H., Grand Dick, Mrs. H. A., Cincinnati, Ohio, 
Rapids, Mich. Dillon, Mrs. Matt, Chicago, IIl. 
Bergquist, Mrs. Harry, Peoria, IIl. Dotson, Mrs. R. R., Zanesville, 

Bingham, Mrs. Arthur W., Jr., Ohio. 

Brooklyn, N. Y. Downs, Mrs. Fred, Tulsa, Okla. 
Boyd, Mrs. W. J., Chicago, IIl. Dressel, Mrs. H. E., Chicago, II. 
Boyer, Mrs. K. L., Toledo, Ohio. 
= Mrs. Betty, Des Plaines, y 

Emery, Mrs. Lynn B., Detroit, 
one Mrs. E., Monroe, Mich. Mich. 
Brass, Mrs. W. B., Indianapolis, Everend, Mrs. R. B., New York, 

Ind i Ee 
Bristoll, Mrs. B. J., Des Moines, Everly, Mrs. C. H., New York, 

Iowa. _ ae P 
Brohm, Mrs. B. H., Chicago, IIl. 

Brown, Mrs. L. .. Brooklyn, F 
; : Fargo, Mrs. Frank H., Bridgeport, 
Burns, Mrs. D. S., Mansfield, Ohio. Conn. 
Follin, Mrs. M. V., Riverside, Ill. 
Fellowes, Mrs. H. Folger, Chicago, 
Caracci, Mrs. Louis, New York, Ill. 

N. ‘ Fellowes, Mrs. H. L., Chicago, II. 

Carlson, Mrs. A. G., Moline, Ill. 
Carpenter, Mrs. R. Chicago, G 
Ill. Gage, Mrs. Nevin I., Chicago, III. 
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desired. It is equipped with 


and opens flat. 


portfolio. .. 
sales increase. 


co) DPPELA 





AN ALL-PURPOSE CASE TO 
Sparkle UP YOUR FALL AND 
HOLIDAY SALES 





This sensational number is tops in versatility, tops in value, 


and tops them all for easy, profitable selling. 
full-length pockets and two half-length pockets. Disappear- 
ing handles make it an underarm portfolio or brief case as 


Snap buttons on the lower ends of the 
bottom pockets permits opening wide and inserting A to Z 
letter file or a Sales Photo Ring Binder. 

Your stock isn't complete without this amazing, versatile 
. Stock it—talk it and display it—watch your 
Address Dept. 010 for illustrated catalog. 


Fite. LEATHER a eer Merchandise Mart 


It has five 


Talon zipper on three sides 


412 N. Orleans St. 
Chicago 


em W/ 


Opposite 








H A N D $ ring the 


cash register ! 





and AUTODEX 
NEW COLORS 


Color—new, 
Autodex now 
11 in all). 
valuable Zephyr business-building 
coupon now. 


collect, 


glorious 


features seven new 


ROLODEX 


cash, 


colors-—make 
colors 
Find out about them and all the other 
news. 


When people instinctive- 
ly put out their hand to 
try something, you start 
selling !—as stationers are 
now selling this intrigu- 
ing new idea—an auto- 
matic memo sheet case 
completely enclosing 250 
3” x 5S” bond sheets 
smoeth, streamlined, 
beontifal==yet one mo- 
tion of fingers on glider 
delivers a sheet in your 
hand. Gleaming Bakeiite. 
Black $1.29; burgundy 
and walnut $1.50; ivory 
$2.00. 





too! 


more sales, 
(making 


Mail the 





Zephyr American Corporation 


31 WEST 47TH STREET 


NEW YORK CITY 





Zephyr American Corporation 
31 West 47th St., New York City 


Please send your new, complete, 
Name 

Firm 

Address 

City 





illustrated Portfolio. 


State 
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DURATEX............ 











ates KRAFOLTEX 


dT OR) BE | Soe 


Double thick where wear and strain are the greatest insures 
long and satisfactory life. Furnished in two high grade stocks in 
various weights. DURATEX . 
the finest kraft steck 


KRAFOLTEX... 
available. 


Send for samples of these two quality File Folders. 


Your more discriminating customers 
vince you of their superior value. 


. the finest manila stock and 









con. 


C. L. BARKLEY & CO. 


ESTABLISHED 1921 


cManufacturers of Filing Supplies 


517 S. JEFFERSON STREET 


CHICAGO, ILL. 





HAVEN 


AND 


NATIONAL 





Lines of 
Carbon Papers 











Lines of 
Typewriter 
Ribbons 





TicTAToOR SILK 
AND 


SUPREME 


Use the “Bueki”’ Route to 
increased carbon and ribbon sales 


Write for Complete Details 


The Buckeye Ribbon & Carbon Co. 


Manufacturers 


1458-68 East 55th St., Cleveland, Ohio 








Ce. Mrs, F, E., Kansas City, 
Geyer, Mrs. Andrew, New York, 
N. 


Gilbert, “Mrs. John A., Chicago, Ill. 

Uill, Dorothy, H. H. West Co., 
Milwaukee, Wisc. 

Godwin, Mrs. May, Godwin Staty. 
Co., Birmingham, Ala. 

Goodhand, Mrs. L. C., Chicago, 


hice, Mrs. J. S., Chicago, IIl. 
Gregory, Mrs. . A., Los Angeles, 
Calif. 


H 
Hammond, Mrs. R, L., Des 
Moines, Iowa. 
Hansell, Mrs. M. E., New Orleans, 
La. 
Harper, Mrs. Jack, Albuquerque, 


Henderson, Mrs. B. L., Jamestown, 
ws 2s 

Heymann, Mrs. Harry, New York, 
N. Y 


Hoge, Mrs. William, Youngstown, 
hio, 
Holley, Mrs. J. M., Des Moines, 
lowa. 
Hooper, Mrs. E. R., Chicago, IIL. 
Horder, Mrs. H. G., Chicago, IIl. 
Howell, Mrs. C. H., Chattanooga, 
Tenn, 


J 
Jerue, Mrs. Sterley, St. Paul, 


Johnson, Mrs. J. Arthur, James- 
town, N. Y. 


K 
Keeling, Mrs. E. A., Jamestown, 


fe @ 

Kenworthy, Mrs. A. G., Des 
Moines, Iowa. 

Klebba, Mrs. E. J., Royal Oak, 
Mich, 

Knapp, Mrs. C. J., Waterloo, 
lowa, 

Kochheiser, Mrs. E. R., The Chas. 
Ritter Co., Mansfield, Ohio. 
Kral, Mrs. J. S., Cleveland, Ohio. 
Kulp, Mrs. Harry, Chicago, IIl. 


Kuresman, Mrs, Cincinnati, 
Ohio, 
Kyle, Mrs. R. M., Cincinnati, Ohio, 


L 


Law, Mrs. C. H., Chicago, Ill 
Lennartson, Mrs. ‘Walter S., Chi- 


cago, IIL. 
Lessard, Mrs. 4 A, St. Louis, Mo. 
Levine, Mrs. .. Mt. Vernon, 
N. Y. 


Linden, Mrs. Hy, Chicago, IIl. 
Lipner, Mrs. W. C., Chicago, IIl. 


M 

Malatesta, Miss Adelaide, Chicago, 
Ill. 

Malatesta, Miss Clara, Chicago, 
Ill. 

Marquis, Mrs. O. M., 
land, . 

Marshall, Mrs. Charles M., At- 
lanta, Ga. 

Mashek, Mrs. Frank, Chicago, Ill. 

McClenathan, Mrs. W. C., Dun- 
kirk, N. 

McFarland, Mrs. H. D., Moline, 
Ill. 

Montgomery, Mrs. Ruth, Los An- 
geles, Calif. 

—. Mrs. H. S., Minneapolis, 
Minn 

Morris, ” Mrs. B. M,, Los Angeles, 
Calif. 

Mulliken, Mrs. Elizabeth, Fritz- 
Cross Co., St. Paul, Minn. 

Munchoff, Mildred, Los Angeles, 


Calif. 
Musser, Mrs. J. C., Brooklyn, 
fe € 


Cumber- 


N 
Navrat, Mrs. Milton, Hutchinson, 


Kas. 
Neary, Mrs. James E., New York, 
te A 
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Nichols, Mrs. Harry L., Columbus, 
Ohio. 
Nickel, Mrs. W. J., Chicago, III. 


Oo 
7, Miss Cecilia M., The 
B. Arnold Co., Saginaw, 
Mich. 


Pp 
Parrott, Mrs. J. S., Waterloo, 
lowa, 
Parrott, Mrs. R. W., Waterloo, 
Iowa, 
Petithory, Mrs. C. J., Jamestown, 
Y 


Ms Es 
Picknell, Mrs. P., Decatur, IIL. 
Pinney, Mrs. D. R., Chicago, III. 
Popple, Mrs. J. O., Des Moines, 
lowa. 
Potter, Mrs. R. H., Chicago, IIl. 
Pritchard, Mrs. J. W., Chicago, 
Pullee, Mrs. E. G., Waterloo, 
lowa. 


R 
Raveill, Mrs. G. E., Tulsa, Okla. 
Riley, Mrs. Evelyn Bush, Colorado 
Springs, Colo. 
Robbins, Mrs. W. G., Rocky 
Mount, N. C. 
Roth, Mrs. C. W., Dayton, Ohio. 
Rushmore, Mrs. John B., Chicago, 
Ill. 
Ryan, Mrs. Frank, Chicago, Ill. 


S 
Schumacher, Mrs. R. V., Chicago, 
Ill 


Sheets, Mrs. H. F., North Tona- 
wanda, N. Y. 

Short, Mrs. H. L., Chicago, IIl. 

Skagseth, Mrs. A., Miami, Fla. 

Skibbe, Mrs. Alvin R., Chicago, 
Ill. 

Smythe, Mrs. John, New York, 
mn. =. 


Stark, Mrs. J. W.. Chicago, Ill. 
Stephens, Mrs. J., Chicago, Ill. 
Stapleton, Mrs. *. c. Lexington, 


y. 
Stratford, Mrs. R. C. III, Atlanta, 
Ga. 
Sylvester, Mrs. Harry B., Apple- 
ton, Wisc. 


T 
Talty, Mrs. C. W., Minneapolis, 
inn, 
Tehan, Mrs. Harry, Brooklyn, 
N. 
Thomas, Mrs. W. F., Findlay, 
oO. 
Tope, Mrs. R. E., New Philadel- 
phia, Ohio. 
Towne, Mrs. R. P., Holyoke, 
Mass. 
Tuesley, Mrs. Prescott, Yakima, 
Wash, 


U 
Uden, Mrs. J. A., Chicago, Ill. 
Underwood, rs. C. F., Elizabeth, 
fe: § 


V 
Van Horne, Mrs. A. C., Brook- 
lyn, N. Y. 
Von Ritter, Mrs. F. M., Mil- 
waukee, Wisc. 


WwW 
Walker, Mrs. A. J., Minneapolis, 
Minn. 
Wallace, Mrs. J. A., Jasper, Ind. 
Wallace, Mrs. James J., Atlanta, 


Ga. 
Welch, Mrs. Taft, Tulsa, Okla. 
Wells, Mrs. Grace B., Jamestown, 


ms Bs 
White, Mrs. J. L., Columbus, Ga. 


Winterroud, Miss Joan, Findlay, 
Ohio. 


Y 
Young, Mrs. W. B., Chicago, III. 


Z 
Zoeckler, Mrs. C. R., Davenport, 
Iowa. 


— —>-e——_—____ — 


RUBBER PRODUCTS SALES ON INCREASE 

Continuing increase in the net sales value of sta- 
tioners’ rubber products is revealed by statistics com- 
piled by the Rubber Manufacturers Association. 

The net sales value of stationers’ rubber shipments 
during the first half of the current year was estimated 
by the association as $1,562,000, compared with $1,269,- 
000 during the corresponding period last year, and 
$1,132,000 in the first half of 1938—BJ 
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WHAT’S THE BIGGEST SINGLE SELLING Feature 
That Pus the HILCO STREAMLINER 


FIRST? 








$7959 = with Cabi- 


Streamliner net $20.00 
Retail Price Additional 


= SSS F.O.B. Chicago 


ALL BIG SELLING POINTS 
BUT— 


THE BIGGEST HILCO FEATURE 


is the Exclusive Hilco Automatic Front 
Paper Stop! 


Its Streamlined Appearance? 


Its Economy and Ease of 


Operation? 
This patented feature so accurately governs the feeding 
of sheets into the machine that you get perfect registra- 
tion—perfect copies. 


Its Patented Protection Against : 
8 That’s Why HILCO Is 


) Smudged Sheets? the Duplicator for You. 
' 

| THE HILCO CORPORATION 
MERCHANDISE MART CHICAGO 











Only Precise Jrumming Boards 


Offer These Outstanding 
Features | 


@ Adjustable Patented Paper Guides for easy 
trimming. 

@ Blade is best grade steel, properly ground 
and hardened. 

@ Finest seasoned Hardwood, Ebony finish. 

@ Two Rulers for perfect alignment top and 




























bottom. Ww 
| @ Graduations every 2”, vertical and _ hori- RITE FOR 
zontal. AND DEALERS PRIC 
@ Safety Spring, prevents knife falling. COMPLETE = 
@ Made in seven sizes from $2.50 to $27.50. DETAILS; 


A QUALITY TRIMMING BOARD, made to last 


| a lifetime and fully guaranteed. PHOTO LABORATORIES, INC. 
| A M E K | C A N 8 N. LOOMIS ST., CHICAGO 
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FEATURE AN AUTHENTIC 


SI, era f on 


DURING NATIONAL OFFICE FURNITURE WEEK 


OCTOBER 14-19 


No. 


INDIANA 


JASPER 


3014—36x72 








INDIANA’S 3000 se- 
ries offers ultra refine- 
ment and reflects ex- 
cellent taste for the 


smart executive. 


DESK CO. 


INDIANA 




















Here is a redesigning of our long 
popular Bank of England Execu- 
tive Chair, available in genuine 
walnut, bireh walnut or birch 
mahogany. For our commercial Bank of England 
design, ask for No. 451. Both are also offered 
with lees instead of revolving base, and with or 
without arms. 

Each offers special value at an attractive price; 
cost to the dealer of a small display is very mod- 
erate, sales opportunities frequent. Write for our 
new Ne. 5 catalog. 


with reverse 
spindle back 
and rubber 
bumper insert. 







Presenting the 
New Indiana 
Chair Co. 


BANK OF 


New 
Indiana 
Chair 
Co. 


JASPER, 
INDIANA 


“Andy Units of STEEL’ 


Every Style and Size of 
STEEL SPECIALTY 















Blue Print Cases 
Made in two 
grades. Standard 
Line is of highest 
quality construc- 
tion with hood at 
back of each 
drawer and weight- 
ed hinged flap at 
front. Utility Line is built for 
service at an economical price. 

Available in many sizes and drawer combinations. 








Typewriter Tables 

All metal stand for many office 
uses. Well made throughout. 
Top 18” x 14”—26l/,” high. 
Finish in olive green. Shipped 
K. D. The stand is priced right 
and will sell rapidly at a good 
profit. 

Write today for literature on our 
complete line of steel products for 
the office at the right price. 


ANDERSON-HICKEY CO., INC. 
GENEVA, ILLINOIS 
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! “MONEY ISN’T EVERYTHING” 
Stressing the advantages of merchandise prizes over THE APPLICATOR THAT 


cash as a Sales motivation, a new booklet entitled 
“Money Isn’t Everything” has been published and SELLS THE CLEANER 


made available to the trade by Cappel MacDonald & 
Company, Cappel building, Dayton, Ohio. 

As an introductory note recites, the booklet has been 
prepared for those who have never used merchandise 
prizes as well as for those who endorse their use. 
By text and unusually interesting illustrations it tells 





sence RRAESSTS MURA 


| the many reasons why the possibility of winning mer- 

chandise prizes, varied sufficiently to be acceptable to 

any member of a family, can be made more attractive 

to the average salesman than a sum of money. 

Copies of the booklet will be sent to any interested 

i person on request. Kleen-Key Type and Platen 
i Cleaner can become a big profit- 
i - me making item for you ... be- 





cause it features a vastly supe- 
rior type of applicator. 

This applicator is made of 
absorbent material and heavy 
bristle that scrubs the type 
clean and shiny in one quick operation . . . with no extra 
cloth or brush needed! In addition, this patented applicator 


STATIONERY. 


Detroit, Mich.—The Service Office Supply Company has recently moved 
its offices and warehouse from 427 Woodward avenue to the Vernor build 
ing, Woodward and Woodbridge. Announcement of the change of address 
was made by Herbert H. Klein, who said that coincident with the change 
the company is relinquishing the retail store type of trade in order to 








concentrate on and specialize in the commercial end of the business is shaped so that it is easy to get at the type. 
Bristol, Conn._Howard G. Brown, owner of a stationery business at Show your prospects the applicator and its features and 
) Nor : stree as sok s org on to the P iton Comp: : . 
North Main stre t, ha ld hi rganization to the Plimpton Company you will convert them to KLEEN-KEY. They will be steady 
of Hartford. The new owners will continue the business, adding several ; 
new lines and establishing a local agency of the Royal Typewriter Com repeat customers, too 
pany, Inc. Mr. Brown is retiring from the stationery and office supply field KLEEN-KEY Cleaner is attractively priced to stationers and 
Enid, Okla.-Lee Cromwell, owner of Cromwell Press, First National dealers. Write for full details. Remember, KLEEN-KEY is 
sank building, is a member of a newly appointed ‘‘Industrial Committee,” manufactured and guaranteed by ‘’U. S.’’—-an outstanding 


representing jointly the Enid Chamber of Commerce and the Retailers’ 
Association. The committee was appointed to endeavor to secure location 
in Enid of manufacturing plants connected with the expansion of war 
industries.—EVH 


' Fort Smith, Ark.—.Ben Geren, city salesman for the Fort Smith Printing U. S. TYPEWRITER RIBBON MFG. CO. 


Company, was the successful contender for the Democratic nomination 


for sheriff of Sebastian county, Ark., in the August primary The Demo- FILBERT AT TENTH ST. 


cratic nominee usually has little serious opposition in the November 


; general election, so Mr. Geren is practically assured of the office Imme 
: : : 
: diately after the primary, he spent two weeks on a fishing trip in south PHILA. F PA. ’ cs a 


ribbon and carbon paper name since 1895. 














western Arkansas to rest from the hectic campaign, and to forget politics 
ind business worries for a time ADR 

: Lawton, Okla.._.A new structural glass front is being erected for the 

Southwestern Stationery and Bank Supply, 4 ( ivenue Exe ted in 

green and tan to conform with the store's adopted color motif, the new 


front is an outstanding contribution to the town’s modernization efforts 
Other improvements scheduled include air conditioning the office and con 0 F 
struction of a mezzanine deck.—EVH 


Nashville, Tenn.—The Farrar Office Equipment Company has opened a 
modern stationery and office supply store on Union street near Second 


———<—-_ The “ALUMINUM” Pocket Seal 


New York, N. Y.—The Druckman Stationery, Inc., has recently been 
incorporated as a_ stationery business to operate at 1775 Broadway 
Capitalization, $5000. 

New York, N. Y.—Edward D. Spano, In 1 stationery and printing 
firm, last month was incorporated with a capitalization of 100 shares of no 
par value, 

New York, N. Y¥Y.—The Zip-it Envelope Corporation was recently incorp 
orated with a capitalization of $20,000. The company manufactures en 
velopes and stationery. 

New York, N. Y.—Talkard, Inc., is the name of a new stationery firm 
which was formed recently. Its capitalization is 100 shares of no par value 


stock 


Portiand, Ore... C. Carpenter, formerly with the Wilson-Jones Com ‘a “ 
many in Chicago, and Mrs. Carpenter visited Portland during the latter Th OFFICIAL P k S | 
ee Pers * np hye ae AP e ocket Sea 





UNCONDITIONALLY 
GUARANTEED 





“BEST SELLER” for 40 YEARS 


THE NOTARIES FAVORITE 








part of August. Mr. Carpenter, who was in the isiness here 

going to Chicago, spent a good deal of his time renewing old friendships 

imong the trade ATW REALLY EMBOSSES 
San Francisco, Cal.—Neal, Stratford & Kerr, who have so many years 

operated at 521 Market street, announce their removal about the thirtiet! HEAVY PAPER 


f September to 408-14 Mission street, just opposite the new San Francisco Se ; 
Oakland bridge terminal. Prior to moving they were conducting close-out A CORPORATE SEAL 
sale of their office supply merchandise. In their new location they are 

continuing their printing, bookbinding, lithographing, and engraving. They POCKET SIZE 

Iso continue to merchandise office furniture, carbon paper, typewriter mmsiowen 
ribbons, fountain pens, and greeting cards.—SS 


San Francisco, Cal.—The salesmen of Charles R. Barry Company, 430 FURNISHED IN 3 SIZES 


Brannan street, representing various stationery items, all took their two 














weeks’ vacation at the same time this year Arthur O. Carlson and wife 
joved the seashore at Coronado Beact Mr ind Mrs. Leland ( Adams 
found pleasure at Eugene, Ore. Maylon W. Johnson had a fine time at FREE LEATHERETTE POCKET CASE with EACH SEAL 
' Sedro Wooley, Wash.—SS. 
a ce erates” Bid oo Pe eee an MANUFACTURED BY 
partment of A. Carlisle & Company, and has a i , bhy for on 
ti ty positior He is a pol enthusiast and plays N position on the MEYER & WENTHE, Inc. 
Athens Club polo team. He also raises and trains p ponies on hi Established 1854 
anch ss 





San Francisco, Cal... ©. She+ ner ine manaeee for the Gakvill Dependable Service for 87 Years 
CO ompanied by Mrs. Shee, boarded the S. 8. Manhattan on her 30 SOUTH JEFFERSON STREET, CHICAGO, ILLINOIS 


mpany act 











initial voyage to the West Coast, arriving at ls Angele August 22 

i They spent a couple of weeks visitir I Angele ind San Francises ss 

| Santa Cruz, Cal.__H. A. Wright, well-known business man, is opening a PLACE YOUR ORDER WITH YOUR LOCAL 
new husiness at 7 Walnut street, where remodeling has been in progress 

| It is Wright’s Stationery and Office Supply House Clayton Wright. a son MARKING DEVICE DEALER 

/ acting as cashier of the Citizen's Commercial and Savings bank at Soquiel 

| financial interest in the business Mr Wr ht - jealing in sta 


l 
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CARBON | 
PAPERS | 
TYPEWRITER RIBBONS 


Made right — Priced right — | 
Sold right. Here’s a ribbon 
and carbon proposition you | 
can turn into real profit. You 





can always count on our co- | 
operation. | 
| 





EXCLUSIVELY for 
DEALERS “~ STATIONERS | 


Complete details on request 
ALLEN & COMPANY 


DEPT. Mm 
11-18-15 Vandewater St., | 
‘ New York, N. Y. 


























THE HUMAN ANGLE SELLS 
MORE PENCIL SHARPENERS! 










An extra effort on BOS- 
TON Pencil Sharpeners can 
double your profits on this 
item. Let your prospect 
sharpen pencils on the 
BOSTON Self Feeder No. 
4 and he will buy be- 
cause this model has a 
way of making the pros- 
pect feel very 
clever. STOCK 
BOSTONS now. 
Get more to 
offer your cus- 
tomers: SPEED 
CUTTERS, 
LARGER MACHINES, MODERN METAL AND DESIGN, plus the only 
portable pencil sharpener. Examine BOSTONS and you can easily see 
who is the true leader, and where improvements have come in the past 
few years. SEND FOR OUR NEW CATALOG. 


Cc. HOWARD HUNT PEN COMPANY, Camden, N. J. 





Manufactured by the 
Cc. HOWARD HUNT PEN COMPANY 
CAMDEN, N. J. Send for our latest catalog. 


BOSTON Self 
Feeder No. 4 is 
the original 
popularly-priced 
Self Feeder. 


Agd Boston P. ae 4 Sharpeners 
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tionery, office supplies, and such wholesale products as paper bags, cartons, 
and towels. He will also conduct a sales agency for printing supplies.—SS 

Stevens Point, Wis.—Emmons Stationery & Office Supply Company, Inc., 
has recently become incorporated to conduct a mercantile business, etc., 
in paper products, office supplies, etc. One hundred shares at $100 each 
is the reported capitalization 

Venice, Cal.—‘‘The Merchant of Venice’ is still a reality. He is other- 
wise known as F. J. Simon, and has operated the Venice Book and Sta- 
tionery Company for twenty-seven years. He recently moved from Trolley 
Way to his present more spacious store at 67 Windward avenue. Assisting 
him is his son, Norman Simon. Another son, Sterling, is busy selling 
Parker pens in and around San Francisco.—SS 








TYPEWRITERS 


Fort Smith, Ark.—The Capital Typewriter Company, 204 West Capitol 
avenue, conducted an advertising campaign in that city’s daily papers 
during the latter half of August and the first half of September, stressing 
the value of typewriters to students The advertisements repeatedly 
detailed the help that such a machine is to the student in the preparation 
of his lessons, and also the fact that the greater neatness of typewritten 
assignments will bring higher grades for the students’ work. The ads 
featured the firm’s alternate purchase methods, on small weekly payments 
(carrying charge added) and for cash, with a two per cent discount for 
cash payment.—ADR 

New York, N. Y.—The Ralph C. Coxhead Corporation, manufacturer 
of the Varityper, has recently moved to new quarters at 333 Sixth avenue 
where much additional space and better facilities are available. 

Oklahoma City, Okla.—The American Typewriter Company has moved 
to a new location on the ground floor of the Wright building, 305 North 
Broadway where, under the planning and management of M. E. 
Reynolds, the well-known typewriter and office supply house is ready to 
offer increased facilities to its customers and friends. The new store, in 
addition to providing considerably more space for operating and display 
also gives the company a large show window in the front and three 
similar windows on the side. 

Portland, Ore.—Mark Seaman has installed in his service department a 
Shipman-Ward machine for grinding platens. He is now prepared to give 
prompt service in such work and as an agent for Shipman-Ward Manufac- 
turing Company in Oregon, Washington and Idaho. Has a complete line 
of that company’s supplies.—ATW 

San Francisco, Cal.—Frank Marshall, sales manager for the Ames Supply 
Company of Chicago, has been seeing the West with his wife and daugh- 
ter. They have been visiting Los Angeles, San Francisco and the North- 
west, enjoying also a visit to the Treasure Island fair. This is Mr. 
Marshall’s first visit since 1917. A. J. Kartous, manager of the Dallas 
branch of the Ames Supply Company, together with his wife, accompanied 
Mr. Marshall, this being their first visit to California. The group favored 
San Francisco with a week.—SS 

San Francisco, Cal.—Clyde Jungbluth, portable division sales manager 
for the Underwood Elliott Fisher Company, was a Bay City visitor last 
month, coming from New York on a pleasure trip. While visiting the 
local branch of UEF, Mr. Jungbluth was pleased to learn that the large 
amount of government business being done in San Francisco because of the 
many preparedness enterprises in this area is resulting in an increasing 
volume of typewriter sales.—SS 

San Francisco, Cal.—4iene Blanchard, of the San Jose Typewriter Com- 
pany, spent a few days in San Francisco. It was a vacation, but he took 
time to call on a number of the manufacturers and their representatives. 


SS 











OTHER MATCH IN ES 


Reno, Nev.—-Harry’s Business Machines, Inc., for the past ten vears 
located at 120 West Second street, has moved to new quarters at 130 West 
Second street, where much additional space and better facilities are avail- 
able. The firm was established twelve vears ago by Harry S. Foote, who 
announced that the new quarters will provide a larger sales and service 
department as well as a servicing and repair section. 

San Francisco, Cal.—Stuart R. Vanderhurst returned from his first 
month’s canvass of the Los Angeles territory, having made a lot of 
friends for his firm, the R. L. Smith Company, of 605 Third street. The 
company is the Pacific Coast representative of the Hotchkiss Sales Com- 
pany, Norwalk, Conn.—SS 








RIBBONS AND CARBONS 


San Francisco, Cal.Don K. Faucette, popular San Francisco manager 
for the Miller-Bryant-Pierce Company, had the pleasure of a visit from his 
father the past month. He has become “Native Son’ enough to take 
pleasure in guiding his father to some of the inspiring vacation spots of 
California SS 











PENS AND PENCILS 


Oklahoma City, Okla.—A second fluorescent lighted fountain pen display 
case was recently installed at H. Dorsey Douglas, Inc., 123 Northwest First 
street. It is a five-foot W. A. Sheaffer case constructed of prima vera wood, 
harmonizing with the rest of the store fixtures.—EVH 











Nashville, Tenn.—The Lusky Furniture Company, 814-16-18 Cedar street, 
within a half block of the courthouse and city hall, has opened an office 
furniture department with a fine display of desks. chairs, filing cabinets, 


costumers, telephone stands and accessories. Lou Lusky, head of the firm, 
will be assisted in the new department by a staff of salesmen.—CG 
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AUTOMATIC — 


VANDEX-VISIBLE 
Stitt LEADs! 


| COMPACTNESS 
WITH GREATER | CONVENIENCE 








FROM:—DESK UNITS 


Capacity Over 4200 Cards 








TO:—BATTERIES (otto me hoochie CHICAGO, ILLINOIS 





| SPEED 


—After 10 Years—Automatic—Vandex—Visible 
Record Equipment is still increasing profits 
for the dealer and user. VANDEX can also 
be placed right in Standard Automatic Ex- 
panding Files. 

Dealers: A system service department is maintained to help 
you develop special systems, forms and layouts and, also, 


to supply you with sales helps and ideas—regularly. For com- 
plete information write:— 


AUTOMATIC FILE & INDEX CO. 


DEPT. A-44; 629 W. WASHINGTON BLVD. 





























ne YOu 


aaza dealez 


That. CLA&O 


streamlined record equipment is available for every 






commercial need? 
Cesco dealers today not only possess one of the 





most complete lines but also have the added ad- 
vantage of offering their customers any individual 
type of form, record-keeping system, or binder 
required by that particular customer. 

Write today for our catalog, and acquaint yourself 
with this amazingly complete line. 

Exclusive agencies available— 





J Pr A 





44-07 ASS ON De 0 D0 0 0 Ds Od am 0) Or 
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The New 


AUTOMATIC POSTCARD PRINTER 1 49° 


The only one of its kind on the market. 


PRINTS 4000 CARDS PER HOUR 


Feeding Arrangement entirely mechanical and feeds 
from the bottom of cards. 


Also other models in Automatic and Hand-Feed Postcard Duplicators. 


Prices ranging 


DEALERS and 


LIBERAL DISCOUNTS. 


from $9.90 to $19.50 


SALESMEN SOLICITED 


PROTECTED TERRITORY 


NOW ONLY 


Including 
Supplies 


Perfect registration. 





MANUFACTURED BY 


THE ORTHOGRAPH CO. 


406 S. MAIN ST., LOS ANGELES, CAL. 











a 


















GET 


liberal 


ho ET 


CLAR-O 


THAT 75% 


In the offices you serve, the type cleaner market deper 

upon regular use by every stenographer. There is or 

one way to get 75% or more of this business 
that is to push Clarotype, the cleaner that 
is easy to use. (Clarotype cleans the type 
thoroughly and quickly, and has 3 ott 
advantages that make stenographers regu 
lar users Clarotype is not messy 
dauber does not break lowr and 
eliminates spattering Write today for our 


discounts and free advertising aids 
Clarotype Co. Ine 16-L) Hudson Street 
New York City 


-TYPE 


THE BEST KNOWN TYPE CLEANER 
KNOWN AS THE BEST 











STENOTYPE 


SUPPLIES 


STENOTYPE PAPER PADS 
STENOTYPE RIBBONS 


Also Supplies and Accessories for All Models 


Orders shipped day received. 


WRITE FOR LATEST 


PRICE LIST. 


THE STENOTYPE SUPPLIES CO. 


220 E. OHIO ST. 


INDIANAPOLIS, IND. 























SATISFACTION 


True test of quality is the satisfied 


Dry Stencils will secure. Stock them 


and increase your stencil business. 


pare performance. Their satisfaction 


profit. Order Today! 


users BARCO Dura-Coated 
for your schools this year 
Let your customers com- 


will be your guarantee of 





EARL M. BARKER & COMPANY 


311 LAURA STREET + 


JACKSONVILLE, FLORIDA 


| 









Ideal BOOK RING 


THAT FLATTENED JOINT is there 
for a purpose—to keep the ring al- 
ways right side up. No need to hunt 
and fumble to find the place where 
the ring opens, if it’s an Adams ring. 
Here is the simplest, quickest-operat- 
ing and most satisfactory ring ever 
invented for perforated sheets or 
binders of all sorts. Allows binder or 
sheets to lie flat when open at any 
—_ oan pr gg ms — 
rounded and smoothed, keeps ring 
No. 1, 1%ein, Ne 6S Im right side up in position to be in- 
Come alse boxed assorted stantly unlocked. 
| in seven sizes. Order through your wholesaler. We also 
| manufacture inexpensive loose leaf metals. 


Mfg. 
















PATENTED 
PES.17,1920 JAN. 11, te2t 
ROV. 6.1923 
Eight Sizes 


inside Diameters: 


| No. 00, % In. No. 2, 1% in. 
No. 0, % in. Ne. 3,2 In. 
| Ne. 0t,f In. No. 4, 2% In. 









A NECESSITY 


in every office 


AO — — 
meee 
a) 














@ The amount of work 
you can turn out in a day 
depends upon your secretary. And 
upon your mail desk. 

To avoid that 5:00 o'clock botile- 
neck at the mail desk get a Hanson 
Hi-Speed Postal Scale. It shows ex- 
act postage instantly—no weights to 
jiggle. Hairline accuracy. Built to 
last a lifetime. 


HANSON SCALE CO. 
525 N. Ada St., Chicago, Ill. 













Hanson Postal 
Scale No. 1546 


Your QUESTIONS | 


ANSWERED free | 


"er epce 











a competent service bureau which is prepared to 
answer almost any question relative to office equip- 
ment. 

A considerable number of our readers have found 
that this service in itself is worth many times the 
subscription price. 


| The Cflice Appliance Company: 20 North 
| Wacker Drive, Chicago, U. S. A.::::::: 
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14” x 1714” 


Furnished in three sizes: 





You Can Sell Metalstand 


Our “Interlocking Lifetime Construction” Eliminates Competition 

16” x 20” 

And four finishes: GREEN, WALNUT, MAHOGANY, and OAK 
Shipped Knocked Down to Minimize Freight Charges 


Write for more information on the profitable and complete line of metal stands. 


Metalstand Company, 1615 Melon St., Philadelphia, Pa. 






17” x 24” 


Model 200 with leaf 








™ AMERICAN 


MODEL 41C 


CARBON COPIES MACHINE 


654321 


Facsimile Impression 


Will make up to 10 good 
carbon copies. 


Write For Details. 


AMERICAN NUMBERING MACHINE CO. 
BROOKLYN, NEW YORK 








PAR TS for 


CASH REGISTERS 








DEALERS—Write for Catalog 





CHICAGO CASH REGISTER PARTS CO. 
3843 Lincoln Ay. Chicago, Ill., U. S. A. 








YOUR cotiioe DESERVE 


D) € YyV 9 ) 





eo 
ZL 





AND THE MORE YOU SELL 


BETTER 
THS MORE CUSTOMERS 


L. M. Bickett Company, Watertown, Wis., U.S.A. 


YOU WILL HAVE 











5,000 COMBINATIONS 


FROM STANDARD PARTS 
PIGEON 


HOLE |ff 
UNITS 


Send for | 

Catalog | 
Dept. [iz 
O0.A. 





EFFICIENCY EQUIPMENT CO., INC. 


360 W. Superior St., Chicago, Ill. 














For MORE | 
and BETTER Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


The journal contains thoughts 
that many identified with office 
equipment can use to advan- 
tage. It is a common meeting 
place for the exchange of 
worth-while information. 


If you want more and better 
business, you can profit by a 
subscription to Office Appli- 
ances. Domestic rates are $2.00 
a year, two years for $3.00; 
Canada, $2.50 and $4.00; For- 
eign, $3.00 and $5.00. 


THE OFFICE APPLIANCE CO. 
20 North Wacker Drive Chicago, U.S.A. 


ows — ——$—————— 
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Gti Yow 
LYON SORTING RACK 


@ Hand Removable 
Shelves 


@ Adjustable on half 
inch centers. 


@ For sorting mail, in- 
voices, bills, etc. 


For complete informa- 
tion write 





Lyon Metal Products, Incorporated ———= 
2809 River St., Aurora, Illinois 











J.S. MORSE says 


If it's a typewriter you want, we have it. Thousands 
of select rough and rebuilt machines from which to 
select. They are regular trade-ins from the leading 
manufacturers. 


OUT LATEST PRICE LIST IS NOW AVAILABLE. 
SEE — FOR REAL BARGAINS 








Bee ae 
NEW YORK city 


Sontag te the Th hale (er 2 juan! 








ROLLING STORE LADDERS 


For use on Filing Cab- 
om inets and Shelving, in 
Offices, Vaults and Store- 


al | reoms. 
t LIBRARY 


mly LADDERS 


| edd Equipped with rubber 

\} tired wheels and Auto- 
matic Safety Brakes. Made 
in a variety of heights 
and forms. 
DEALERS—Don't overlook 
sales opportunities in Roll- 
ing and Library Ladders. 
Write for literature and 
prices. 


Manufactured by 


I. D. COTTERMAN 


155 N. Union Ave., Chicago 
























MARKI/LO 
IA MMM MLM AES 


\\ Loose-leaf envelopes, punched; card-cases, any 
\\ size; menu covers; factory record protectors; tag 
holders: bill-foild envelopes; stamp containers, etc. 





Made of acetate (flame resistant) transparent cel- 
lulose. We build to fit your particular need. Write 
us for details. 


Markile Company, Mfrs. 


3633 S. Racine Ave. Chicago, U. S. A. 
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CARBON INTERLEAVED SETS 


A Time-Sever on ony form which requires one of more carbene copies 


































QUALITY . .. We furnish only the best materials 
and workmanship. Each order is handled sepo- 
rately and is produced to meet your specific 





requirements. 


) —4 SERVICE . . . Delivery can be made in 30 days 
——! , or less on most orders. Lithographic plates ore 


4 filed and re-orders are handled immediately. 


ud PRICE . . . Modern equipment, combined with 
’ efficient g +, makes it possible for us 
to quote exceptionally attractive prices. 


R. A. TAYLOR & CO. 1317 Ethan Ave Ohio 















Cincinnati 












CARD INDEX AND FILING SUPPLIES 


created to meet dealer needs 
and satisfy customer demands 


A wide range of stock forms for record keeping in banks, insurance 
companies and commercial institutions. A complete line at attractive 
prices, 
Send for samples and prices on your SPECIALS. 
Write for our NEW CATALOG. 


THE DACO CARD AND INDEX CO. 


No. 9 Federal Court Boston, Mass. 
ESTABLISHED 1919 


NEW Low Cost Ven hdr 


for Quicker Turnover in 
1940-41 


Simplified system (Style 
PK) containing most- 
wanted features at a price 
that makes selling easy. 
Survey indicates new outfit 
enlarges market consider- 
ably. 
















Indexed 
Pocket 
Case, 
Dated Tabbed Cards 
& Covered Tray 


FREE folder and dealer's 


$3.45 terms on complete line. 


Wilson Mem Index Co., 171 St. Paul St., Rochester, N. Y. 


NO! 


is a two letter word for 
less profit. 


Don’t “NO” the new 
Allied ribbon and car- 
bon sales plan. 


ALLIEN 


CARBON & RIBBON MFG CORP 


16S DUANE ST. 
NEW YORK, N. Y. 








Write NOW 
for details 
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MAGIC FLOW 
AN EXCELLENT 
DUPLICATING INK 


Also other 
Duplicating Supplies 


Samples and Prices 
upon request. 





CONTINENTAL INK CO. 


544 W. LAKE ST. CHICAGO, ILLINOIS 











Never before has there 
been such a big demand for 


MOORE Meptachs 


Changing markets, with extra sales maps 
...plus the extensive use of war maps... 
offer an unusual opportunity to increase 
your MOORE Maptack sales and profits. 
Get your share of this growing business... 
the sure and easy way... by displaying the 
fine looking MOORE Cabinet. Sent FREE 
by your jobber with order for 5000 assorted 
MOORE Maptacks. Nationally advertised. 
Order today. 


MOORE PUSH-PIN CO. 
113 Berkley Street, Phila., Pa. 
Original Makers of PUSH-PINS, 
PUSHLESS HANGERS & MAPTACKS 















FREE 
All-metal, 
revolving, 
display cab- 
inet. Takes little 
space. Worth a 
good position 
in any store. 











AMERICA’S GREATEST DOLLAR 
VALUE in POSTURE CHAIRS! 


r 9 
om orlaire 


Executive 





e@ Arm Chair 
Type 

@ Stenographic Model with 
or without full tilting 
action 

¥ e High Model 

Some territories still avail- 

able for aggressive dealers. 

Write or Wire today. 


SHEPHERD CHAIR COMPANY 








3100 CARROLL AVE. CHICAGO, ILL. 








Have You 


a Friend—., business acquaint- 
ance who might like to keep in touch 
with office equipment by reading 
Office Appliances? If so, send us 
the name, address and business and 
we will send a sample copy with our 

compliments. 


THE OFFICE APPLIANCE COMPANY 
20 NORTH WACKER DRIVE, CHICAGO, U.S.A. 
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PROFIT MAKERS 


Genuine top-grain leather. 
Hand turned in edges. 
Pocket: | full length ex- 


tension, | cross-wise and 


Sell this Popular Priced 
line of Repeating 













| zipper. Steel guards. 
Three side Talon slide 
fastener for II x 8!/ 
sheet. 


WRITE FOR 
CATALOG 


MURRAY VARAT Co. 


No. 71 114-124 S. Clinton Chicago, Ill. 


DR. SCAT 
for Bigger PROFITS 


Dealers, sell Dr. Scat— every 
office a prospect. 


Sold thru Dealers selling Office 
Supplies, Stationery and 
Typewriters. 


Sold from Coast to Coast. 
Manufactured By 


DR. SCAT CHEMICAL CO. 























178 North Franklin St., Chicago, Illinois 2eg- U.S. Pat. Off. 








for business cards might 
not be huge—but they are 
consistent, 

For this isn’t a speculation. 
All you need do is insist that your 
printer or engraver uses Wiggins 
Book Form Cards in the orders 
you send him. 

Then watch the profits roll in! 
If satisfied customers are assets, 


Pier ben from taking orders 





Tell your engraver or 
printer to ask any of these 
paper merchants for sam- 
ples of Cards and Cases. 
Or write us direct. 


New York City 

Richard C. Loesch ¢ 
Pittsburgh 

Chatfield & Woods ‘¢ 


—_ ti > 

a  — you'll have plenty. 
Detroit 

Seaman-Patrick Paper ( c The John B. 


Grand Rapids 
Paper C 


Carpenter 


WIGGI NS Compasy 


1162 Fullerton Avenue, Chicago 
Book Form Cards Compact Binders 


Houston 
osworth ¢ 
St. Louis 
Tobey Fine Papers, Inc 


L. 8. I 





ALLEN @ WALES 


ADDING MACHINE 
CORPORATION 


444 Madison Avenue 


NEW YORK CITY 
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Every Retail Merchant 
Is a Prospect! 





Here is the only bookkeeping system 
giving a COMPLETE TRIAL BAL- 
ANCE ON ONE PAGE. Income, tax, 


social security figures, and other data 


LOOSE-LEAF— 
Only $4.75 


instantly available with the Modern 
Bookkeeping System. Simple 
complete . . . and low-priced to 


Liberal dealer discount make a handsome markup for you. 


Ask about it. Writes todar! 






MODERN BOOKKEEPING SYSTEM COMPANY 
127 N. Dearborn St., Chicago, Il 





Dealers Wanted 


(One in a territory) 


For a spring cushion 
typewriter key having 
permanent pure white 
characters. You will 
get more key business 
by selling 


MASTER 
SPEED KEYS 


(No rubber to wear out) 


Write for our interesting 
proposition. 


Speed Key Mfg. Co. *sioortynn'y:* 


SIMPLICITY Boosts Sales .. 


Of New Low-Priced REX-O-GRAPH 


“School Model S$” Fluid 
Type Duplicator ... 
New Hand-Feed “School 
Model 5S.” 


Only #59. 


In scores of Schools and 
Business Offices, the new 
REX-O-GRAPH **Schooi 
Mode! S"’' demonstrates un- 
usual SIMPLICITY and Econ 
omy in all types of Copy 
making. Offers new versat:! 
ity, speed, accuracy and 
durability at a NEW LOW 
PRICE. Exclusive 100°5 
Roller Moistener, with Ad 


















Experienced 
Duplicator Men! 


new 





justable Bronze Bearing saves on ‘Enjoy ready sales and profits with the 

fluid and assures longer life REX-O-GRAPH Line of Automatic and Hand h d 

Superior! Dealers Say: ‘‘We con- Feed Fluid Type Duplicators, Gelatin Duplica for details nowl the car 

sider the Rex-O-Graph Duplicator tors, and Supplies Write for territories and and copy 

SUPERIOR to any of which we have details. 

knowledge!’ . li t I 3468 N. Clark St. 
REX-O-GRAPH, INC. Mei icke Aystems, INC. chicaco, Ill 

3727 NORTH PALMER STREET MILWAUKEE, WISCONS!! g ’ . 

Cable Address: REXO,. Milwaukee 
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MEMO PAL 


An Active Profit Item 
for YOU 


+x 250 Feet of standard size 
adding machine roll paper 
*« Sturdy Metal Construc- 

tion. 

* Mechanically Perfect 

Mechanism 

*« Modern-Streamline 
Design 

* Crackle Finish— 

in black and 

green. 

* Bakelite 
Knobs 















$ | 50 
U.S. PATENT 
oy Order samples 
Liberal Dealer today. 
Discount 


PREVUE-RADSELL CO. 


440 S$. Dearborn St., Chicago, Iti! 





ideal Premium item 
Panels provided for AD 

















Efficient and economical. 
Will keep correspond- 
ence and papers always 
on hand and properly 
arranged. The most ef- 
ficient desk file on the 
market. Made in four 
sizes. A very profitable 
item for stationers. 
















Stanley R. Bristow 
24 Central Ave.West Orange.N. 5 









SELL MEILICKE CALCULATORS 
The Modern Method of Figuring 


PAYROLL, INTEREST, DISCOUNT, LUMBER, COAL, FREIGHT 
AND MANY OTHER CALCULATIONS 


No levers to pull. No 
keys to punch. No tedi- 
ous figuring. No errors. 
Just copy the answers 
tabulated in convenient 
form. Sold on 10 day 
free trial basis. Nation- 
ally advertised! Write 







Simply tip 




















Convertible RUBBER CUSHIONS 


@ Popular All-Season 
Chair Cushions @ One 
Piece Sponge Rub- 
ber @ One Side 
Cool Woven Fi- 
bre—the Other 
Rich Durable 
Corduroy. 


Available in a 
variety of sizes, 
styles and cov- 
erings at prices 
that present real 
value for the 
user and good 
profit for you. 
Write us for de- 
tails and prices 
of the fast-sell- 
ing ‘Perfect’ 
line. 











We also distribute the Latex Dunlopillo. 


THE PERFECT RUBBER SEAT CUSHION CO. 


1412 UNITY STREET PHILADELPHIA, PA. 








MOISTENS ENVELOPES 
y 


STAMPS ... LABELS 


Scientifically brush - moist- 
ens gummed surfaces for 
tight, solid adhesion. No 
pressure needed. Simply 
slide stamp, flap or label 
under guide. Faster, clean- 
er, more sanitary. 





itn ; 
SUPER-O Model has 11-inch brush width, takes all size envelopes, 
and all smaller labels. Nickel-plated, enameled. Order NOW before 
present low price is forced up through increased raw material costs. 
Dealers write for generous discounts 


A product of Better Packages, Inc. Shelton, Conn. 
Sole Distributor A. W. KELLOGG SALES CO. Waltham, Mass. 
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Fhe! VISIBLE CARD HOLDER 


The answer to the 
problem of bottom 
line indexing on 
Visible Record cards. 


Positive—Accurate. 


Easily attached and 
removed on all makes 
of typewriters. 





You can sell a set of these Card Holders to every one of 
your customers who now use Visible Record Equipment. 


Get complete details now on this proven device. 


List Price $1.50 per set 
Atiractive dealer discounts WRITE TODAY! 


STANDARD VISIBLE FILE CO. 


8 SOUTH DEARBORN ST. CHICAGO, ILL. 











The New Light ofa Mullion Uses 


You can sell this new fluor 
escent unit for use where a 
desk lamp will not work 


for closets, tables, benches, 
room fixtures, etc. Merely 
screw the unit in the light 
socket, that’s all! Fits any- 
where a light is used or 
needed 





Single 15 watt unit, which gives 30 watts of light! 
Complete WITH TUBE and ready for use. 
List Price $6.40 
Double 15 watt unit, which gives 60 watts of light! 
Complete WITH TUBES and ready for use 
List Price $9.80 
White or Daylight tubes furnished with these units. 


Get acquainted with this all-purpose light to carry with your 
regular line of fluorescent lamps. WRITE TODAY! 


ECONOMICAL LIGHTING CO. 


251-315 E. Grand Ave., Chicago, Ill. 





IF ITS DARNELLITS EASY TO SELL! 








DARNELL 


CASTERS and 
Noiseless GLIDES 


Users soon discover the savings of- 
fered by Darnell —the news will 
spread and you will profit. The high 
quality of Darnell Products has been 
a talking point for years. Investigate 
our special dealer proposition today 
WRITE FOR DEALER PROPOSITION 
DARNELL CORP., LTD. LONG BEACH, CALIFORNIA 
36 N. CLINTON, CHICAGO —24 E. 22nd. NEW YOR* 





The Most Gracefully and Correctly 
Designed Steel Desk in America is 
the “MODERN AMERICAN” 


With Round Corner Drawer Fronts and Well 
Proportioned Pontoon Base. Write for Catalog. 





Browne-Morse Company Muskegon, Michigan 








It's New! ROSSIN 


HAND PAPER DRILL 


Here is the first practical hand drill on the 






market. Cuts through one-half inch of paper 
readily. Absolute registration. Ideal for 
offices, salesmen, small print shops, 
schools, churches, homes. Universal 
guide fits all standard ring books. 
dvailable in ~,", %4", %&” 
Dealers: Send for particulars at 
once and order returnable sample 
This new useful speciality selis on 
sight. 

Manufacturers’ Representa- 

tives: A few desirable terri- 

tories open. 


Cooperative Church 
Supply Company 
208 Fourth Street, South 
Minneapolis, Minn. 


Liberal Dea‘er Discount 
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REPLACEMENT PARTS 


For Adding, Bookkeeping and Calculating 
Machines. Keytops. 


NEW CATALOG No. 6 with pictures of 
over 400 parts 
MECHANICAL INFORMATION 
Write: W. J. McCormack, formerly of 


Burroughs Service, 16 Years 


CLOYES GEAR WORKS 


Cleveland, Ohio 


(AVA) AY AYA AY AVA AV AVAYAYAYAYAVAYAYAYAYAYAYAYAYAYAYS 


17214 Roseland Rd. 


VAYA) 


LAA RAAARARARARARARAADRARARADRAARARARDARADRAS 
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NEV-FROKURL 
A CLEAR-PRINT” PRODUCT 
US. PATENT PRODUCTS 


No |60008s 
WOOD STAMP 
THE ALL PURPOSE PADS 


CARBON PAPER SOPEWRITER 
with RIBBONS 


Lipo, "T=ten golcl-7.\>" 


CARBON 
FEATURE 


Write For Sa mypbes 
ps 


SPEED-MO 
No. 400 


FOUNTAIN 
BRUSH 


and 


CLEANER 





A real clean up for dealers. Cleans type .. . with 
interchangeable brush cleans spots from gleves, 
clothing, ete. Finger tip control, ne waste, neo 
soiled fluid. Good repeat sales on brushes and 


cleaner. Write us. 


RIVET-O MFG. CO., 91 Jason St., ORANGE, MASS. 
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CROWN BRAND 





Are YOU Getting f 
Your Share? v4 


¢ 


Pa 
UP 
LET CROWN a 


4 
Show You How te f YOUR SALES! 
7 





Dror Us } Card f r ey »mplete 
Details and Samples. 


Crown Ribbon & Carbon Mfg. Company 
63 Halstead St., Rochester, N. Y. 








OFFICE EQUIPMENT 
REPRESENTATIVES 


who are now established in the Office Equipment 
and Stationery field, selling direct to consumers 
are invited to correspond with a nationally known 
eastern manufacturer of Loose Leaf Equipment, 
including Visible Record Books, Machine Posting 
Supplies, and Advertising Catalog Covers. We are 
appointing representatives on an attractive com- 
mission basis. Territories are available to respon- 
sible men or selling organizations. Write, giving 
details of lines now handled, territory covered, etc. 


Office Appliances Box BY-256, Chicago. 








Soll MANAGERIAL 
FILES NOW! 


Be Sure YOU have at least one of these 
new popular files om your sales floor 
(they sell for $29.75). 


Outstanding features such as “elevating” 


top drawer; full ballbearing rollers on 
lower drawer; desk high; made entirely 
of Steel; finishes in Green, Walnut or 
Mahogany. 

Write for dealers’ prices 

and further details today!! 


Northwest Metal Products.Co. 


1337 E. Mason St., Green Bay, Wis. 























FURNITURE OF DISTINCTION 


Today's trend is to business-like 
metal furniture. For executive 
and secretarial offices, reception 


rooms, professional and general 





use 






Write for new 1940 catalog 


price list and Dealer Proposition 


THE TROY SUNSHADE CO 
Troy, Ohio 
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ZA STATIONERS 
= 





we 


‘ 


~!Do You Sell 
BRITISH 
GOODS ?? 





= 
< 
= 
=< 





if 20— 


you will find our new 
quarterly publication the 


BRITISH STATIONERY 
EXPORTER 

of the utmost assistance and value as it con- 

tains a comprehensive display of the most at- 

tractive and saleable British Made lines of sta- 


tioners merchandise. 


We shall be pleased to mail you a copy post 
free each quarter if you will complete the form 


below:— = 


--=--=--- SEND US THIS COUPON ---===== 


To F. W. BRIDGES LTD., 
Proprietors THE BRITISH STATIONERY EXPORTER, 


9 Fryston Ave., 
Croydon, Surrey, ENGLAND. 


Please send to the address below Free copy each quarter of 
the BRITISH STATIONERY EXPORTER. 


Name 
(Please attach your business card or letter-head) 


Address 
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THE NEWEST JOHNSON CHair FEATURES: 


@ PerfecTilT Chair Irons for regular revolving chairs. 
@® Synchro-tilt Chair Irons for executive posture chairs. 


@ Rubber Protection Boot for revolving chair bases. 


Write for Illustrated Literature Giving Full Information 
About These and Many Other Important Features. 


JOHNSON CHAIR CO., 4401-4531 West North Avenue, Chicago, IIlinois 

















BESZ,. EST 


PAPER CEMENT 


AND ACCESSORIES 
Nationally advertised. 
Nationally used for every 
Sturdily made of aluminum; to mark in red, , : a t srt Sa Bien tet 
blue, green or black, complete with instant- \ a — ; >) ipeliiealll eet will not curl, shrink or 
drying ink and extra nib. Retails at $1.50. A m4 ss ae |i wrin’le paper. Stocked by 
boon to ad-men, artists and shipping depart- ‘os aiaee - om | leading jobbers every- 
ments. WRITE for details. > — ’ where. 
d j nding i Write for Dealer's List 






CUSHMAN G DENISON MFG. CO 
133-5-7 WEST 23rd STREET NEW YORK 





TRENTON. NEW JERSEY 





a> 





Guaranteed Rebuilts 


_— 
« 
By “Universal” Mean 
. Savings and Profits 
CnLCL as well as long-lasting satisfaction be- : 
attractively refinished S&S 


cause they are 


and thoroughly rebuilt for years and 
BA‘ K | N G years of additional service. 











When It’s Ss 

4 REBUILT, REFINISHED 

$ SHEETS VISIBLE RECORD GUARANTEED 
EQUIPMENT and Kardex, Acme, Post 
Complete line—Manila, ‘ OFFICE MACHINES Index, Globe Wern- 
: Tympan or White. Write, phone or wire a and other vis- 
For prices, write UNIVERSAL OFFICE | nets: ponels and book 

EQUIPMENT CO., INC. |” <<stc! 
+ . culators 

3 Sprunk Printing Company “The House That Confidence Built” Per eed 
546 West Jefferson Avenue Detroit, Michigan 561 Broadway New York City Bictating’ heshtess 

Sas m Cable—“Uniquip”—New York Mimeographs 

















 ETWIRLIT 


Gives MOST service 
Takes LEAST effort Mork § TR Ff NG a; | ‘SYNONYMS 


drills 150 sheets 
150 That guarantee you and 
(% in. thickness of paper, your customers satisfac- 


Inns . I; tion from thinner leads 
one ope ion. fi = 
x joke ; i : : M00 HWESS , a yi te ; st 

Threadline excels in 


= 1, : 
Hole diameters from % to quality. 
13/32 inch. One, two or three 





Recommend and demonstrate at Bead jel a 
TWIRLIT, and let your sales- 7 — a Se See 
“tm take t along on aby having back and side guides 


calls. Write for illustrated and scale. being adjustable for 1 Order from the Mdi/al dia [taal 
MITCHELL BINDER COMPANY Originators CHICAGO, ILLINOIS 


114 Bower Avenue Hagerstown, Md. 






SUBSIDIARY OF THE JOSEPH DIXON CRUCIBLE CO. 
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Bassick 


OFFICE CHAIR CASTERS | 





5 en ase om 


cine 


eee tier hig arene at re — 
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i 

| AND HERE'S WHY : 's profi 7 ir gli M 
Hee e e e Bassick It’s profitable to sell Bassick casters, chair glides 

B. . ‘ . . , ° a : 

; 4 Diamond Arrow office chair casters are preferred and floor protection equipment. The Bassick e H/ 
iE because they add new life, new comfort to chairs line, because of its high quality products and : 
—save wear and tear on floors. Simplified, pat- great variety of sizes and types, offers the best 

; ented two-level ball race design balances strain possible opportunity to be of real service to your 
ie } ar ; ; z : , 
; | and assures long, efficient, low-cost service which customers. You can build bigger, better business 
a your customers want. with Bassick. Write for catalog and information. 
: 
; wv = a: 
: a 
MADE BY THE WORLD'S LARGEST MANUFACTURER OF CASTERS AND FLOOR PROTECTION EQUIPMENT 
| | | 
: — 
i 3 
NoMar Resilient Rubber Shoes NoM ar 9 3 are and aeons NoMar Furniture Rests. Drive- Rubber Cushion Slides for W ood 
Stop Desks from Skidding Out *Atlasite’’ Cups for Desk and on and Socket Types Spre ad the or Metal Furniture. End Noise, 
Weight and Protect Floors. Slide Easily, Protect Floors. 


of Place, Protect Floors. Table Le gs. 


THE BASSICK COMPANY - Bridgeport, Connecticut 


Division of the Stewart-Warner Corp., Chicago, Ill. 
Canadian Factory: Stewart-Warner-Alemite Corporation of Canada, Ltd., Belleville, Ontario 
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HAND-FED LETTERGRAPHS w 






© AUTOMATIC fe 


yTO-INKED#42 es qyromAll 


° HAND INKI © HAND INKIN 







THESE NEW LETTERGRAPHS ARE 


UNQUESTIONABLY- 


QUALITY STENCIL DUPLICATORS! 











HECK these new Lettergraphs on any point—Price ... Value. . Utility ..» Per- 
formance ... Appearance! Just think of being able to get full legal size, inside-inked 
rotary stencil duplicators at these amazing low prices! Among these new models you are 
sure to find one for any installation or price requirement. Through careful forethought most 
of the parts of these new models are interchangeable. Thus it is possible for a customer 
to later add an automatic feed to the hand feed models, an automatically inked cylinder 
to the hand inked models, etc., etc. They feature quality construction, attractive finishes 
and an abundance of gleaming plated parts. All are sold complete with initial supplies! 


aes | 7 Scant 
we ere el ie 


4 €~ & 
. — = 
x ‘ 
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HAND fee NG 
9 TOMA nc INK 


movEL & Qs re A9« 
+ AUTOMATIC Pet aUlEAse = AuroMAaT eee af 


© AUTOMATIC F NG 
® automamic I ma 













THE HEYER CORPORATION « CHICAGO, ILL., ESTABLISHED 1903 









Mn. Dealer, YOU WROTE This Book 
.. that is why it SELLS PORTABLE TYPEWRITERS 


OU'’LL find the answers to your sales problems 

here because progressive Portable Dealers 
throughout the country helped us to compile this 
veritable encyclopedia of selling practice. The 
Underwood Portable Sales Manual is invaluable 
as a sales aid and sales promotion reference. It 
contains page after page of consistent selling 
thoughts and ideas that are bound to create more 
business for you. In addition, it is a modern cata 
log of the complete line of Underwood Portable 
Typewriters. It illustrates important features and 
shows all keyboards and type styles available on 
the Personal Writing Machines made by Under 
wood . . . Typewriter Leader of the World. 


A copy of the new Underwood Portable Sales 
Manual is ready for you. Be sure to get it. Keep it 
handy. Show it to your customers and prospects 
Increase your sales with it . . . and profit! 


Underwood Portable Typewriters are widely 
advertised—and that helps you to sell. Why not 
take this easy way to increase Portable Type- 
writer volume? Join the thousands of progressive 
Dealers already selling Underwood Portables, be- 
cause these machines are quality merchandise 
that uphold the reputation of your store. Remem- 
ber, Underwood offers a model for every need 


at a price for every purse 


* * * 


Write to us for folders, window displays, and newspaper 
mats—they’re FREE—they identify your store as 
Underwood Portable Typewriter Headquarters in your 
community. Pep up your Portable Typewriter business. 
Stock the complete line of Underwood Portable Type- 
writers—Standard and Noiseless Models—to provide 
the perfect Personal Writing Machine set-up for 
greater volume—faster turnover—and better profits! 

Write—today—for our Profit-Making Dealership 
Plan... For it’s going to be another Underwood year! 


Portable Typewriter Division 


UNDERWOOD ELLIOTT FISHER COMPANY 


ONE PARK AVENUE, 


MORE VALUE FROM THE TYPEWRITER LEADER OF THE WORLD 


NEW YORK, N. Y. 














